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Now  Excelutn  Windows  are 


PRE-SOLD! 


0  It's  manic!  Say  '‘EXCELUM"  and  you’ll  find  it’s 
easy  to  part  your  customer  from  his  dollar.  That’s 
liecause  we’re  putting  the  sell  in  Excelum— 
PRE-SELLING  for  you  in  national  magazines  reaching 
a  total  of  10  million  prospective  customers. 

Sell  America’s  finest  line  of  comhination  windows  and 
doors.  Sell  Excelum— a  product  your  customers  know! 


COMBINATION  STORM  WINDOWS  AND  DOORS 


fejr  JAMAICA  SASH  A  DOOR  CO. 

Mata  PImni:  New  Hyde  Park,  L.  I.,  N.  V.,  Fleld.lone  7-1867 

MMwOStS  CentrAl  Exrrlum, 

3419  RutK^r  St.,  St.  Louis,  Mo. 

Now  England:  Mrrrury-Exr«>lum  of  Nrw  Englanil  liir. 

278  Main  St..  Hartford,  Conn. 

South:  Prrman^nt  Storm  Window  Co., 

1810  Wincheater  St.,  Baltimore.  Md. 

Now  Jorsoy:  Excelum  of  New  Jersey 

40  Indualrial  Ave.,  Little  Ferry,  N.  J. 


•Whmn  thp  Mamm*9  Excmlum...Thm  Window  Will  Soli  'am. 
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now  we  can 


New  factory  in  HACKENSACK,  New  Jersey 


fill  your  orders 
faster  for 

ABC  GLASS  JALOUSIE 
WINDOWS 

with  two  great  new  plants 
to  serve  you! 


New  factory  in  MIAMI,  Florida 


and  here’s  why^, 


you'll  order  more  of 

THE  ALL-WEATHER  WINDOW 
FOR  ALL  AMERICA 


TIGHTEST  CLOSURE'^- 

Hurricane  tested  In  the  lab¬ 
oratory  of  a  famous  AmericcjJi 
University. 

ALL-WEATHER 

PERFECTION 

. . .  with  added  storm  sash  you 
can  offer  double -glass -wall- 
and-air-space  insulation! 


FRAMES 

63-S-T5  heavy  gauge  extruded 
aluminum! 

CORNERS 

Heliarc-welded  .  .  .  strong,  no 
water  seepage  at  sill  section 
. . .  cannot  distort. 


ALL  BALANCED 
CONTROL! 

You  can  move  an  18' window 
with  a  fingen^ouch  on  the  oper¬ 
ator.  No  drog,  no  overhang, 
no  weight  to  move! . . .  elimi¬ 
nates  unnecessary  operators. 


EXCLUSIVi  PATENTED 
SPtING  CUPS 

Each  louver  slips  in  or  out  of 
specially  designed,  patented 
holders.  Stainless  steel  spring 
holds  glqss  firm,  rattleproof, 
and  insures  tight  closure. 


''KOROSEAL” 

EXCLUSIVE 

GLASS 

WEATHERSTRIPPING 

"KNEE-ACTION” 

PRECISION-GROUND 

Full  seal,  head  and  sill. 

Only  ABC  closes  tightly  with¬ 
out  strain! 

in  our  own  factory.  Honed 
edges,  perfectly  fitted... 

SCREENS 

SILLS 

clear,  obscure  or  tinted  louvers 

With  overlap  for  full  protec- 

are  sloping,  and  self-cleaning. 

available  at  no  extra  cost. 

tion  against  insects.  Firm  fit, 
cannot  shift.  No  tools  required. 

HARDWARE 

Stainless  steel  gears  in  alumi¬ 
num  casing. 

WIDE  LOUVERS 

Ample  overlap  for  all-weather 
protection. 

AND  MORE!  TO  INSURE  YOU  STEADY  PROFITS  WHEN 
YOU  ARE  AN  ABC  GLASS  JALOUSIE  WINDOW  DEALER 


•  •• 


UUWG  MCWTEaS  MID  DQimDS  MOUGHOUT  M 
COUHTRY  RRl  SPKiniNG  "RDC  GUSS  IMOQSIIS" 

te  kHeatte  Wmta  ta  Ml  Mmaica! 


URDIMG  DERllRS  THROUGHOUT  THl  COUMTRT 
RRl  TIRTURIHG  "RDC  GIRSS  lUOUSIlS” 

the  superiof  glass  lalousie  that  assuies  ^ou: 

SM»SniO  CUSTOWERS!  SOARING  S  A  U  S SUBSIANTIM  PROMTS! 

10\M  THl  IVlR-GROTiiyHG  UST  OF  ABC  GLASS  JAlOUSll  DIALERS  HHO 
ARE  CASHLHG  IH  OH  ABC’s  PROWOTIOH-PACKED  ADVIRTISIMG  PLAM 


•  ■•10  f 


for  the  Facts  and  Features 


that  make  ABC  the  fastest-selling 
glass  jalousie  in  all  America! 


Em000Qmooooooo6w99999Q^ 


ADAMS  ENGINEERING  CO.,  Inc 

P.O.  Box  936,  Little  River  Branch,  Miami  38,  Fiorida 


•rnt'J 


•t"  / 


GENERAL  ALUMINUM  PRODUCTS  CORPORATION 


GEM-ALUM 

N/^ 

ALUMINUM  AWNINGS 


manufacturers  of  aluminum  weather  protec¬ 
tion  products  invites  dealers  and  distsibu- 
tors  to  merchandise  GEM-ALUM  awnings 


PERMANENT 
DURABLE 
LEAKPROOF 
RUST  PROOF 
FIRE  PROOF 
EASY  TO  INSTALL 
PRICED  RIGHT 


Radiant 

baked  on  colors 


Manufactured,  sold 
and  shipped  direct 
to  you  from  our 
plant 


Homes  —  Hotels  —  Offices  —  Motels  —  Stores 
Hospitals  —  Factories 
CANOPIES  --  WINDOM'S  —  TERRACES 
NOW  IS  THE  TIME  TO  JOIN  OUR  ESTABLISHED  ORGANIZATION 
and  ASSURE  LEADERSHIP  OVER  COMPETITION 

General  Aluminum  Products  Corporation  offers  you 
a  complete  line  of  smartly  styled,  thoroughly  engi¬ 
neered  awnings  —  finest  and  simplest  construction, 
competitively  priced  and  you  get  immediate  delivery. 

Profit  RIGHT  Now!!  WRITE  NOW!! 

GENERAL  ALUMINUM  PRODUCTS  CORPORATION 

3949  SOUTH  FEDERAL  STREET  KEnwood  8-553.'»  CHICAGO  9,  ILLINOIS 
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CORPORATION  OF  AMERICA 


2081  S.  56th  St./  Milwaukee  14,  Wis 


1 05  State  St.,‘  Paterson,  New  j^ersey 


Alumatic  of  Canada  Ltd.,  362  Chiiver  Rd.  Windsor,  Ont 


WE’LL  BE  HERE 
TOMORROW^ 
TO  BACK  UP^ 
WHAT  WE 
SELL  TODAY! 


In  every  industry  there  is  one  firm  that  stands  out  above 

all  others.  ALUMATIC  is  such  a  firm  —  one  of  the  nation’s  oldest 
manufacturers  of  COMBINATION  WINDOWS  AND  DOORS 

and  allied  products.  It’s  the  number  one  leader  in 
America’s  fastest  growing  industry.  Alumatic’s  high 

quality  products  and  sound  future  assure  you  of  a  solid  ^ 
relationship  that  will  endure  for  years  to  cOiiiCi; 


HERE^S  WHY  ALUMATIC 
CAN  MAKE  YOU  SUCCESSFUL! 

1.  Products  nationally  advertised 

2.  Technical  and  sales  help  for  dealers 

3.  Advertising  and  sales  promotion  aid 

4.  Products  are  guaranteed  in  writing 

5.  A  company  that  is  ''here  to  stay"  ^ 

6.  Financially  sound  an<y3Hi|pn»iva  ^ 

7.  Products  bear  Sool 


Whcfi  youS 
libitity  to  m 


3  TRACK 


Sensation  of  the  industry!  Finest  comj 
on  the  market  .  .  .  seilingcd^g^P 
home 


T27E 

ALUMATIC  CORPORATION  OF  AMERICA 

2081  S.  56TH  ST.,  MILWAUKEE  14,  WISCONSIN 

I  am  interested  in  obtaining 
an  ALUMATIC  franchise! 

FIRM . 

ADDRESS . 


THIS  WINDOW 
HAS 


Velglide 


CITY 


ZONE 


STATE 


THE  FABULOUS  NEW 


HEAVYWEIGHT  ALUMINUM  COMBINATION 

STORM  &  SCREEN  DOOR 

IN  A  FULL  RANGE  OF  SIZES 

"GUARDIAN"  is  Univarsol's  answer  to  dealer  demand.  It's 
a  combination  door  of  incomparable  construction  in  a  design 
that  combines  classic  grace  with  dependable  endurance. 

''GUARDIAN"  means  more  sales  per  lead  .  .  . 

more  leads  per  promotion  .  .  . 

more  profit  per  job  ... 

more  satisfied  customers  to  grow  on  .  .  . 

Built  into  ''GUARDIAN"  DOORS  are 

Universal-quality  RIGIDITY 
Universal-quality  WEATHtR  TIGHTNESS 
Universal-quality  SAG-PROOP,  TWIST 

PROOF  CONSTRUCTION 
Universal-quality  EASE  OF  INSTALLATION 


Easier  to  Sell 
Easier  to  Install  j 


Aluminum  Casement 

STORM 

WINDOWS 


I  TO  FIT  ALL  STANDARD 

m' . -."■■"-•rr . ivium  i  metal  casements 

Instant-Fit  windows  are  quickly  oHached  to  the  inside  of  the 
metal  casements.  These  ore  not  merely  gloss  panels  but  com¬ 
plete  storm  windows.  Here,  is  window  insulation  at  its  best 
. . .  complete,  positive,  airtight  protection  . . .  safe,  healthful, 
draft-free  ventilation  for  real  winter  comfort. 


EASY  CLEANING-EASY  SCI^ENING.  ONE  SET  OF  THUMB 
TURNS  TAKES  CARE  OF  BOTH  STORM  WINDOWS  AND 
SCREENS.  THEY'RE  OFF  OR  ON  IN  AN  INSTANT. 


Aluminum  and  Steel  Frame 

SCREENS 

for  all  standard  Casement,  Basement  and  Projected  Windows. 

TWIST  THEM,  BEND  THEM,  ABUSE  THEM 
SHORT  OP  HACKING. 


UF  screens  will  take  it  and  come  bock  for  more.  The  secret 
is  UF's  shape-retaining  constru  ction.  Our  own  specially  de¬ 
signed  tough,  durable  rolled  frame  with  continuous  corners 
that  stay  rigid. 


Your  cost  is  lower  ...Your  profit  is  HIGHER 
Write  for  Illustrated  Brochures  A  Price  Lists 
Selected  Dealer  Territories  Open 


UNIVERSAL  FABRICATORS 

1785-18  1  1  BOONE  AVE.  •  NEW  YORK  60,  N.  Y. 
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that 

tnc 

for  you! 

that’s 

the  picture 
when  you  sell 


LOWERED  ADJUSTABLE  RAISED 

For  complete  protection  to  any  position,  from  inside  for  moximum  light  in  winter, 
winter  and  summer  alike.  or  outside  the  building.  on  cloudy  days  year  'round. 


^CcutUttum 

AWNINGS 


Yes,  it  takes  SALES  to  put  money  in  your  pocket .  .  ,  and  it  takes 
FEATURES  to  close  the  sale! 

Ron-del’s  exclusive  FOLDING  feature,  alone.  Is  enough  to  keep 
the  Ron-del  dealer  out  in  front .  .  .  ahead  of  competition  .  .  . 
when  the  going  gets  rough. 

But  that  is  JUST  ONE  of  the  features  which  make  it  easy  for 
Ron-del  dealers  to  close  more  sales  ...  in  /ess  time  .  .  .  extra 
sales  .  .  .  and  extra  PROFITS! 

If  you  are  a  well-established,  aggressive  dealer .  .  .  interested  in 
making  more  money  .  .  .  real  money  .  .  .  this  year  —  and  If 
you  can  sell  a  well-known,  nationally  accepted  product  that 
is  attractively  designed  -.  .  .  accurately  engineered  .  .  .  care¬ 
fully  built ...  and  PRICED  TO  SELL  .  .  . 

Then  . .  .  write  us  on  your  letterhead  today  ...  for  facts  about  a 
Ron-del*  dealership  in  your  city.  Get  started  NOW  in  this 
rapidly  growing,  highly  profitable  field. 


Penthouse,  Reserve  Loan  Life  Building, 
Dallas,  Texas. 


DISTRIBUTORS:  { 

A  few  key  cities  still  open 
for  active  cfistributorshipfs. 
WRITE  TODAY 
for  comolefe  de’oils 


&  Home  Improvement  Dealer 


1! 


price  lists  on  your  letterhead 


LEIGH  BUILDING  PRODUGS 


DIVISION 

Air  Control  Products,  Inc. 
BLOSSOM  STREET 
COOPERSVILLE,  MICHIGAN 


BUILDING 

PRODUCTS 


SPECIAL  LEADER! 

DOOR  CANOPY  ONLY  $11.76  RETAIL*  .  .  . 

A  full  48"  door  canopy  is  a  sure-fire  sole  ol  this  low,  low  price. 
The  Standard  line  includes  o  range  of  sizes  for  standard  windows 
and  doors.  It's  the  line  that  puts  money  in  your  pocket  every  doyl 

^PRICES  VARY  SLIGHTLY  ACCORDING 
TO  FREIGHT  AND  LOCAL  TAXES 


LEIGH  ‘STANDARD’  LlHt  ^ 


lA/.:*..  .......  _ u..  A. I, 


ARISTOCRAT 
AWNINGS  AND 
CANOPIES 

eMKfiUte  iija  anct 

ittflcA  iotA  teiideHtial 
OMtC  eatHMuneial  mIm  . 


The  ArUfocrot  tine  is  designed  so  that  you 
can  provide  any  awning  siie  your  customer 
needs.  It's  just  o  motter  of  adding  the  pre¬ 
formed  slats  in  the  right  omourH  to  cover 
store  fronts,  potios,  picture  windows  ond  ether 
wide-span  applications. 

Leigh  Aristocrat  ownings  are  deep  •  .  de¬ 

signed  to  give  real  protection  from  summer 
heat  ond  winter  storms.  Avoiloble  in  Tile  Red, 
Blue  or  Green  with  olternote  white  ponels. 

Leigh  Aristocrat  door  canopies  ore  mode  to 
insure  complete  summer  ond  winter  protection. 
Brocing  is  eliminated  by  the  use  of  strong 
steel  interlocking  ports. 


LOWER  PRICE! 

Only  Leigh  gives  you  this  high  quality 
at  a  price  that  builds  sales  fast. 

Actually  up  to  50  Ve  lower  than  comparable  units. 

TOP  QUALITY! 

Customer  satisfaction  is  guaranteed  by 
superior  design,  materials  and  workmanship. 

EASY  INSTALLATION! 

The  Leigh  Aristocrat  Line  is  designed  to  go  up 
in  minutes,  with  only  a  screw  driver. 


THE  ARISTOCRAT  IS  A  PROFITABLE  LINE.  You  can  clinch  the  sole 
with  prices  that  save  up  to  50%  over  your  competition.  That  means 
more  soles,  more  profit,  more  success! 

THE  ARISTOCRAT  IS  A  QUALITY  LINE.  Each  port  of  the  Aristocrat 
awning  is  die-formed  of  heavy  gouge  steel,  zinc  cooted  and  bond- 
erized  to  insure  a  perfect  ground  for  the  long-lasting  baked  enamel 


THE  ARISTOCRAT  IS  EASY  TO  HANDLE.  You  don't  need  a  shop, 
you  don't  need  high-priced  sheet  metal  men.  Each  Aristocrot  comes 
complete,  ready  to  install. 

THE  ARISTOCRAT  ELIMINATES  SERVICE  PROBLEMS.  Screws  won't 
pull  out  of  the  sturdy  steel.  Withstands  the  heaviest  winds.  The 
special  weather-resistant  enamel  is  baked  for  years  and  years  of 
constant  service. 
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FACTORY  REPLACEMENT 

GUARANTEE 


Longer-Lasting 
PRESSURE 
SPRAYED 
EXTERIOR 
WALL  TEXTURE 


FOR  ALL  EXTERIOR 
WALL  SURFACES 

STUCCO,  BRICK 
SHINGLE,  CINDER 
BLOCK,  CONCRETE 
CLAPBOARD  AND 
ASBESTOS  SIDING 


•  More  and  more  homes  ore  demanding  the 
efficiency  and  economy  of  Sprayed-on-Sidewall 
Mastics  . . .  and  more  and  more  applicators  are 
turning  to  PRESTO-MASTIC  because  of  its  depend¬ 
ability  and  guaranteed  satisfaction.  The  tested,  mica- 


PACTORY  REPRESENTATIVES 
WIU  TRAIN  YOUR  SALESMEN 
AND  YOUR  APPLICATORS 


asbestos  base  of  this  amazing  mastic  is  the  most  dur¬ 
able  known  . . .  element-defying  and  long  lasting  in 
its  beauty.  A  single,  low-cost  application  of  PRESTO- 
MASTIC  beautifies  and  protects  ANY  exterior  wall 


I - > 

I  STERLING  MATERIALS  CO.,  INC.  j 

I  1860  Broadway,  Now  York  23,  N.  Y.  I 


surface  .  .  .  adding  an  armor-like  coat  that  weather-  I  Please  rush  at  once  full  information  regarding  { 

proofs  and  Insulates  . .  .  and  NEVER  needs  painting.  I  PRESTO-AAASTIC  franchises  and  sales  plan.  i 


j  NAME- 


STERLING  MATERIALS  COMPANY,  INC. 

I860  BROADWAY,  NEW  YORK  23,  N.  Y. 
Presto-Mastic  Division  COlumbus  5-6885 


FIRAA _ 

ADDRESS _ 

CITY _ ZONE _ STATE _ 

BS-7 


950 


tnouldinfs  for  structural  shapes.  window  eitniiions. 

furniture  &  interiors.  rods.  bars,  tubinf  errhitectural  L  store 

aircrafts  and  speciaMtes.  front  trim, 

transportation  shapes. 

Phone  Nightingale  9-6400,  without  any  obligation, 
for  the  services  of  our  experienced  onti'  efficient 
engineering  department,  who  will  assist  you  in  every 
way  concerning  extruded  aluminum  or  write  — 
Dept.  B-7. 


ALUMINUM  EXTRUSIONS 
ORGIA  AVI.,  BROOKLYN  7,  N.Y. 


When  you  buy  from 
Badger— you  buy 
from  the  mill  with 
50  years  experience 
in  the  metal  industry 


Call  on  Badger  for  the  answer  to  your 
extrusion  problem.  Backed  by  50  years  of 
know-how  and  depth  of  facilities  you’re 
certain  of  getting  quality  aluminum  extru¬ 
sions  designed  and  produced  to  fit  your 
requirements.  Either  in  special  shapes  and 
new  dies  or  hundreds  of  non-standard  and 
standard  shapes  which  are  available  without 
die  charge  .  .  .  "Better  Buy  Badger".  .  .  for  the 
best  in  quality,  facilities  and  service. 


WITH  this  issue  Building  Spe¬ 
cialties  &  Home  Improvement 
Dealer  becomes  five  years  old.  To 
celebrate  our  fifth  anniversary  we 
have  made  this  July  number  a  spe¬ 
cial  issue  containing  many  articles 
of  lasting  importance.  But  we  are 
not  merely  celebrating  our  fifth  an¬ 
niversary  as  a  publication  with  this 
issue,  above  ail  we  are  paying  trib- 
i  ute  to  the  dealers,  distributors  and 
'  manufacturers  whose  aggressive¬ 
ness  and  enterprise  has  created  a 
vast,  new  post-war  industry — the 

home  improvement  business. 

*  *  * 

It  is  indeed  a  remarkable  indus- 
I  try  in  which  thousands  of  young 
men  have  fulfilled  the  great  Ameri- 
I  can  dream  of  setting  one’s-self  up 
in  business.  With  amazing  speed 
:  and  energy  ine.xperienced  men  have 
become  highly  successful  salesmen, 
salesmen  have  become  dealers,  and 
dealers  in  some  cases  have  become 
small  manufacturers.  In  fact,  the 
post-war  e.xpansion  of  the  home 
improvement  industry  is  one  of  the 
unsung  .sagas  of  American  free 
enterprise. 

*  *  * 

By  combining  direct  sales  to  the 
consumer  with  immediate  installa¬ 
tion  and  FHA  Title  I  guaranteed 
loans,  home  improvement  dealers 
have  sold  vast  quantities  of  alumi¬ 
num  combination  doors  and  win¬ 
dows,  metal  awnings,  glass  jalou¬ 
sies,  iron  railings,  attic  fans,  siding 
and  roofing,  porch  enclosures  and 
many  other  products  to  the  Ameri¬ 
can  home  owner.  These  product.^ 
have  made  homes  safer,  roomier, 
more  comfortable,  more  economi¬ 
cal  to  operate  and  have  greatly  en- 

i  hanced  their  value. 

*  *  * 

{Continued  on  Page  239) 
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SAL^S 


6t  Home  Improvement  Dealer 


AM/itfliVl/iW  AiVD  PLASTMC  GLASS 
AWIAMJ^GS  HOLD  THE  AlASWER 
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•  because  the  naturally  beautiful  horizontal  lines 
cannot  be  confused  with  any  other  aluminum  or  plastic 
Klass  awning.  Of  more  than  100  awnings  today,  70%  or 
more  are  of  one  basic  design,  LOCK  V'ENT  is  decidedly 
different. 


•  because  you  are  furnished  all  component  parts; 
there  is  no  shortage  of  materials  and  you  control  your  own 
delivery.  Labor  costs  are  significantly  reduced,  thanks  to 
LOCK  vent’s  simplicity  of  design. 


•  because  your  margin  of  profit  is  greater;  only 
LOCK  VENT  offers  you  a  custom  awning,  built  in  your 
own  shop,  for  less  than  lOo  per  square  foot  assembly  cost. 


l>oii*t  di'lay,  or  call  toila 

before  the  franehi.e  Ik  elo.ed  in  >oi 


I.OCK  VK>T,  INC. 

P.O.  BOX  8T:»2 
KICIIMOMI  2f>.  VIRUIMi 
PIKIXK:  CIIKSTKK  2.>6I 


MASS  PRODUCED  FOR 


(VA  AND  FHA 

approved) 


(lowest 

IN  THE 

industry) 


AIR  CONTROL  glass  jalousies  are  fast  becoming  America's 
favorite  window  and  door  enclousures. 

They  add  BEAUTY  to  any  architecture,  homes,  schools, 
factories,  offices,  hospitals,  etc. 

They  are  PRACTICAL  —  the  glass  louvers  can  be  locked  in 
any  position  allowing  100%  ventilation,  or  AIR  CONTROL’S 
“SEAL-TITE"  feature  keeps  out  the  most  severe  weather. 
Using  AIR  CONTROL’S  standard  sizes  in  single  units  or  in 
combination  keeps  cost  low.  Completely  assembled  units 
individually  packaged  make  storing  easy  and  installation 
is  minimized  and  there  is  little  or  no  maintenance,  no 
painting,  no  glazing,  no  dry  rot. 

Made  of  heavy  gauged  63-ST5  aluminum  extruded  frames, 
welded  corners,  4"  penciled  edged  glass  louvers  in  clear 
or  obscure  glass. 


AIR 

CONTROL 
GLASS 
JALOUSIE 
WINDOW 
and  DOORS 


FOR  FURTHER  INFORMATION, 

PRICES  AND  INSTALLATION  DETAILS. 

WRITE  OR  WIRE  TODAY! 

^  AIR  CONTROL  JALOUSIES  OF  AMERICA,  INC. 

A  f.  0.  Box  417,  Allopattoh  Slatien,  Miami,  Flo. 

Air  Controi  Expert  Dept.,  1401  Congress  Bldg.,  Miami,  Ha. 
Gentlemen:  DEPT. 

Please  send  full  information  about  Glass  BS  I 
Jalousie  Windows  and  Doors. 

Check  one:  lobbif  □  Contractor  □  Dealer  □ 


^  NAME. 

^  addre: 

/  CITt _ STATE  , 


MINIATURE  SALES  SAMPLE  SHIPPED  ON  REQUEST  $8.50 


PRECISION  ENGINEERED  FOR 
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'liJe.aiUe^- 

ALUMINUM 


WINKO 


ALUMINUM  PRODUaS 


BOX  126,  WOODSIDE,  M.  Y.  STILLWELL  4-7833 


(fOU  C€Ut  cU  U 


Alnminum  Indnstry  May  Absorb 
Wage  Boosts  To  Hold  Price  Down 


THK  aluminum  producing  indus¬ 
try  is  out  to  stimulate  new  uses 
for  the  light  metal.  For  this  reason, 
it  is  likely  that  big  producers  may 
decide  to  absorb  the  costs  of  any 
new  wage  boost  arising  from  cur¬ 
rent  union  negotiations. 

Unlike  the  steel  industry,  which 
announced  before  it  went  into  col¬ 
lective  bargaining  that  a  new  wage 
boost  would  surely  mean  higher 
ba.se  prices  for  steel,  the  aluminum 
makers  are  not  issuiiig  warnings 
that  a  price  hike  is  unavoidable. 

On  the  contrary,  one  of  the  lead¬ 
ers  of  the  aluminum  industry  says 
that  he  will  make  every  effort  to 
keep  prices  stable,  although  he 
doesn’t  know  whether  he  will  be 
able  to  do  so. 

The  size  of  any  wage  boost  which 
the  aluminum  industry  may  grant 
will  have  a  direct  bearing  on 
whether  the  indu.stry  can  succeed 
in  holding  prices  at  pre.sent  levels 
for  any  length  of  time.  Hut  some 
aluminum  consumers  feel  that  the 
demand-supi)ly  situation  will  also 
be  an  important  factor  in  any  de¬ 
cision  that  is  made  to  hold  the  price 
line  and  absorb  higher  costs. 

Market  Outlook 

Some  of  the  consumers  say  they 
sense  a  better  supply  of  the  metal. 
In  some  cases,  orders  are  being 
filled  a  month  ahead  of  time.  The 
aluminum  producers,  however,  .say 
they  .see  no  important  change  in 
the  market  outlook  for  the  third 
quarter.  If  anyone  is  getting  July 
aluminum  in  June,  they  .say,  it  is 
becau.se  the  indu.stry  is  trying  to 
take  special  care  of  sea.sonal  busi- 
nes.ses. 

The  United  Steel  Workers-CIO 
recently  opened  contract  negotia¬ 


tions  with  the  largest  producer. 
Aluminum  Co.  of  America,  at  Pitts¬ 
burgh.  While  the  union  has  not 
spelled  out  its  actual  demands  in 
terms  of  cents-per-hour,  aluminum 
industry  collective  bargaining  in 
recent  years  has  tended  to  follow’ 
the  steel  industry  pattern  more  and 
more. 

The  aluminum  industry  has 
fought  this  trend  on  the  grounds 
that  it  has  a  different  set  of  prob¬ 
lems,  but  usually  the  steel  pattern 
has  been  the  controlling  factor  in 
aluminum. 


OUSINFSS  activity  will  remain 
high  throughout  1953. 

This  is  the  optimistic  prediction 
of  the  leading  economists  in  four 
Government  agencies.  They  look 
for  only  slight  changes  in  economic 
conditions  between  now^  and  Janu¬ 
ary.  But  they  believe  that  small 
gains  are  more  likely  than  small 
declines. 

It  is  their  unanimous  opinion 
that  there  will  be  no  recession  this 
year.  In  their  judgment,  the  econ¬ 
omy  is  strong  enough  to  hold  any 
dow’iiw’ard  movements  to  manage¬ 
able  proportions. 

The  mo.st  pessimistic  view  ad¬ 
vanced  by  any  of  the  Federal  ex¬ 
perts  is  that  there  may  be  a  mild 
business  dip  early  in  1954.  But  even 
this  is  viewed  more  as  a  “readjust¬ 
ment”  than  as  a  rece.ssion. 


This  points  toward  a  wage  rise 
of  81 -jc  an  hour  in  aluminum — the 
same  rise  as  was  granted  by  the 
steel  makers.  The  union  is  also 
asking  that  the  aluminum  produc¬ 
ers  give  consideration  to  granting 
a  guaranteed  annual  wage,  and 
that  geographical  and  interplant 
wage  differentials  be  eliminated. 

La.st  year,  the  United  Steel 
Workers-CIO  got  a  package  boost 
of  21.4c — just  about  w’hat  the 
workers  in  steel  plants  received. 

One  factor  which  would  .seem  to 
point  strongly  to  a  price  rise  is  the 
amount  of  cost  absorption  already 
exerci.sed  by  the  aluminum  indus¬ 
try. 

A  year  ago,  w’hen  it  .settled  with 
the  union,  the  producers  asked  for 
a  price  hike  of  2c  a  pound  from 
the  Office  of  Price  Stabilization. 
They  got  only  one-half  of  this 
{CoHfiinied  on  Page  156) 


Several  of  the  economists  who 
were  interviewed  stressed  that  fu¬ 
ture  business  activity  is  particu¬ 
larly  difficult  to  forecast  now’  be¬ 
cause  there  are  no  marked  trends. 
Business  activity  has  been  growing 
quietly  for  many  months  past.  No 
sector  of  the  economy  is  in  a  tail- 
spin  and  none — including  Govern¬ 
ment  defense  spending — is  expand¬ 
ing  rapidly. 

Full  Employment 

The  United  States  now’,  and  for 
many  months,  has  been  enjoying 
full  Employment  and  complete  utili¬ 
zation  of  resources  without  price 
increa.ses,  or  inflation,  it  is  pointed 
out.  At  the  .same  time,  a  series  of 
rolling  adjustments  has  taken  place 
in  individual  industries  without  af- 
(Continned  on  Page  156) 


Leading  Economists  Predict  Continued  High 
Level  of  Business  Activity  During  1953 


18 


JULY  1953  BUILDING  liPLClALTlES 


HARRISON  IS  A  COmpletO  LINE 

all  the  cobinets .  .  .  all  the  accessories .  .  .all  the  gadgets  needed  for  uny  kitchen  job! 

^  Colors  and  wood  groin  finishes 

^  Standard  cabinet  sizes  12"  to  72" 

A  Custom  units  made  to  measure 


AVAILABLE  IN  THESE 
COLORS  AND  GRAINS 


sunrise 


HARRISON  IS  A  C|  U  d  I  I  t  Y  LINE 

contemporory  design.  .  .superior  construction  and  finish  demanded  for  luxury  kitchens! 

0  One-third  heavier  weight  steel 

^  Radius  edges  Nylon  roller  drawers 

^  Spring  hinges  Sound  insulation 


umber  oak 


natural  birch 


green 


colonial  maple 
grey  oak 


HARRISON  IS  A  COfTipetltlVe  LINE 

the  deluxe  custom-type  feotures  required  for  modern  interiors,  .at  standard  prices! 

^  Priced  for  middle-income  bracket 

^  Special-purpose  units  standard  priced 

0  STANDARD  cabinets  in  COLORS 


SEND  THIS  COUPON  NOWf 


Write  Pept.  HI 


Horriten-  Steel  Cobiniil  Co. 
470«  West  Fifth  Ave. 
Chicago  44,  III. 


Please  send  more  information  on  HARRISON 
steel  kitchens  to: 


Company 


Street 


Harrison  STEEL  CABINET  COMPANY 

4718  W.  FIFTH  AVENUE  CHICAGO  44,  ILLINOIS 

&  Home  Improvement  Dealer 


I 
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The  Basic  Ingredient ‘-INTEGRITY 


Integrity  is  defined  as:  Uprightness  of  character,  strict 
honesty.  Some  of  its  synonyms  are:  fidelity,  justice, 
virtue,  worth. 

ludge  any  business  venture  by  its  integrity  and  you 
will  almost  always  be  able  to  weigh  its  prospects  for 
your  success. 

In  its  products,  as  in  its  relationship  with  its  cus¬ 
tomers.  integrity  is  the  basic  ingredient  in  a  VER- 
FLEX  operation.  Beginning  with  labora'.ory  research, 
acknowledged  one  of  the  best  in  the  country,  every 
phase  of  production,  application  and  performance  is 
carried  out  with  the  "basic  ingredient"  uppermost  in 
mind. 

VERFLEX  facilities  enable  it  to  do  so.  With  complete 
technological  management  for  development,  produc¬ 
tion  and  consumer  service,  VERFliCX  knows  that  It  is 
second  to  none.  It  constantly  checks,  tests,  compares. 


THE  VERFLEX 
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guards  its  own  offerings  —  and  those  of  every  major 
competitor.  Careful  selection  of  its  outlets  and  strict 
faithfulness  to  them  maintains  its  unwavering  sense 
of  responsibility  to  both  dealer  and  consumer.  The 
response  has  been  a  growing  and  widening  demand 
for  VERFLEX  products  .  .  .  and  it  bears  out  the  justice 
of  this  determined  policy. 

It  pays  off  in  three  ways.  The  VERFLEX  dealer  can 
plan,  expand,  invest  with  confidence.  His  customer 
responds  by  faithful  adherence  through  confidence  in 
service,  performance-backing  and  VERFLEX  products. 
And  we  can  continue  to  plan,  build,  invest,  expand 
. .  .  confident  that  our  distribution  is  securely  gathered 
around  us.  ready  to  carry  out  the  programs  that  will 
enhance  all  our  futures. 

The  basic  ingredient  in  the  formula  of  success  is 
integrity.  Its  by-product  is  cor.fidence.  Together  they  t 
make  a  man's  destiny. 


CO.,  INC. 

•  Carlstadt,  New  Jersey 
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CNTIM 


&  Home  Improvement  Dealer 


Tkt  far  VEKFLIX  praAicts  is  crtsfMf 

NSW  tesMMSsss  sN  evtr  Hm  comfry. 
Aid  ywi  CM  shMs  m  it  ^aicltly  sad  sasily.  WMi 
VEKFLEX  vKptitmc*  Md  coopcratiM  ft  caid*  yaa  .  .  . 
wilA  joA-fastad  pradacts  aiada  apaeifically  far 
yaw  cNaufa  aad  pravaa  4y  Hiaa  .  .  .  aa  kattar 
opportaaity  prasaats  Hsaif  Him  a  VERFUX  IraaeUsa. 
Da  yoarsalf  a  lifatMia  fevar  ...  gat  Hm  datails  taday. 


I  Verflttx  Sales  Corp.,  Carlsta(.'t,  N.  J. 

I  Send  full  particulars  on  a  VERFLEX  operation  to: 

!  We  are  Dealers  —  Distributors 
I  Monufocturer's  Reps  Other 

I  We  ore  (are  not)  famiMor  with  protective-coatings  sales  and 
I  application. 


Pressure-applied  TEXTURED 
COATING  .  .  .  for  any  side- 
wall  surface. 

An  exclusive  formula  of  indesfrucHble  silkoa, 
mica  and  asbestos,  SEAL-TEC  supercoats 
equal  to  over  10  thicknesses  of  paint.  Seals 
and  beautifies,  reiuvenates  worn,  dirty,  dis¬ 
colored  buildings  making  them  like  new. 

*  Moisture,  cold,  heat  protection  *  InsuloMs 
interior 

*  Termite-proof  *  Wind-  sun-proof  *  Lime  re¬ 
sistant 

*  Can't  chip  *  Color-fast  *  Super-adhesive  bond 

*  12  colors  —  3  textures 


VERFLEX 


Asbestos  &  Masonry  - - 

WATER  REPELLENT ...  fa|j 

for  interiors  and  ex-  yr*''"  " 

teriors  ,  .  .  brush  or  ^ 

spray  applied. 

Fast- drying  ASBES¬ 

TOS-SEAL  minimizes  frost-crack  even 
after  drenching  rain.  Adds  beauty  and 
extra  protection,  too,  at  low  long-range 
cost. 

e  Sun-proof  *  Heot-cold  resistant  *  Self- 
leveling 

*  Peel-,  blister-,  chip-resistemt  *  Crack- 
resistant 

*  Unaffected  by  lime  *  Alkali-resistant 

*  Can  be  tinted 

*  Gloss  ond  flat  finish  *  8  colors  including 
white 


I 

I 

k 


Verfiea 


'"Bake- Like"  exterior  re¬ 
finisher  .  . .  spray  applied. 

Recently  introduced  but  already  proven 
tops  in  its  class,  “Bake-Like"  VER-A- 
SPRAY  for  wood,  clapboard  and  similar 
painted  exteriors  gives  better  service  over 
longer  years  than  conventional  applications. 

*  Bake-like  finish  *  Thick,  smooth  coat¬ 
ing 

*  Quick  drying  *  Uniform  weld-like 
adhesion 

*  Color  fast  *  Sunproof  *  Long  lasting 

*  Reduces  total  work-time  to  2-3  days 

*  12  beautiful  colors. 


Siliconized  WATER  RE¬ 
PELLENT  for  masonry 
applied  by  garden 
sprav,  air-pressure  or 
brush. 


This  latest  scientific  de¬ 
velopment  in  protective 
coatings  provides  an  invi¬ 
sible  “raincoat”  for  masonry  walls.  Prevents 
ugly  black  streaking  and  efflorescence  (white 
staining).  VER-A-SIL  causes  no  change  in 
color  or  porosity  .  .  causes  dirt  to  wash 

off  rather  than  soak  in. 

FOR:  Brick  —  Stucco  —  Porous  Cement  — 
Asbestos  Shingles  —  Precast  stone  —  Sand¬ 
stone  —  Terraizo  —  Terra  Cotta  —  Porous 
Marble  —  Tile  Mortar  —  Cinder  Blocks  — 
Limestone  —  Concrete  Block  —  Mir'd  Stone 
—  Gypsum  Slag  Blocks  —  Cement  Paint  — 
Water-base  paint  surfaces. 


EAGLE 


^  ^  ENGINEERING  CO. 

P.  O.  BOX  175 
Branchville  Station,  Md. 

Main  V02h  SIsI  I'l..  Coll, sc  Park.  Md 


•  MORE  SALES 

•  QUICKER  PROFITS 


Eagle’s  NEW  Storm  Window 
(for  double  hung  windows)  Does 
Perfect  Selling  Job  for  Dealers 


Sell  'em.  Install  ’em.  Forget  'em.  .  .  .  Thanks  to  the  amazing  simplicity  of  the 
newest  storm  windows  on  the  market  today.  Only  2  working  parts  in  the  entire 
installation  give  all  the  features  of  ordinary  double,  triple  and  even  quadruple  track 
windows.  Needs  only  2  tools  to  assemble. 

This  new  storm  window  costs  less  ...  so  you  sell  more!  You'll  make  more  money 
selling  these  storm  windows  at  a  price  every  storm  window  should  be,  BUT  ISN'T. 

Price  $6.50  k.d.  also  available  assembled 


EAGLE  ENGINEERING  COMPANY 


Bronctivillc  Station,  Morylond 

Please  send  me  complete  information  on  how  I  can  make 
bigger  profits  with  your  Double  Eagle. 


NAME 


ADDRESS 


ZONE 


STATE 
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REP  HOT 


DEA 


R  DISTRIBUTOR  PLAN 

^  MEANS 

more  sales 
MORE  PROFITS 

TO  .vpiiL 


\o^ 


QUICK 


1  —  Medernview  hardware  fits  any  sise  opening,  either  in  stock 

sise  or  by  simple  cutting  operation  (hacksaw). 

2  —  Screw  on  hardware  to  side  of  window  frames. 

3  —  Slide  gloss  louvres  into  positive-grip  holders. 

4  —  Close  safety  clip  over  glass  with  pliers. 

5  —  Moke  minor  adiustments  and  your  installotion  job  is 

completed. 


SALES  FACTS 


Arrording  to  the  latest  sales  figures  available,  only  20%  of  louvered  win¬ 
dow  inquiries  are  turned  into  sales,  with  another  40%  ready  to  buy,  if 
the  price  were  lower.  Modernview’s  “Cooper”  window  is  priced  50% 
below  today’s  high-priced  competition.  This  means  if  you  already  handle 
a  high  priced  unit,  by  taking  on  the  “Cooper”  as  a  side-line  you  can  con- 
%ert  six  out  of  ten  inquiries  into  sales  instead  of  two.  If  you  handle  the 
"Cooper”  alone  you  can  convert  four  out  of  ten  prospects  into  pur¬ 
chasers.  This  means  higher  turnover,  and  more  profit  for  YOU. 


FREE  ADVERTISING 


Each  selected  distributor  placing  a  minimum  initial  order  of  12000  will 
he  able  to  obtain  FREE  display  advertising,  in  the  newspaper  of  his 
choice,  till  he  is  in  a  position  to  carry  this  expense  himself.  All  necessary 
information  such  as  telephone  number(s),  the  exact  newspaper  etc.  to 
he  in  Modernview's  hands  14  days  before  specified  insertion  date. 


Patented  "Stream- 
[  liner",  swings 
I  out,  as  louvre 


You  do  not  have  to  place  an  immediate  order  however,  in  order  to  get 
the  greatest  margin  of  profit,  and  to  be  able  to  completely  outshine  all 
competition,  you  will  note  on  the  scale  below,  that  profit  increases,  with 
the  size  of  your  initial  order. 

DISCOUNT  SCALE: 


Patented  "Stream- 
k  liner",  swings 
A  snugly  closed, 
^Las  louvre  shuts. 


Your  Oiscount 


Your  Discount 


m 


0-SI  000 

10% 

3000  to  4000 

60% 

1000  to  2000 

35 

4000  to  5000 

62.5 

2000  to  3000 

50 

5000  up 

65 

This  is  it.  If  within  six  months  you  have  not  reordered  and  you  wish  to 
ship  your  remaining  stock,  at  your  expense,  hack  to  Modernview.  N,  Y., 
your  money  for  the  remaining  stork  will  be  gladly  refunded. 

INSTALLATION  AID: 

Modernview,  Inc.,  has  a  full  staff  of  trained  louvered  window  technicians 
which  you  may  call  upon  to  aid  you  with  any  problems  thct  you  may  feel 
unquoiified  to  handle. 


&  Home  Improvement  Dealer 
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Hints  To 
SALESMEN 


WITH  ANY  OTHERS! 

EXCLUSIVE  FEATURES  —  UNIQUE  DESIGN 

Magic  Clutch — New  Principle  in  control  of  sash  movement.  (Patent  Pending) 

Track  Spreodler — New  Principle  for  easy,  rapid  sash  removal.  (Patent  Pending) 

"Durite"  Anodizing — New  process  protects  and  finishes  frames.  (Registered) 

Channel  Felting — New  adaptation  for  frictionless  motion  and  insulation. 

Original  Design — New  application  of  extruded  aluminum  and  stainless  steel. 

THESE  FEATURES  MAKE  POSSIBLE:  Positive  insert  control;  True  finger-tip  operation;  Genuine 
self-storing;  Complete  weatherstripping;  Permanent  satin  finish;  and  Instant  panel  re¬ 
moval  for  cleaning. 

ORIGINAL  DESIGN  PERMITS:  Full  length  triple-tracks;  Self-squaring  frames;  Sub-assembly 
pockaging;  Inside  installations;  Inter-changeable  units  and  Elimination  of  metal-to-metal 
friction. 


(From  on  article  on  selling 
combination  windows) 

ONCE  a  Salesman  starts  to  close 
a  storm  window  deal  he  should 
liken  himself  to  being  on  a  roller¬ 
coaster  that  smoothly  and  swiftly 
is  reaching  the  end  of  its  run.  In 
a  smooth,  casual,  easy  way,  permit 
no  objections  or  questions  on  the 
part  of  the  customer  to  intervene 
at  this  time. 

Once  you  figure  out  the  cost  of 
the  windows,  prepare  your  order 
immediately,  ready  for  a  signature. 
Write  the  following  on  the  order: 

(1)  Name;  (2)  address;  (3)  The 
amount  of  the  windows  and  their 
total  cost.  Then,  get  up  from  your 
chair,  walk  over  to  the  customer, 
and  say : 

“Now’  Mr.  Smith,  I  realize  you 
are  anxious  to  know  how’  really 
little  these  storm  w  indow  s  cost  you, 
so  I  am  submitting  this  little  esti¬ 
mate  to  show’  you  how’  really  little 
they  do  cost. 

(NOTE:  Never  sit  in  your  chair 
and  quote  the  price.  No  fountain 
pen  was  ever  made  so  long  that  it 
reached  clean  across  a  living  room 
for  a  signature!) 

Move  in  close  to  the  customer  so 
that  you  can  get  that  signature. 
This  is  the  moment  that  you  have 
sweated  for  all  day,  ringing  door 
bells.  This  is  the  pay-off!  And  it 
doesn’t  take  but  two  minutes  for 
you  to  put  the  customer  in  the  Dosi- 
tion  that  he  must  do  one  of  tu:o 
things — (1)  okay  the  order  (never 
use  the  word  sign)  or  (2)  come  up 
with  an  objection. 

When  you  lay  the  order  in  his 
lap  and  his  eyes  drop  down,  he 
should  only  then,  for  the  first  time, 
know  how  much  the  order  w’ill  cost 
him!  Now,  easily  and  casually  .^ay, 
“That  is  the  cash  price  Mr.  Smith.” 

{Continued  on  Page  32) 
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air  conditioning 

can  mean  a  new  way  to  profits  for  you 

You  are  in  an  ideal  position  to  handle  the  greatest 
home  improvement  product  in  America  today! 


room  air  conditioning  by 

Here’s  o  great  opportunity  for  you 

Room  air  conditioners  are  the  fastest 
moving  item  in  the  country.  The  tremen¬ 
dous  market  has  only  been  scratched. 

.\nd  air  conditioners  for  the  home  call 
for  the  kind  of  .selling  you  can  do  best. 


SELL  MORE! 
MAKE  MORE! 


FRANCHISE 


ALUMINUM 
CASEMENT 
STORM  WINDOWS 


ALUMINUM 

STURDI-RIB 

SCREENS 


ALUMINUM 
COMBINATION 
STORM  WINDOWS 


ALUMINUM 
COMBINATION 
STORM  DOORS 


SCREEN  AND  STORM  PANELS  FOR  ALL  TYPES 
OF  SLIDING  WINDOWS,  AWNING  WINDOWS  AND  JALOUSIES 


YOUR  BEST  DEAL  IS 


In  Canada  •  WINTER-SEAL  OF  CANADA.  LTD.  •  TORONTO 
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IS  YOUR  ANSWER  J_ 

'  EASIER  SALES 


at  GREATER  PROFITS 


It’S  GENUINE  BRICK  IN  A  NEW  FORM 

EASIER  TO  SELL 

Your  salesmen  will  find  Quikbrik  easier  to  sell  ...  It  offers  home 
owners  and  new  building  contractors  so  much  more  for  their 
money  than  any  other  type  of  brick  construction  .  .  .  (Quikbrik  is 
far  less  expensive  than  brick  veneer  and  only  a  few  dollars  more 
than  asbestos  sidings  ...  It  can  be  applied  to  any  type  of  con¬ 
struction — poured  masonry,  stucco,  frame  or  blocks. 

A  PRESTIGE  PRODUCT 

Quikbrik  quickly  puts  your  organization  in  the  position  where  you 
are  lifted  from  the  field  of  "cut-throat”  competition  .  .  .  you  can 
talk  a  better  quality  product  which  will  last  the  life  of  the  building 
to  which  it  is  appliea  .  .  .  your  customers  will  be  grateful  to  you  for 
recommending  Quikbrik. 


PROFIT-WISE  DEALERS  CHOOSE  QUIKBRIK 


Dealers  throughout  the  nation  have  proven  time  and  again  that 
Quikbrik  will  make  more  profits  with  less  sales  effort  than  other 
type  brick  or  imitation  brick  products  ...  If  you  have  never  handled 
a  non-competitive  product,  you’ll  be  amazed  at  the  profit  potential 
in  Quikbrik. 

EASY  APPLICATION  METHOD 

Oiir  patented  process  is  so  simplified  you  do  not  need  highly 
skilled  labor  on  the  job  .  .  .  Quikbrik  opens  an  entirely  new  labor 
market  never  before  topped  in  the  construction  field. 

STAFF  OF  TRAINING  EXPERTS 

To  help  you  establish  a  profitable  Quikbrik  business,  we  maintain 
a  big  staff  of  experts  who  know  Quikbrik  from  the  wall  out  .  .  . 
They  are  at  your  service  to  advise  proper  application,  train  your 
workmen  so  they  are  efficient  on  the  job  .  .  .  Less  headaches  for 
you  .  .  .  more  satisfied  customers. 

COMPLETE  SALES  HELP 

A  well-rounded  advertising  program  is  available  to  you.  Brochures, 
mailing-  pieces,  sales  pamphlets,  newspaper  mats  and  out-of-door 
on-the-job  signs  are  in  stock  for  ready  shipment  .  .  .  You  can’t 
miss  with  Quikbrik. 

The  QUIKBRIK  dealership  in  your  area  may  still  be  available  .  .  . 
write  direct  to  our  home  office. 
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Leigh  Develops  New, 
Larger-Size  Canopy 

A  new,  large-size  Aristocrat 
Canopy,  the  Style  4-C,  is  now  be¬ 
ing  produced  by  Leigh  Building 
Products,  division  of  Air  Control 
Products,  Inc.  Coopersville,  Michi¬ 
gan. 

Aimed  at  commercial  and  indus¬ 
trial  markets,  and  residential  in¬ 
stallations,  the  4-C  has  a  72"  pro¬ 
jection.  21"  drop,  and  is  available 
in  a  wide  range  of  sizes.  Like  other 
canopies  in  the  line,  the  4-C  is  con¬ 
structed  of  double-protected  steel 
and  is  finished  in  baked  enamel.  It 
is  furnished  in  the  following  color 
combinations:  green  and  white, 
blue  and  white,  and  tile  red  and 
white. 


With  addition  of  the  4-C,  the 
Aristocrat  line  now  offers  a  deluxe 
canopy  or  awning  in  a  width  and 
projection  to  fit  any  requirement — 
Style  1-A  for  small  to  medium  win¬ 
dows;  2-A  for  medium  to  large  win¬ 
dows  and  store  fronts;  Style  3-C 
for  door  canopies  and  porches ;  and 
Style  4-C  for  large  installations. 

Leigh  Bldg.  Products,  Dept.  BS, 
Coopersville,  Mich. 

*  *  * 

New  Sliding  Casement 
Introduced  By  Jerith 

An  all-aluminum  sliding  case¬ 
ment  storm  sash  has  recently  been 
designed  and  introduced  on  the 
market  by  the  Jerith  Manufactur¬ 
ing  Co.,  Inc.,  of  Philadelphia,  Pa., 
according  to  an  announcement  by 
Irving  Schwartz,  president. 

This  new  product,  bearing  the 
same  name  as  Jerith’s  famous  Ca¬ 
dillac  triple-track  storm  window,  is 


perfectly  adapted  to  new  housing 
units  now  prevailing  in  many  sub¬ 
urban  areas  where  the  convention¬ 
al  “one-over-one"  type  storm  sa.sh 
cannot  be  used. 

In  addition  to  their  de-luxe  Cadil¬ 
lac  triple  track  window,  this  new 
sliding  casement  is  a  companion  to 
the  economy  Storm  Craft  sash 
made  by  the  same  firm. 

Jerith  Mfg.  Co.,  Dept.  BS,  2025 
E.  Boston  St.,  Philadelphia  25,  Pa. 
*  *  * 

Murray  Announces  New 
Line  of  Attic  Fans 

In  step  with  the  current  trend 
toward  more  efficient  design  and 
product  improvement  as  evidenced 
in  the  automobile,  cigarette,  archi¬ 
tectural  and  building  fields,  the 
Murray  Company  of  Texas  an¬ 
nounces  a  new  development  in 
home  ventilation  with  its  new  De¬ 
luxe  line  of  attic  and  industrial 
fans. 

Murray’s  new  Deluxe  line,  in 
equipping  both  fan  and  motor  with 
.sealed,  lifetime  lubricated  ball 
bearings,  has  come  up  with  a  main¬ 
tenance-free  model  which  never  re¬ 
quires  lubrication. 

The  Deluxe  line  is  available  in 
both  vertical  discharge  (pictured) 
and  horizontal  discharge  models 


If  further  information  is  desired 
about  articles  appearing:  in  the 
pages  of  this  magazine  send  a  card 
or  a  letter  to  the  editorial  depart¬ 
ment. 


and  is  an  addition,  rather  than  a 
substitution,  in  the  Murray  line. 
Each  Deluxe  model  has  a  corres¬ 
ponding  Standard  line  model  in 
both  vertical  and  horizontal  types 
in  all  eight  models  from  24"  to  48" 
The  sizes  and  specifications  of  the 
Deluxe  and  Standard  lines  are 
identical  with  the  exception  of  the 
.sealed-ball-bearing  motors  which 
are  not  u.sed  in  the  Standard  line. 


And,  as  an  additional  display  of 
confidence  in  the  over-all  superi¬ 
ority  of  these  install  ’em-and-forget 
’em  models.  Murray  is  offering  a 
full  10-year  guarantee  (with  the  ex¬ 
ception  of  belt  and  motor,  which 
carry  standard  manufacturer’s 
guarantee)  on  each  Deluxe  model. 

Murray  Co.,  of  Texas,  c/o  Bear¬ 
den,  Thompson,  Frankel,  Dept.  BS. 
665  W.  Peachtree  St.,  Atlanta,  Ga. 

*  *  * 

New  Custom  Louvre 
Window  By  Von  Ness 

Called  “Revolutionary”  by  every¬ 
one  who  has  seen  it,  is  the  new  Van 
Ness  Custom  Louvre  Window. 

Incorporating  several  new  de¬ 
sign  features,  the  new  Van  Ness 
Custom  Window  features  a  “Hid¬ 
den"  gear  box  that  is  located  di¬ 
rectly  within  the  heavy  extruded 
channel,  thereby^ eliminating  any 
problem  of  locating  the  gear  box 
in  Jts  proper  place  and  assuring 
the  tight  fit  regardless  of  the  abili¬ 
ty  of  the  installer. 

This  new  unit  is  of  all  aluminum 
construction  with  the  exception  of 
the  weatherstripping,  which  is  of 
{Continued  on  Page  136) 


28 


JULY  1953  BUILDING  SPECIALTIES 


Proudly  announces  the  AWNING  WINDOW 
with  10  SELL-MORE  features. 


1)  2%"  FRAME  SECTION  6) 

2)  NON-LUBRICATING  7) 

3)  INTEGRAL  DRIP  CAP  8) 

4)  WASHED  FROM  INSIDE  9) 

5)  ARCHITECTURAL  BALANCE  10) 


EASY  TO  GLAZE 
3  POINT  CONTACT 
QUALITY  CONTROL 
SELF  ADJUSTING 
CONCEALED  MECHANISM 


COMPLETELY 


AMERICA'S  ONLY  UNCONDITIONALLY 
GUARANTEED  AWNING  WINDOWS 


WEATHERSTRIPPED 


AMERICA'S  ONLY  UNCONDITIONALLY 
GUARANTEED  LOUVER  WINDOWS 


WINDOWS 


Presenting  The  New 

"711  JALOUSIE" 


1  — A  natural  to  assemble  (8  screws) 

2  —  Reduces  freight  costs 

3  —  Reduces  installation  costs 

4  —  Reduces  storage  area  required 

5  —  Fits  any  width  masonry  opening 

6  —  Fits  any  height — 1%"  increments 

7  —  Completely  weatherstripped. 

8  —  A”  Louver  blades 

9  —  Extra  heavy  duty  clips 

10 —  Lowest  price  in  the  history  of  jalousies 

EXCLUSIVE  territories  open  to 
LIVE-WIRE  dealers  and  distributors 
Write  for  full  particulars  to: 

AIR-VUE  PRODUCTS  CORP. 

3649  N.W.  50th  STREET 

MIAMI,  FLORIDA  dept  V6 


&  Home  Improvement  Dealer 
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with  a  lO-point  SALES 


•  ..JOIN  THE  PARADE  TO  BIGGER  SALES 


DON’T  LET  THE  PARADE  PASS  YOU  BY.  ALWINTITE 
dealers  are  on  the  move  ...  on  the  move  to  bigger  sales 
volume.  ALWINTITE’S  big  10-point  sales  stimulating  pro¬ 
gram,  with  its  new  dramatic  sales  aids,  is  working  wonders 
in  developing  enthusiasm  in  dealer  salesmen  as  well  as  in 
prospects.  Study  each  point  carefully  and  see  for  yourself 
. . .  why  ALWINTITE  sales  are  increasing  every  day  . . .  why 
you,  too,  should  be  handling  ALWINTITE  combination 
windows  and  doors. 


1  A  NAME  WITH  40  YEARS’  FAME . . .  ALWINTITE  is  a  product 
of  "General  Bronze,”  world  famous  for  more  than  40  years  for 
its  window  installations  in  U.  S.  Supreme  Court  Building,  U.N. 
Building,  Lever  House  and  in  hundreds  of  schools,  hospitals,  etc. 

2  TOP  QUALITY  PRODUCTS  in  design  and  manufacture. 
ALWINTITE  features  famous  "Triple-Channel”  design,  plus 
precision  manufacture  from  heavy  gauge  extruded  sections. 

3  A  WARRANTY,  backed  by  the  greatest  name  in  the  window 
industry.  General  Bronze  stands  back  of  its  dealers  on  every 
installation  they  make,  with  a  warranty  that  really  means 
something. 

4  SALESMAN’S  TRAINING  COURSE.  A  complete  six-lesson 
course  prepared  by  sales  experts  that  w’ill  make  any  salesman 
a  better,  more  productive  salesman  within  a  few  days. 
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feadsfhe  way 

STIMUUTING  PROGRAM 


5  SALES  DEMONSTRATOR  DISPLAY  CASE,  complete  with 
operating  window  and  cutaw'ay  sections,  enables  salesman  to 
give  convincing  demonstration  right  in  prospect’s  home. 


6  SALES  PRESENTATION  in  attractive  and  convenient  looseleaf 
binder  dramatizes  many  advantages  of  ALWINTITE  ...  enables 
salesmen  to  close  more  sales. 


7  ATTRACTIVE  SALES  LITERATURE,  printed  in  color,  presents 
clear,  convincing  story  why  ALWINTITE  is  best  buy  for 
prospect. 


8  NATIONAL  ADVERTISING  in  leading  consumer  and  home 
magazines  during  past  five  years  creates  acceptance  and  builds 
demand  for  General  Bronze — ALVC'INTITE  window  products. 

9  mats  for  local  newspaper  advertising  enable  dealers 

to  tie-in  with  ALWINTITE  national  advertising  and  establish 
themselves  as  local  headquarters  for  ALWIN'TIl  E. 


M  HMSftMfDnj 


BkutIImms 


1V  RADIO  SCRIPTS— TV  SPOTS,  that  have  been  tested  and 
proved,  are  available  for  all  ALWINTITE  dealers  for  local  use. 


DISTRiBUTORSHiPS  AVAiLABLE 


Exclusive  territories  are  available  for  substantial  companies 
who,  as  K.  D.  distributors,  can  control  aggressive  dealer 
organizations.  Inquiries  also  invited  from  interested  dealers 
to  handle  ALWINTITE  combination  window  products.  Write, 
wire  or  phone  Dept.,  BS-37  today! 


World’s  largest  manufacturer  of  aluminum  windows 

Stewart  Avenue,  Garden  City,  N.  Y. 


&  Home  Improvement  Dealer 
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Sh0w  VICTOR 


Hints  to  Salesmen 

(Continued  from  Page  24) 


SUN-CONTROL 


l>*«il»r  oppoinlmanl*  or*  tNII 
•vailabU  f«  •ttablith«d,  w*ll- 
ratpd  d«al«r«  wiHi  aggrcttiv* 
organisations.  Writ#  or 
pbonaforavailabialaiTifarias. 


/I//  the  features  you 

could  possibly  want 

I’ldfit  wise  (lt*al<*rs  s<‘ll  tin*  product  that  helps  sell 
itself.  The  sleek,  horizontal  styling  of  Victor  Sun- 
(lonlrol  avMiings  hlends  [terfectly  with  any  type  home, 
(’.ontrast  the  pleasing  architectural  harmony  of  Victor 
Sun-fauitrol  awnings  with  other  types  and  you’ll  see 
at  once  why  Victor  helps  you  outsell  competition. 
High  styling,  plus  a  h(»st  of  other  Victor  features  can 
keep  you  on  the  profit  road  the  year  around. 

★  CROWNED  LOUVERS  —  Give  additional  structural 
strength  to  the  streamlined  design.  Allow  air  to  circulate 
freely  through  the  awning,  prevent  "hot  spots"  under 
canopy. 

if  COPPER-ALUMINUM  BEARINGS  insure  easy  movement 
up  or  down.  A  Victor  exclusive! 

★  STRONG.  DURABLE  LIFETIME  CONSTRUCTION— Fire¬ 
proof,  stormproof,  and  all-weather  proof. 

★  SELF  STORING  —  Permanently  installed.  The  home 
owner  never  has  to  bother  with  Sun-Control  Awnings 
after  installation. 

★  WIDE  VARIETY  OF  COLORS  and  color  combinations — 
all  chemically  protected  against  peeling  and  checking. 
Alodized,  baked -on  enamel  used  exclusi  vely. 

if  Shipped  as  a  complete  package  or  for  K-D  operation. 


y  SSVOXHSli  kXMXAXXIXXZVX  K>MXXXXX«% 


VICTOR 

TOOL  e  MACHINE  CORPORATION 

ST.  JOSIPH,  MICHIGAN 


,  He.sitate  a  .second  to  .see  if  he  “goe.s” 
I  for  the  deal,  then  say,  “But  I  .sup- 
j  pose  you  buy  on  time,  Mr.  Smith.” 
;  (Then  drop  a  bomb  on  him  !) 

“Mr.  Smith,  the.se  windows  will 
cost  you  only  $35.09  a  month ! 
(NOTE:  You  are  quoting  him  1- 
year  FHA  terms  on  a  $400.00  deal.) 

He  protests  immediately,  “Mr. 
Sale.sman.  that  is  not  within  my 
budget.” 

“Oh  yes,  Mr.  Smith,  you  did 
agree,  right  after  the  demonstra¬ 
tion  that  you  would  buy  these  win¬ 
dows  if  they  were  within  your  bud¬ 
get.  I  'suppo.se  $12  or  $15  per  month 
would  be  more  within  your  budget, 
wouldn’t  it?” 

“That’s  more  like  it,  Mr.  Sales¬ 
man.” 

“My  congratulations.  Mr.  Smith, 

I  you  have  just  purchased  a  beautiful 
;  set  of  storm  windows  for  your 
lovely  home.  They’ll  only  run  you 
I  $12.78  per  month.”  (NOTE:  You 
are  now  quoting  him  3-year  FHA 
terms.) 


Pen  in  Hand 

I 

I  Casually  put  the  pen  in  his  hand, 
I  indicate  where  he  is  to  okay  the 
’  e.stimate  and  .say,  “Right  here,  Mr. 
Smith.”  Watch  him  out  of  the  cor¬ 
ner  of  your  eye  and  turn  to  Mrs. 

I  Smith  saying,  “You’ll  love  the.se 
windows,  Mrs.  Smith,  etc.”  Then 
give  Mr.  Smith  a  gentle  push  if  he 
has  not  okayed  the  e.stimate  and 
say.  Right  on  that  line,  Mr.  Smith, 
and  plea.se  write  your  fir.st  name  in 
:  full.” 

Now  you  will  agree  with  me  that 
Mr.  Smith  is  in  a  spot  where  he 
I  either  okays  the  deal  or  comes  up 
!  with  an'  objection.  You  must  learn 
to  swiftly  analyze  these  objections 
I  on  the  spur  of  the  second,  for  you 
are  then  in  a  “hot  close.” 

Here  are  the  .standard  objections 
that  you  get  on  a  close : 

1.  I’ll  think  it  over. 

2.  See  me  next  Fall  (or  Spring) . 

(Continued  on  Page  108) 
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far  and 


aivav 

the  BEST 


&  Home  Improvement  Dealer 


CITY  .  ZONE 


ASTER 


in  its  CLASS/ 


with  NEW  improved  TRIPLE  TRACK  action 

Aluminum  Combination  Weather  Window 


A  PRODUCT  OF  STORM  SASH,  INC. 


I  AM  A  DEALER .  I  AM  A  DISTRIBUTOR 

NAME  . 

ADDRESS  . 


MAIL  THIS  COUPON 
TODAY. 


Far  and  away  the  best  in  its  class.  The  Stormaster  offers 
every  sellable  feature  the  home  owner  wants,  features  you 
distributors  and  dealers  will  recognize  immediately.  And 
here’s  something  else.  Because  every  Stormaster  product 
is  quality  controlled  within  our  own  plant  from  smelting, 
extruding  and  production,  we  are  able  to  offer  lower 
prices  and  faster  deliveries — TWO  big  factors  that  make 
real  profits  for  you.  e. 


Ditlributprs  -  dealers,  get 
the  fasts  behind  the  com 
plete  line  of  Stormaster 
Combination  Windows 
and  Doors. 


STORM  SASH,  INC. 

706  SOUTH  STATE  •  GIRARD,  OHIO 


Dept.  B 


ALL  INQUIRIES  TREATED  CONFIDENTIALLY 


pie  ‘finest  Triple-Track 
Window  ever  developed 


Look  at  these  "BUY- APPEAL”  Features! 


•  Permanent,  non-removable  tracks 

•  No  friction  springs,  wire  handles  or  gadgets  to 
get  out  of  order 

•  Unequalled  insulation 


'V  Guaranteed  by^ 
.Good  Housekeeping 

MVIIIISIO 


•  Interlocking,  weathertight  sash 


•  Screen  interlocks — keeps  all  insects  out 

•  Overlap  or  inset  installation 

•  Automatic  locking  positions — burglar-proof 


Here’s  a  product  you'll  really  he 
|»roud  to  sell  the  new,  all-iiew 
Seasoii-all  Triple-Track  (iomhina- 
tion  Window.  Season-all  has  every 
feature  your  customers  want  and 


•  Reinforced,  all-extruded  aluminum  construction 
throughout 

•  Year  'round,  draft-free  ventilation 

•  Simple  to  install — service  free 

•  Maximum  ease  of  operation 

•  CAN  BE  STOCKED  BY  GLASS  SIZE  ONLY! 

Yet  the  cost  to  you  is  amazingly  low! 


need  in  a  comhination  window!  In 
fact,  it’s  the  finest  comhination  storm 
window  on  the  market  today.  Sounds 
too  good  to  he  true,  doesn’t  it? 
Well,  you  don’t  have  to  take  our 
word  for  it.  (Compare  Season-all 
feature  for  feature  with  any  other 
design  and  see  for  yourself,  ff  e'// 
be  glad  to  send  you  complete  details 
or  arrange  a  demonstration  at  your 
convenience.  Ask  about  our  unique 
delivery  and  warehousing  plan. 
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OVERCOME  P 


ANCE 


COMBINATION  WINDOWS  AND  DOORS 


ptkip 


EXCLUSIVE 

TERRITORIES 


OUR  OWN  FLEET 
OF  DELIVERY  TRUCKS 

We  own  and  operate  our  own  trucks, 
making  drop  shipments  ready  for 
installation  in  order  to  assure  you  of... 

•  PROMPT  DELIVERIES 

•  ELIMINATION  OF  COSTLY  PACKAGING 
CHARGES 

•  LOWER  FREIGHT  RATES 


means  your  own  Aluminum  or  Redwood  Combination  Storm  Windows  and  Doors 
in  your  own  territory.  Enjoy  higher’  profits  with  fast  selling,  top  quality  but  low 
priced  units. 

WRITE  .  WIRE  or  PHONE  TODAY  FOR  FURTHER  INFORMATION 


&  Home  Improvement  Dealer 


The  ^Cadillac*'  of  the  Business 


aram 


^rotot  of 
Aluminum 
^killrraft 


NOW  PRICED  TO 
OUT-SELL  THEM  ALL! 

rfie  Onfy  WiWow  Line  wHh^  these  FAST  SBLLING  SUPBKIOK  FEATURES/ 

•  Introducing 
the  New  Sensational 
BUSINESS  BUUBER 

paramount 


NEW  IMPROVED 

TRIPU-TRACK 

ALL-ALUMINUM 

STORM  &  SCREEN 

WINDOW  COMBINATION 

wHb  Built  in  Weatherstrip 

•  TRIPLE  TRACK 

—  Not  CHANNEL 

•  EASY  INSTALLATION 

—  Service  FREE 

•  TWIN  VENTILATION 

—  Sashes  Raise  or 
Lower  to  Any  Lerel 

•  CHANGEOVER  NEVER 
NECESSARY! 

—  Make  Self-Storirtg 
Obsolete 

•  POSITIVE  100%  WEATHER 
STRIPPING 

•  HEAVY  EXTRUSIONS 


Cfotf  Suction  View  of 
TRIPLE  TRACK  FEATURES 

1.  TOP  glass; 

2.  SCREEN  ' ' 

3.  BOnOM  GLASS 

Complete 

WBATHBK-STKIPPING 

America's  Finest  Fastest-sell¬ 
ing  ALL-ALUMINUM  Combi¬ 
nation  STORM  and  SCREEN 
DOOR 

•  Fully  extruded. 

•  Single  life  doors,  two  lite 
doors,  self-storing  doors. 

•  Aluminum  Wire  screen. 

•  Expander  on  sill — for 
tolerances. 

•  Reenforced  corners  for 
life-time  rigidity. 

•  Complete  with  aluminum 
ensemble  and  stainless 
steel  hardware. 

•  BOTH  are  3  WAYS  BEHER!!! 

I.  QUICKER  AND  EASIER  TO  INSTALL.  2.  SERVICE-PROOF. 

J.  KEEPS  PROFITS  INTACT  FOR  YOU  DUE  TO  REDUCE  CALL-BACKS. 

ADVERTISING  MATERIAL  AVAILABLE:  Cuts,  Mats.  Literature! 


ALL-ALUMINUM 


UMEWT  MM  WIlOW 


With  the  EXCLUSIVE  FULL  LENGTH 

PIANO  HINGE  feature 

Some  other  Outstanding  Selling  Features 
5 


1.  Full  Length  PIANO  HINGE. 

Permits  easier  cleaning  from 
the  outside. 

2.  EXTRA  HEAVY  EXTRUSIONS 

(#63  ST.  5  Alloy  Extrusions). 

3.  SPECIALLY  DESIGNED  SPONGE 
RUBBER 

To  affect  a  perfect  seal  be¬ 
tween  Casement  window  and 
storm  window.  Eliminates 
Window  Condensation. 

4.  FULLY  EXTRUDED  Weather 

Stripping  installed  on  each 
Window  Vent  opening  for 
positive  seal. 


Specially  designed  rubber  ex¬ 
trusion  to  seal  and  secure 
gloss  in  plate,  for  permanen¬ 
cy.  And  permitting  simple  re¬ 
placements  of  broken  glass  hy 
home  owners. 

Designed  for  Single,  Double 
thick  and  Demiplate  for  Pic¬ 
ture  Windows. 

Controlled  ventilation. 

Draft  Free. 

Reenforced  for  permanent 
rigidity. 

Priced  Right. 


$  aramount 


ALUMINUM  PRODUCTS  CORP. 
180-11  Jamaica  Ave.,  Jamaica,  L. 


N.  Y. 


PHONE 

REPUBLIC  9-6664 
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l?EAD  ALL  ABOUT  THE  SUCCESS  OF 
LOCK  VENT  DEALERS 


Todr'Wnf- 


OFFERS  MORE  PROFITS  *  MORE  SALES 


Lock  Vent  dealers  have  not  one,  but  two,  beautiful  perma¬ 
nent  awnings,  in  aluminum  and  plastic  glass. 

Lock  Vent  dealers  offer  naturally  beautiful  horizontal  lines 
that  compliment  the  architectural  style  of  any  home  or  business. 

Lock  Vent  dealers  are  protected  against  shortages;  they  are 
fu^ished  all  component  parts. 


Lock  Vent  dealers  offer  a  choice  of  13  beautiful  colors  with 
contrasting  color  combinations  if  desired. 

Lock  Vent  dealers  offer  a  custom  built  awning  at  a  stock  or 
standard  awning  price. 

^Lock  Vent  dealers  save  on  labor  costs,  by  controlling  their 
own  delivery*and  assembling  in  their  respective  shops. 

Lock  Vent  dealers  have  a  greater  margin  of  profit  in  their 
custom  awning  with  less  than  per  square  foot  assembly  cost. 


DON’T  DELAY,  WIRE,  WRITE  OR  PHONE  TODAY- 
BEFORE  THE  FRANCHISE  IN  YOUR  AREA  IS  CLOSED: 

LOCK  VENT,  INC. 

P.O.  BOX  8732 
RICHMOND  26.  VIRGINIA 
Phone:  Chester  2561 


Tock-'Wtri- 
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Dealers  &  Distributors  Find  Huge 
Profits  In  New  Jalousie  Sales  Plan 


ALENCO  Proven  Sales  Plan  Offered 
To  Selected  Firms  Throughout  Nation 

Here  is  your  opportunity  for  greater  profits  with  the  ALENCO  SALES  PLAN. 
This  plan,  tested  and  approved  hy  163  dealers  in  the  Southwest,  is  now  being  offered 
to  you.  You  ran  enter  the  profitable  jalousie  market  with  this  comprehensive  sales 
plan  .  .  .  and  start  making  money 


ALENCO  Means  Profits 

An  ALENCO  DEALERSHIP,  or  dis¬ 
tributorship,  means  high  profits  and  large 
dollar  volume.  ALENCO  dealers  are  es¬ 
tablished  directly  by  the  manufacturer. 
A  constant  flow  of  sales  help,  advertising 
material  and  dealer  promotions  is  fur¬ 
nished  dealers  by  the  manufacturer  .  .  . 
thus  saving  the  distributor  this  expense. 

ALENCO  distributors  supply  dealers 
from  their  inventory  of  KD  units.  This 
method  of  distribution  means  faster  serv¬ 
ice  for  the  dealers  and  established  out¬ 
lets  for  the  distributors. 

Tremendous  Market 

Every  house  with  a  porch  is  a  prospect. 
Extra  rooms  are  needed  by  most  families, 
but  construction  costs  are  high.  ALENCO 
Jalousies  inexpensively  transform  a  porch 
into  an  extra  room  that  can  be  used  the 
year  'round. 

Another  fast  growing  market  is  new 
home  construction.  Builders  and  con¬ 
tractors  find  ALENCO  Jalousies  give 
their  homes  a  fresh  new  sales  appeal. 
Jalousies  are  also  winning  popularity  in 
commercial  and  industrial  construction. 

Dealers  Are 

Not  Forgotten 

ALENCO  dealers  are  supported  with 
conventions,  sales  training  programs  and 
national  consumer  advertising  campaigns 
...  all  designed  to  back  them  up  and 
put  these  dollar  profits  into  their  pock¬ 
ets.  Your  dealer  salesmaster  includes: 
advertising  material,  floor  displays,  signs, 
decals  and  many  other  tested  and  proven 
sales  aids. 


Proof  of  Profits! 

Here's  an  actual  example  of  a  typical 
job.  The  installation  above,  including  all 
labor,  materials,  and  ALENCO  Jalousies, 
figures  as  follows: 


Retail  Sales  Price 
Actual  Cost 


$331.12 

198.60 


GROSS  PROFIT  $132.52 

67%  MARK-UP  OVER  COST! 


Product  Gives 
Lifetime  Service 

A  Heavy  Extruded  Aluminum  Frame 
^  Easily  and  Quickly  Adjusted  in  Width 
^  Easily  Assembled  With  Only  S  Screws 
9  Trouble-Free  Worm  Gear  Operators 
G  Hurricane  Proof  Construction 
G  Easily  Removable  Screens  and  Storm  Sash 

Get  Started  Now 

Here's  a  deal  that  brings  you  high  prof¬ 
its,  with  large  dollar  volume  in  a  tre¬ 
mendous  market.  The  ALENCO  glass 
Jalousie  and  sales  plan  have  proven  to 
be  money-makers.  Tear  out  the  card  .  .  . 
mail  it  today  .  .  .  we  pay  the  postage. 


MAIL  THIS  COUPON  NOW! 


FIRST  CLASS 
Permit  No.  4519 
Sec.  34.9  P.  L.  &  R. 

HOUSTON,  TEXAS 


BUSINESS  REPLY  CARD 

No  Postage  Stomp  necessary  if  mailed  in  the  United  States 


POSTAGE  WILL  BE  PAID  BY 

ALBRITTON  ENGINEERING  CORPORATION 
2501  WROXTON  ROAD 
HOUSTON  5,  TEXAS 


DON'T  MISS  THIS 


Prominent  Houston  Dealer,  E.  S. 
LeCaye  says,  “ALENCO  jalousies 
coupled  with  the  ALENCO  proven 
sales  plan  are  an  unbeatable  profit 
producing  combination." 


GLASS  JALOCSIE  DEALER 

MAKE  SOME  REAL  MONEY 


RETURN 

THIS 

CARD 


pR 


0F»ts 


TREMBHDOUS  MARKET 

advertising  assistance 

saKS  pi*** 


AIMITTON  ENOINfERINO  CORTOtATION 
2S01  WROXTON  ROAD 
IfMISTON  S.  TEXAS 


START  MAKING 
PROFITS  NOW 


Please  send  me  more  information  on:  Q  The  ALENCO 
distributorship  plan  (H  The  ALENCO  proven  dealer  sales 
plan.  I  understand  that  this  information  will  be  sent  to  me 
without  cost  or  obligation. 

Firm  Nome _ _ _ 

Address _ _ _ 


■p 


-  Here  is  an  entirely  new  packaging  program  for  Trim-A-Seal  Anodized 

Aluminum  Storm  Doors.  Vertical  extrusions  cut  to  size  for  a  particular  height  are 
in  one  package;  horizontal  pieces  in  another  .  .  .  complete  with  all  necessary 
fastenings  and  hardware.  To  assemble  a  door  measuring  31"  x  79"  for  example, 
you  merely  take  a  Trim-A-Seal  Width  box  marked  31  and  a  Height  box 
marked  79.  Everything  you  need  is  right  there  with  the  exception  of  the  glass, 
screen  and  kick  plate  ...  no  bother  or  fuss  looking  for  parts,  measuring  and  cutting 
them  to  size.  You  may  purchase  any  number  of  widths  and  heights;  they  are 
priced  individually.  There  is  a  door  size  immediately  available  for  the  installation 
you  require,  simply  by  removing  one  width  and  one  height  package  from  stock. 

Reduces  Your  Dollar  Inventory 
AAakes  More  Door  Sizes  Available 
=5^^;  Eliminates  Damage  in  Transit 


BOX  SIZES: 
3Mi"  X  4"  X  H«i|At 
3W  X  4"  X  Width 


THIS  STORM.DOOR! 


If  you  re  interested  in 
America's  fastest-selling 
line  of  anodized  alumi¬ 
num  packaged  storm 
doors,  write  today  for 
Trim  A-Seal  dealer,  dis¬ 
tributor  or  assembly 
plant  information. 


ALUMINUM  AIR-SEAL  MFG.  CO. 

3400  W.  FEDERAL  ST.,  P.  O.  BOX  1355,  YOUNGSTOWN  1,  OHIO 
Phones:  Girard  5-5493-5-5494 


intnodcice^ 
rpeight'  and  Mr.  Width ••• 

^octn.  ,  .  <*W  ^9^/ 


ADJUSTABLE 


EXCLUSIVE  WITH  LUDMAN 


'Magic  Mulliont"  —  thre*  standard  widths  help 
you  cut  installation  costs  by  saving  time! 
Adjustable,  they  permit  complete  flexibility 
in  making  any  installation  .  .  .  easierl  They 
eliminate  the  necessity  of  using  wood  filler 
strips  .  .  .  make  "levelling  up"  easier.  Auure 
positive,  tight  louver  closure! 


^  Guaranteed  by  < 
Good  Housekeeping 


NEW  TENSION  GRIP 
LOUVER  CLIP* 


Solves  jalousie  industry's  oldest  problem! 
Clips  hours  off  glass  installation  time. 
Eliminates  breakoge  and  chipping  .  .  .  gives 
tighter  fit!  Stops  glass  rattle  and 
increases  weather  tightness.  Holds 
glass  securely  in  ploce,  yet  glass  can 
be  slipped  in  or  out  with  easel 
*patent  applied  for 


THERE'S  A  LUDMAN  DISTRIBUTOR 

NEAR  YOU 


.  to  help  you  get  started  selling 
Ludman  Windo-Tite  Jalousies. 
Distributors  carry  a  ready  stock 
of  jalousies  and  all  the  needed 
supplies  to  help  you  make  ony 
instollation  you  sell. 


BOX  4541,  DEPT.  BS-Z,  MIAMI,  FLORIDA 


FACTORY  SALES  OFFICES: -HEW  YORK  •  BOSTON  •  WASHINGTON,  D.  C 
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all  the  world! 

—  and  we  do  mean  all  the  world! 


From  Saudi  Arabia  to  Siam,  throughout  the  East 
Indies  . . .  from  South  to  Central  America, 
throughout  the  America's  —  Ludman  Windo-Tite 
Jalousies  are  being  used  all  over  the  worldl 
And,  wherever  you  go,  you'll  find  them  the  world 
leader  for  quality! 

Why  sell  any  other  jalousie  when  you  can 
sell  Ludman  —  the  jalousie  recognized  for 
its  quality  .  .  .  everywhere! 

Ludman's  advanced  design  and  unrivaled  craftsmanship 
give  you  the  jump  on  competition!  Ludman 
engineering  and  manufacturing  facilities, 
combined  with  streamlined  distribution,  make 
it  possible  for  you  to  offer  Ludman  Windo-Tite 
jalousies  to  your  customers  at  prices 
competitive  with  ordinary  jalousies! 


Ludman's  advanced  engineering  design  makes  Ludman's 
Windo-Tite  Jalousies  pracfical  in  any  elimatal 
They're  engineered  to  the  finest  window 
specifications  —  laboratory  tested  for 
minimum  air  infiltration  .  .  .  less  than 
average  infiltration  through  an  ordinary  window. 
Available  with  interchangeoble  inside  screens 
for  summer  —  storm  sash  for  winter. 


iflwiJiW^^lHIKLWWrw 
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LUDMAN  HELPS  YOU  SELL 

Hard  selling  national  advertising  creates 
product  acceptance.  Hard-selling  dealer 
helps,  folders,  natural  color  photographs, 
lighted  displays,  envelope  staffers, 
portable  displays  . . .  ore  all  available 
to  help  you  get  business. 


coupon  today 


LUDMAN  CORPORATION 

Box  4541,  Dept.  BS-7,  Miami,  Florida 


Company. 


CHICAGO  •  ST.  LOUIS  •  ATLANTA  •  SAN  FRANCISCO 
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competent  engineering,  know»how  In  design,  production  and  service . . . 

. .  .the  “Plus”  values  to  consider  when  lining  up  with  a 
nKinufacturer.  Nash  gives  you  these  and  morel 

With  more  than  a  quarter  century  of  manufacturing 
experience,  Nash's  highly  skilled  craftsmen  assure  precision- 
I  fi  fl  II  products  that  make  for  easier  sales  and  give  a 

i  I  I  housetime  of  comfort,  satisfaction  and  service. 


3  TRACK  ^ - B 

Models  for  Eastern  and  Western  Openings 
Interlocking  Meeting  Rail 
Inside  Screen  (not  between  the  glass  inserts) 
Finger-Tip  Ventilation 

Not  just  a  new  3  Track  model;  —  but  a  tried 
and  proven  window  by  thousand;  of  dealers 
and  homeowners. 


DOORS 

Heavy  Extruded  Frame 
Reinforced  Corners 
Stainless  Steel  Hinges 
Pneumatic  Air  Closer 
Inserts  change  easily,  and  are  held  in 
place  by  patented  concealed  clip. 


2  TRACK 

Interlocking  Meeting  Rail 

Positive  Lock 

Finger-Tip  Ventilation 

Models  for  Eastern  and  Western  Openings 


WRITE  US  FOR  A  CATALOG  ON: 

2  Track  Flanga  T/p*  Window 

2  Track  Channal  Typa  Window 

3  Track  Flango  Typo  Window 
3  Track  Channal  Typo  Window 
Combination  Doors 
Casomonts 

Door  Grillos 
Door  Swoops 
Aluminum  Throsholds 
Initials 
Numorals 

5m  h0w  MASH  CM  latn9S0  ytr^nfltsl 


DOOR  SWEEPS 

Sturdy  Extruded  Aluminum 
White  Rubber  Sweep 
Elongated  holes  for  easy 
installation  and  adjustment 
Low  Price 
Immediate  Delivery 


CXECUTIVE  OFFICES: 

Long  Branch,  N.  J. 
Long  Branch  6-6200 


DOOR  GRILLES 
Extruded  Aluminum'' 
Superior  Construction 
Write  for  complete  « 
details  about  our 
wide  range  of  styles 
and  sizes. 


FACTORY  BRANCH  OFFICES: 

Slat*  Highway  #25,  N«warl(>Elizab«th  Lina 
Elizobalh,  N.  J.,  Mitchtll  2-3600 

9126  Hartford  Road 
Baltimore,  Md.,  Boulevard  2222 

9  Livingston  Street 

Dorchester,  Mass.,  Avenue  2-3600 


Discover  the  NASH  K.D.  Plan  which  will 
quickly  convince  you  of  o  Now  and 
Modorn  Profit  technique  for  the 
window  industry. 


INITIALS 

NITE-GLO  finish.  Cast  Aluminum 
with  nuts  and  bolts  for  easy 
installation. 


IN  CANADA 

NASH  ALUMINUM  LTD. 

904  Bruce  St.,  Oshawa,  Ontario 
Oshawa  3-2219 


OVER  25  YEARS  OF  MANUFACTURING  KNOW-HOW  IN  ALUMINUM  PRODUCTS 
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Growth  of  this  Publication  Keeps 
Pace  with  Home  Improvement  Industry 


The  Process  of  Growing 

By  ALLAN  M.  DOUGLASS,  President, 
National  Combination  Window  &  Door  Assn. 


Five  Years  of  Progress 

By  J.  E.  ORCHARD,  President, 
National  Metal  Awning  Assn. 


Most  of  us  can  probably  re- 
mpmhpr  manv'  hannv  infi- 


member  many  happy  inci- 
dents  from  our  childhood.  As 
our  own  children  grow  into  ma- 
I  turity,  we  see  the  process  of 

/  growing  in  its  finest  form  of 

expression.  The  National  Com- 
bination  Storm  Window  &  Door 
Institute  since  the  Second  World 
_  ,  War  has  been  in  the  infancy 

stage  of  its  growth.  There  were 
times  during  the  rationing  period  on  aluminum, 
from  which  we  have  just  emerged,  when  there 
seemed  to  be  a  great  deal  of  doubt  in  many  people’s 
minds  as  to  whether  this  very  large  “child” 
w'ould  show  the  .same  growth  mentally  that  he 
had  shown  physically.  Through  the  clo.se  cooper¬ 
ation  of  the  New'  York  Better  Business  Bureau, 
BUILDING  SPECIALTIES  &  Home  Improve¬ 
ment  Dealer  Magazine,  and  all  others  in  the  in¬ 
dustry  w'ho  have  as  their  principal  objective  a 
.sound  industry  w'hich  can  enjoy  continued  grow’th, 
there  are  now'  indications  that  this  child  w'hich  has 
(Contivued  <m  Followbig  Page) 


IN  THE  past  five  years,  the 
Metal  Aw'ning  Indu.stry  and 
Building  Specialties  Magazine 
have  grown  stride  by  stride. 

When  this  magazine  was  first 
issued  in  the  summer  of  1948  it 
contained  W  pages  and  3J!f  adven¬ 
turous  advertisers.  This  anni¬ 
versary  issue  will  contain  almost 
250  pages  and  five  times  as  many  p  «  i.  j 
advertisers.  Similarly,  the  Metal  ■*'  ' 

Awning  industry  has  increased  tremendously  since 
1948. 

In  large  measure  this  parallel  growth  can  be 
attributed  to  related  rea.sons.  First,  this  corres¬ 
ponding  progress  manifests  typical  American 
pioneering  .  .  .  building  a  better  mousetrap  to  im¬ 
prove  upon  and  to  supplement  previous  products 
in  the  same  field.  This  first  ob.servation  has  identi¬ 
cal  yet  independent  characteristics  .  .  .  the  vision, 
ambition  and  ability  of  the  publisher,  officers  and 
staff  of  Building  Specialties  was  of  the  same 
cloth  as  the  adventurous,  foresighted  and  intelli- 
iContinned  on  Following  Page) 
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Process  of  Growing 

(Continued  from  Page  45) 

now  reached  boyhood  may  blossom 
into  manhood. 

The  expression  “sorting  out  the 
men  from  the  boys”  could  very 
aptly  be  applied  to  our  industry 
at  this  time.  The  only  way  the  com¬ 
bination  window  and  door  indus¬ 
try  can  survive  and  take  its  right¬ 
ful  place  in  the  American  economy 
is  to  make  sure  that  a  better  prod¬ 
uct  is  supplied  to  the  public  at  fair 
prices,  and  without  misrepresen¬ 
tation. 

Through  the  cooperation  of 
BUILDING  SPECIALTIES  & 
Home  Improvement  Dealer,  w’ho 
were  very  influential  in  the  organi¬ 
zation  of  our  industry,  many  worth¬ 
while  articles  have  been  published 


as  a  means  of  trying  to  elevate  the 
thinking  of  the  industry  as  a  whole 
and  acquaint  everyone  in  the  indus- 
stry  with  sound  logical  approaches 
necessary  for  continuation  of  our 
industry.  We  heartily  recommend 
that  anyone  contemplating  enter¬ 
ing  the  combination  window  and 
door  industry  obtain  the  last  12  is¬ 
sues  of  BUILDING  SPECIALTIES 
Magazine  and  consume  the  contents 
from  cover  to  cover,  because  we 
cannot  help  but  believe  that  this 
reading  matter  will  pose  some  very 
specific  questions,  which  when  an¬ 
swered  cannot  help  but  improve 
his  knowledge  of  this  industry.  It 
should  also  point  up  those  things 
which  are  necessary  to  be  a  per¬ 
manent  part  of  the  industry  and 
the  individual  involved  would  then 
make  his  decision  as  to  whether  he 
wanted  to  be  in  this  business.  Mag¬ 


azines  such  as  BUILDING  SPE¬ 
CIALTIES  are  doing  a  creditable 
job  of  informing  manufacturers, 
distributors  and  dealers  concern¬ 
ing  the  problems,  opportunities, 
and  methods  available  to  the  vari¬ 
ous  factors  in  our  industry. 

There  was  a  period  where  this 
was  a  good  business  for  someone 
to  make  a  “quick  dollar.”  We  be- 
live  that  this  time  has  passed,  and 
unless  people  entering  this  busi¬ 
ness  have  “staying  power,”  it  does 
not  hold  a  very  bright  future.  With 
the  proper  approach,  however,  it 
can  be  a  very  interesting  and  profit¬ 
able  business. 


Five  Years  Progress 

(Continued  from  Page  45) 


238  Sto-A-Co  Windows  Installed 
On  Brooklyn  Apartment  House 


238  Sto-A-Co  aluminum  combination  windows  were  installed  on  this  apartment  house  in 
the  Columbia  Heights  section  of  Brooklyn  in  New  York  City.  The  windows  were  manufac¬ 
tured  by  Storm  Windows  of  Aluminum,  Inc.,  of  Apco,  O.  By  error  these  windows  were 
credited  to  another  brand  name  in  a  previous  issue. 


gent  approach  of  the  metal  awning 
manufacturers.  The  gamble,  if  any 
there  was,  came  in  being  able  to 
persevere  until  there  was  ultimate 
consumer  acceptance. 

This  analogous  progress  ha.^  a 
second  mutually  dependent  reason. 
The  growth  of  the  Home  Improve¬ 
ment  industry  as  such  needed  not 
only  new  and  exciting  products,  but 
also  a  new  medium  in  which  to  pub¬ 
licize  these  new  products  to  the 
Building  Specialty  field.  This  mag¬ 
azine  furnished  the  medium  and 
the  metal  awning  industry  fur¬ 
nished  one  of  the  better  and  more 
substantial  home  improvement 
products. 

Lastly,  this  parallel  growth 
would  not  now  be  recorded  if  it 
weren’t  for  the  co-operative  actions 
of  this  magazine  and  of  this  indu.s- 
try.  When  the  immediate  after¬ 
effects  of  the  Korean  crisis  threat¬ 
ened  the  supply  of  aluminum,  the 
joint  efforts  of  Building  Special¬ 
ties  Magazine  and  a  few  aluminum 
awing  manufacturers  resulted  in 
the  formation  of  the  National 
Metal  Awning  Association.  This 
new  organization,  aided  immeasur¬ 
ably  by  other  home  improvement 

(Continued  on  Page  215) 
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U.  S.  Secretary  of  Commerce  pays  tribute 
to  the  importance  of  small  businessmen, 
particularly  in  the  building  specialties  field. 


Sincloir  Weeks 
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Aluminum;  bauxite  to  ingot 

An  absorbing  picture  history  of  this  unique  metal — 
how  the  ore  is  mined*  shipped*  refined  and  processed 


Although  aluminum  is  unique 
among  the  common  metals  in 
that  it  is  not  found  in  metallic 
form,  it  is  present  in  almost  every 
handful  of  dirt  to  some  degree.  The 
commercially  used  ore  is  bauxite, 
which  contains  a  high  percentage 
of  alumina  (aluminum  oxide). 

Bauxite  deposits  are  located  in 
numerous  spots  around  the  globe. 
Those  used  to  supply  the  American 
aluminum  industry  are  largely  lo¬ 
cated  in  Surinam  (Dutch  Guiana), 
Arkansas  and  the  island  of 
Jamaica.  On  the  latter  island  large 
bauxite  reserves  have  been  recently 
developed. 

Bauxite  is  mined  by  either  the 
open  pit  methods  or  underground. 
Fortunately,  the  new  Jamaica 
sources  lie  close  to  the  surface,  and 
so  may  be  mined  by  extremely  effi¬ 
cient,  open  pit  operations  using 
power  scrapers,  shovels,  trucks  and 
rail  transportation  to  the  process¬ 
ing  and  shipping  point.  The  proc¬ 
essing  is  limited  mainly  to  drying 
the  ore  to  remove  excess  moisture, 
and  necessary  storage  facilities. 
Conveyor  systems  are  used  to  load 
freighters  swiftly  and  economi¬ 
cally. 

The  American  aluminum  indus¬ 
try  maintains  alumina  plants  at 
various  locations  for  the  next  step 
in  the  production  of  primary  alum¬ 
inum;  converting  the  bauxite  into 


*—  Metol  tapped  from  electric  furnace  is 
usually  poured  into  pig  molds  or  into  other 
furnaces  from  which  fabricating  ingots  are 
produced. 

Photo  courtesy  Aluminum  Comt>any  of  America 


if  Conveyor  belt  carries  bauxite  to  surface 
from  underground  mine. 

Photo  courtesy  Aluminum  Company  of  America 

Mechanical  loader  scoops  bauxite  from  — > 
face  of  underground  stope  into  shuttle  car. 

Photo  courtesy  Aluminum  Company  of  America 
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*—  Loading  ore  into 
railroad  cars  for  ship* 
ment  from  mining  area 


to  Port  Kaiser  for  dry¬ 


ing  and  shipment. 


Photo  courtesy  Kaiser 
Alumintim  S’  Chemical 
Sates,  Inc. 


pure  alumina  (aluminum  oxide), 
a  white,  granular  powder.  This  is 
primarily  a  chemical  process. 

From  stock  piles  the  bauxite  is 
fed  to  rod  and  ball  mills  where  it 
is  ground  fine  w'ith  circulating 
liquor.  To  the  resulting  mixture  is 
added  lime  and  soda  ash  and  in¬ 
jected  into  digesters  together  with 
additional  circulating  liquor  which 
contains  caustic  soda  and  some 
.sodium  aluminate  remaining  from 
the  previous  cycle.  In  the  dige.sters 
the  mixture  is  heated  to  dissolve 


Shipping  the  Oie 


^  Train  load  of  ore  in  13  mile  journey  from 
bauxite  mines  to  Port  Kaiser. 

Photo  courtesy  Kaiser  Aluminum  S  Chemical  Sales, 
Inc. 


♦  Belt  conveyor  moves  bauxite  from  ship- 
side  to  storage  building. 

Photo  courtesy  .ilummum  Company  of  America 


— 


the  alumina  from  the  ore  as  .sodium 
aluminate;  undesirable  silica  is 
converted  into  in.soluble  sodium 
aluminum  silicate. 


^  General  view  of  bauxite  handling  facil¬ 
ities  and  pier  at  Port  Kaiser. 

Photo  courtesy  Kaiser  .Aluminum  &  Chemical  Sales, 
Inc. 


Loading  bauxite  into  freighter  at  pier. 
Port  Kaiser. 

Photo  courtesy  Kaiser  .Aluminum  S  Chemical  Sales, 
Inc. 


Ore  carrier,  the  Pathfinder  praceeding 
down  the  Cottica  River  after  loading  baux¬ 
ite  at  Moengo.  This  vessel  normally  oper¬ 
ates  between  the  Suriname  mines  and  Trin¬ 
idad  transfer  station. 

Photo  courtesy  .Aluminum  Comf>aHy  of  America 


^  Diagram  of  the  Bayer  Process,  the  most 
widely  used  method  of  extracting  alumina 
from  bauxite. 

Refining  the  Ore 

i'  Bauxite  stock  pile  and  conveyor  to  crush¬ 
er  house  at  an  alumina  plant. 

Photo  courtesy  Kaiser  .Aluminum  S  Chemical  Sales, 
Inc. 
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When  the  alumina  has  been  com¬ 
pletely  extracted,  the  solution  is 
flashed  to  atmospheric  pressure  to 
remove  excess  heat,  and  the  solid 
impurities  are  removed  (as  “red 
mud”)  by  settling  in  large  thick¬ 
eners.  The  red  mud  is  washed  to 
remove  excess  caustic  soda  and 
alumina,  after  which  it  is  di.s- 
charged. 

The  sodium  aluminate  liquor 


Digester  area 
where  aluminum  is 
dissolved  from  ore  as 
sodium  aluminate. 

Photo  courtesy  Kaiser 
.Aluminum  S  Chemical 
Sales,  Inc. 


from  the  .settlers  is  filtered  to  re¬ 
move  the  last  trace  of  impurities. 
It  is  then  charged  into  a  battery  of 
high  capacity  precipitating  tanks 
where  it  is  agitated  with  a  charge 
of  aluminum  trihydrate  seed  crys¬ 
tals.  At  the  end  of  the  precipita- 


View  of  kilns  for  calcining  alumina  and  — » 
driving  off  chemically  combined  hydrogen. 

Photo  courtesy  Kaiser  .Aluminum  S’  Chemical  Sales, 
Inc. 
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jf  Outside  view  of  precipitator  and  thick¬ 
ener  tanks. 

Photo  courtesy  .Aluminum  Company  of  America 


THOiNliS 


i  Kelly  Filter  Presses  remove  Bauxite  im¬ 
purities.  Crushed,  cleaned  ore  is  ground  to 
a  powder,  then  digested  in  a  hot  solution 
of  lye  which  dissolves  out  aluminum  while 
impurities  remain  solid  and  are  removed  in 
large  filter  presses. 

Photo  courtesy  .Aluminum  Ciimpany  of  .America 


In  precipitation  tank,  major  portion  of 
alumino  converts  to  crystalline  aluminum 
trihydrate. 

Photo  courtesy  Kaiser  .Aluminum  S  Chtmical  hales, 
Inc. 


Unloading  alumina  from  boxcar  by  vac¬ 
uum  system. 

Photo  courtesy  Kaiser  .Aluminum  <5-  Chemical  Sales, 
Inc. 


*—  Conveyor  carrying 
alumina  to  silos. 

Photo  courtesy  Kaiser 
iluminum  &  Chemical 
Sales,  Inc, 


>1^  Interior  of  a  potroom  typical  of  an  aluminum  smelting  works 
where  aluminum  is  produced  from  its  ore. 


tion  cycle,  the  major  portion  of  the 
alumina  has  been  converted  to 
crystalline  aluminum  trihydrate 
and  the  caustic  regenerated  for  re¬ 
use.  The  slurry  is  pumped  to  cla.ssi- 
fiers  and  thickeners,  where  the 
clear  liquor  is  separated  and  re¬ 
turned  to  the  system.  Solids  are 
separated  to  a  fine  fraction  which 
is  used  as  the  seed  charge  for  pre¬ 
cipitation  and  to  a  coarser  frac¬ 
tion.  which  is  then  filtered,  washed 
and  conveyed  to  rotary  kilns. 

These  kilns  remove  the  chemi¬ 
cally  combined  water  at  tempera¬ 
tures  of  1800-2000°  F.  to  yield  a 
white,  powdered  product  of  high- 
purity  dry  aluminum  oxide  (alu¬ 
mina). 

Aluminum  Reduction 

Because  it  takes  large  quantities 
of  electricity  to  produce  aluminum 
— around  10  kilowatt  hours  to  the 
pound — aluminum  reduction  plants 


Photo  courtesy  Aluminum  Company  of  America 


Reduction  of  Alnminum 


>1'  View  down  pot  line. 

Photo  courtesy  Kaiser  Aluminum  S'  Chemical  Sales,  Inc. 
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>1^  Siphoning  molten  metal  from  aluminum 
reduction  pot. 

Photo  courtesy  Kaiser  Aluminum  &  Chemical  Sales, 
Inc. 


are  located  where  adequate  sup¬ 
plies  of  electric  power  are  avail¬ 
able  at  economical  cost. 

Reduction  of  the  metal  is  ac¬ 
complished  in  electrolytic  cells, 
called  pots.  Essentially  these  are 
steel  cells  lined  with  carbon  paste. 
They  are  filled  with  cryolite,  which 
is  kept  molten  at  about  1800°  F. 
by  an  electric  current  passing  from 
one  or  more  carbon  blocks  resting 
on  the  surface  of  the  cryolite  to 
the  carbon  lining.  In  one  type  of 
pot,  using  the  Hall-Heroult  method, 
a  number  of  carbon  blocks  are 
used;  these  are  prebaked,  and  into 
them  are  inserted  rods  connecting 
them  to  the  bus  bar  system.  In  the 
other  type  of  pot  the  “Soderberg 
anode”  is  used ;  carbon  paste  is 
poured  into  a  shell-like  container 
and  is  baked  by  the  heat  of  the  pot. 

The  molten  cryolite,  with  the 
help  of  aluminum  fluoride  w’hich  is 
added  as  a  flux,  quickly  dissolves 
alumina  powder  as  it  is  added  to 
the  pot  contents.  The  electirc  cur¬ 
rent  separates  the  alumina  into  its 
two  elements,  oxygen  and  alumi¬ 
num.  The  oxygen  escapes  as  carbon 
dioxide,  and  metallic  aluminum 
settles  to  the  bottom  of  the  pot. 

(Continued  on  Page  210) 


Crust  breaking  in  — » 
aluminum  reduction 
cell. 

Photo  courtesy  Kaiser 
.4luminum  (S'  Chemical 
Sales,  Inc. 


Pouring  aluminum  — ^ 
pig;  pot  line  in  back* 
ground. 

Photo  courtesy  Kaiser 
.Aluminum  &■  Chemical 
Sales,  Inc. 


*—  The  Hall  Electro¬ 
lytic  Cell. 
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Checking  ex-  —* 
trusion  die  at 
aluminum  extru¬ 
sion  plant. 

1‘hoto  courtesy  Kaiser 
Aluminum  ^  Chemical 
Sales,  Ine. 


Placing  extru¬ 
sion  billet  in  press. 

I’hoto  courtesy  Kaiser 
Aluminum  &  Chemical 
Sales,  Inc. 
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Making 


*—  Removing  extru¬ 
sion  billets  from 
molds. 

Photo  courtesy  Kaiser 
.Aluminum  S'  Chemical 
Sales,  Inc. 


Stepped  extrusion  emerging  from  a  5200-ton  hydraulic  extru¬ 
sion  press. 

Photo  courtesy  Aluminum  Company  of  America 


Photo  courtesy  Kaiser  Aluminum  .S-  Chemical  Stales,  Inc. 

^  Sawing  the  billets  to  length  for  extrusion. 


if  Technician  shown  checking  extruded  section. 


Photo  courtesy  Kaiser  Aluminum  &  Chemical  Sales,  Inc. 


Aluminum  Extrusions  Out  of  Billets 


Powerful  hydraulic  presses  squeeze  metal 
through  dies  to  produce  finished  sections 


TjlXTRUSION  billets  are  pro- 
duced  in  similar  manner  to  the 
pouring  of  rolling  ingots.  Alumt- 
num  is  melted  in  remelt  furnaces 
and  the  specified  amounts  of  alloy¬ 
ing  elements  added.  The  metal  is 
then  poured  and  cast  into  billets 
of  specified  diameter. 

Basically,  the  production  of  ex¬ 
truded  sections  is  a  simple  proc¬ 
ess  :  merely  squeezing  metal 
through  a  die  opening.  But  in  prac¬ 
tice  it  takes  proper  equipment, 
good  die  design,  exact  dies  and 
careful  techniques  to  produce  good 
sections  with  good  finish.  Besides 
the  natural  properties  of  alumi¬ 
num,  the  ease  of  working  the  light 


metal  is  a  major  reason  for  the 
spreading  use  of  the  extrusion 
method,  which  has  the  advantage 
that  even  complicated  shapes  and 
sections  can  be  readily  produced. 
Withing  certain  limitations,  of 
course,  it  is  possible  to  duplicate 
almost  any  shape  that  the  designer 
may  require. 

Billets  Heated 

Billets  are  heated  to  the 
proper  plastic-working  tempera¬ 
ture,  which  varies  with  different 
alloys,  and  then  placed  in  the 
chamber  of  a  hydraulic  press  which 
forces  the  metal  to  flow  through 
the  die  opening.  The  metal  as  it 
is  extruded  through  the  die  tends 


to  distort  or  curve,  so  the  sections 
are  straightened  in  a  stretcher  be¬ 
fore  shipment. 

63S  is  probably  the  most  popu¬ 
lar  alloy  for  window,  door  and 
other  architectural  sections,  and 
this  alloy  falls  into  the  non-heat- 
treatable  group.  Extrusions  of 
alloys  in  the  heat-treatable  group 
are  given  heat  treatment  in  verti¬ 
cal  furnaces,  to  achieve  specified 
strengths  and  tempers,  before 
straightening. 

Extrusion  presses  vary  consid¬ 
erably  in  size  and  capacity;  to  pro¬ 
duce  larger  sections,  it  of  course 
requires  a  press  of  high  tonnage 
capacity. 


T  Verfical  heaNfreating  furnace  for  extrusions. 

Photo  courtesy  R.  D.  IPerner  Co 
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ALl'MINl’M  sheet  is  produced 
in  rolling  mills  very  similar 
in  setup  to  those  used  for  other 
metals,  but  different  techniques 


and  practices  are  of  course  fol¬ 
lowed  at  various  stages. 

Most  aluminum  sheet  is  in  alloy 
form ;  that  is,  to  the  “pure”  alumi¬ 
num  from  the  reduction  plant  are 
added  exact  percentages  of  speci¬ 
fied  alloying  elements  to  obtain 
greater  strength  and  other  desired 
properties.  For  instance,  3S  has  an 
alloying  addition  of  1.2%  manga¬ 
nese;  52S,  an  addition  of  2.5% 
magnesium  and  0.25%  chromium. 

Aluminum  pigs  are  charged  into 
remelt  furnaces  at  the  rolling  mill. 
To  the  melt  are  added  the  neces- 
sarv  amounts  of  alloying  ele- 


^  Pouring  rolling  ingots  from  remelt  fur¬ 
nace  at  rolling  mill. 


Photo  courtcss  Kaist'r  Aluminum  S’  Chemicil  Sales, 
Inc. 


Removing  ingots  from  their  molds. 


Photo  courtesy  Kaiser  Aluminum  &  Chemical  Sales, 
Inc. 


T  Scalping  ingots. 


Photo  courtesy  Kaiser  Aluminum  S  Chemical  Sales, 
Inc. 


if  Breaking  down  ingot  in  120-inch  reversing  mill. 

Photo  courtesy  Kaiser  Aluminum  S  Chemical  Sales,  Ini 


Removing  ingot  from  soaking  pit  prior 
to  rolling. 

Photo  courtesy  Kaiser  Aluminum  &  Chemical  Sales 
Inc. 
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Production  of  Aluminum  Sheet 


How  coil  stock  for  aluminum  awnings 
and  rolled  window  sections  is  made 


merits.  Samples  are  drawn  from 
the  furnace,  and  their  composition 
checked  speedily  by  a  quantometer 
giving  automatic  spectrographic 
analysis  before  a  pour  is  made.  The 
metal  is  poured  into  huge  slablike 
ingots  which  may  weigh  up  to 
5000  pounds. 

When  cooled,  these  ingots  are 
“scalped”  to  remove  any  surface 
irregularities  and  then  are  heated 
to  proper  rolling  temperatures  in 
a  soaking  pit.  The  ingot  is  first 
broken  dowm  to  a  stab  about  3 
inches  thick  in  a  powerful  revers¬ 
ing  mill.  To  remove  strains  result¬ 
ing  from  this  severe  w’orking,  the 


Three-inch  slabs  of  aluminum  waiting  to 
be  rolled  down  to  three-quarter  in  thickness 
in  112-inch  mill. 


Photo  courtesy  Kaiser  Aluminum  &  Chemical  Sales, 
Inc. 
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slab  is  reheated  again  before  going 
through  another  reversing  mill 
which  reduces  it  to  about  i."  thick. 
The  metal  then  proceeds  imme¬ 
diately  through  a  continuous  mill 
consisting  of  several  roll  stands 
which  roll  it  down  to  sheet  about 
1/h"  and  several  hundred  feet  long. 
On  the  completion  of  this  “hot 
line”  rolling  the  sheet  is  coiled. 

After  being  annealed  (re-heated) 
to  remove  the  w'ork  hardening 
from  the  hot  rolling,  the  coil  of 
aluminum  then  goes  through  a 
cold-rolling  mill  for  rolling  to  the 
desired  gauge  and  temper.  Fre¬ 
quently  two  passes  are  made,  with 
intermediate  anneals,  to  gain  the 
specified  results, 

(Continued  on  Page  211) 


4  Slitting  coil  sheet  into  specified  widths. 

Photo  courtesy  Kaiser  .Aluminum  <$•  Chemical  Sales, 
Inc. 


Hot  rolled  strip  — > 
moves  olong  run-out 
table  from  continuous 
mill  (background). 
Traveling  along  table, 
this  long  strip  goes 
into  a  coiler.  Coiled 
sheet  shown  right. 
Photo  courtesy  Aluminum 
Company  of  America 


Lower  right:  alumi¬ 
num  sheet  shown  en¬ 
tering  five-stand, 
four  •  high  100 -inch 
continuous  strip  roll¬ 
ing  mill.  As  metal 
passes  through  rolls 
of  each  of  the  five 
stands  it  is  progres¬ 
sively  reduced,  emerg¬ 
es  as  thin  as  approxi¬ 
mately  one-eighth  of 
an  inch. 

Photo  courtesy  Aluminum 
Company  of  America 
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Strong  Local 
Advertising  Program: 

4%  of  the  manufacturer’s 
price  is  for  advertising  in 
your  own  area. 

FAST  DFIIVERY: 

Big  Production  Capacity. 
Normal  delivery-  10  to  14 
days  from  receipt  of  orders 
in  all  seasons. 


•  OUTSTANDING  \ 

:  QUAUTY  -  ^ 

:  experienced 

:  MANUFACTURERS: 

I  B  &  M  Corporation 

•  is  one  of  the  oldest,  as  well 

•  as  the  largest,  metal 

*  awning  manufacturer:. 

*  in  the  South,  with 

*  over  15  years’ 

•  experience.  Total 

*  production 

*  •  capacity  has  never 
i  *  been  taxed, 

1  *  despite  doubled 

•  sales  almost 

•  yearly 

•  New  enlarged 

•  plant  now  in 
^  Operation. 


easy  installation  .f'«ctory-trained  experts  s* 

installations.  ^  crews  off  right  on 


JULY  1953  building  SPECIALTIES 


No  other  Awning  Can  offer  ALL  of  these 
Quality  and  Exclusive  Patented  Features . . . 


Compare  the 
Quality 
at  Any  Price 


i 


STRONG,  PERMANENT, 
SPECIAL  HAT-SHAPED 
CHANNEL  SUPPORTS 
NOT  OVER  24”  APART 


VENTILATED 
AT  THE  WALL  LINE 


PATENTED,  EXCLUSIVE 
CONSTRUCTION  FEATURES 
STRONGEST,  HEAVIEST, 
EASY-TO-ASSEMILE, 
EXCLUSIVE  aiP  EVER  USED 


12 

[ 

lEAUTIFUL 

L 

COLORS 

SECTIONALLY 

CONSTRUCTED 


Act  Now! 

turn  the  key  today  to 

Full  Awning 
Profits 
for  You  ,  . 

Mail  inquiry  today 


Charles  Hiern,  Jr.,  Sales  Manager, 

B  &  M  Corp.,  , 

Houma,  La. 

Please  send  me  full  details  on  how  I  can  make 
EXTRA  PROFITS  with  B-M  Aluminum  Awn¬ 
ings. 

Firm  Name: . . . . . . — 

Address: . . . . . . . . . . . . 

City: . . . . State: . . . . 

Signature: . . . . . . 

Date: . . . . . 
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From  Data  Furnished  By 
V-SEAL  CORP. 


Photos  courtesy  V'  Scal  Corp. 


1  (Above)  This  picture  gives  an  overall 
•  view  of  the  rolling  machines,  the  coil 
feeder,  and  the  general  lay>out  of  the  roll¬ 
forming  shop.  The  far  machine  is  set  up 
with  the  rolls  in  place  and  the  material 
being  formed.  The  near  machine  has  only 
the  first  two  rolls  installed  and  shows  the 
bare  spindles  on  the  rest  of  the  machine. 
Notice  these  spindles  project  from  a  series 
of  transmission  boxes  mounted  on  the  top 
of  the  machine.  These  are  gear  reduction 
units  capable  of  transmitting  a  tremendous 
amount  of  pressure  and  power. 


Few  people  know  the  details  and 

. .  the  manufacturing  process  of 

flat  material,  inciud-  roll-forming,  and  it  is  the  inten- 
toils*'!)®  rt*e  Joiiinj  tion  of  this  article  to  explain  this 
machine.  process  and  show  the  intricate 

mechanical  procedure  necessary  to 
complete  this  type  of  manufactur¬ 
ing.  There  are  many  places  in  in¬ 
dustry  where  roll-forming  alone 
will  give  the  answ'er  to  various 
problems.  For  instance  in  the  man¬ 
ufacture  of  airplanes,  the  greatest 
part  of  aluminum  used  is  rolled 
sheet  stock.  Pound  for  pound,  the 
roll-formed  section,  properly  de¬ 
signed,  has  greater  tensile  strength 
than  other  forms  of  aluminum. 
The  roll-formed  section  has  light¬ 
ness,  strength,  durability,  flexibil¬ 
ity,  and  resilience  that  is  so  neces¬ 
sary  for  many  of  our  modern  prod¬ 
ucts.  These  roll-formed  sections  are 
manufactured  from  coil  stock 
through  use  of  circular  dies  that 
produce  sections  at  the  rate  of  one 
hundred  feet  per  minute.  These 
sections  do  not  vary  in  outside  di¬ 
mensions  more  than  .002  of  an 
inch. 

{Continued  on  Page  210) 


3  (Above)  The  same  strip  with  addi- 
■  tional  formation  after  it  has  passed 
another  series  of  rolls. 


Forming  of  Aluminum 


Photos  courtesy  Security  Co. 


Fig.  1  Fig. 2 


The  coil  stock  is  furnished  by  the  primary  aluminum  producers  in  wide  coils  os  illustrated 
in  Figure  I.  This  25"  coil  is  being  slit  into  various  sizes  dependent  on  the  stock  width 
required  for  a  given  section.  The  slit  coil  is  mounted  in  the  stock  reel  in  Figure  2  and 
then  hand  loaded  into  the  stock  holder  beneath  the  oil  cup.  The  pitch  diameters  of  the 
rolling  dies  are  progressively  increased  so  as  to  draw  the  material  from  one  roll  stand  die 


to  the  next.  From  the  last  roll  stand  shown 
straightening  die  that  maintains  working 


From  Data  Furnished  By 
SECURITY  CO. 


rpHE  cold  roll  forming  indu.stry 
was  accepted  just  before  the 
first  World  War  and  was  promoted 
by  the  metal  weatherstrip  require¬ 
ments  at  that  time.  The  auto  in¬ 


in  Figure  3,  the  section  passes  through  a 
tolerances  of  plus  or  minus  .002  inch. 

dustry  was  quickly  fascinated  with 
this  high  speed  device  that  con¬ 
verted  metal  coil  stock  into  win¬ 
dow  and  trim  mouldings  and  even¬ 
tually  structural  parts. 

Storm  windows,  metal  flashings, 
awnings,  roofing  and  siding  all  con¬ 
tributed  to  the  growth  of  the  roil 
{Continued  on  Page  211) 


First  photo,  below,  shows  R.  D.  Werner  plant.  The  Coil  Aluminum 
stock  is  first  cut  to  the  correct  width  blank.  It  is  then  fed  into 
the  roll  forming  machines.  The  actual  forming  operation  is  ac¬ 
complished  by  passing  the  blank  under  pressure  between  a  series 
of  rollers.  Each  set  of  rollers  is  designed  to  take  its  place  in 
transforming  the  blank  into  a  finished  section.  Such  secondary 
operations  as  punching,  cutting,  notching,  crimping  ond  even 


polishing  can  be  incorporated  into  a  continuous  production  line, 
so  that  the  original  blank  finally  emerges  from  the  roll  forming 
machines  as  a  finished  product,  with  holes,  notched  and  cut  to 
the  proper  length.  Tubular  aluminum  spline  sections  are  made  on 
the  same  machines. 

Second  photo  (right)  close-up  of  roll-forming  machine. 


Photos  courtesy  R.  D.  Werner  Co.,  Inc. 
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COMPp  ORIGINAL  and  COMPO  CHAMPION 
r  Stainless  Steel  *  Selff-Storing 

Combination  Screen  and  Storm  Door 


Each  door  comes  individually  carton  wrapped  with  written  guarantee  attached 
.  .  .  and  is  furnished  with  the  following  packaged  hardware.  4  Stainless  Steel 
hinges  with  screws — heavy  cast  aluminum.  Stainless  Steel  trim,  door  latch — 
heavy  duty  automatic  door  closer — safety  chain,  bottom  sill  weather  sweep. 

Patented  and  other  patents  pending 

'  STOCK 

X  •  X  6/8  •  2/10  X  6/8 
X  6/8  •  X  7/0  •  3/0  X  7/0 

Special  Sizes  and  Round  Top  available. 

Distributor — Jobber  and  Dealer  invited. 

Writer  Wire  or  Phone  Collect 


Special  Aluminum  Porch  Enclosures 
Increase  Comfort  at  Exclusive  Country  Club 


The  Woodmont  Country  Club  is 
a  well  known  and  very  exclusive 
club  near  Bethesda,  Md.,  on  the  out¬ 
skirts  of  Washington,  D.  C.  The 
management  of  the  club  had  for 
some  time  considered  enclosing  two 
of  the  building’s  huge  open  porches 
in  order  to  provide  year  round  com¬ 
fort  for  the  members.  The  manage¬ 
ment  also  desired  an  enclosed  space 
facing  the  club’s  swimming  pool. 

Maurice  Saks  of  the  Chamberlin 
Co.  of  America’s  branch  office  in 
Washington,  D.  C.,  sold  the  job. 
The  doors  and  porch  enclosure 
units  used  on  the  job  w’ere  fabri¬ 
cated  by  Kota  Products,  Inc.,  of 
Rocky  Point,  L.  I.,  N.  Y.  After  fab¬ 
rication  the  panels  were  taken 
apart  in  Kota’s  plant  and  trucked 
to  Washington,  D.  C.  Installation 
work  was  done  by  the  Washington 
branch  of  the  Chamberlin  Co.  with 
supervisory  aid  from  Kota. 

Upper  photo  shows  the  completed 
job  with  all  enclosures  in  place. 
There  are  32  large  panels  of  vari¬ 
ous  sizes  and  11  double  doors.  These 
doors  are  rather  unusual  aluminum 
combinations  since  they  function 
as  service  doors  and  swing  in  op¬ 
posite  directions.  Many  of  the 
panels  are  10  feet  wide  by  10  feet 


Photos  courtesy  Kota  Products, 

Top  photo  showi  Woodmont  Country  Club,  Bethesda,  Md.,  with  completed  porch  en¬ 
closures.  Inset  dower  left)  shows  building  before  enclosures  were  built.  Lower  picture 
shows  enclosure  on  ground  floor  with  metal  awning  as  roof.  Inset  of  this  photo  reveals  side 
of  building  before  being  enclosed. 


high.  Each  panel  is  a  complete  in¬ 
dividual  unit  containing  inter¬ 
changeable  glass  and  screen  inserts. 


The  enclosure  panels  that  face  the 
open  roof  deck  are  completely  re¬ 
movable. 

Note  the  enclosure  facing  the 
swimming  pool  at  the  lower  right 
of  the  upper  picture.  The  middle 
photo  shows  a  close-up  of  this 
ground  floor  enclosure  which  looks 
out  of  the  pool.  The  roof  is  a  metal 
awning  .subcontracted  by  the 
Chamberlin  Co, 

{Continued  on  Page  194) 


Left:  View  across  the  pool  showing  ground 
floor  enclosure  facing  on  pool  and  one  of 
the  enclosure  on  the  first  floor  roof  deck. 
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From  Data  Ftimished  By 
KAISER  ALUMINUM  &  CHEMICAL 
SALES,  INC. 


IVTORE  interest  than  ever  is  be- 
ing  shown  this  year  by  con¬ 
sumers  in  shade  screening  as  a 
means  of  combatting  the  summer 
heat  and  glare  problem,  as  well  as 
providing  protection  against  in¬ 
sects.  This  consumer  interest  is  ex- 
pre.ssed  by  hotel,  office  building 
and  plant  managers  in  addition  to 
home  owners,  indicating  the  im¬ 
portance  placed  on  human  comfort 
both  at  work  and  at  home. 

Total  square  footage  of  installa¬ 
tions  during  1953  on  a  national  basis 
will  be  close  to  triple  that  installed 
in  1952,  which  in  turn  had  increa.sed 
substantially  over  1951.  Besides 
the  efficiency  and  economy  of  this 
louver-type  screening,  there  are 
tw’o  big  reasons  for  these  striking 
gains : 


(1)  The  growing  desire  for 
more  comfort,  livability  and  work¬ 
ability  during  the  hot  summer 
months ; 

(2)  The  growth  in  air  condi¬ 
tioning,  of  both  the  overall-system 
and  room  conditioner  types. 

How  important  it  is  to  keep  out 
the  direct  sun  rays,  whether  or  not 
there  is  air  conditioning,  is  showm 
by  data  developed  by  a  leading 
manufacturer  of  air  conditioning 
equipment.  It  points  out  that  the 
solar  rays  passing  through  windows 
and  heating  up  the  interior  com¬ 
bined  w’ith  the  heat  of  the  atmos¬ 
phere  conducted  through  the  win¬ 
dow'  glass,  roof  and  walls  may  ac¬ 
count  for  three-quarters  or  more 
of  the  total  interior  heat  load. 

It  follow’s  that  one  of  the  best 
ways  to  reduce  this  hot-house  effect 
is  to  block  out  as  much  solar  radia¬ 
tion  as  possible  before  it  gets  in¬ 


Protecfion  to  draperies  and  upholstery  from 
sun  glare  as  well  as  heat  barrier  created 
by  shade  screening. 


side,  and  it  is  outside  the  w’indow’s 
that  it  should  be  blocked.  Where 
air  conditioning  is  in  u.se,  the  ap¬ 
plication  of  such  a  solar  barrier 
w’ill  improve  the  effectiveness  of 


Comfortable  patio  living  created  by  aluminum  shade  screen-  There  is  no  heat  and  glare  problem  in  the  living  and  working 

ing — view  from  inside  looking  out.  areas  of  this  home  as  a  result  of  shade  screening. 


Screening:  New  Low-Cost  Home  Cooler 


This  louvre-type  screening  reduces  heat,  glare, 
and  increases  the  efficiency  of  air  conditioning 


the  unit  and  perhaps  reduce  oper¬ 
ating  costs  by  requiring  it  to  do 
less  work.  In  some  cases  it  may 
enable  a  smaller-capacity  air  con¬ 
ditioner  to  be  installed  and  do  the 
required  job.  All  air  conditioning 
authorities  emphasize  the  vital  im¬ 
portance  of  using  every  means  pos¬ 
sible  to  reduce  the  load  the  equip¬ 
ment  must  carry. 

Aluminum  shade  screening,  made 
from  a  single  sheet  of  metal  with 
thousands  of  tiny  louvers  tilted 
downward  17  degrees,  blocks  out  the 
strongest,  hottest  rays  of  the  sun 
outside  the  windows.  Studies  made 
by  engineers  of  Kaiser  Aluminum 
&  Chemical  Sales,  Inc.,  under  meth¬ 
ods  developed  by  a  research  group 
of  the  American  Society  of  Heat¬ 


ing  and  Ventilating  Engineers  in¬ 
vestigating  slat-type  sun  shades, 
show  that  shade  screening  will  re¬ 
duce  instantaneous  heat  gain 
through  windows  by  more  than  70 
per  cent  during  periods  of  peak 
solar  radiation. 

Charts  accompanying  this  article 
compare  the  total  solar  radiation 
and  the  amounts  of  instantaneous 
heat  gain  through  windows  per 
square  foot  of  glass,  when  unshaded 
and  when  protected  by  shade 
screening,  for  various  hours  of  the 
day  for  east,  south  and  west  win¬ 
dows  for  August  1,  a  typical  mid¬ 
summer  day. 

For  east  and  west  windows  lati¬ 
tude  has  practically  no  effect  on 
{Continued  on  Page  212) 


CHART  No.  2 


In  the  photo  below,  shade'  screening  converts  an  exposed 
patio  into  a  well-protected  outdoor  living  area. 

Photo  courtesy  Kaiser  Aluminum  &  Chemical  Sales, 


Chart  No.  1  shows 
dato  on  East  Win¬ 
dow:  30°,  32°, 

36°,  40°,  44°  and 
48°  N.  Lot.;  clear 
atmosphere;  18° 
declination,  North 
(Aug.  1);  ordinary 
glass-screen  out¬ 
side. 

Chart  No.  2,  South 
Window:  36°  N. 
Lot.  and  40°  N. 
Lot.;  clear  atmos¬ 
phere;  18°  decli¬ 
nation,  North 
(Aug.  1);  ordinary 
glass-screen  out¬ 
side. 

Chart  No.  3,  West 
Window:  30°,  32°, 
36°,  40°,  44°  and 
48°  N.  Lot.;  clear 
atmosphere;  18° 
declination.  North 
(Aug.  1);  ordinary 
glass-screen  out¬ 
side. 


INSTANTANEOUS  HEAT  GAIN  -  GLASS 
■  SHADED  WITH  KAISER  ALUMINUM 

SHADE  SCREEN 

instantaneous  HEAT  GAIN  -  UNSHADED 
GLASS 

total  solar  radiation  on  vertical 

WINDOW 
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A/FIjI/  w'lson  aluminum 

(wCwW  STORM  SASH  IN  3  POPULAR  TYPES 


CHECK 

THESE  FEATURES: 


Permanently  installed  outside  of  casement, 
storm  panel  swings  with  ventilator  win¬ 
dows. 

Installed  inside,  ventilator  opens  invvard 


-„Clip-On  Hinge  Insert 
Type  Type  Type 


Spring  lock  assures  tight  fitting  insert  on 
swinging  panels  v 

.Concealed  locking  device.  'No  screws  or 
catches  visible  v 

Stainless  steel  hinges  ^  v 

Drip  cap  blocks  moisture  seepage  v  V 

Metal  weatherstripping  insulates  and 

weatherproofs — blocks  air  passage  v  v 

Refrigerator  type  hollow  rubber  insulator 
surrounds  entire  panel— blocks  air  passage  v 
Full  1*  dead  air  space  protects  against  cold, 
saves  up  to  25%  on  fuel  —  minimizes  con¬ 
densation  ,  V  '  V  V 

’  I  I 

Eas^  to  wash  from  inside  \  \  ^  V  ,  V 

^  .  Smr^rt  apj^earance  blends  harmonicwsly  \  '  \  \  * 

\  with  any  exterior  or  inwrior  ^lor  ^  ^  v  \  v'  V 


Easy  to  re-glaze 


V  V 


Sizes  for  all  standard  metal  casements  '  v  v  % 


Sizes  for  all  standard  jalousies  and  awning 

type  windows  v 

All  Units  Available  Either  Factory  Assembled  or  K-D  for  E-Z  Glaix 


^/Il/r  WITH^  THi  NEW 

JPrIlrC  plan 


mm  SAIES  •  BISGER  VOLUME 


Here  are  top  quality  aluminum  storm  windows  at 
prices  far  below  what  you’ve  been  paying.  The  secret 
is  in  Wilson’s  amazing  new  simplified  design  created 
especially  for  K-D  operation.  This  design  makes  as¬ 
sembly  so  easy,  so  simple  that  anyone  can  start  his 
own  profitable  K-D  operation.  No  special  tools  or 
equipment  are  needed. 

We  ship  you  complete  K-D  units,  minus  glass. 
You  do  your  own  assembling  .  .  .  save  on  shipping 


charges  and  factory  overhead.  Buy  and  install  your 
own  glass  to  fit  your  particular  sales  requirements. 
This  keeps  your  inventory  to  the  minimum,  yet  per¬ 
mits  you  to  keep  adequate  stocks  on  hand.  Each 
shipment  contains  all  necessary  frames,  hardware, 
special  glazing  bed  tape  and  splines 

Buying  the  Wilson  E-Z-GLAIZ  way,  your  total  cost, 
including  your  own  glass  and  labor,  will  average 
25%  less  than  regular  factory  assembled  storm  sash! 


ONLY  3  SIMPLE  STEPS  WITH 


Special  tape  for  lining  the  glazing  bed  Buy  your  own  glass,  either 
is  furnished  in  exactly  the  right  width  for  pre-cut  to  size  or  cut  it  your- 

use.  Just  cut  into  desired  lengths  and  lay  self.  Simply  lay  the  pane 

along  the  frame.  The  adhesive  requires  on  the  tape  in  the  glazing 
no  pressure  other  than  that  applied  by  bed. 
the  fingers. 


The  final  operation  is  pressing  the  special  snap-in 
spline  into  place.  Requires  only  fingertip  pressure. 
There,  in  only  seconds,  your  WILSON  E-Z  GLAIZ 
window  is  completely  assembled  and  ready  for  de¬ 
livery!  It’s  fast,  easy,  efficient!  Special  snap-in  spline 
is  furnished  in  either  stainless  steel  or  vinyl  plastic. 


WHY  YOUR  CUSTOMERS 

PREEER  LE~Z  GEIILZ'. 

Wilson  E-Z  GLAIZ  Storm  Windows  con  be  sold  of  prices 


I  Please  send  me  full  details  on  your  E-Z  GLAIZ  Storm  Windows. 


well  below  your  regular  prices  ...  or  you  con  keep  the 
difference  in  profits  for  yourself! 


l  am  a _ dealer _ distributor 


E-Z  GLAIZ  Storm  Windows  hove  a  host  of  features  that 
will  appeal  to  your  customers.  They’re  made  for  perma¬ 
nence  .  .  .  easy  to  wash  from  the  inside.  Only  the  best 
materials  are  used  throughout.  Just  check  the  many  fea¬ 
tures  listed  to  the  left — you'll  find  them  only  in  the  most 
expensive  mokes! 


NAME _ 

COMPANY 

ADDRESS— 


&  Home  Improvement  Dealer 


69 


Awnings  and  Windows  Sell  Each 
Other  Says  This  Rochester  Dealer 


HE  Weather  Master  Company 
of  liochester,  New  York,  manu¬ 
facturers  of  storm  window's  decided 
that  permanent  awningrs  was  a 
Kood  companion  product  to  manu¬ 
facture  and  market.  The  Weather 
Master  Company  headed  by  Bernie 
and  Gerald  Katz  is  an  old  estab¬ 
lished  company  in  the  storm  win¬ 
dow'  field  having  started  in  1946. 
They  operate  a  retail  outlet  in 
Rochester,  New  York,  and  service 
dealers  throughout  the  state  of 
New  York. 


Having  been  succe.ssful  as  a 
storm  window  dealer  in  the  early 
years  of  operation,  several  years 
ago  they  w'ent  into  the  K.  D.  manu¬ 
facture  of  storm  windows.  A  few 
years  ago,  they  started  to  sell  awn¬ 
ings  because  of  the  many  calls  that 
came  in.  The  awning  business  just 
grew  by  itself,  because  storm  win¬ 
dows  was  Weather  Masters  prin¬ 
ciple  business.  After  a  very  suc¬ 
cessful  awning  season  last  year. 
Weather  Master  decided  to  go  into 
the  aw'ning  business  w'ith  both  feet 


and  put  in  an  awning  fabricating 
plant  this  year.  Their  results  to 
date  have  been  remarkable. 

They  secured  the  licensee  rights 
for  Staylite  fiberglass  awnings  for 
western  New  York  state  and  began 
to  set  up  awning  dealers.  Naturally, 
all  of  their  storm  window  dealers 
took  the  awnings  on  to  round  out 
their  business.  Besides  that, 
Weather  Master  found  that  they 
could  get  additional  storm  window 
dealers  by  offering  them  the  awn- 
{Continned  on  Page  215) 


Below:  the  company's  storm  window  fabricating  plant  in  opera¬ 
tion. 


Below:  a  view  of  the  plant  where  Staylite  fiberglas  awnings 
are  made. 


70 


JULY  1953  BUILDING  SPECIALTIES 


AN  IMPORTANT 


J4i4Aitciil04t 


TO  ALL  METAL  AWNING 

^  MANUFACTURERS 

★  DISTRIBUTORS 

★  DEALERS 

Born  of  the  recent  need  for  proper  representation  in  Wash¬ 
ington,  the  National  Metal  Awning  Association  has  earned 
its  right  to  speak  for  the  industry  by  an  enviable  record  of 
accomplishment ! 

NMAA  led  the  fight  which  beat  the  "death  sentence"  of 
Aluminum. 

NMAA  won  increased  allocations  in  the  face  of  government 
stock-piling. 

NMAA  obtained  a  favorable  ruling  on  painted  coil  stock. 
NMAA  kept  Metal  Awning  Manufacturers,  Distributors  and 
Dealers  in  business  at  a  time  when  all  seemed  lost. 

And  now  in  a  near-normal  economy  your  Association  seeks  to 
consolidate  and  protect  these  gains  which  are  today  giving  us 
the  biggest  metal  awning  season  in  history  —  far  bigger, 
percentage-wise,  than  any  other  Home  Improvement. 

We’re  doing  this  by  telling  Nine  Million  families  to  "Look 
for  the  NMAA  Seal  before  they  buy!”  We’re  telling  them  in 
the  Saturday  Evening  Post,  House  Beautiful  and  Better 
Homes  &  Gardens,  over  the  signature  of  the  Association. 
Individual  manufacturer  members  are  featuring  the  Seal  in 
their  own  National  Advertisements  —  including  it  in  their 
Dealer  Mat  Services  —  and  will  soon  use  it  on  every  awning 
they  sell.  Distribution  and  Dealer  Members  are  already  fea¬ 
turing  the  Seal  in  their  windows  —  in  their  local  ads  —  and 
on  their  awnings. 

For  they  know  that  the  NMAA  Seal  w’ill  add  prestige  to  their 
product  —  instill  confidence  in  their  advertising  —  and  may 
well  become  their  most  important  sales  tool! 

Remember,  the  biggest  names  of  the  Industry  are  back  of  this 
seal.  But  big  names  are  not  enough!  We  need  all  names  — 
manufacturers  —  distributors  —  dealers!  If  you  are  not  now 
a  member  —  for  the  sake  of  the  industry  —  for  the  sake  of 
your  future,  send  in  the  coupon  for  membership  details. 


T/i/s  Seof  will  help  sell 
MORE  Awnings  for  YOU 


The  cost  is  small,  the  benefits  great! 

NATIONAL  METAL  AWNING 
ASSOCIATION 

P.O.  BOX  110 

Rutherford  •  New  Jersey 


Gentlemen: 

Please  send  me  details  and  Membership  Application 
for  the  Notional  Metal  Awning  Association. 

I  am  o  Dealer  Q  Distributor  Q  Manufacturer  Q] 

Name  . 

Address . 

City .  State . 


&  Home  Improvement  Dealer 
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Selling 

Mr.  and  Mrs.  Homeowner 


First  in  a  series  of  helpful,  factual 
articles  on  effective  selling  methods 


By  FORD  D.  ALBRITTON.  JR. 
General  Manager 
Albritton  Engineering  Corporation 


PROBABLY  no  other  business  is 
as  closely  tied  to  the  personal 
sales  efforts  of  its  employees  as 
is  that  of  the  home  improvement 
dealer.  The  home  impovement  sales¬ 
man  must,  in  most  cases,  not  only 
pe.sent  his  product’s  advantages 
and  benefits  to  his  prospects,  but 
he  must  also  find  his  prospects  and 
create  a  desire  in  their  minds  for 
his  product.  Because  of  the  impor¬ 
tance  of  good  salesmanship  in  this 
field,  BUILDING  SPECIALTIES  & 
HOME  IMPROVEMENT  DEALER 
will  publish  next  month  the  first 
of  a  series  of  articles  devoted  ex¬ 
clusively  to  the  fundamentals  and 
techniques  of  this  type  of  selling. 

Good  Salesmanship 

Sales  authorities  agree  that  good 
salesmanship  is  nothing  more  than 
doing  many  small  things  well.  Louis 
P.  Knight,  author  of  the  forthcom¬ 
ing  series,  has  not  only  proven  his 
ability  to  do  these  small  things  well, 
but  he  has  successfully  trained 
others  in  this  art. 

“Louie”  is  well  qualified  in  home 
improvement  salesmanship.  He  re¬ 
ceived  an  engineering  education, 
w'orked  a  few  years  for  contractors 
and  engineering  firms,  and  then  en¬ 
tered  the  building  supply  and  con¬ 


tracting  business  for  himself.  He 
.soon  learned  that  the  success  of 
his  business  was  dependent  on  per- 
.sonal  .selling,  and  he  began  an  avid 
study  of  salesmanship. 

The  more  Louie  learned  about 
.sales,  the  more  convinced  he  became 
of  the  profit  possibilities  of  a  com¬ 
pany  specializing  in  improvement 
.specialties  that  could  be  financed 
under  the  F.H.A.  Title  1  plan.  He 
formed  such  a  company  in  Colum¬ 
bus,  Georgia,  and  named  it  “Home 
Modernization  Service.”  The  prin¬ 
cipal  items  sold  by  this  company 
were  asbestos  siding  and  aluminum 
awnings.  I^ouie  and  his  salesmen 
did  such  a  good  job  of  selling  alumi¬ 
num  awnings  that  the  manufac¬ 
turer,  The  Superior  Aluminum 
Awning  Company  of  Atlanta, 
Georgia,  hired  him  to  train  dealers 
in  his  methods.  He  traveled  Ala¬ 
bama,  Georgia,  and  Florida  re¬ 
cruiting  and  training  dealers  and 
.salesmen. 

Louie  next  moved  to  Texas 
where  he  handled  dealer  sales  for 
the  Zephyr  Awning  Company.  He 
had  noticed  while  in  Florida,  how¬ 
ever,  the  tremendous  sales  possi¬ 
bilities  of  gla.ss  jalousies,  and  his 
desire  to  enter  this  lucrative  field 
continued  after  he  moved  to  Texas. 
He  finally  decided  to  give  up  trav¬ 
eling  and  dealer  work,  and  organ¬ 
ized  a  company  named  Home 
Beauty  of  Houston.  All  of  the  com¬ 
pany’s  efforts  were  devoted  to  the 
.sale  of  jalousies  manufactured  by 


the  company  now  known  as  the 
Albritton  Engineering  Corpora¬ 
tion. 

In  only  a  few'  months,  Louie  had 
whipped  together  a  hard  hitting 
.sales  team  that  was  .selling  more 
jalousies  than  all  of  the  manufac¬ 
turer’s  other  dealers  combined. 
Again  a  manufacturer  persuaded 
Louie  to.  to  teach  his  dealers  his 
methods  of  successful  .selling. 

Trained  Staff 

At  the  present  time,  Louie  is 
doing  just  that  as  .sales  director  of 
the  Albritton  Engineering  Corpo¬ 
ration,  manufacturers  of  ALENCO 
Jalousies.  He  has  trained  a  staff 
of  “Dealer  Assistants”  w'ho  devote 
their  time  not  to  selling  the  dealer, 
but  to  helping  the  dealer  sell  the 
home  owner.  The  proof  of  the  ef¬ 
fectiveness  of  Louie’s  sales  meth¬ 
ods  and  techniques  is  the  phenome¬ 
nal  increase  in  the  .sales  volume  of 
the  Albritton  Company. 

Factual  Approach 

The  forthcoming  articles  are 
straight-forward  and  factual.  Leav¬ 
ing  the  “whys”  and  “wherefores” 
of  selling  to  the  psychologists,  they 
offer  a  simple,  direct  approach  to 
the  everyday  problems  of  selling 
in  the  home  improvement  field.  The 
articles,  a  “must”  for  anyone  wish¬ 
ing  to  enter  this  profitable  field, 
’offer  a  wealvh  of  new  ideas  for  even 
the  most  veteran  building  special¬ 
ties  salesmen. 

The  next  article  in  this  series 
will  be  “Why  Sell  Anyway?” — 
outlining  the  benefits  of  home  im¬ 
provement  selling. 
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FULLY  OPENED 

For  hot  summer 
nights  you  get  1 00% 
ventilation  instead 
of  the  50% 
obtained  with  ordinary 
windows. 


SUN-SASH 
COSTS  LESS 
THAN  ORDINARY 
WINDOWS 


FULLY  CLOSED 

Worm  oir  is  sealed 
tight  by  patented 
lock  which  olso 
secures  windows 
so  that  they 
cannot  be  opened 
from  the  outside. 


Amount  of  fresh  oir 
is  controlled  .  .  . 
even  during  rain.  An 
ordinory  flow  of 
fresh  air  eliminotes 
drafts. 


PARTIALLY  OPENED 


air-controlled  louvred  willdows 


V 


air-control  louvred  windows 
ideal  "indoor  climate" 
at  your  fingertips 

description 

SUN-SASH  consists  of  o  poir  of  golvonized  steel  uprights  with 
from  three  to  fourteen  6"  steel  pockets  on  each,  depending 
on  the  height.  A  wood  stop  is  used  at  head  ond  sill  for  sealing. 
SUN-SASH  is  100%  union  mode  and  patented. 

The  left-hand  upright  (looking  out  the  window)  has  o  single 
operoting  handle,  below  the  gravity  lock,  which  when  pulled 
down  rototes  oil  the  pockets  simultaneously  through  o  105° 
turn.  SUN-SASH  stays  open  in  any  position. 

Inexpensive  crystol  or  sheet  gloss  is  used,  3/16"  (or  7/32) 
thick,  6"  high  and  any  width  up  to  40",  depending  on  the 
inside  dimensions  of  the  window.  By  closing  or  opening  the 
clips,  double  strength  or  V4"  gloss  may  olso  be  used.  Gloss 
must  be  secured  locally. 


costs 

SUN-SASH  is  inexpensive  to  purchose  and  to  install.  Many 
users  hove  found  that  competitive  wood  or  steel  sash  costs  over 
50%  more  than  SUN-SASH  on  o  square-foot  installed  basis. 
Compare  the  initial  ond  installed  prices  with  ony  window  and 
you  will  specify  SUN-SASH. 


exclusive  features 

1.  AUTOMATIC  LOCK  is  simple  ond  foolproof  for  your  pro¬ 
tection.  When  SUN-SASH  is  closed,  it  locks  itself. 

2.  INSIDE  CLEANING  is  on  exclusive  labor-saving,  sofety 
feoture.  Outside  surfaces  cleaned  inside. 

3.  NO  FOGGY  WINDOWS  condensation  will  not  collect  on 
SUN-SASH  windows  when  opened  slightly. 

4.  CLEAR,  UNOBSTRUCTED  VISION,  os  there  ore  no  ugly, 
closely  spxiced  cross-pieces  or  uprights  to  mar. 

5.  SIMPLE,  ONE-FINGER  LEVER  OPERATION  eliminates 
tugging  at  sticking,  balky  windows. 

6.  SAFE,  small  op>enings  prevent  children  from  falling  out  or 
burglars  from  climbing  in  ond  eliminates  projections. 

7.  EASY  REPLACEMENT  OF  BROKEN  PANES  by  sliding  out 
old  gloss  and  sliding  in  new.  No  putty  required. 

8.  DURABLY  CONSTRUCTED  of  heavy  galvanized  steel  with 
sturdy,  wear-proof  drop-forged  bronze  bearings  which 
never  require  lubrication. 

9.  PERFECTLY  BALANCED  SUN-SASH  stoys  in  any  position. 
Wind  cannot  blow  it  opjen  or  closed. 

10.  SIMPLE  INSTALLATION  by  anyone  in  a  few  minutes. 

11.  VARIETY  of  typ>e  or  color  of  glass  may  be  used.  If  de¬ 
sired,  steel,  wood,  plastic  or  composition  material  moy  be 
used  instead  of  glass. 

12.  ENGINEERED  AND  TIME-TESTED  by  more  than  20  years 
of  service  under  all  climatic  conditions.  Over  5  million 
SUN-SASH  windows  in  use  today. 

13.  BEAUTIFUL  MODERN  APPEARANCE  harmonizes  well 
with  all  types  of  architecture. 

14.  SIZES  will  fit  any  opjening.  Screens  or  storm  sosh  con  be 
fitted  to  the  opening  but  are  not  supplied.  * 

15.  SELF-MULLIONING  Sun-Sosh  fittings  can  be  bolted 
directly  together  to  form  their  own  mullions.  Patented 
Sun-Sash  clips  fasten  to  head  and  sill  sections. 

16.  VERTICAL  LOUVRE  installation  is  easily  made  by  mount¬ 
ing  the  section  ot  the  bottom  of  the  opening.  Louvre 
panes  function  well  in  a  horizontal  or  vertical  position. 


Sun-Sash  can  be  used  anywhere  .  .  . 
as  windows,  partitions  or  vents 


residential 

installed  in  the  home,  SUN-SASH  win¬ 
dows  ore  perfect  for  porches,  breezeways, 
kitchens,  bathrooms,  cellars,  bedrooms 
and  living  rooms. 


industrial 

SUN-SASH  for  factories  provide  safety, 
economy  and  healthful  circulation  of 
fresh  air. 


commercial 

SUN-SASH  in  commerciol  instollotions 
ore  modern,  efficient  and  inexpensive 


louvred  windows  3c 
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details  and  sizes 

jamb  fitting 


standard  sizes  (without  glass i 


muliions 


no.  of 
louvers 

height 

shipping 

weight 

lbs. 

(Oct.  1952) 
price 
list 

3 

1'-  5>/i" 

5 

$  3.90 

4 

I'-ll" 

6 

4.90 

5 

2'-  4i/r 

7*/a 

5.90 

6 

2'- 10" 

sy2 

6.90 

7 

3'-  31/2" 

10 

7.90 

8 

3'-  9" 

11 

8.90 

9 

4'-  21^" 

12!^ 

9.90 

10 

4'-  8" 

133/i 

10.90 

11 

5'-  VA" 

15 

11.90 

12 

5'-  7" 

16 

12.90 

13 

6'-  0V4" 

17«/a 

13.90 

14 

6'-  6" 

19 

14.90 

DOUBLE  WIDTH 

WITH  CENTER  MULLION  OF  2  JAMB 
FITTINGS  FASTENED 
BACK  TO  BACK 

V  THROUGH 
BOIT 


^BOTTOM  FITTfi 

'4  Of  uxjvcr 


DOUBLE  HEIGHT 

With  jamb  fittings 
butted  over  eoch  other 
Cut  15/16”  frorri  bottom  of  top 
Sun-Sosh  to  provide  gloss  over 
lop. 


installation  details 


frame 


8”  solid  masonry 


concrete 


installation  is  easy  and  inexpensive 


1  Screw  or  nail  SUN-SASH 
fittings  to  side  of  window 
frames. 


2  Slide  glass  louvers  in  to 
rattle-proof  spring-clip  holders 
.  .  .  in  horizontal  position. 


3.  Close  end  of  clips  over  glass 
with  pliers  .  .  .  blodes  held 
firmly  in  position. 


4.  Install  "  stop  top  &  bot¬ 
tom  for  light  fit  when  closed. 
(Window  stixil  moy  be  used 
for  bottom  stop. ) 


Sun-Sash  Company 


specifications 


general 

Windows  shall  be  SUN-SASH  as  sold  by  the  SUN- 
SASH  COMPANY,  38  Pork  Row,  New  York  38, 
New  York,  and  by  building  supply  and  glass  dealers 
throughout  the  United  States. 

moterial 

All  members  shall  be  special  steel  sections,  hot  dip 
galvanized,  and  having  a  shop-coat  of  paint  in 
neutral  color.  Brass  alloy  bearings  shall  be  used  at 
all  rotating  points. 

construction 

Riveted  construction  shall  be  used  to  fasten  rotat¬ 
ing  6-inch  pockets  to  bearings.  Pockets  shall  be 
slit  on  the  lower  side  to  provide  a  spring  pressure 
on  the  individual  panes  *of  glass.  An  automatic 
gravity  lock  shall  be  located  just  above  the  operat¬ 
ing  handle  on  the  left-hand  upright. 

operotion 

All  panes  (louvers)  shall  open  or  close  simultane¬ 
ously  by  means  of  a  single  manually  operated  han¬ 
dle  on  the  left-hand  upright.  When  fully  closed 
the  lock  shall  automatically  engage.  Panes  shall 
overlap  each  other  by  V2"  when  the  window  is 
closed.  They  shall  rotate  through  a  minimum  angle 
of  90°  when  the  operoting  handlers  pulled  down 
and  the  window  is  fully  opened. 

screens  or  storm  windows 

Where  required,  screens  or  storm  windows  shall  be 
mounted  on  the  outside  of  the  frome  at  least  3" 
from  the  center  line  of  the  SUN-SASH.  Inside 
mounting  shall  likewise  be  at  least  3"  from  the  cen¬ 
ter  line  and  access  to  the  operating  handle  provided. 

erection 

SUN-SASH  fittings  shall  be  carefully  installed 
square  with  the  opening  and  plumb.  Number  9, 
1”  or  longer  wood  screws  or  rust-proofed  nails  shall 
be  used  for  fastening  SUN-SASH  to  wooden  frames 
and  mullions.  With  metal  frames,  suitable  holes 
shall  be  drilled  and  tapped  and  the  fittings  securely 
bolted  or  screwed  in  place.  ^4“  x  V4"  wood  stops 
shall  be  placed  at  head  and  sill  for  sealing. 

pointing 

No  further  painting  is  required. 

glazing 

Sheet  or  crystal  glass  3  16"  thick  (7/32"  may  be 
used),  6"  high,  and  in  widths  1%"  less  than  the 
frame  opening  shall  be  used.  Glass  shall  have  the 
long  edges  roughed  or  seamed  to  remove  sharp¬ 
ness.  After  the  glass  has  been  slid  into  the  pockets, 
the  metal  ends"  shall  be  bent  over  to  effect  a  tight 
seal. 


ordering  instructions 

for  existing  wood  or  metal 
frames 

Measure  exactly  to  nearest  Vb".  Measure 
inside  height  and  select  stock  height  SUN- 
SASH  to  match.  Frames  moy  be  built  up 
to  equal  SUN-SASH  heights  or  SUN-SASH 
cut  down.  Measure  width  of  top  and  bot¬ 
tom  of  opening.  If  more  than  40",  divide 
into  sections  not  exceeding  40"  and  insert 
1"  X  2"  X  1"  X  3"  dressed  center  mullions 
to  form  sections.  SUN-SASH  may  be  mul- 
lioned  together  with  ^/a"  long  sleeve  screws 
or  may  be  mounted  on  top  of  each  other. 
Metal  SUN-SASH  spacers  (available  from 
the  SUN-SASH  Company)  must  be  fastened 
to  the  top  and  bottom  of  the  frame  to  keep 
the  sash  in  pxjsition. 

order  SUN-SASH  and  gloss 

Glass  panes  3/16"  thick  (7/32"  may  be 
used),  6"  high,  in  lengths  1%"  less  than 
the  measured  frame  opening  must  be  used. 
The  edges  of  the  glass  should  be  roughed 
(swiped  or  seamed)  lengthwise  to  remove 
the  sharpness.  Your  local  glass  dealer  has 
the  required  equipment.  Where  low  cost  is 
of  primary  importance,  this  same  result 
may  be  obtained  by  rubbing  the  edges 
several  times  with  a  soft  stone  held  at  a 
45°  angle.  Order  SUN-SASH  by  size  num¬ 
ber  ta  correspond  to  the  required  height. 
This  number  indicates  the  number  of  louv¬ 
ers.  Use  #9,  or  #10  screws  to  fasten  the 
sash  to  the  frame. 

immediate  delivery  by  your 
local  building  supply  or  glass 
dealer 


Sun-Sash  Company 


38  Pork  Row 

New  York  38,  N.  Y. 

telephone  COrtlondt  7-4689 
-4690 


did  you  ever 
read  a 


nickel? 


If  you  look  at  that  5<  piece  in  your  pocket, 
you* It  read  **E  Plurihus  Unum**  —  three 
words  that  are  meaningful  indeed  to  you 
as  a  manufacturer  of  combination  windows 
and  doors.  Chosen  by  Thomas  Jefferson  as 
motto  for  the  weak  and  divided  Continental 
Congress,  they  are  Latin  for  the  maxim 
upon  which  these  great  United  States  of 
ours  were  built:  **ONE — made  out  of  many!** 


A  strong  aggressive  trade  association  can  give  you  the  protection  and  representation  needed. 

This  is  what  the  National  Combination  Storm  Window  and  Door  Institute  proposes  to  do:  forge 

a  dynamic  industry  from  the  many  small  individual  units. 

Vie’re  off  to  a  good  start.  This  is  the  Institute  program: 

1.  A  public  relations  and  press  information  program  to  educate  the  public  and  pre-sell  the 
home  owners  of  America  on  your  product; 

2.  (.ontrol  of  trade  practices  to  wipe  out  misleading  advertising  and  unethical  selling  methods 
that  are  giving  a  black  eye  to  the  entire  industry; 

.■>.  Supplying  pertinent  data  to  assist  you  in  improving  your  products:*  adequate  statistics  to 
permit  you  to  evaluate  your  progress; 

4.  A  “watchdog”  set-up  in  Washington  to  assure  fair  play  from  the  government. 


It  is  a  group  effort  that  you  should  support. 

Many  of  your  problems  are  common  prob¬ 
lems  to  all. 

A  strong  and  responsible  industry  makes 
for  good  business.  A  disorganized  industry 
makes  for  poof  business. 

National  Combination  Storm  Window  and  Door  institute,  inc. 


280  Madison  Avenue 


New  York  16,  N.  Y. 


LExingfon  2-7669 


<&  Home  Improvement  Dealer 
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Left:  Glass  Jolousies 
here  join  picture  win* 
dows  in  a  modern  ar¬ 
chitectural  ensemble. 
The  jalousies  here  in¬ 
stalled  beneath  the 
picture'  windows  for 
convenient  air  con¬ 
trolled  ventilotion. 
Also  jalousie  full 
length  in  entrance 
door. 

Photo  courtesy  Cleotview 
Louxu't  H’indinv  Corp. 


Left:  Close-up  interior 
view  of  the  use  of 
jalousies  between  sun- 
porch  and  living  room. 

Photo  courtesy  H'eather- 
master  Jalousie  and  H'in- 
dow  Mfy,  Co. 


Left:  Jalousie  door  is 
hung  by  workman.  In¬ 
side  hardware  opens 
louvres  with  twist  of 
wrist.  Note  ja!ousies 
below  window  which 
give  draftless  ventila¬ 
tion  despite  rainy 
weather. 

City  of  Miami  Xews  Bu¬ 
reau  Photo. 


ow  the 


A  multi- hundred- million -dollar 
Market  for  building  specialties 
and  home  improvement  dealers  is 
in  the  making.  It  is  growing  fast. 
It  will  last.  It  is  unquestionably 
the  biggest  business  building  op¬ 
portunity  of  today,  a  rapidly  trav¬ 
eling  trend  now’  beginning  to  sweep 
across  the  nation  after  proving  it¬ 
self  in  its  development  areas.  The 
“bugs”  are  out! 

Keen  minded  home  improvement 
merchants  who  align  now  with  the 
progressive  new  type  window  pro¬ 
ducers  will  capitalize  on  their  ag¬ 
gressiveness  and  promotion  efforts 
to  profitable  success. 

The  products  are  the  modern  air- 
comfort-control  windows  called  by 
various  nomenclatures :  Jalousies, 
Louvred  Windows,  Glass  Jalousies, 
Outside  Venetian  Blinds,  and  varied 
trade  names;  and  made  of  glass, 
of  metal,  of  wood.  By  whatever 
names,  the  leaders  spell  dollar 
profits. 


Below:  Here  are  wood  louvers  employed  in  panels  beneath  beau¬ 
tiful  full-glazed  picture  windows  in  this  two  story  apartment 
studio  building. 

Photo  courtesy  of  Cleart'icw  Louver  B'indoa'  Corp. 


Glass  Jalousie  was  Developed 


A  Jalousie  is  perhaps  best  de-  els  are  opened  and  closed  from  screens.  In  cases  of  doors  the  units 


scribed  as  a  cross  between  a  Vene-  within  by  means  of  a  mechanism  are  usually  sold  as  a  complete  unit, 
tian  blind  and  a  shutter-blind.  It  operated  by  a  hand  lever  or  crank,  door,  inserted  jalousie  and  screen ; 
is  neither  a  blind  nor  a  shutter,  but  For  windows  they  are  sold  as  com-  and  often  also  the  interchanjareable 
is  used  in  place  of  conventional  plete  units  including  sash,  operat-  weather  glass  sash, 
doors  and  window  sash  and  pro-  ing  mechanism,  and  inside  screen  For  innumerable  generations  the 
vides  “100%  ventilation;  100' r  day  sash  w'hich  fit  behind  the  louvres,  development  of  windows  and  im- 
illumination ;  100'  v  weather  protec-  For  cold  climates  glass  weather-  provements  were  few  and  infre- 
tion;  and  —  with  glass  —  100%  sash  are  interchangeable  with  the  quent.  Imagination  can  jump  the 
view.”  The  jalousie  louvres  or  pan- 

Right:  Workman  in-  _|||l|l|||||^^_llllllll_llllll_^_llll_lll_^_ll_llllimim 

serfs  glass  to 

complete  installation 

of  window 

jalousie. 


Below:  Architecture  is 
now  striving  toward 
simplification  through 
grouping  of  modular 
elements  toward  more 
enjoyable  living  as  in 
this  panel  of  14  glass 
jalousies.  On-the-job 
assembly  of  knocked- 
down  units  often  fa¬ 
cilitate  this  construc- 
tian. 

Photo  courtesy  Protect-l  - 
Jalousie  Corp, 


Right:  This  combina¬ 
tion  of  a  man's  den 
ond  porch  enclosure 
shows  effective  use  of 
glass  jalousies. 

Photo  courtesy  of  Union 
Aluminum  Co. 


Below:  Jalousies  do  not  obstruct  visibility  and  they  permit  almost 
100  percent  ventilation. 

Photo  courtesy  I'-Seal  Co. 
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266  Morton  Avenue 
ALBANY,  NEW  YORK 
Phone:  41293 


PARMCO 


ONTARIO, 

CALIFORNIA 


.  iViVJ-WV  *  ■ 


I'HHi  rr  !(:i  1(1”! -'‘  I' 
ill!!! 


I  jian 

I  i  Mljt  llin  HIliIHlItWIlii  1 
f-v.  Ill  1(,.. 

Hlliiiiiiiiiffiiq 


tnterprises 


TThE  Graef  Storm  Window  Company  is  truly  a  pioneer  in  the  Window  and 
Door  protection  business.  They  have  been  operating  successfully  for  15  years 
doing  all  their  own  designing,  manufacturing  and  distributing  of  aluminum 
products.  The  Graef  Company  is  known  for  its  successful  cooperation  between 
dealers  and  distributors,  and  today  the  Company  has  grown  into  a  nation-wide 
business. 

The  Graef  Company  is  pleased  to  announce  its  "Coast  to  Coast  Enterprises" 
and  cordially  invites  any  interested  Dealer  or  Distributor  to  join  the  Graef 
Company,  sell  better  products  and  make  more  profits  with  less  trouble.  Write 
today. 

DORWIN  ALUMINUM  PRODUCES. CORpT 

33-35  Debeuoise 
ROOSEVELT,^  YlfHVH  YORK 
PhMfT:  FReeport  81920 
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THE  GRAEF  COMPANY 

6760  Stony  Island  Avenue 
CHICAGO,  ILLINOIS 
Phone:  Dorchester  35802 


PARMCO,  INC. 

214  West  Main  Street 
ONTARIO,  CALIFORNIA 
Phone:  631190 


US  TOI| 
WILL  BE  PLEASED 


CiUtSt 

inter p 


GRAEF  cor 

^CHICAGO,  ILL. 


grIef 


GRAEF  STORM  WINDOW  CO. 

1510  West  Federal  Street 
YOUNGSTOWN,  OHIO 
Phone:  Riverside  44326 


YOUNGSTOWN, 

OHIO 
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centuries  since  the  ancient  Romans 
made  the  first  great  innovation 
when  metal  workers  forged  bronze 
squared  latticed  panels,  into  which 
hand  hammered  glass  panes  were 
inserted.  About  then  another  de¬ 
velopment  also  appeared — slanted 
and  tiered  slabs  of  thin  and  semi¬ 
transparent  stone  were  let  into  wall 
openings,  one  above  another,  which 
deflected  the  sun’s  heat  rays  and 
rain,  and  let  the  air  stream  in. 

Nero,  the  Roman  emperor,  ac- 


1 1 


cording  to  account,  had  louvered 
windows  made  of  stone  slabs.  The 
slabs  were  set  at  an  angle  in  up¬ 
rights  and  served  to  shield  him 
from  the  eyes  of  the  curious  while 
he  played  his  lute. 

Marco  Polo  is  credited  with  im¬ 
porting  the  idea  from  China.  His 
“Jalousies”,  were  supposed  to  be 
made  of  gold  and  were  presented 
as  a  gift  to  the  Queen  of  Venice. 
No  one  lately  has  seen  in  Venice 
anything  remotely  resembling  even 
the  Venetian  Blind  .  .  .  but  louver 
shutters  abound. 

Still  other  persons  contend  lou¬ 
ver  blinds  originated  with  Cleo¬ 
patra  of  the  Valley  of  the  Nile, 
who  had  curtains  of  reed  slats 
fashioned  for  privacy  and  to  ward 
off  strong  heat  rays  of  the  sun 
while  admitting  a  soft  light  ven¬ 
tilation. 


Above:  A  thoroughly 
modern  Northern 
home.  This  family-liv¬ 
ing  porch  shows  how 
the  extruded  olumi- 
ivum  framing  and  mul- 
lions  provide  but 
slight  obstruction  to 
the  wide  view.  Screens 
and  glazed  wintersash 
ore  interchangeable. 
The  jalousie  operators 
are  snugly  on  the 
frames,  convenient, 
without  obstruction. 
Phfto  courtesy  Adams  En- 
iiinrcrinfi  Co.,  Inc. 


Above:  Here  wide 

g'ass  louvres  join  in 
with  leoded  ecclesias¬ 
tical  windows  for  at¬ 
tractive  results,  plus 
air  and  light  to  the 
congregation. 

Photo  courtesy  Sun-Sash 
Co. 


Left:  In  kitchen  over¬ 
sinks  ventilation  and 
light  become  a  great 
boon  to  the  house¬ 
work. 

Photo  courtesy  .Sun-.SasIt 
Co. 


Befow:  Jalousie  enclosed  porch  is  cool  in 
summer,  snug  in  winter;  provides  protection 
for  furniture. 

Photo  courtesy  .Albritton  Enyineeriuy  Co. 


Above:  Easily  constructed  is  an  addition  to 
a  home  in  t^e  way  of  a  lorge  outside- 
inside  living  pbrch  through  the  use  of  gloss 
jalousies  as  bbth  windows  and  doors.  Here 
a  small  investment  brings  big  dividends  in 
pleasure  to  the  owners,  and  profit  to  the 
building  specibitics  dealer. 

Photo  courtesy  Future  Products,  Inc. 
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Above:  Jalousies  provide  the  answer  to  every  homeowner's  dream 
of  an  enclosed  porch  which  is  both  attractive  and  camfortable. 

Photo  courtesy  Sorth  East  Metal  Products  Corp. 

Right:  Here  the  propeller  blades  of  a  Prott  &  Whitney  airplane 
engine  hurl  a  cascade  of  water  in  tests  of  jalousies  in  conditions 
in  excess  of  usual  hurricane  gusts.  Jalousies  of  different  manu¬ 
facturers  are  here  tested  and  records  compiled  on  the  amount 
of  air  and/or  water  infiltration  is  accurately  measured. 

Photo  courtesy  University  of  Miami  (Florida)  Hurricane  Testing  Laboratory. 


Then  came  a  lonp:  gap  of  dreary 
centurie.s  before  glass  could  become 
common.  In  the  17th  or  early  18th 
Century  in  England  the  double- 
hung  window  was  discovered.  This 
50  50  ventilation  proposition  con¬ 
tinued  until  recently. 

Elsewhere  in  the  world  interest¬ 
ing  traces  of  different  developments 
point  toward  the  new  opportunities 
now  being  presented  in  entirely  dif¬ 
ferent  forms,  due  to  American  in¬ 
genuity,  inventiveness  and  product 
engineering  development  to  meet 
20th  Century  demands  for  modern 
living. 


The  Far  East  Moved  Westward 


In  warm  climates  the  desirabil¬ 
ity  of  comfort,  free  ventilation,  for 
shuttering  out  the  blinding  hot 
rays  of  the  sun,  are  evident  to  any¬ 
one:  Also  need  for  protection 
against  quick  showers  and  torren¬ 
tial  rains.  So,  as  the  Moors  pro¬ 
gressed  across  North  Africa  and 
on  into  Spain,  the  idea  apparently 
went  along  too,  and  thence  into 
Italy  and  Southern  France. 

•  Jalousies,  or  “persianas”,  were 
used  in  Spain  by  the  Church  sev¬ 
eral  hundred  years  ago.  They  were 
called  “romanillas”,  and  were  u.sed 
by  the  nuns  in  the  convents  through 
which  to  observe  the  behavior  of 
their  young  charges. 

Jalousies  with  slats  four  to  six 
inches  wide  have  been  in  general 
use  in  the  West  Indies  for  many, 
many  years.  In  many  Latin  Ameri- 
(Continued  on  Page  216)  • 

Righf:  A  before-and-after  comparison  which 
speaks  for  itself. 

Photos  courtesy  Ludman  Corpoiation. 


There  is  conjecture  whether  the 
Chinese  were  the  originators  of  an 
operable  shutter-blind.  Old  prints 
in  museums  depict  what  might  be 
such  devices,  but  are  not  conclu¬ 
sive.  It  is  quite  possibly  so,  how¬ 
ever,  since  caravan  travellers  and 
seamen  often  brought  back  new 
ideas  to  Europe  for  creature  com¬ 
forts  as  well  as  their  spices,  silks, 
jewels,  gold  and  tea.  In  India  and 
the  Near  East,  in  Persia  for  in¬ 
stance  and  Egypt,  there  have  been 
long  known  “Persianias"  or  shut¬ 
ter-blinds  of  wood. 


Righf:  Seven  inch 
wide  glass  lauvers  ex¬ 
emplify  how  this  type 
jalousie  permit  glaz¬ 
ing  large  windows  ef¬ 
fectively  with  mini¬ 
mum  obstruction  by 
mullion  elements.  Op¬ 
erators  can  be  placed 
at  any  position. 

Photo  courtesy  .Superior 
H'indo^c  Company. 
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When  and  where  ii  oil  began 


The  Background  of  Metal  Awnings 


In  1933,  the  modern  metal  awning  was  unkno%fn— 
Here's  an  outline  of  this  industry's  amazing  growth 


By  E.  ORCHARD 
President 

Notional  Metal  Awning  Assn. 


The  modern  metal  awning  as  we 
know  it  today  is  only  twenty 
years  old.  While  wood  and  steel 
have  long  been  used  to  build  shut¬ 
ters,  loading  dock  covers  and  other 
forms  of  roof  overhangs,  prior  to 
1933  there  was  no  attempt  in  the 
construction  of  this  type  of  sun  and 
weather  protection  to  achieve 
either  the  conventional  appearance 
of  an  awning  or  the  functionality  of 
one. 

The  incubation  of  the  modern 
metal  awning  was  accomplished  by 
three  men  working  separately.  Al¬ 
bert  E.  Mathews  and  George  A. 
Houseman  developed  rigid  awnings 
dissimilar  in  appearance  but  hav¬ 
ing  basically  the  same  ventilating 
principles;  and  S.  T.  Richardson 
pioneered  the  first  metal  roll  up 
awming. 

The  Mathews  development  be¬ 
came  known  -to  the  trade  as  the 
“Slat-o-Wood”  and  later  as  the 


William  H.  Marks 


“Zephyr”  awning.  It  is  a  series  of 
over  and  under  narrow  slats  run¬ 
ning  vertically  spaced  apart  to  per¬ 
mit  a  free  lateral  passage  of  air 
through  continuous  openings  in  the 
awning  roof  and  sides,  and  over¬ 
lapped  to  provide  shade.  The  first 
large  commercial  exploitation  of 
the  Mathew’s  awning  was  done  by 
the  National  Ventilated  Awning 
Company  of  Dallas,  Texas.  Origi¬ 
nally  this  awning  was  constructed 
out  of  wood  but,  after  World  War 
II,  aluminum  was  also  used. 

The  Houseman  developed  result¬ 
ed  in  the  Koolvent  awning,  and  W. 


Richard  A.  Packert 


H.  Wynne,  Jr.  of  Atlanta,  Georgia 
had  the  first  successful  Koolvent 
awning  company.  This  awning,  orig¬ 
inally  made  of  steel  but  now  con¬ 
structed  of  aluminum,  has  upper 
and  lower  wide  channel  sections 
called  pans  which  are  overlapped 
to  form  the  roof  which  provides 
storm  and  rain  protection  with  a 
ventilated  roof,  when  desired.  The 
sides  are  made  by  angling  alumi¬ 
num  sections  so  as  to  form  venti¬ 
lated  louvres. 


The  Richardson  awning  was  a 
series  of  thin,  steel  overlapping 
slats  running  horizontally  and  each 
slat  riveted  to  the  other  every 
twelve  inches.  This  gave  the  roof 
a  degree  of  flexibility  which  per¬ 
mitted  the  cover  to  be  rolled  up 
using  a  conventional  awning  gear 


W.  H.  Wynne,  Jt 


but  a  thousand  rivets  needed  on 
one  curtain  made  mass  production 
virtually  impossible  and  also  cre¬ 
ated  a  product  weakness,  because, 
with  just  a  little  rust,  the  rivets 
would  pop  out.  Richardson  rented 
space  in  an  ornamental  bronze  fac¬ 
tory  in  Rutherford,  N.  J.  and,  after 
two  years  of  experimenting,  he 
abandoned  all  of  his  etforts.  His 
landlords,  Richard  A.  Packert  and 
William  H.  Marks,  recognizing  the 
practicability  of  a  flexible  metal 
awning,  began  experimenting  with 
a  series  of  interlocking  slats  which, 
while  made  of  aluminum,  still  po- 
sessed  enough  inherent  strength  to 
eliminate  i^onstant  riveting.  In 
1935,  they  perfected  the  Alumaroll 
Awning  and  as  the  Aluminum 
Awning  Company  of  New  Jersey, 
became  the  first  successful  com¬ 
pany  manufacturing  this  type  of 
awning, 

{Continued  on  Page  234) 
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ALUAIUMINUM,  SELP-STORING  COMBINATIONIWINDOWS 
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ALL-ALUMINUM 
COMBINATION  DOOR 


Kick-Panel  on  Inside  of  Door  Removes  Easily,  Providing 
Handy  Storage  Compartmbnt  for  Screens  or  Gloss  Inserts! 


FHA  Financing  Sparks  Home 


By  ARTHUR  J.  FRENTZ 
Assistant  Commissioner 
FHA  Titie  I 


T^HA  Title  I  financing  is  to  the 
-*■  home  repair  and  improvement 
industry  what  installment  financing 
is  to  the  automobile  industry.  The 


continued  growth  and  development 
of  both  industries  is  dependent 
upon  a  sound  and  practical  install¬ 
ment  finance  plan  tailored  to  the 
needs  of  the  mass  market. 

In  1934,  when  Congress  passed 
the  National  Housing  Act  and  Title 
I  financing  was  born,  the  extension 
of  unsecured  long-term  home  re¬ 
pair  credit  was  practically  unthink¬ 


able  All  the  banks  and  finance  com¬ 
panies  that  were  making  unsecured 
lo'ans  for  home  repairs  and  im¬ 
provements  at  reasonable  rates  and 
terms  could  be  counted  on  both 
hands.  When  the  first  FHA  repair 
loan  w’as  made,  it  was  said  that 
banking  history  was  being  made 
for  “A  man  with  a  home,  with  a 
job,  and  a  record  for  paying  his 
bills  could  obtain  money  easily  to 
repair  his  home.”  That  was  the 
beginning  in  this  country  of  a 
broader  credit  base  of  our  finan¬ 
cial  structure  to  accommodate  a 
new  class  of  borrower — the  Amer¬ 
ican  home  owner.  What  started  out 
as  a  bold  experiment  is  now  an 
accepted  phase  of  our  credit  pic¬ 
ture. 

Fifteen  Million 

Since  1934  nearly  15,000,000 
property  owners  have  been  enabled 
in  making  improvements  to  their 
property  with  loans  insured  by 
FHA  totaling  over  $6,500,000,000. 
Profit  from  this  w'ork  was  earned 
by  hundreds  of  thousands  of  deal¬ 
ers,  contractors  and  salesmen 
throughout  the  country.  Employ¬ 
ment  was  provided  for  thousands 
of  w’orkers  in  the  shops,  the  mills 
and  the  forests.  Currently  the  an¬ 
nual  volume  of  FHA  improvement 
loans  is  running  in  excess  of  2  mil¬ 
lion  jobs  totaling  over  1  billion 
dollars.  It  is  conceivable  that  the 
vast  majority  of  these  improve¬ 
ments  w'ould-not  hav3  been  possible 
without  the  availability  of  this  pay- 
out-of-salary  plan  of  buying. 

The  table  (right)  indicates  the 
extent  that  various  segments  of  the 
home  improvement  industry  par¬ 
ticipated  in  the  1952  market.  It  is 
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Improvement  Industry 

With  FHA  financing,  the  market  for  the  building 
specialty  dealer  is  as  big  as  he  wishes  to  make  it 


Arthur  J.  Frentz 


particularly  sijrnificant  that  while 
additions  and  alterations  accounted 
for  the  largest  dollar  amount  of 
work,  the  combined  total  of  exte¬ 
rior  finishing  (painting  and  siding), 
roofing  and  insulation  (including 
weather  stripping,  storm  doors  and 
windows)  accounted  for  34.6%  of 
the  total  dollar  volume  or 
$293,528,000. 

While  the  above  figures  indicate 
widespread  use  of  Title  I  facilities 
by  home  improvement  dealers 
everyw'here,  it  is  apparent  that  the 
industry  is  entering  one  of  the 
greatest  expansion  periods  in  its 
history.  Home  repairs  and  improve¬ 
ments  are  definitely  moving  ahead. 

In  the  coming  months  the  job  of 
keeping  our  homes  in  good  repair, 
safe  and  more  livable  will  become 
increasingly  more  important  a  part 
in  our  national  economy.  Today  the 
Nation’s  housing  inventory  is  in 
excess  of  45  million  dwelling  units 
and  is  increasing  at  a  rate  of  over 
1  million  new  units  yearly.  Over 
20  million  living  units  are  in  struc¬ 
tures  over  30  years  old.  Each  re¬ 
quires  constant  attention.  The  job 
is  never  ending. 

In  the  1950  census  it  is  estimated 
that  there  are  11  million  living 
units  in  the  country  that  are  with¬ 
out  indoor  toilet  facilities*,  over  5% 
million  homes  that  have  no  hot 
water  and  21/2  million  units  with¬ 
out  electricity.  In  addition,  there 
are  millions  of  homes  in  need  of 
other  types  of  modernizing  and 
repairs. 


These  figures  indicate  the  enor¬ 
mous  size  of  the  market  demand  in 
the  months  ahead.  It  is  a  challenge 
to  the  planning  and  resources  of 
every  dealer. 

To  do  this  job  properly,  a  favor¬ 
able  relationship  between  the  deal¬ 
er  and  his  financial  institution  is  a 
most  important  factor.  It  is  gen¬ 
erally  accepted  that  without  proper 
financing  of  installment  sales  most 
home  improvement  dealers  w'ould 
be  out  of  business.  Knowing  this 
to  be  true,  what  are  the  dealers, 
individually  and  collectively,  doing 
to  cultivate  a  close  lender  relation¬ 
ship — to  make  it  mutually  profit¬ 
able — to  make  it  a  lasting  one? 

A  lending  institution  financing 
home  repair  and  improvement  loans 
has  three  major  functions.  First 
is  that  of  selecting  the  dealer  that 


is  reliable,  responsible  and  honest. 
Second  is  that  of  selecting  sound 
borrower  credits,  and  finally  there 
is  the  job  of  collecting  the  periodic 
payments.  Credits  and  collections 
are  two  responsibilities  that  the 
lender  can  measure  and  does  not 
hesitate  to  assume.  However,  the 
risk  of  loss  resulting  from  poor 
workmanship  by  the  dealer  or  ir¬ 
regular  selling  on  the  part  of  the 
salesman  cannot  be  measured.  This 
means  that  the  lender  must  mini¬ 
mize  such  risk  by  a  continuing  pro¬ 
gram  of  dealer  .selectivity. 

It  is  sound  practice  for  the  lender 
to  keep  a  record  of  the  number  of 
loans  offered  him,  the  number  ac¬ 
cepted  or  rejected,  the  number  of 
service  complaints  received,  the 
{Continued  oii  Page  221) 


Property  Improvement  Loans  Insured  by  FHA 
During  1952  by  Type  of  Improvement 
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l.» 

28,410 

3.1 

9  26,200 

8040 

Addition^  and  alterations. 

12.8 

101,45.5 

20.3 

172,215 

802 

Exterior  finish  . 

14.5 

216,882 

18.4 

1.56,006 

713 

Interior  finisli  . 

100,180 

8.5 

72,100 

657  ' 

RooiMnK  . 

6.(1 

08,710 

5.2 

44,114 

4.38  • 

PlumbiiiK  . 

10.5 

1.54,061 

8.5 

72,100 

467 

Heating  . 

1.5.7 

204,017 

14.0 

1 18,760 

576 

Insulation  . . . 

18.5 

276,712 

11.0 

03,318 

:{33 

Miscellaneous  . — 

14.4 

21.5,387 

11.0 

03,318 

4.30 

Total  . 

100.0 

1,40.5,741 

100.0 

8848,.547 

$567 

*  Banrd  on  a  16  prrrrnt  ttamplp  of  rarh  month*  buNinp**. 

*  Nrt  prorrods  of  Ioann  tabulated— dor*  not  Inrinde  barkloz  of  Ioann  rrt’elted  In  late  months 
of  I9S«. 
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The  Story  of 


BUILDING  SPECIALTB 


A  brief  histoiy  of  the  magazine's  inception, 
organization  and  growth  to  its  present  size 


By  SYLVAN  HOFFMAN,  President 
Hoffman  Publications,  Inc. 


A  S  our  organization  has  pub- 
lished  American  Roofer  & 
Siding  Contractor  for  many  years, 
I  was  naturally  interested  in  all 
products  that  had  to  do  with  the 
home.  My  first  contact  with  a 
building  specialty  was  in  the  sub¬ 
urban  comi-nunity  where  I  live. 

A  friend  of  mine  had  just  put 
aluminum  storm  windows  on  his 
house.  He  praised  them  to  the 
skies  and  told  me  how  much  they 
had  saved  in  fuel  costs  and  added 
to  his  family’s  comfort.  Naturally, 
I  could  see  the  potentialities  of 
home  improvements,  such  as  com¬ 
bination  windows  and  doors,  metal 
awnings,  overhead  garage  doors, 
and  similar  products. 

Around  1946  or  1947  American 
Roofer  &  Siding  Contractor  started 
to  carry  advertising  from  build¬ 
ing  specialty  manufacturers.  The 
first  advertisement  was  for  a  man¬ 
ufacturer  of  storm  sash.  Others 
started  coming  in  and  then  a  bril¬ 
liant  idea  burst  upon  us.  Why  not 
publish  a  business  magazine  espe¬ 
cially  for  the  dealers  in  build¬ 
ing  specialties  ?  If  many  dealers 
started  to  specialize  in  building 
specialties  a  whole  new  field  would 
be  opened  up.  Careful  research 
proved  this  to  be  true. 

Young  men  returning  from  the 


armed  forces  wanting  to  get  into 
their  own  business  decided  to  sell 
a  line  of  building  specialties. 
Salesmen,  dealers  and  contractors 
dropped  other  lines  to  get  into  this 
field  where  good  salesmanship  and 
merchandising  paid  big  dividends. 
Further  study  also  showed  that  the 
building  publications  completely 
ignored  building  specialties  from 
an  editorial  standpoint. 

Steps  Taken 

There  were  several  necessary 
steps  looking  toward  publishing  a 
magazine  that  were  put  into  force 
at  this  time.  One  was  to  get  a  staff ; 
the  other  was  to  prepare  a  dummy 
so  that  the  editorial  and  selling 
staff  could  go  out  and  talk  to  deal¬ 
ers  and  potential  advertisers. 

I  am  glad  to  say  that  we  were 
able  and  lucky  enough  to  get 
Arnold  Romney  as  editor,  and 
Stanley  Kermish,  who  was  put  in 
charge  of  the  business  end  of  the 
paper. 

The  first  man  called  on  was  a 
previous  advertiser  in  American 
Roofer.  He  heartily  approved  of 
the  idea  of  a  publication  called, 
“BUILDING  SPECIALTIES”  but, 
strangely  enough,  it  took  him  five 
years  to  advertise  in  it.  He  is  be¬ 
ginning  an  advertising  campaign 
in  a  coming  issue. 

The  first  issue  of  BUILDING 
SPECIALTIES  appeared  in  July 
1948.  It  carried  about  17  pages  of 


advertising  with  23  lively,  inter¬ 
esting  looking  editorial  pages.  The 
editorial  content  contained  the  fol¬ 
lowing  articles: 

Survey  Shows  Vast  Field  For 
Building  Specialties 
Increase  Profits  With  Adver- 
ing 

Well-trained  Sales  Staff,  Right 
Location,  and  Varied  Prod¬ 
ucts  Make  This  Dealer’s 
Business  Grow 
New  Products 

There  Is  an  Art  in  Hiring 
Salesmen ! 

Kellogg’s  Korner 
Casement  Storm  Sash  Instal¬ 
lation 

Garage  Doors 
B.  S.  Reporter 

Among  the  advertisers  were: 
Ace  Storm  Window  Co. 
All-Lite  Metal  Window  Co. 
Falls  Stamping  &  Welding  Co. 
Calder  Mfg.  Co. 

Central  Metal  Strip  Co. 
Compo-Miracle  Products  Co. 
Keystone  Alloys  Co. 

Kool  Vent  Metal  Awning  Co. 
of  America 

Paralastic  Products  Co. 
Reynolds  Metals  Co. 

Rolaglass  Equipment  Co. 
Security  Co. 

Storm  Windows  of  Aluminum, 
Inc. 

Winsulite  Mfg.  Co. 
Wood-Metal  Industries,  Inc. 
While  the  second  and  third  is- 
(Continued  on  Page  224) 
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STANDARD  SIZES 


MANUFACTURERS  OF  ALUMINUM  PRODUCTS 
3655  Oakwood  Avenue  Youngstown  9,  Ohio 


'^c^^en.-'UfiAe  I 

' 

Aluminum 

Combination 


BUYERS”  MARKET 


Factory  to  you  .  .  .  ready  to  assemble.  Heavy  ex¬ 
truded  63ST5  Aircraft  Aluminum  .  .  .  full  inch  thick¬ 
ness.  All  metal  for  door  and  jamb  at  one  low  price. 


ALUMINUM 
CASiMiNT 
STORM  SASH 

Heavy,  all  extruded, 
anodized,  satin-finish 
aluminum  frante  thot  is 
permanently  attached 
with  sturdy  pin-type 
hinge.  Each  unit  equipped 
with  Duo-lock  — an  ex¬ 
clusive  feature  thot  mokes 
it  obsoMely  foolproof. 


D«  Luxe  Aluminum 
COMRINATION 
WINDOW 

Rigidly  constructed  of 
finest  quality,  extruded 
architectural  aluminum- 
treated  for  extra  hard¬ 
ness.  Built  to  fit  and  to 
allow  for  sagging  or 
change  of  shape  of  pri¬ 
mary  frames,  flush,  self- 
slwrhtg  type  installation. 


PiRMA.UAL 

ALUMINUM 

WINDOW 

The  World's  lowest  priced, 
extruded  aluminum,  com¬ 
bination  window.  Priced 
so  low  that  you  can  sell 
10  Perma-Seal  windows, 
any  site,  ta  the  Home 
Owner  for  rmly  $169  ond 
still  moke  I'owf  nermal 
proSl. 


WIRE— WRITE — PHONE  Youngstown,  Oliio,  SW  fvf74§  for  Additional  Information. 


&  Home  Improvement  Dealer 


Company  names  of  many  specialty  dealers 
sometimes  give  little  indication  of  the  full 
scope  of  their  activities.  Most  dealers,  how¬ 
ever,  sell  three  or  more  products  os  the 
letterheads  reproduced  above  indicate. 


MVhat  Is  A 


The  building  specialties  and 
home  improvement  business  is 
so  vast,  the  products  handled  so 
many,  and  the  range  of  activities 
so  diversified,  that  any  precise  an¬ 
swer  to  the  question,  “What  is  a 
building  specialties  dealer?”  is 
more  difficult  to  formulate  than  it 
seems. 

Before  examining  the  dealer’s 
range  of  activities,  let's  have  a 
look  at  the  dealer  himself.  Who  is 
he?  What  are  his  characteristics? 
How  does  he  differ  from  dealers  in 
other  fields? 

The  specialty  dealer  is  first  and 
foremost,  a  business  man.  Statis¬ 
tics  reveal  that,  in  general,  he  is 
mature.  He  is  intelligent,  aggres¬ 
sive,  and  usually  brings  with  him 
into  the  specialty  business  a  back¬ 
log  of  varied  ability  and  knowledge 
acquired  through  several  years’ 
experience  in  some  related  field. 

A  great  many  dealers  have  a 
background  in  selling.  They  are 
found  to  have  been  salesmen  or 
sales  managers,  and,  as  a  result, 
have  entered  the  specialty  business 
for  themselves  equipped  with  prov¬ 
en  sales  ability  and  a  considerable 
store  of  business  knowledge.  In 
fact,  it  is  because  of  this  sales  and 
general  business  ability  that  so 
many  dealers  can  set  themselves 


up  in  the  specialty  business  with 
limited  capital  and  then  manage 
the  business  so  skillfully  and  surely 
that  it  becomes  a  very  prosperous 
one  w'ithin  a  relatively  short  period 
of  time.  A  dealer’s  gross  volume 
after  his  business  has  been  in  op¬ 
eration  for  four  or  five  years  can 
be  estimated  to  range  from  $100,- 
000  to  $1  million  or  more.  An  aver¬ 
age  of  $300,000  is  not  unusual  for 
the  successful  dealer. 

Problems 

If  these  figures  sound  too  opti¬ 
mistic,  it  is  to  be  remembered  that 
not  everyone  who  becomes  a  build¬ 
ing  specialty  dealer  is  assured  of 
maximum  success.  Like  any  busi¬ 
ness,  this  one  has  its  problems, 
particularly  because  it  is  a  rela¬ 
tively  new  one  and  one  that’s  ex¬ 
panding  with  astonishing  speed.  It 
is  attracting  countless  aspiring 
young  business  men,  many  with 
limited  capital  who  must  struggle 
with  numerous  credit  problems  and 
other  difficulties. 

Nevertheless,  to  judge  from  the 
experience  of  the  past  several 
years,  it  is  clear  that  a  very  high 
percentage  of  such  dealers  can  and 
do  succeed  within  a  five  year  pe¬ 
riod,  despite  early  difficulties.  In 
fact,  many  of  our  most  prosperous 


dealers  today  reveal  that  only  a 
few  years  ago  they  themselves  suf¬ 
fered  all  the  headaches  and  grow¬ 
ing  pains  of  the  incipient  business. 
The  same  story  will  be  told  four 
of  five  years  from  now  by  new' 
dealers  entering  the  business  to¬ 
day.  After  similar  early  difficulties, 
many  of  them  w’ill  be  equally  suc¬ 
cessful. 

One  of  the  reasons  for  the  high 
proportion  of  success  in  the  build¬ 
ing  specialty  field  is  the  type  of 
able  and  aggressive  businessmen 
who  is  attracted  to  the  industry. 
In  addition,  the  method  of  selling 
and  the  installation  services  such 
specialty  dealers  render  are  mark¬ 
edly  different  from  those  of  other 
businessmen  handling  similar 
products.  It  must  be  remembered 
that  the  specialty  dealer  does  not 
“keep”  a  store  and  wait  passively 
for  the  customer  to  come  to  him 
and  buy.  His  selling  technique  is 
altogether  different.  Although  he 
advertises  and  promotes  his  prod¬ 
ucts  in  every  promising  way,  sell¬ 
ing  is  primarily  door-to-door. 

Usually  he  employs  a  staff  of 
salesmen — each  carefully  trained 
in  this  kind  of  active,  friendly 
“home”  selling.  Such  a  sales  meth¬ 
od  is  extremely  successful  not  only 
because  the  salesmen  themselves 
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Building  Specialty  Dealer? 

In  an  industry  that  is  growing  phenomenallyf  the  dealer 
emerges  as  a  new  type  of  business  man  who  sells  a 
diversity  of  products  through  highly  specialized  methods 


are  well-trained  but  because  they 
sell  a  combination  of  products  and 
services  which  is  attractive  to 
homeowners  because  buying  is 
done  in  the  comfort  and  privacy 
of  the  home. 

In  addition,  this  type  of  selling 
eliminates  the  following  “buying 
obstacles.” 

1.  Frequently,  the  homeowner 
who  would  like  to  buy  a  building 
specialties  product  does  not  have 
the  cash  available  and  does  not 
know  about  the  FHA  credit  terms 
which  w'ould  make  immediate  buy¬ 
ing  possible.  The  dealer  facilitates 
matters  in  this  case  by  arranging 
credit  terms  for  his  customer 
through  the  FHA  or  through  a 
local  bank. 

2.  Very  often  a  potential  cus¬ 
tomer  does  not  have  the  time  to 
go  shopping  for  what  he  wants. 
The  dealer’s  salesmen  eliminate 
this  obstacle  by  bringing  merchan¬ 
dise  to  the  customer’s  home.  Fre¬ 
quently,  the  desire  to  buy  occurs 
only  after  a  product  is  seen,  or  its 
advantages  are  explained  in  detail 
by  a  salesman  who  knows  the  item 


well  and  can  effectively  point  out 
its  benefits  to  the  homeowner. 

3.  Another  obstacle  easily  over¬ 
come  by  the  specialty  dealer  con¬ 
cerns  the  installation  of  specialty 
products.  Many  homeowners  are 
afraid  to  trust  a  hired  mechanic, 
electrician  or  carpenter  to  install  an 
item  with  which  he  may  not  be 
entirely  familiar.  The  dealer,  with 
experienced  mechanics  at  his  dis¬ 
posal  to  do  his  servicing  and  in¬ 
stallation  work,  is  in  a  position  to 
guarantee  each  job. 

It  is  through  this  efficient  com¬ 
bination  of  selling  to  the  consumer 
at  home  and  the  convenient,  trusted 
guaranteed  installation  service  of¬ 
fered  that  the  dealer  is  able  to 
move  great  quantities  of  merchan¬ 
dise — merchandise  which,  in  the 
hands  of  less  able  dealers  in  re¬ 
lated  industries,  might  remain  in¬ 
definitely  in  stores  or  warehouses. 

This  is  an  achievement  of  con¬ 
siderable  stature.  It  is  even  more 
impressive  when  one  considers  the 
great  diversity  of  products  the 
dealer  gathers  together — products 
usually  sold  in  different  fields. 


Clearly,  the  building  specialty  deal¬ 
er  has  created  an  entirely  new  type 
of  business  and  specialized  in  sell¬ 
ing  techniques  which  are  more  dy¬ 
namic  and  resultful  than  any  so 
far  devised.  It  is  a  business  that 
is  growing  phenomenally  and  one 
that  holds  unlimited  promise. 

Dealer  Headquarters 

The  average  dealer  uses  his  office 
as  business  headquarters.  From 
here  he  directs  operations,  includ¬ 
ing  the  activities  of  employees,  all 
of  whom  (with  the  exception  of 
an  office  staff)  work  outside.  These 
outside  w’orkers  are  salesmen,  can- 
vas.sers  and  mechanics.  Usually,  if 
the  business  is  a  new  or  fairly  small 
one,  the  dealer  will  be  his  own 
sales  manager  and  train  his  sales¬ 
men  to  do  their  own  canvassing. 
On  the  other  hand,  if  the  busine.ss 
is  large,  the  dealer  will  employ  a 
sales  manager  and  frequently  one 
man  who  devotes  most  of  his  time 
to  training  both  salesmen  and  can¬ 
vassers. 

(Continued  on  Page  225) 
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1  BATCH  RAW  MATERIALS  are  mixed  in  a  rotary  mixer,* 
■  electric  car  which  operates  under  large  storage  silos' 
traveling  from  the  outlet  of  one  material  to  the  other.  Sand/ 
soda  ash,  and  lime  ore  chief  raw  ingredients,  to  which  isi 
odded  a  proportion  of  "cullet"  or  broken  glass.  . 


2  FILLING  THE  TANK  is  a  task  that  recurs  every  15  min* 
■  utes  and  requires  a  steady  push  by  experienced  men.  Batch 
materials  flow  down  into  an  area  called  the  doghouse  and 
from  there  it  is  pushed  through  ports  into  melting  tank  proper. 
A  temperature  of  obout  2,700  degrees  F.  melts  the  glass. 


Making  Glass  for 


From  Data  Furnished  By 
Libbey-Owens-Ford  Gloss  Co. 


Windows  have  been  a  concern 
of  man  ever  since  he  was  a 
dweller  in  caves  and  sought  to 
bring  sunlight  into  his  home  or  to 
look  out  into  the  weather,  and 
architects  tell  us  that  much  of 
their  historic  struggle  has  dealt 
with  the  effort  to  achieve  windows. 

The  glass  industry,  one  of  the 
most  ancient  in  the  w’orld,  has  been 
concerned  with  window's  for  more 


than  20  centuries.  The  first  indus¬ 
try  in  America  was  a  glass  factory 
and  window’  glass  was  one  of  the 
products  of  the  primitive  glass 
works  at  Jamestowm,  Va. 

But  today  this  ancient  product 
has  yielded  to  the  inventive  genius 
of  man  and  is  not  only  produced 
in  great  quantity  by  ingenious 
means  but  of  finer  quality  than  in 
all  the  past.  More  progress  has 
been  made  in  the  technique  of 
manufacture  in  the  last  50  years 
than  in  all  the  preceding  centuries. 

The  raw  materials  of  window 
glass — silica  sand,  soda  ash,  lime 


'and  cullet  (broken  glass)  with  a 
pinch  of  ar.senic,  some  salt  cake,  a 
little  charcoal,  and  possibly  some 
other  minor  ingredients — are  the 
same  today  as  always,,  generally 
speaking.  In  recent  decades  the 
chemist  has  come  into  the  indus¬ 
try  to  accurately  control  the  raw’ 
materials  and  the  glass  technolo¬ 
gist  has  scientifically  studied  the 
most  desirable  batch  constituents, 
so  that  glass  today  can  be 
counted  upon  for  quality,  dimen¬ 
sions,  standard  of  performance, 
physical  characteristics,  and  chem¬ 
ical  makeup. 
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Photos  courtesy  Libbey-Owens-Pord  Gtass  Co. 


3  FORMING  THE  GLASS  SHEET  riie  molten  glass  from  the  A  LONG  ANNEALING  LEHR  in  Charleston,  W.  Va.,  plant. 

■  tank  is  drawn  vertically  a  short  distance  end  then  given  a  Fire-polished  flat  drawn  window  glass  flows  through  this 

horizontal  direction  over  a  bending  roll.  Knurls  at  each  side  of  long  cooling  chamber  in  a  continuous  ribbon.  Not  only  does 

the  sheet  maintain  the  proper  width.  The  speed  of  the  draw  this  treatment  make  the  glass  easy  to  cut  but  it  saves  break- 

governs  the  thickness  of  the  glass.  age  as  well.  Lehrs  are  180  feet  in  length. 


Jalousies  and  Storm  Sash 

As  late  as  1910  a  considerable  or  window  glass  is  mechanically  Some  got  the  idea  from  the  way 
volume  of  w’indow  glass  was  made  drawn  from  a  large  melting  tank  paper  is  formed  from  pulp, 
by  the  old  hand-blowm  method  in  in  a  continuous  sheet,  annealed,  After  years  of  experiment,  Irv- 
which  a  blower  would  gather  a  gob  cut  into  working  pieces,  graded  ing  VV.  Colburn’s  patents  and  plans 
of  molten  glass  at  the  end  of  a  and  then  cut  into  merchant  sizes,  were  purchased  by  Edward  D. 
blowpipe  from  a  small  furnace,  boxed  and  shipped  to  the  customer.  Libbey  and  with  the  aid  of  Michael 
then  blow  it  into  a  cylinder.  The  J.  Owens,  inventor  of  the  auto¬ 
cylinder  w'ould  be  sliced  open  Experimentation  matic  bottle  machine,  and  expen- 

lengthwise,  after  the  ends  were  diture  of  a  million  dollars,  the  Col- 

“capped,”  or  cut  off,  and  the  piece  Libbey-Ow'ens-Ford  Glass  Com-  burn  idea  was  made  to  work, 

of  glass  then  reheated  and  flat-  pany,  formed  in  1916,  was  original-  Under  this  method  the  sheet  is 
tened.  Next  it  would  be  tempered  ly  chartered  to  put  into  operation  drawn  from  the  refining  end  of  a 
(annealed).  The  final  step  was  the  the  Colburn  process  of  producing  large  tank  of  glass — 800  tons  or 

inspection,  grading  and  cutting  sheet  glass.  For  many  years  glass  more— for  a  short  distance  ver- 

into  commercial  sizes.  men  had  sought  means  of  produc-  tically  with  knurled  rolls  to  main- 

Today  virtually  all  .sheet  glass  ing  a  continuous  sheet  of  glass,  tain  the  width  of  the  sheet,  then 


over  a  bendinjr  roll,  and  continued 
in  a  horizontal  direction  for  180 
feet  until  annealed  and  ready  to 
cut. 

This  process  provides  for  a  lonjr 
period  of  annealing  and  gives  the 
glass  superior  cutting  qualities  be¬ 
cause  it  is  less  brittle.  Some  other 
methods  of  vertical  drawing  of 
glass  find  a  limit  to  the  height 
of  annealing  lehrs  and  consequent¬ 
ly  a  shorter  and  less  effective  an- 

I’hotos  courtesy  Libbey-Owens-Furd  Class  Co. 


5  SHEET  GLASS 
■  EMERGES  FROM 
THE  ANNEALING 
LEHR  and  is  cut  into 
working  sizes  by  the 
"capper,"  a  term  sur¬ 
viving  from  the  old 
hand-blown  days. 
Note  that  his  cutting 
tool  moves  along  with 
the  ^lass  so  as  to  cut 
a  straight  line.  An  au¬ 
tomatic  cutter  slices 
off  waste  at  the  edges 
and  it  is  used  for  cul- 
let.  The  glass  rides 
upon  wood  blocks  of 
the  conveyor.  Loter  it 
goes  into  a  washing 
machine  and  is  spark¬ 
ling  and  clean  and 
when  it  is  taken  off 
the  line  to  be  boxed 
or  cut  into  special 
sizes  for  an  order. 

nealing  time  for  removal  of  strains. 

The  glass  is  melted  at  a  tempera¬ 
ture  of  2,700  degrees  Fahrenheit  in 
the  large  continuous  tanks.  Most  of 
the  tanks  use  natural  gas  with 
emergency  standby  facilities  for 
use  of  liquid  hydrocarbons  and  fuel 
oil.  Original  fuel  w'as  wood,  later 
coal. 

The  function  of  annealing,  of 
course,  is  to  so  gradually  lower  the 
temperature  of  the  formed  glass 

6  BOXING  THE 
■  GLASS  for  ship¬ 
ment  to  the  customer 
is  one  of  the  final 
steps  in  factory  oper¬ 
ations.  Here  large 
lights  of  7/32  -  inch 
windowgloss  are  being 
placed  in  a  special 
case  made  to  fit  this 
order.  It  is  lined  with 
fiber  board  and  be¬ 
tween  each  two  lights 
of  glass  goes  a  sheet 
of  paper.  This  packing 
keeps  the  glass  clean, 
protects  from  scratch¬ 
es,  moisture,  and  sud¬ 
den  shocks  in  transit. 
Glass  ready  for  pack¬ 
ing  is  carried  on  a 
"buck." 


down  to  room  temperature  that 
strains  will  be  eliminated  and  the 
glass  given  good  working  qualities. 

The  traditional  uses  of  sheet 
glass  for  windows  in  homes, 
schools,  ships,  railroad  cars,  green¬ 
houses,  and  the  glazing  of  fac¬ 
tories,  offices,  and  other  buildings 
still  takes  a  large  proportion  of  the 
annual  output  of  most  of  the  win¬ 
dow  glass  plants  of  the  United 
States.  It  has  been  estimated  that 
probably  30  per  cent  of  the  total 
sheet  glass  goes  into  maintenance 
channels.  * 

However,  specialty  products  to 
perform  definite  functions  today 
take  a  growing  percentage  of 
sheet  glass. 

Storm  windows,  with  a  variety 
of  wood  and  metal  sash  and  com¬ 
binations  with  screens,  jalousies, 
multi-paned  insulating  glass,  and 
many  other  specialty  products  re¬ 
quire  hundreds  of  carloads  of  sheet 
glass  annually. 

It  might  be  well  to  explain  here 
that  polished  plate  glass  is  also 
made  by  continuous  methods  but 
it  always  is  ground  and  polished 
on  both  sides  to  obtain  parallel 
surfaces,  superior  optical  qualities, 
and  frequently  is  made  in  heavy 
thicknesses  for  certain  functions. 
Sheet  glass  or  window  glass  is  fire 
polished  as  it  is  drawn  from  the 
melting  tank. 

Safety  Glass 

Some  of  the  top  quality  sheet 
the  safety  glass  now'  is  made  of 
glass  is  used  for  laminated  .safety 
glass  for  automobiles  but  most  of 
thin  plate  glass  for  maximum  opti¬ 
cal  qualities.  All  windshields  are 
required  to  be  made  of  plate  gdass 
for  better  vision. 

Window'  glass  is  manufactured 
in  three  qualities — “AA,”  “A,”  and 
“B,”  and  two  thicknesses  —  single 
and  double  strength.  “A”  quality 
is  specially  selected  glass  for  high 
grade  work,  “A”  is  select  glass  of 
{Continued  on  Page  227) 
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Of  All  Specialty  Items,  the  Biggest  Sales  Volume  Is  In 

Combination  Windows 

Here's  How  This  Important  Product  Got  Its  Start 


By  HAROLD  GIBLIN 
Executive  Secretary 
National  Combination  Storm 
Window  &  Door  Institute 


rpHE  post-war  period  has  seen  the 
development  of  many  inventions 
from  the  ball  point  pen  to  the  jet 
airplane  as  well  as  the  extensive 
use  of  plastics.  Aluminum  found 
its  place  in  thousands  of  new  prod¬ 
ucts  and  as  a  more  .satisfactory 
niaterial  in  numerous  old  items. 
American  inprenuity  from  the  fac¬ 
tory  worker  to  the  research  .scien¬ 
tist  was  at  work — creating,  mod¬ 
ifying,  changing,  improving  and 
producing. 

American  ingenuity  was  al.so  at 


w’ork  in  the  home  improvement 
field.  The  storm  window  for  decades 
has  been  recognized  as  an  impor¬ 
tant  insulation  item.  The  II.  S. 
Government,  the  fuel  industry,  and 
the  University  of  Illinois,  among 
other  institutions,  have  all  tested, 
verified  and  reported  favorably  on 
its  benefits.  Fuel  con.servation  and 
home  comfort  are  accepted  at  face 
value.  That  the  public  know's  this 
is  apparent  from  the  volume  of 
business  in  .storm  sash  and  the  uni¬ 
versal  use  of  this  product  by  home 
owners.  In  America — a  new  gadget, 
well  publicized  is  readily  tested, 
dropped  or  adopted  as  a  standard 
everyday  item. 

Insect  screens  likewise  have  been 
in  use  over  many  decades,  adding 
to  the  comfort  and  health  of  the 


Photos  courtesy  Xational  Combination  Stoim  IVindoiv  &  Door 
Institute  and  Chamberlin  Co.  of  America 

Inset,  left,  thews  whet  may  be  one  of  the  earliest  known 
combination  windows.  They  were  made  of  bronze  with 
tiding  inserts  that  could  be  replaced  by  screen  sections. 
The  entire  house,  above,  was  equipped  with  this  window 
made  by  the  Chamberlin  Co.  of  America.  As  it  naw  well 
known,  aluminum  it  used  instead  of  bronze  since  it  it 
lighter,  non-staining  and  lets  ezpcntive. 


home  by  keeping  the  annoying  and 
germ  carrying  flies,  bugs  and  mos¬ 
quitoes  on  the  outside. 

Everyone  is  familiar  wdth  the 
pre-war  sea.sonal  changes  required 
in  taking  down  storm  windows  in 
the  spring  and  replacing  with 
screens,  with  the  reverse  required 
in  the  fall  of  the  year. 

Inevitably  the  question  aro.se — 
why  not  a  combined  unit?  A  unit 
containing  both  screen  protection 
and  storm  protection — a  natural 
combination !  Something  that 
w’ould  save  the  home  owner  week¬ 
ends  of  effort  in  the  spring  and  the 
same  in  the  fall.  An  item  that  com¬ 
bined  both  features  of  screen  and 
storm  sash,  which  once  installed 
provided  the  year  round  require¬ 
ments.  Something  that  could  read¬ 
ily  be  converted  in  a  matter  of 
minutes  summer  or  winter  from 
one  type  of  installation  (screen)  to 
another  type  (storm).  In  addition 
the  chance  of  adcident  of  making 
changes  w'as  dispensed  with.  Elimi¬ 
nation  of  this  hazard  was  extremely 
important  to  the  home  owmer  fre¬ 
quently  unaccustomed  to  semi¬ 
heavy  physical  w’ork. 

The  combining  of  storm  sash  and 
insect  screen  into  a  single  unit  was 
and  is  an  important  development 
for  the  home  owner,  every  one  of 
whom  was  and  is  faced  with  in.sect 
problems  and  cold  weather  prob¬ 
lems,  (the  latter  in  a  very  sizeable 
section  of  the  United  States). 

Prior  to  World  War  II  .several 
well  established  firms  commenced 
developments  in  this  direction.  In 
the  metal  field  the  F.  C.  Russell 
Company  of  Cleveland,  The  Cham- 
( Continued  on  Page  148) 
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Photos  courtesy  Three  Rivers  Aluminum  Co. 

Above:  Close  view  of  deferiorafed  condition 
of  wood  siding  on  a  house  (left)  and  how  a 
"new-home"  look  is  achieved  after  an  ap¬ 
plication  of  easy-to-apply  aluminum  siding 
(right). 

Modern  Siding  Materials  Provide  Beauty, 
Easy  Maintenance  and  Dealer  Profits 


Aluminum  Siding 

Like  many  other  aluminum 
home  improvement  products, 
aluminum  residential  siding  is  a 
commercial  development  of  the  pe¬ 
riod  since  World  War  II. 

Although  it  was  recognized 


earlier  that  aluminum  could  offer 
great  advantages  and  possibilities 
in  this  field,  there  was  no  chance  to 
put  theories  to  the  practical  test 
until  there  was  greater  availabil¬ 
ity  of  the  metal.  The  opportunity 
was  created  by  the  expansion  of 
aluminum  reduction  capacity  in 
the  war  years,  and  attention  was 


given  to  design  and  manufacturing 
considerations. 

Within  the  first  year  or  two 
after  VJ  day  the  industry  got  un- 
derw'ay  with  two  or  three  pro- 

Below:  Photos  show  before-after  transforma¬ 
tion  of  a  house  with  an  application  of 
aluminum  siding. 

Photos  courtesy  United  States 
Aluminum  Siding  Corp. 
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Left:  By  rebuilding  a  dilapidated  old  four* 
room  shack  (inset  at  lower  right)  into  an 
attractive,  modern  house  with  five  rooms 
and  bath,  an  Arkansas  farm  family  effected 
the  transformation  shown  in  these  before- 
and-after  photos  and  won  first  prize  in  a 
statewide  home  remodeling  contest.  The 
major  "face-lifting"  change  was  achieved 
by  covering  exterior  walls  with  asbestos- 
cement  siding  shingles.  The  shingles,  in  a 
soft  shade  of  green,  provide  their  own  deco¬ 
ration,  plus  fire-safety  and  permanent 
weather  protection.  The  wall  overlooking 
the  front  porch  is  pine  paneled.  Also  added 
were  a  concrete  pier  foundation,  fireplace, 
kitchen,  new  asphalt  roofing  and  electricity. 
The  owners  did  the  work  with  the  aid  of  one 
carpenter  and  a  loan  arranged  through  the 
FHA.  The  latter  also  helped  in  the  planning. 
The  contest  was  sponsored  jointly  by  the 
FHA,  the  Arkansas  Press  Association  and 
the  state  power  and  light  company. 

Photo  courtesy  Asbestos,  Cement 

Products  Association 
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(lucers.  The  grreat  building  boom, 
coupled  with  a  shortage  of  other 
top-grade  building  materials,  gave 
aluminum  siding  the  opportunity 
to  demonstrate  its  value. 

Up  to  the  outbreak  of  the  Ko¬ 
rean  campaign,  the  industry  ex¬ 
panded  rapidly,  with  seven  to  eight 
manufacturers  active  in  the  field. 
Government  restrictions  on  metal 
curtailed  growth  of  the  market  at 
that  time,  and  prevented  other 
manufacturers  having  well  devel¬ 
oped  plans  from  actively  manufac¬ 
turing  and  distributing  aluminum 
siding.  It  is  estimated  that,  with 
freer  metal,  the  number  of  alumi¬ 
num  siding  manufacturers  will  at 


WHAT  is  there  about  asbestos- 
cement  sidirg  that  has  cata¬ 
pulted  it  to  such  a  prominent  posi¬ 
tion  in  the  building  materials  field 
in  the  relatively  short  span  of  two 
decades  ? 

From  a  “standing  start”  when 
introduced  in  1932,  its  use  for  sid¬ 
ing  homes  and  other  structures 
has  soared  steadily,  with  the  most 


least  double  in  number,  with  pro¬ 
duction  capacity  of  500,000  or 
more  squares  per  month. 

Greatest  Market 

Although  considerable  quanti¬ 
ties  of  aluminum  siding  have  gone 
into  new'  construction,  the  greatest 
market  has  been  in  the  home  im¬ 
provement  industry.  The  fact  that 
siding  can  be  economically  manu¬ 
factured,  pre-painted  and  easily 
applied  has  been  a  great  stimulus, 
while  to  the  home  owmer  it  has 
meant  a  superior  material  for 
modernizing  with  long-term  econ¬ 
omies  in  maintenance. 


sensational  gains  being  registered 
since  World  War  II.  Annual  vol¬ 
ume  now  is  three  times  that  of 
1945.  Enough  asbestos-cement  sid¬ 
ing  was  produced  last  year  to 
equip  well  over  half  a  million  dwell¬ 
ings. 

Building  specialty  contractors 
looking  for  the  answer  to  this  en¬ 
thusiastic  public  acceptance  of  the 


material  will  find  a  clue  in  the 
origin  and  scientific  development 
of  the  product. 

Asbestos-cement  siding  w'as  born 
of  industrial  research  which  had 
set  for  its  goal  the  production  of 
a  material  designed  specifically  to 
give  superior  performance  as  sid¬ 
ing.  Rigid  specifications  were  es¬ 
tablished.  Researchers  were  deter¬ 
mined  that  the  material  be  attrac¬ 
tive,  easy  to  handle,  adjustable  to 
architectural  design,  waterproof 
and  rotproof.  Furthermore,  they 
agreed,  it  must  be  safe  from  the 
hazards  of  fire  and  free  from  con¬ 
stant  maintenance  expense. 

For  substances  w'hich  would 
meet  these  demanding  qualifica¬ 
tions  the  scientists  turned  to  as¬ 
bestos  and  Portland  cement.  Non¬ 
combustible  and  immune  to  deteri¬ 
oration  from  virtually  all  ordinary 
causes,  these  minerals  had  been 
combined  successfully  some  years 
before  to  produce  permanent,  fire- 
safe  roofing. 

One  of  nature’s  most  remark¬ 
able  substances,  asbestos  has  been 
known  from  antiquity  as  the 
“magic  mineral”  because  of  its  par¬ 
adoxical  makeup  and  unique  com¬ 
bination  of  qualities.  It  occurs  in 
the  earth  as  dense,  heavy,  brittle 
rock  usually  dark  in  color.  Yet  it 
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yields  fine,  white,  fireproof  fibers 
of  lijrht  weight  and  great  strength. 
Combined  w'ith  Portland  cement, 
these  fibers  act  as  a  reinforcing 
agent,  just  as  steel  rods  are  em¬ 
ployed  to  reinforce  concrete. 

The  siding  producing  by  fusion 
of  these  two  materials  was  given 
every  conceivable  test.  It  passed 
them  with  flying  colors.  Research¬ 
ers  engineered  the  product  so  that 
it  could  be  easily  handled  and  ap¬ 
plied.  It  was  absolutely  fire-safe, 
for  even  a  blow  torch  would  not 
ignite  it.  Water  would  not  harm  it. 
It  withstood  all  kinds  of  weather 
— sun,  wind,  snow,  sleet,  sudden 
temperature  changes.  Because  it 
would  not  rot  or  rust,  it  needed  no 
painting  to  preserve  it.  The  siding 
proved  resistant  to  salt  air  and 
chemical  fumes  and  was  ratproof 
and  termite-proof.  Instead  of  de¬ 
teriorating  with  age,  it  grew 
tougher  and  stronger. 


Right:  Expanded  and 
modernixed,  a  farm 
home  in  Illinois  is  be¬ 
ginning  a  third  cycle 
of  service — this  time 
in  asbestos  armor.  In 
its  first  stage,  some 
eighty  years  ago,  it 
was  merely  a  modest 
one-story  cottage 
(seen  as  the  "ell"  to 
the  right  in  the  upper 
picture).  Stage  two 
started  about  the 
turn  of  the  century 
with  the  two-story  ad¬ 
dition  on  the  left. 
Now  the  original  por¬ 
tion  has  given  way  to 
a  new  section  which 
includes  a  basement 
playroom,  a  lorge 
combined  living  and 
dining  room  and  a 
second  floor  hobby 
room.  For  modern 
beauty,  fire-safety 
and  economy  of  up¬ 
keep,  exterior  walls 
have  been  covered 
with  white  asbestos- 
cement  siding  and  the 
roof  with  red  asbes¬ 
tos-cement  shingles. 
A  colonial  type  parch 
completes  the  trans¬ 
formation. 

Photos  courtesy  Asbestos 
Cement  Products 
Association 


Below:  Does  it  pay  to  modernixe?  These 
pictures  are  a  Californian's  answer  to  that 
question.  They  show  the  conversion  of  an 
over-age  farm  dwelling  (left),  much  the 
worse  for  wear  and  showing  signs  of  obso¬ 
lescence,  into  a  trim,  attractive  home 
(right).  New  siding  of  asbestos-cement 
shingles  effected  the  major  transformation, 
thus  making  the  house  more  weather-tight 
and  adding  to  its  fire  safety.  Breaking  the 
roof  with  tiny  dormers  permitted  the  addi¬ 
tion  of  second  story  windows  and  better 
utilixation  of  the  living  room.  A  modern 
entrance  gave  the  final  touch. 

Photos  courtesy  Asbestos  Cement 

Products  Association 


Both  the  asbestos  fibers  and  the 
Portland  cement  used  in  produc¬ 
tion  of  the  siding  are  selected  un¬ 
der  exacting  standards  to  ensure 
uniformly  high  quality  in  the  fin¬ 
ished  product.  Specific  formulas 
with  respect  to  the  mixtures  may 


vary  somewhat.  Generally  the  pro¬ 
portion  is  15  to  25  per  cent  asbes¬ 
tos  fiber  and  75  to  85  per  cent 
Portland  cement. 

The  siding  is  made  by  either  of 
two  basic  methods,  the  “wet”  proc¬ 
ess  and  the  “dry”  process.  In  the 


HJ* 


wet  process  asbestos  fibers  and 
Portland  cement  are  mixed  with 
water  and  agitated  in  a  beater  so 
that  the  fibers  are  completely  coat¬ 
ed  by  the  cement.  The  slurry  then 
is  pumped  to  a  laminating  machine 
consisting  of  revolving  cylinders. 
The  machine  builds  the  .slurry  into 
successive  interlocking  layers  of 
desired  thickne.ss.  While  still  plas¬ 
tic  the  sheets  are  subjected  to  tre¬ 
mendous  hydraulic  pressure.  After 
steam  curing  they  are  cut  to  speci¬ 
fied  dimensions  (generally  24 
inches  wide  and  12  inches  deep), 
then  punched  for  nailing. 


In  the  dry  process  a  dry  mixture 
of  asbestos  fibers  and  portland  ce¬ 
ment  is  fed  onto  a  belt  conveyor 
and  moved  to  a  point  where  it  is 
sprayed  with  water.  The  mixture 
is  pressed  to  the  desired  thickness 
by  rollers.  Hydraulic  pressure  then 
is  applied  with  a  heavy  cylinder. 
As  in  the  wet  process,  the  sheets 
then  are  cured,  cut  and  punched. 

Designed  for  use  on  any  type  of 
frame  building,  asbestos  siding 
originally  was  employed  principal¬ 
ly  in  remodeling  of  homes,  com¬ 
mercial  and  industrial  buildings 
{Continued  on  Page  229) 
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INSULATING  Siding  consists  of 
three  main  elements — a  stiff  in¬ 
sulation  board  to  give  the  product 
important  insulation  value  and  ri¬ 
gidity  ;  asphalt  to  make  it  weather¬ 
proof  and  to  serve  as  an  adhesive 
for  the  third  element;  the  mineral 
granules  that  form  the  beautiful 
wear-resistant  pattern  on  the  face. 

The  insulation  board  base,  which 
provides  insulating  value  and  rig¬ 
idity,  is  made  from  vegetable  fibers 
obtained  from  logs  and  .selected 
crop  fibers.  These  raw  materials 

Below:  (left)  an  example  of  a  sturdy  and 
lasting  garage  which  can  be  built  with 
FHA  accepted  insulating  siding.  Right:  a 
small  attractive  home  which  has  been  mod¬ 
ernised  with  insulating  siding. 

Photos  courtesy  Insulating  Siding  Assoc. 


are  run  through  a  huge  shredding 
machine  reducing  them  to  fibers, 
which  by  means  of  water  are  fed 
into  a  forming  machine  where  they 
are  meshed  or  felted  into  a  mat. 
This  mat  is  further  processed  into 
a  uniformily  thick  sheet  which  is 
dried  and  cut  to  size.  Edges  are 
then  shiplapped  to  make  the  pan¬ 
els  ready  for  the  next  operation. 

The  u.se  of  rigid  insulation  board 
as  the  base,  represents  an  impor¬ 
tant  step  in  the  development  of  In¬ 
sulating  Siding.  The  product  had 
its  origination  in  the  work  of  a  re- 
.sourceful  roofer  who  u.sed  shingles 
to  reside  a  building.  Manufacturers 
were  quick  to  .see  the  possibilities 
and  developed  special  siding  shin¬ 


gles,  later  adding  distinctive  de¬ 
signs.  However,  it  was  found  that 
considerable  time  was  required  to 
level  surfaces  perfectly  before  the 
pliable  shingle  siding  could  be  ap¬ 
plied.  The  problem  finally  was 
solved  and  insulation  values  added 
by  using  the  rigid  cellulo.se  board 
as  a  base  for  Insulating  Siding. 

The  second  step  is  to  partially 
impregnate  the  insulation  board 
with  a  liquid  asphalt,  this  seals  the 
outside  pores,  and  is  assurance 
against  moi.sture  penetration  pro¬ 
vided  the  board  is  not  broken. 
While  the  asphalt  seals  the  outer 
surfaces  of  the  insulation  board,  it 
does  not  fill  the  thousands  of  mi¬ 
nute  air  cells  within  the  board. 
These  are  what  give  insulation 
board  its  high  insulation  value,  for 
air  is  the  best  commonly  available 
insulation  material  there  is,  and 
represents  the  basis  for  most  in- 
.sulating  products.  Insulation  val¬ 
ues  depend  on  the  ability  of  a  mate¬ 
rial  to  hold  air  like  a  sponge  holds 
water :  and  on  the  low  conductivity 
of  the  porous  material  itself.  The 
cellulose  fibers  u.sed  in  insulation 
board  have  a  very  low  conductivity 
factor. 

In  addition  to  the  liquid  asphalt 
which  the  insulation  board  soaks 
up,  a  second  and  heavier  coating  of 
the  material  is  laid  over  the  face. 
This  has  several  purpo.ses.  It  forms 
extra  weatherproofing  on  the  ex¬ 
terior  face  of  the  panel.  It  also  of¬ 
fers  a  cohesive  “bed”  into  which 
the  mineral  granules  are  embos.sed. 

{Continued  on  Page  231) 
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An  Important 

OPPORTUNITY 


for  You  To  Join  the  Growing  family  of 


for  Doalorship  Details 
In  Pittsburgh  Area  Write: 


the  Only  Aluminum 
Awning  that  recognizes 

No  Competition 


ALUMAROLL  CO. 

6905  Susquehanna  St.,  Pittsburgh 
In  SI.  Louis  Area  —  Write: 

ALUMAROLL  of  St.  Louis 
2616  N.  13  St.,  St.  Louis 

In  Mass.-Conneetieut  Area: 

ALUMAROLL  DIV. — SWETT  BROS. 

78  Island  Pond  Road,  Springfield 
In  All  Other  Areas  —  Write: 

ORCHARD 
BROTHERS  IHC. 

63  MEADOW  ROAD 
RUTHERFORD,  N.  J. 


You  have  no  competition  when  you  handle  AlumaROLL, 
because  it  is  the  only  completely  mobile  aluminum  awn* 
ing  —  the  only  aluminum  awning  that  rolls  up  and  rolls 
down!  That’s  why  AlumaROLL  gives  you  a  prettier 
profit  picture!  A  more  lasting  one,  too— for  AlumaROLL 
is  here  to  stay  —  here  to  sell  and  keep  selling!  Our 
company  is  strong  and  respected  —  so  we  want  outstand¬ 
ing  dealers  and  distributors  in  each  territory  we  add. 
If  you  qualify,  and  want  the  opportunity  of  a  lifetime 
in  a  lifetime  business,  write  today  for  details  about  any 
territory  you’re  interested  in. 


Phon*  Rutharford  2*7400 


&  Home  Improvement  Dealer 
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Attractive  Grillework  Sells  More  Doors 


Some  Interesting  highlights  on  how  the  revival 
of  an  ancient  art*  is  helping  dealers  sell  today 


By  CHARLES  WILSON 
Dec-O-Grilles.  Inc. 


rpHE  very  keen  interest  in  the 
revival  of  art  srrillework  in 
America  is  a  sijrn  full  of  promise 
and  profit  to  those  in  the  home  im¬ 
provement  field.  Did  you  ever  stop 
to  think  how  greatly  you  are  in¬ 
fluencing  the  appearance  of  Amer¬ 
ica’s  streets  and  houses! 

In  this  connection  it  is  interest¬ 
ing  to  look  into  the  past,  particu¬ 
larly  to  those  centuries  known  as 
the  Middle  Ages,  in  w'hich  the 
handicrafts  flourished.  Decorative 
art  grillework  is  well  defined  by 
Russel  Sturgis  as  “.  .  .  fine  art  ap¬ 
plied  to  the  making  beautiful  or 
interesting  that  which  is  made  for 
utilitarian  purposes.” 

Many  people  have  the  impres¬ 
sion  that  the  more  ornate  a  grille 
is,  the  more  w'ork  has  been  lav¬ 
ished  upon  it.  There  never  was  a 
more  mistaken  idea.  The  plain  sur¬ 
face,  or  the  neat  fitting  of  parts 


together,  is  infinitely  more  diffi¬ 
cult  than  adding  a  florid  casting  to 
conceal  clumsy  w-orkmanship. 

A  craft  may  easily  be  practised 
without  art,  and  still  serve  its  pur¬ 
pose;  the  alliance  of  the  two  is  a 
means  of  giving  pleasure  as  well 
as  serving  utility.  But  it  is  a  mis¬ 
take  to  suppose  that  because  a  de¬ 
sign  is  artistic,  its  technical  ren¬ 
dering  is  less  important. 

Customer’s  Tastes 

It  is  well  to  bear  in  mind  that 
your  customers’  tastes  vary  great¬ 
ly.  The  design  must  be  adapted  to 
the  material  and  your  customer’s 
artistic  sense.  The  purchase  of  a 
grille  is  an  expression  of  person¬ 
ality.  Many  a  door  sale  has  been 
lost  because  there  was  a  lack  of 
appeal  in  the  choice  of  grilles 
offered. 

A  wide  variety  of  door  grilles  mokes  selling 
easier.  Shown  on  this  page  are  just  a  few  of 
the  many  attractive  designs  available  today. 
Sale  potential  of  door,  right,  for  example, 
is  increased  enormously  with  addition  of 
grillework. 


Due  to  the  ravages  of  rust,  very 
few  of  the  early  specimens  of  iron 
work  have  come  down  to  us  from 
very  early  time.  Grilles  were  used 
in  France  and  England  on  cathe¬ 
drals  about  1300  A.D.  The  earliest 
(Christian)  grille  is  a  pierced 
bronze  .screen  in  the  Church  of  the 
Nativity  in  Bethlehem.  Grilles  were 
formed  by  the  smith’s  taking  an 
iron  bar  and  under  inten.se  heat, 
splitting  it  into  various  branches, 
each  of  which  was  twisted  in  a 
different  w'ay.  Another  method  was 
to  use  the  bar,  and  by  w’elding  on 
(Continued  on  Page  233) 
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AMERICA’S  BIG  PROFIT 
SIDING! 


THE  TRADITIONAL  LAP  SIDING 
WITH  THE  PRE-PAINTED 

Baked  Enamel  Finish 


&  Home  Improvement  Dealer 


. ...  NOT  A  SUBSTITUTE,  BUT 
A  RICH,  FULL  8  INCH  LAP  SIDING 
THAT  ENHANCES  THE  BEAUTY  OF 
ANY  TYPE  HOME-OLD  OR  NEW 


—  SvM^ec  “Pnotiem 


n  ni  I  K 

7-3250 


NATIONAL  DISTRIBUTORS 
3180  BELMONT  AVENUE  .  YOUNGSTOWN,  OHIO 


Dromafic  use  of  sliding  doors  giving  full 
view  of  home  garden  and  pool  is  shown  left. 

Illustrations  courtesy  I'ista  Sliding  Door  Co. 


From  -  Data  Furnished  By 
Vista  Sliding  Door  Co. 


A  S  soon  as  steel  was  available 
^  after  the  war,  sliding  glass 
doors  were  introduced  to  the  archi¬ 
tects,  builders  and  specialty  dealers 
as  a  means  of  more  effectively 
using  glass  in  residential  building. 
They  were  at  first  used  only  in  the 
larger  and  most  modernly  designed 
homes,  but  currently  are  being  used 
in  homes  of  almost  every  type  and 
price  class.  Sliding  glass  doors  are 
used  in  the  living  room,  dining 
room,  den  or  bedrooms  leading  out 
to  the  patio,  sundeck,  terrace,  yard 
or  swimming  pool.  They  are  gener¬ 
ally  used  as  exterior  doors,  but  in 
some  instances  have  also  been  used 
inside  between  two  rooms. 

Probably  half  of  the  larger 
homes  built  in  the  Los  Angeles 
area  in  the  past  five  years  have  one 
or  more  sliding  glass  doors,  rang¬ 
ing  in  size  from  6  feet  to  30  feet 
wide,  and  from  the  conventional 
6'8"  high  to  8  or  9  feet  high.  These 
glass  doors  or  walls  provide  a 
maximum  of  light  and  ventilation, 
and  the  indoor-outdoor  living,  and 
add  materially  to  the  beauty  of  the 
home.  When  used  in  small  rooms, 
the  opening  which  is  larger  than 
people  are  accustomed  to,  tends  to 
{Continued  on  Page  236) 


Center  photo  reveals  how  sliding  glass 
doors,  once  used  only  in  the  largest  homes, 
have  now  found  their  way  into  the  smaller, 
moderately-priced  home. 


Unequalled  indoor-outdoor  living  is  secured 
through  the  use  of  the  immense  sliding 
glass  doors  in  the  home  illustrated  left. 


I 


OLD  QUAKER 

WEATHER-TEX  PROCESS 


Contains  PLIOLITE  S-5* 
GOODYEAR 
Synthetic  Rubber  Resin 


THE  COMMON  SENSE  COATING  FOR  SIDEWALLS 

(ANY  SURFACE) 


^  No  financing  Difficulties 
^  No  Application  Difficulties 

^  No  Equipment  Difficulties 
^  Proven  Customer  Satisfaction 


Find  out  about  the 
Weother-Tex  Process  NOW. 
You  may  be  in  time  to 
sign  up  your  entire 
area  franchise.  Act  NOW. 

‘Pliolite  TM  The  Goodyeor  Tire  &  Rubber  Co.,  Akron,  Ohio. 

Write  to: 


OLD  QUAKER  PAINT  COMPANY 

1977  Blake  Avenue 
Los  Angeles  39,  California 
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FOR  GREATER  PROFITS 


nobody 

but1(0TA 

fills  your 
screen-storm 

needs  100% 


NOBODY’ BUT  KOTA 
has  storm  windows  and 
screens  with  the  popular 
KOTA-Exclusive  features 
...for  every  type  of  prime 
window. 


NOBODY  BUT  KOTA 
has  two  large  plants  to  fill 
your  orders  and  a  fleet  of 
trailer  trucks  to  insure  on 
time  delivery. 

NOBODY  BUT  KOTA 
helps  you  sell  every  step 
of  the  way  thru  advertis¬ 
ing  and  assured  satisfac 
tion. 


p 


106 


JULY  1953  BUILDING  SPECIALTIES 


SLIDE  3  TRACK 

ALUMINUM 

COMBINATION 

SCREEN-STORM 

WINDOW 

The  only  all  welded 
storm  window  with 
interlocked  corners. 
Patent  Pending 


ALL  EXTRUDED 

ALUMINUM 

COMBINATION 

SCREEN-STORM 

DOOR 

with  exclusive 
extruded  corner 
assembly— proven 
by  many  years  of 
successful  use 
and  thousands  of 
satisfactory 
installations. 


HORIZONTAL  SLIDING  SASH  WINDOW 
.  FOR  RANCH  HOMES 

An  all  extruded  window  with  removable 
sash  for  cleaning  and  ventilation  . . . 

welded  master  frame _ glazed  with 

coroseal  and  easily  reglazed  . . .  weathertight 
weep  holes. 


KOTA-JAL 

LOUVERED 

WINDOWS 

Exclusive  adjustable 
tension-seal  provides 
positive  sealing  . . . 
complete  weather¬ 
stripping  .  .  .  locks 
in  any  position  . . . 

designed  for 
installation  in  any 
climate ...  all  sizes. 


.  .  .  PHONE, 
WIRE 


PRODUCTS,  INC 


NORTH  COUNTRY  ROAD,  ROCKY.  POINT,  L.  J.,  N.  Y.  Tel.  SHoreham  4-2864 


Outside  Kasement  All  Alu¬ 
minum  Storm  Windows 
built  onto  the  home  to  pro¬ 
tect  yaw  prime  window. 


Kata's  ail  Eitnitfad  Aluaii- 
aam  Daabla-Nans  Prlaia 
Windaw  with  tap-qaality 
pallmaa  halanca  caatral. 


All  Extruded  Self-Storing 
Economy  Storm  Window 
for  double  bung  units. 


Kota  3  Track'Self-Stering 
Storm-Screen  Window  for 
horizontal  sliding  units. 
(Also  economy  hanging 
panelsJ 


&  Home  Improvement  Dealer 


Hints  to  Salesmen 

{Continued  from  Page  32) 

3/  Leave  your  card  and  I’ll  call 
you. 

4.  I  haven’t  got  the  money. 

5.  I’m  going  to  paint  the  house. 

6.  I’d  like  to  buy  them  but  we 
are  loaded  with  debts. 

7.  Give  me  10%  discount  and 
I’ll  pay  cash  right  now. 

8.  I’ll  look  at  some  other  storm 
windows  first  and  let  you 
know. 

9.  I  don’t  have  any  money  to 
pay  down,  see  me  on  payday 
and  I’ll  okay  your  order. 

10.  I’m  going  to  sell  the  house, 
etc.,  etc. 

The  one  objection  that  has  sty¬ 
mied  more  salesmen,  even  good 
ones,  let  alone  beginners,  is:  “I’ll 
think  it  over.”  So  let’s  say  that 
the  customer  advances  this  particu¬ 
lar  objection  to  Mr.  Salesman.  I 
say,  men,  on  every  objection  you 
are  only  120  seconds  away  from 
a  close.  At  this  point  your  first 
push  will  knock  him  over. 


It's  no  magic  alchemy  —  it's  better  than  that!  The 
boys  at  Vulcan  have  carefully  planned  the  whole  opera¬ 
tion  from  factory  to  fabricator.  Standard  sides  and 
widths  in  specified  lengths  (over  8  foot)  are  shipped  — 
every  sash  easily  made  without  any  waste  or  expensive 
inventory  of  deod  stock.  Makes  all  stock  a  profit  item. 

Vulcan  has  streamlined  their  method  of  shipping  — 
any  size  order  packed  and  shipped  within  a  week! 
Fabrication  is  simple  and  easy  —  no  expensive  tools 
are  needed.  Trouble-free  installation  will  eliminate 
costly  service  calls  that  cut  deep  into  profits. 

Vulcan's  Superior  Storm  Sash  has  "it”.  It's  made  by 
one  of  the  industry's  finest  names  —  VULCAN. 

Call,  write  or  wire  today  for  complete  dope  on  how 
you  can  start  coining  dough  immediately. 


CALL,  WRITE,  OR  WIRE 


PRODUaS 


2801  6TH  AVE.,  SOUTH  BIRMINGHAM,  ALA. 

Telephono  4-S424 


Interest  Wife 

Turn  to  Mrs.  Smith  with  your 
sample  in  your  hand  and  say,  “You 
do  like  these  windows,  don’t  you, 
Mrs.  Smith?”  On  her  murmur  of 
“Yes”  turn  to  Mr.  Smith  and  say, 
“And  I  ktwtv  you  like  them,  Mr. 
Smith.” 

(NOTE:  I  take  Mrs.  Smith’s  lik¬ 
ing  the  wondow  as  an  “assent  to 
buy”  and  I  work  on  the  sales  prin¬ 
ciple  that  whatever  “Momma”  likes 
“Poppa”  naturally  must  agree  to.) 
Then  I  say,  “Well,  Mr.  Smith,  since 
you  both  like  the  window’  there  is 
really  nothing  to  think  over.  Right 
on  that  line,  Mr.  Smith,  and  please 
write  legibly.” 

But  he  backs  up  and  says,  “No, 
really  I’ll  have  to  think  it  over.” 
Now  you  go  into  your  second  at¬ 
tempt  to  close  with  him. 

“Mr.  Smith,  you  like  the  alumi¬ 
num  frame.  (Make  him  at  lea.st  nod 
{Continued  on  Page  216) 
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Doors  In 

COMBINES  I _ 

^SCREEN  DOOR  •STORM  DOOR 


Jalousie 

Doors 


0PRIME  DOOR 


KELCO  JALOUSIE  DOORS  incorporate  the 
same  weather-tight  features  as  in  the 
KELCO  JALOUSIE  WINDOWS  (see  other 
side  for  details). 


KELCO  offers  you  America’s  most  beau¬ 
tiful  and  practical  Jalousie  Door. 


KELCO  permits  controlled  ventilation  with 
a  locked  door  and  privacy  with  clear  or 
obscure  glass. 


KELCO  gives  prowler  and  weather  pro¬ 
tection. 


KELCO  Screens  and  Storm  Sash  are  inter¬ 
changeable.  30  second  changeover  is 
done  from  the  inside. 


KELCO  JALOUSIE  WINDOWS  AND 
DOORS  are  ideal  for  all  prime  installa¬ 
tions  —  breeieways  —  perches  — 
bathreems  —  living  reems  —  kitchens 
—  bedreems  —  effices  —  etc. 


WRITE  •  WIRE  or  PHONE 
TODAY  FOR  FURTHER  INFORMATION 

EXCLUSIVE  TEimiTOillES  OKN  TO 
ALERT  DEALERS  AND  DISTRIBUTORS 


The  KELLEHER  COMPANY 

2525  HART  ST. 

DETROIT  14,  MICH. 

Phon«  VALLEY  2-3554 


Pr i nted 
in 

U.S.A. 


BE 


U 


Weathersure” 


“TRIPLE-ACTION”  Stainless  Steel 
Weatherstrip  Creates  a  Tight  Baffle 
Seal  Along  the  Jamb. 


Stainless  Steel  Glass  Slat  Cush¬ 
ion  is  Self-Compensating  for  Even 
Closing  Pressure  Throughout. 


Stainless  Steel  Sill 
Weatherstrip  for  Positive 
Seal. 


WITH 


REASONS 

^Wi/^/cO  SERVES 

YOU  DURING 
ALL  SEASONS 


SUMMER 

COMFORT 


ACTION 


Jalousie 

Windo 


WINTER 

WARMTH 


Stainless  Steel  Head 
Weatherstrip  for  Positive 
Seal. 


Pot.  f*nd. 


KELCO  JALOUSIES  ore  DEFINITELY 
WEATHER-TIGHT  EVERYWHERE. 


Specially  designed  for  colder  climates 
.  .  .  are  perfect  for  ALL  climates. 

KELCO  Screens  and  Storm  Sash  are  interchange¬ 
able.  30  second  chongeover  is  done  from  the 
inside. 


e 


The  KELLEHER  COMPANY  .  2525  hart  st..  Detroit  14,  MICH. 


Adoption  of  "Code  of  Ethics"  Seal  Also  Expected 
to  insure  nationwide  legitimate  selling  methods 


rpHE  Board  of  Directors  of  the 
-I-  National  Metal  Awning  Asso¬ 
ciation,  with  authority  from  the 
general  membership,  is  now  at¬ 
tempting  a  unique  experiment 
which,  if  successful,  will  insure 
nationwide,  legitimate  selling 
methods  and  should  increase  and 
prolong  the  current  high  peak  of 
consumer  acceptance  for  metal 
awnings. 

After  a  year  of  drafts  and  re¬ 
drafts,  the  follow’ing  simple  Code 
of  Ethics  was  formally  adopted  by 
the  Association  in  its  annual  mem¬ 
bership  meeting  in  St.  Louis  in 
January,  1953: 

All  members  of  the  Association 
must  sign  an  agreement  with  the 
Association  in  which  they  pledge 
themselves  to  abide  by  this  Code 
of  Ethics: 

1.  Build  into  our  product 
everything  that  is  claimed 
for  it  or  which  could  rea¬ 
sonably  be  expected  by  our 
customers. 

2.  Conduct  our  advertising 
in  an  honest  and  dignified 
manner;  devoid  of  unfulfil- 
lable  claims,  misleading  or 
ambiguous  statements. 

3.  Maintain  a  sales  policy 
based  upon  the  advantages 
of  permanent  metal  awn¬ 
ings  and  our  own  product 
rather  than  the  faults  of 
others. 

4.  Constantly  strive  to  serve 


the  public  through  better 
products,  better  service, 
and  greater  value. 

5.  Demand  that  o  ir  sales  rep¬ 
resentatives,  dealers,  and 
agents  adhere  to  this  Code 
of  Ethics. 


The  American  consuming  public 
has  been  urged  in  ads,  which  have 
appeared  in  the  Saturday  Evening 


Membership  seal  odophid  by  the  National 
Metal  Awning  Association. 


Post,  Better  Homes  and  Gardens 
and  House  Beautiful,  to  look  for 
this  Seal  when  they  buy  metal 
awnings  and  have  been  told  that 
it  is  their  assurance  of  a  square, 
ethical  transaction.  The  primary 
purpose  of  this  national  advertis¬ 
ing  is  to  lend  encouragement  to 
association  members  and  to  pro¬ 
mote  legitimate  selling  of  metal 


awnings.  The  goal  is  to  make  the 
Seal  an  emblem  of  integrity. 

The  power  of  the  American  con¬ 
sumer  is  an  important  weapon  in 
support  of  the  legal  use  of  this 
Seal.  When  the  consuming  public 
gets  suspicious  of  selling  methods, 
there  is  an  inevitable  reflection  on 
the  overall  industry.  To  prevent 
this  an  intelligent  national  pro¬ 
gram  deliberately  designed  to  gain 
the  confidence  of  the  American 
consuming  public  will  directly 
benefit  not  only  the  industry,  but 
al.so  the  companies  participating  in 
such  a  program. 

The  Association  has  established 
a  procedure  which  .sets  forth  in 
detail  the  maimer  in  which  its 
members  who  are  participating  in 
this  program  should  u.se  the  Seal 
for  their  own  advantage.  Specific 
hints  are  given  for  employing  the 
Seal  in  local  new'spaper  adverti.se- 
ments,  on  television  and  radio 
shows,  on  letterheads  and  business 
cards  and  by  salesmen  who  are 
permitted  to  .say  that  they  are  rep¬ 
resenting  a  qualified  member  of 
the  N.M.A.A.  who  is  entitled  to 
u.se  its  membership  seal  as  adver¬ 
tised  in  the  Saturday  Evening  Post. 

Policing  on  the  correct  use  of, 
the, Seal  is  done  by  the  members 
themselves  under  the  honor  system 
but  the  Board  of  Directors  have 
authority  to  deny  its  use  to  any 
firm  who  has  violated  any  provi¬ 
sion  of  the  Code  of  Ethics.  Mem¬ 
bers  are  authorized  and  requested 
to  report  any  illegal  or  incorrect 
use  of  the  Seal.  Such  a  report  is 
referred  to  a  special  Executive 

(Continued  on  Page  182) 
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ill 


First  photo  above  shows  a  double  rollaway  enclosure  for  on  Second  and  third  photos:  double  rollaway  enclosures  for  S'/j 


open-end  tub.  Panels 


rough"  glass.  One  stationary  end  panel  on  buttress,  two  roll¬ 
ing  panels  on  S'  tub. 


glass.  Tubs  are  old-fashioned  round-rim  type.  No  speciol  in¬ 
stallation  required. 


■  j  j. 


Open-end  Tub  Enclosures 


By  BOB  ROBBINS 
General  Manager 
Shower  Door  Co.  of  America 


These  popular  enclosures  return  o  generous 
profit  and  are  easily  installed 


A  LL  of  u.s  in  or  allied  with  the 
building  trade  and  home  im¬ 
provement  industry  are  aware  that 
significant  trends  are  being  estab¬ 
lished  within  the  industry.  From 
the  unprecedented  building  boom 


now'  in  its  seventh  year,  and  w'hich 
shows  no  sign  of  immediate 
cessation,  certain  patterns  have 
emerged. 

For  instance,  Americans  want 
their  own  individual  homes,  rather 


Left:  Corner  neo-angle 
tub  enclosure;  swan 
design  on  clear  gloss. 


than  being  cooped  up  in  apartment 
houses.  New  construction  reports 
show’  that  the  percentage  of  mul¬ 
tiple-unit  dwellings  has  dropped 
like  a  lead  balloon,  w’hereas  single¬ 
unit  construction  has  climbed  ac¬ 
cordingly.  People  will  now'  cheer¬ 
fully  drive  forty  miles  to  their  jobs, 
for  the  privilege  of  having  their 
own  hofne  and  a  back  yard  to  mow. 

People  are  concerned  with  com¬ 
fort,  with  spaciousness,  w’ith  “room 
for  living.”  Families  in  the  mil¬ 
lions  of  small  homes  built  since 
the  w'ar,  having  contributed  their 
share  to  the  national  population  in¬ 
crease,  now’  need  another  bedroom, 
another  bath,  more  living  area. 
Families  in  older  homes  w'ant  the 
advantage  of  newer  type  construc¬ 
tion,  the  conveniences  upon  which 
today’s  home  buyers  insist. 


Photos  courtesy  Sho7ccr  >Door  Company  of  Amer¬ 
ica. 
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Prominent  among  the  conve¬ 
niences  most  desired  is  a  second 
bathroom.  With  Pop,  and  often 
Mom,  hurrying  off  to  work  each 
day,  with  the  “babies”  of  yester¬ 
day  suddenly  grown  to  school¬ 
going  age,  one  bathroom  becomes 
a  veritable  bottleneck.  Smart  build¬ 
ers,  knowing  this,  are  now  putting 
two  baths,  or  a  bath  and  a  half 
(shower  stall  instead  of  tub)  in 
even  their  modest  price  houses. 

Convenience 

Bathrooms  must  be  comfortable, 
for  comfort  and  convenience  are 
all-important.  They  must  also  be 
attractive  in  appearance,  for  your 
guests,  more  often  than  not,  have 
occasion  to  wash  their  hands  or 
powder  their  noses  there.  As  evi¬ 
dence  of  this,  bathroom  fixture 
manufacturers  are  finding  it  prof¬ 
itable  to  design  their  fixtures  w'ith 
all  the  care  and  finesse  of  the  auto 
manufacturers.  You  may  choose 
your  fixtures  in  white  or  a  wdde 
range  of  pastels  and  colors.  Your 
bathtub  may  be  anywhere  from 
38"  long  to  six  feet,  (5  foot  tubs 
are  most  popular)  and  may  be  re¬ 
cessed,  open-end,  neo-angle,  or  but¬ 
tressed  at  both  ends. 

With  comfort,  with  convenience, 
with  attractiveness,  comes  the  in¬ 
evitable  and  increasing  demand 
for  water-tight  shower  enclosures. 
Automobiles  with  flappy,  leaky 
curtains  gave  way  to  cars  with. 


Above:  Double  rollawoy  open-end  tub 
enclosure  for  5'  tub.  Gloss  in  panels  is 
clear  with  Swan  sand-carved  design. 
Small  stationary  panel  is  obscure  Peb- 
blex,  large  stationary  panel  is  semi- 
obscure  Velvex. 

Photo  and  sketches  courtesy  Sluncer  Door  Com- 
f'aiiy  of  .‘Imrrica. 


water-tight  glass  windows.  Dis¬ 
cerning  homeowners  are  throwing 
out  dank,  drippy  shower  curtains 
for  attractive,  draft-free,  water¬ 
tight  enclosures  of  glass  and  alu¬ 
minum,  Mom  and  Dad  are  tired  of 
clammy,  smelly,  bacteria  -  ridden 
curtains ;  the  swabbing  -  up  of 


watery  floors  after  each  shower. 
They  want  something  that  looks 
good  and  that  does  a  job. 

Fortunately,  good  tub  enclosures 
are  available.  Stock  units  are 
made  for  any  shower  stall  open¬ 
ing,  wide  or  narrow.  Regardless  of 
(Continued  on  Page  184) 


STATIONARY  END  PANEL  . 


ISOMETRIC  VIEW 

•  V  :  TMC  ^MOWCR  OOOR  COP^PANV  OF  AMSR'CA 


WALL 


av:  THC  SMOwen  door  coi^panv  of  amcaica 
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Bigger  and  Better  Venetian  Blinds  Made  of  Alnminnm 


By  MILTON  COMICK 
Advertising  Mcmager 
Hunter  Douglas  Corp. 


^  lions  of  Venetian  blinds  on  all 
types  of  windows,  we  realize  that 
practically  all  of  them  are  made 
with  metal  slats  and  most  of  us 
take  it  for  prranted  that  such  was 
always  the  case. 

A  short  look  back,  however, 
proves  that,  prior  to  the  mid- 
1930’s,  nearly  all  Venetian  blinds 
were  made  with  slats  of  wood.  The 
first  metal  slats  for  use  in  blinds 
were  developed  after  the  mid- 
1930’s.  At  that  time,  because  of 
the  availability  of  that  material, 
the  slats  w’ere  made  with  steel. 


To  create  illusion  of  height,  blinds  can  be 
hung  ceiling  to  floor. 


In  1945,  the  first  aluminum  slats 
for  Venetian  blinds  were  put  on 
the  market.  As  a  result  of  im¬ 
proved  manufacturir^  techniques, 
the  once  expensive  aluminum  slat 
blinds  were  brought  into  a  price 
range  where  they  w'ere  on  a  com¬ 
petitive  basis  with  steel  and  wood. 
Even  though  they  were  higher- 
priced,  the  many  advantages  which 
the  consumer  could  find  in  alumi¬ 
num  slats  over  wood  and  steel 
made  them  readily  acceptable. 

The  growth  of  aluminum  in  this 
industry  during  the  past  eight 
years  has  been  nothing  short  of 
phenomenal.  Since  its  introduction 
into  the  Venetian  blind  field,  alu¬ 


minum  slat  material  has  been  im¬ 
proved  to  a  point  where  it  has 
greater  resilience  than  steel  Vene¬ 
tian  blind  strip. 


AS  we  look  around  at  the  mil- 

lirkna  vonotian  KlinHc  /^n  oil 


To  widen  a  window,  wide  blinds  ore  used  to 
sill,  short  curtains  on  wall. 


Special  processes  have  been  de¬ 
veloped  to  provide  a  bond  between 
the  enamel  finish  and  the  metal 
which  is  even  stronger  than  that 
available  on  steel  Venetian  blind 
strip. 

Because  of  aluminum’s  light 
weight — one-third  that  of  wood  or 
steel — it  is  now  possible  to  make 
large  blinds  with  simple  operating 


hardware,  which  would  have  been 
impracticable  with  steel  and  wood 
slats.  This  lighter  weight,  plus 
aluminum’s  famous  non-corrosive 
qualities — assures  longer  wear  be¬ 
cause  of  less  strain  on  operating 
parts,  tapes  and  cords.  Top  and 
bottom  rails  of  aluminum  are  less 
cumbersome  and  more  attractive. 

Demonstrable  features  such  as 
these  and  the  obvious  advantages 
inherent  to  aluminum  have  made  it 
so  desirable  that  approximately  a 
billion  lineal  feet  of  aluminum  Vene¬ 
tian  blind  strip  is  now  being  pro¬ 
duced  each  year  for  the  industry. 
Aluminum  can  be  found  today  not 
only  in  the  most  expensive  blinds, 
but  also  in  some  low'er  priced  stock 
blinds. 

All  the  Venetian  blinds  produced 
each  year  laid  end  to  end  would, 
theoretically,  go  around  the  world 
eight  times. 


Right:  Venetian 
blinds  effectively  con¬ 
trol  light  and  ventila¬ 
tion  yet  permit  com¬ 
plete  privacy  if  de¬ 
sired.  Light  and  <ji;r 
can  be  admitted,  yet 
tlie  sun  kept  out  to 
prevent  fading  of 
curtains  and  draper- 


f^hoto  courtesy  of  Hunter 
l'>ougias  (  orp. 
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In  riie  kitchen  above,  plastic  tile  has  been  installed  ceiling  to  Plastic  tile  may  also  be  used  effectively  to  cover  part  of  a 

floor.  Note  attractive  double-line  contrasting  border  at  top.  wall  (above).  Alternate  black  squares  form  border  pattern. 


The  Non-Ceramic  TUe  Revolution 


From  Data  Furnished  By 
The  Non-Ceromic  Tile  Assoc. 


SINCE  the  days  of  the  Roman 
Empire  where  tile  received  tre¬ 
mendous  emphasis  as  a  building 
material,  the  use  of  this  substance 
has  had  widespread  influence  in 
building.  But  through  the  years, 
there  was  little  emphasis  on  im¬ 
proving  or  widening  the  field  of 
tile. 

However,  since  the  turn  of  the 
20th  century  some  men  began  to 
devote  their  attention  to  the  prob¬ 
lem  of  making  better  and  more 
economical  tile.  During  this  devel¬ 
opment,  a  curious  thing  happened. 
Men  engaged  in  this  type  of  re¬ 
search  and  production  discovered 
as  they  went  on  that  tiles  of  vari¬ 
ous  new’  materials  could  be  pro¬ 
duced  that  had  distinct  advantages 
and  tremendous  potentials. 

Some  progress  in  metal  and  plas¬ 
tic  tiles  w’as  made  during  that  pe- 

Photos  courtesy  Non-Ceramic  Tile  Assoc. 

In  fhe  bathroom  installation,  right,  two 
types  of  plastic  tile  have  been  used,  a  plain 
one  for  the  bathroom  proper  and  a  pat¬ 
terned  variety  for  the  both  and  shower  stall. 


riod,  but  it  wasn’t  until  just  before 
and  immediately  after  World  War 
II  that  non-ceramic  tile  began  to 
make  real  progress.  Some  work 
using  plastic  as  the  material  was 
done  in  1940  when  a  thin  type  of 
plastic  tile  was  cemented  to  a  back¬ 
er  board  designed  to  give  the  mate¬ 
rial  depth.  Metal  tiles  were  handi¬ 
capped  by  the  war  effort  and  the 


metal  shortage  which  prevented 
too  much  progress  in  this  line, 
although  metal  tile  was  marketed 
before. 

The  basic  problem  confronting 
manufacturers  of  non-ceramic  tile 
lay  in  the  lack  of  a  completely  sat¬ 
isfactory  mastic  or  adhesive  which 
could  be  depended  upon  to  hold  the 
material  to  either  Iward  or  w’all 


the  gaupe  or  thickness  of  the  tile. 
This  sheeting  is  then  die  cut  to 
form  the  individual  pieces  of  tile. 
In  some  cases,  especially  for  resi¬ 
dential  kitchens  and  for  use  in  com¬ 
mercial  establishments  like  restau¬ 
rants,  the  aluminum  sheet  is  die 
imprinted  to  show  the  tile  outline 
while  the  actual  installation  is  done 
with  the  entire  sheet  cut  to  fit  in¬ 
dividual  requirements  on  the  job. 
In  either  cutting  the  individual  tile 
or  imprinting  the  sheet,  a  burnish¬ 
ing  process  follows  which  leaves 
the  metal  with  a  high  finish  add¬ 
ing  gloss  and  luster.  A  baked-on 
enamel  is  then  applied. 

Plastic  tile  development  received 
a  great  deal  of  assistance  through 
the  development  of  polystyrene,  a 
plastic  material  made  for  the 
United  States  Air  Force  during 
World  War  11.  The  Air-Force  was 
looking  for  a  material  that  would 
withstand  extremely  low  tempera¬ 
tures.  This  material  would  be  used 
for  dash  boards  and  cowlings  in 
airplane  cockpits.  The  problem  was 
simply  this ;  other  materials  al¬ 
ready  tested  for  this  use  had  crys- 
talized  and  shattered  under  the  ex¬ 
tremely  low  temperature  of  the 
Arctic  regions.  There  was  also  a 
factor  of  pilot  safety  considered 
in  finding  the  material,  since  often 
in  emergency  landings,  fliers  struck 
their  heads  against  the  dash  or 
cowl. 

Styrene 

Polystyrene — or  simply  styrene 
was  the  solution  to  this  problem. 
Because  of  the  extremely  low  rate 
of  water  absorption  and  stability 
under  low 


Commercial  use  of 
p!astic  tile  is  shown 
left;  white,  gleaming, 
easy-to-clean  plastic 
tile  walls  are  ideal 
for  the  supermarket 
(1st  photo)  and  the 
meat  market  <2nd 
photo). 


Below:  unusual  and 
interesting  use  for 
plastic  tile  is  shown 
in  this  installation  of 
an  elevator  interior. 


Photos  roiiitrsy  Wm-Ccramic  Tile  .-Issoc. 


tightly  enough  for  a  long  period  « 
withstanding  extreme  changes  of  m 

temperature.  ^ 

About  H)15,  tile  installations  be- 
ga)i  to  fall  off  because  the  white  ^ 

lead  and  oil  used  in  making  the 
mastic  then  in  use  became  critical.  | 

The  substitute  caused  installers  to  ^ 

lose  sales  and  money  because  of  -S 
the  constant  repairs  on  jobs  sup-  a 

posedly  guaranteed.  2 

In  the  next  18  month  period, 
the  mastic  problem  was  solved  to  ||H 
a  large  degree  by  the  introduction 
of  a  new  resin  based  mastic  which 
with  certain  improvements  is  the  IH 
basic  type  u.sed  today.  From  that  of  n 
point  on,  non-ceramic  tile  installa-  ture 

tions  began  to  increase.  Manufac-  grea 
turers  in  the  plastic  field  found  sty-  sibil 
rene.  Metal  manufacturers  found  in 
and  worked  on  better  aluminum  and  Kno 
steel  alloys  and  the  Tile  Revolu-  clud 
tion  had  begun.  coat 

Today,  many  types  of  non-  boar 
ceramic  tile  are  being  manufac-  staii 
tured  and  installed  daily  with  grow-  zinc, 
ing  consumer  acceptance  a  proven  Aluminum  tile  is  manufactured 
fact.  from  sheet  produced  through  a 

There  are  about  seven  basic  types  rolling  process  which  establishes 


and  moderately  high 
being  manufac-  temperatures  in  the  finished  prod- 
:hem  show  even  uct,  it  w^as  found  to  be  an  excellent 
ipplication  pos-  material  for  injection-molded  plas- 
arid  experience  tice  tile  after  World  War  II  had 
i  1  e  increases,  ended. 

lable  today  in-  Plastic  tile  is  made  from  a  pow- 
plastic,  plastic  der  which  is  forced  under  pressure 
1,  plastic  coated  by  a  plunger  through  a  heating 
coated  metal,  chamber  into  the  die.  The  die  is 
i  roller  coated  watercooled  and  when  opened  yields 
the  molded  shape. 

By  using  styrene  in  powder  form 
plastic  tile  can  be  produced  in  vir- 
{Continued  on  Page  186) 
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Above:  View  of  the  Levittown  Home  Improvement  Center.  It  is  o  replica  of  the  Levittown 
House  itself,  with  the  some  roofing,  siding  and  side-sliding  prime  windows  which  ore 
standard  on  oil  houses. 


Diversity  of  Products  and  Services  Is 
Key  to  this  Levittown  Dealer's  Success 


Center  is  well  known  to  Levittown- 
ers  who  pass  by  on  their  way  to 
town  or  Philadelphia,  w'here  many 
of  them  work.  The  salesmen  can 
thus  demonstrate  the  Alwintite 
storm  windows  and  screens,  and 
wooden  or  aluminum  door  combina¬ 
tions  ripht  on  the  building  itself, 
with  the  customer  getting  an  exact 
idea  of  the  eventual  appearance  of 
his  own  house. 

The  company  u.ses  and  installs 
the  identical  materials  of  the 
original  houses,  the  Colorbestos 
siding  and  the  wall  partitions  with 
the  exclusive  high  pressure  Flex- 
tone  stipple  paint. 

A  side  basket  that  the  company 
is  beginning  to  put  some  of  its  eggs 
into  is  the  slightly  more  distant 
{Continued  on  Page  196) 


Another  service,  which  has 
brought  the  name  “Add-a-room 
O’Reilly”  to  the  company’s  promo¬ 
tion  and  earned  a  two-page  spread 
in  Look  magazine,  is  the  convert¬ 
ing  of  car  ports  to  porches,  storage 
space  to  bedrooms,  and  open  space 
to  living  space.  Much  of  this  work 
is  ordered  and  completed  before 
the  purchaser  moves  in. 

The  very  appearance  of  the  Cen¬ 
ter’s  store  and  showToom  displays 
its  main  function  —  to  cater  to 
Levittown  needs.  The  outside  is  a 
replica  of  the  Levittowm  house  it¬ 
self,  with  the  .same  roofing,  siding, 
and  General  Bronze  side-sliding 
prime  windows  all  around,  which 
are  standard  on  all  houses. 

Located  right  on  the  Bristol  Pike, 
Route  13,  on  the  edge  of  town,  the 


Dun  O'Reilly  and  Sid  Kirsch  of  the  Levit- 
town  Home  Improvement  Center. 


By  O.  J.  MARR 
Special  Correspondent 
Building  Specialties 


A  LL  their  eggs  are  in  one  basket, 
but  there  are  a  lot  of  different 
kinds  of  eggs.  That’s  the  situation 
of  the  Levittown  Home  Improve¬ 
ment  Center,  located  in  the  thriv¬ 
ing  Delaw^are  River  triangle  on  the 
outskirts  of  Bristol,  Pa.  The  big 
basket  is  the  new'  Levittown  Hous¬ 
ing  project  nearby  and  the  eggs 
are  the  various  services  which 
partners  Dan  O’Reilly  and  Sid 
Kirsch  perform  for  the  new  resi¬ 
dents — installing  storm  windows, 
doors,  and  screens, 'air  condition¬ 
ing  units,  blinds,  prefabricated 
concrete  outdoor  barbecues,  bam¬ 
boo  drapes,  gardening  equipment, 
and,  not  the  least  important,  di.s- 
tinctive  markers  for  houses  where 
it  is  not  too  hard  to  make  a  mis¬ 
take,  with  perhaps  serious  conse¬ 
quences. 


Right:  Example  of  finished  garage  coH' 
version  in  place  of  the  usual  Levittown  car¬ 
port. 
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You  have  never  seen  its  equal.  No  other 
lockset  for  metal  combination  doors  offers 
you  so  much.  Real  cylinder  lock  security. 
Knob  not  removable  from  outside  and 
spindle  cannot  be  pushed  inward.  Latch  bolt 
permanently  retained  in  tube  and  tube 
rigidly  secured  in  stile  by  exclusive  latch  case 
support  (Iftt.  app.  for).  Quick,  sure  field  in¬ 
stallation  in  a  matter  of  minutes.  And  to  top 
it  off,  the  backset  of  this  lockset  is  the  short¬ 
est  on  the  market  for  a  full  security  cylinder 
lock  — 


•  Cylinder  lock  security 


•  Burglar-proof  assembly 


•  Quick,  accurate  field  installa 
tion 


•  Cylinder  key  outside  unlocks 
slide  button  Inside 


#4415LA 

Lockset  with  cylinder 

#4416A 

latch  Mt  without  cylindar 


LATCH  CASE  SUPPORT 
(PAT.  APP.  FOR) 


CLEARANCE  FROM  EDGE 
OF  DOOR  FOR  OVERLAP 


5*  DIA. 
^  HOLE 
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LOCKSET  LIKE  THIS  BEFORE! 


FOOL-PROOF  FIELD  INSTALLATION  IN  A  MATTER  OF  MINUTES 


1 .  Mark  center  line  on  stile,  spot  at  desired  height 
and  drill  hole  with  #41  drill. 


2.  Using  metol  template  —  top  sharply  on  both 
sides  for  accurate  hole  markings. 


4 


Ingenious  new 
ILCO  template  insures  ^ 
PERFECT  ACCURACY 
for  square  or  channel  edged  doors 


3.  Drill  tube  hole,  spindle  holes  and  screw  holes  for 
latch  set  (#44 1 6A).  For  lockset  (#44 1  SLA),  also  drill 
cylinder  holes.  Stile  is  now  ready  for  mounting. 


COMPLETE  INS1 


ION  KIT 


Here  ot  lost  is  the  answer  to  field 
instollotion  problems.  This  oil* 
metal  templote  is  adiustoble  to 
door  thicknesses  from  to  1  V4*, 
outside  dimension,  and  will  serve 
for  hundreds  of  installations. 

Pointed  steel  studs  are  set  in 
exact  position  to  provide  obso' 
lutely  accurate  markings  for  hole* 
drilling.  (Paper  template  is  also 
packed  in  each  box.)  . 


Consisting  of  metal  template,  #41  drill,  hole  saw, 
yg"  hole  saw  with  shanks  to  fit  standard  H"  chuck. 
With  this  kit  the  job  is  done  in  record  time  without 
error.  Drill  and  saws  are  top  quaUty,  smooth-cutting, 
fast,  accurate. 


21  Points  of  ILCO  Superiority 


1.  ahortmt  backaet  on  the  market  — 

2.  tube  overall  length  1.406',  thua  fitting  any 
channel  which  will  accommodate  13/32"  long  tube 

3.  tube  ia  .620  O.D.  thua  fitting  any  H"  hole  made 
by  a  atandard  bit 

4.  the  latch  bolt  ia  retained  in  the  tube 

5.  the  tube  ia  rigidly  retained  in  the  door  atile  by 
excluaive  latch  case  aupport  (Fat.  app.  for)  ^ 

6.  alide  lock  firmly  locka  apindle 

7.  cylinder  key  unlocka  alide  lock  on  inaide.  Ix>ck- 

ing  and  unlocking  ia  by  key  outaide,  o-  alide  but¬ 
ton  inaide  at  all  timea  * 


8.  knob  ia  aeourely  retained  by  adjuatable  in¬ 
ternal  apindle  key  (Pat.  app.  for).  No  acrewa  or 
riveta  therefore  not  removable  from  outaide 

9.  knob  adjuatable  for  door  thicknonooo  from  H  '  to 
1)4* 

10.  apindle  cannot  be  puahed  inward  from  outaide 

1 1.  chamfer  on  end  of  apindle  providea  eaay  inaer- 
tion  through  latch  hub 

12.  no  acrewa  in  face  plate  • 

13.  double  apringa;  aeparate  aprirg  for  larch  bolt; 
aeparate  apring  for  lever  handle  Ad  knob 

14.  lock  ia  adjv'atable  and  will  accommodate  atile 
thickoeaaea,  inaide  dimenaiona  that  vary  from  )•* 


to  1)4*,  outaide  dimenaiona  )4'  to  1)4* 

15.  narrow  eacutcheona  1*  wide  providing  full  )•* 
overlap 

16.  escutcheon  plate  of  heavy  gauge  aluminum 
will  not  buckle 

17.  all  trim  anodized  aluminum 

18.  bolt  is  solid  braas 

19.  strike  made  of  Stainless  Steel  .040*  thick 

20.  all  screws  Phillips  head  Stainless  Steel  self  tap¬ 
ping  #4  X  )•* 

2*.  lockset  completely  reversible  for  either  right 
or  left  hand  door  < 


Write  immediately  for  full  details 


II  INDEPENDENT  LOCK  CO. 


Industrial  Products  Division 


Fitchburg,  Massachusetts 
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High  Pressure  Pre-coating  of  Aluminum 
Strip  Cuts  Metal  Awning  Costs 


By  ARNOLD  WASSERMAN 
General  Soles  Manager 
Arrow  Metal  Products  Corp. 

A  NYBODY  who  has  ever  visited 
a  modern  aluminum  awning 
plant  cannot  help  but  be  impressed 
by  the  sight  of  a  seemingly  endless 
ribbon  of  enameled  metal  unwind¬ 
ing  from  a  coil  and  going  through 
a  series  of  rollers  that  transform 
the  flat  metal  into  formed  parts. 
But  what  is  most  remarkable  is 
that  the  baked  enamel  coating  on 
the  aluminum  does  not  chip  off, 
crack,  or  craze  despite  the  terrific 
pressure  of  the  rollers.  Of  course, 
this  is  not  an  ordinary  baked-on 
enamel  but  one  which  is  specifically 
made  to  withstand  the  pressures  of 
the  roll  forming  process  and  which 
is  applied  to  the  aluminum  by  cer- 


finish.  The  durability  of  the  finish 
varied  with  the  quality  of  the  ena¬ 
mel  and  the  care  taken  by  the  man¬ 
ufacturer  during  the  spraying  and 
baking  process.  Sprayed  enamel 
was  by  no  means  a  new  process  at 
that  time  and  had  been  used  for 
many  years  (as  it  still  is)  by  numer¬ 
ous  metal  industries  to  impart  a 
smooth,  lasting,  weather  resistant 
finish  to  their  products. 

Expansion  Rapid 
After  World  II  the  metal  awning 
industry  expanded  rapidly  and  pro¬ 
ducers  in  this  field  began  to  .search 
for  means  to  lower  costs  and  in¬ 
crease  the  efficiency  of  production. 
It  became  apparent  that  at  least 
one  of  the  ways  of  doing  this  was  to 
eliminate  the  expensive  and  time 
consuming  method  of  individual 
spray  painting  of  each  awning  or¬ 
der.  If  a  way  could  be  found  to  pre- 


hence  forming  after  coating  was 
impossible. 

Experiments  in  pre-coating  were 
begun  by  manufacturers  both  some 
wdthin  and  out  of  the  metal  awn¬ 
ing  industry,  some  of  w'hom  evolved 
methods  for  their  own  use.  In  1949 
Arrow,  with  the  biggest  plant  for 
large  scale  commercial  production 
of  specially  coated  aluminum  for 
the  metal  awning  industry,  came 
into  market  with  its  pre-coat. 

Here  is  a  brief  description  of 
how  large  scale  commercial  pre¬ 
coating  is  done; 

Strips  of  aluminum  sheet  from 
large  coils  (commonly  called  “coil 
stock”)  are  fed  continuously 
through  a  series  of  chemical  baths 
to  prepare  the  surface  of  the  metal 
for  a  perfect  bond  with  enamel. 

(Continued  on  Page  194) 


n  O 


_ 


TIm  illMtratiMi  abwv*  tliowt  bow  aliHiiiiittiii  strip  it  pt»  c— ts< 
in  •  terps  teals  pra^actiaa  plaat.  CaHt  af  strip  (at  laft)  pa 
Hwaapli  aa  alatoiap  pracass  aa^  fraai  tbara  i^  a  tali  ac- 
i  caaMHrtar  whara  tlia  siack  ia  tba  aiatal  strip  is  takaa  Tha 
alasaiaaai  tfcaa  paat  iata  a  ckaaikar  whara  tha  caatiap  is  ap- 
pIM  aa<ar  praat  prassara  aa4  thaa  iata  a  laap  vartkal  bafc- 
iap  avaa.  Tha  strips  ara  thaa  rscailad  aa4  ara  raa^hr  far 
'  shipaisat. 

2::  -4.  ,  lUustratio*  conrtery  Arrow  MeUU  Product*  Corp, 


tain  special  techniques.  This  type 
of  enamel  coating  has  come  to  be 
known  as  “pre  coat.” 

In  the  early  days  of  the  metal 
awning  indu.stry  when  production 
was  relatively  small,  most  manu¬ 
facturers  sprayed  the  completed 
product  with  enamel  which  was 
then  baked  to  a  hard  smooth,  glossy 


coat  aluminum  with  a  durable  ena¬ 
mel  that  was  flexible  enough  to 
withstand  the  severe  pressure  ex¬ 
erted  on  aluminum  during  the  roll 
forming  proce.ss,  it  would  be  pos¬ 
sible  to  do  aw'ay  wdth  spray  paint¬ 
ing.  Even  the  best  sprayed  enamels 
could  not  be  used  in  pre-coating  be- 
cau.se  they  had  no  elasticity  and 
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COMPLETE  NAN/LGEMENT  ASSISTANCE 

From  the  setting  up  of  your  shop  to  the  recruiting  and  training  of 
personnel,  Ingersoll  offers  the  best  management  assistance  in  the 
industry.  Capable  shop  men,  company  representatives  and  sales 
directors,  all  combine  to  give  you  help  in  all  phases  of  the  Ingersoll 
KD  window  and  door  distributorship  or  dealership. 


COMPLETE  STEP-BY-SnP  PROMOTION 

To  help  you  develop  effective  advertising  and  sales  promotion  pro¬ 
grams,  Ingersoll  offers  complete  quarter  package  promotions.  These 
cover  advertising,  give-aways,  sales  incentive  and  training  programs. 
Saves  you  time  and  money  —  produces  results. 


COMPLETE  SALES  ADVANTAGE  WITH  KOOLSHADE 

Ingersoll  3-Way  aluminum  combination  storm  windows  and  d<x>rs 
offer  you  the  only  real  exclusive  in  the  industry  —  KOOLSHADE 
SUNSCREEN.  With  KOOLSHADE,  you  can  offer  12  months  of 
weather  protection  —  against  cold,  sun  heat,  insects.  Your  customers 
can  be  warm  in  winter  but  also  .  .  .  cool  in  summer. 


Ingareoll  3- Way 
Combination  Windows 


^Ingortoll  3-Way 
Combination  Door 


SELL 


Ingersoll 


Expand  Volume  and  Profits  with  the 

Complete  Ingersoll  Line 


Ingoreoll  Cotomoi 
Storm  Window* 


There’s  selling  magic  in  Ingersoll’s  full  line . . .  selling 
magic  in  the  three  names  —  BORG-WARNER, 
INGERSOLL,  and  KOOLSHADE.  Leads,  appointments 
and  closings  are  easier  to  obtain.  Your  volume  and 
profits  will  increase. 


fake  advantaga  of  thh  opportunity  now.  Inquiro  about  oui 
hard‘hltting  sofa*  and  Odvorthing  programs.  Writo  today-- 


THE  FINEST  OF  ALL 


Trademark 


FROM  INGERSOLL 
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How  a  Partnership  Works 


(Ninth  in  a  series  of  articles  on  business  management) 


TF  you  are  considering  a  partner- 
ship,  you  must  choose  your  part¬ 
ners  with  the  greatest  caution. 
What  they  do  can  affect  the  whole 
business  structure  directly ;  if  they 
employ  unsound  practices  and  the 
business  fails,  it  is  possible  not  only 
to  lose  your  whole  investment  but 
your  personal  assets  as  well. 

The  power  of  partners  may  be 
limited  through  private  agree¬ 
ments,  but  these  limitations  are 
only  binding  by  law  when  creditors 
have  been  informed  and  received 
notice.  If  no  written  agreements 
exist  among  partners,  your  rights 
and  obligations  in  the  partnership 
may  be  found  in  a  number  of  rules 
that  the  law  provides.  However,  it 
is  well  to  remember  that  for  the 
best  protection  of  all  involved,  a 
binding  agreement  should  be  care¬ 
fully  drawn  up  in  writing.  Among 
other  things,  include  the  amount  of 
the  investment  in  the  business  by 


each  partner,  what  the  duties  and 
responsibilities  of  each  will  be,  how 
profits  and  losses  will  be  divided, 
how  much  each  partner  will  receive 
as  compensation,  a  statement  de¬ 
scribing  how  the  assets  will  be 
divided  in  the  event  of  dissolution, 
a  framework  of  some  kind  indicat¬ 
ing  how  differences  among  the 
partners  will  be  resolved,  and  a  pro¬ 
vision  which  dictates  how  and  un¬ 
der  what  conditions  a  partner  may 
withdraw  from  the  business,  or  be 
admitted. 

Good  Faith 

Once  your  partners  are  chosen 
and  your  business  is  a  going  one, 
success  will  depend  largely  upon 
the  rapport  you  establish  between 
you  and  your  partners.  If  in  all 
your  relations  with  them,  you  ob¬ 
serve  the  highest  good  faith,  they 
can  be  expected  to  do  the  same. 


Above  all,  keep  in  mind  the  follow¬ 
ing: 

1.  Partners  should  perform 
their  various  delegated  duties  with 
their  utmost  skill  and  care. 

2.  Partnership  business  and 
property  is  shared  and  should  not 
be  used  for  one  partner’s  own  ad¬ 
vantage  or  profit  at  any  time. 

3.  No  partner  should  be  active 
in  any  competing  business  without 
the  consent  of  all  partners,  or  do 
anything  that  would  make  it  diffi¬ 
cult  or  impossible  to  carry  on  busi¬ 
ness. 

4.  No  partner  should  confess  a 
judgment  against  the  partnership 
or  make  an  assignment  for  the 
benefit  of  creditors. 

A  partnership  is  dissolved  only 
when  one  of  the  partners  is  ex¬ 
pelled,  dies,  withdraws,  sells  his  in¬ 
terest  or  is  bankrupt.  When  part¬ 
ners  cannot  agree  on  a  dissolution, 
a  court  can  declare  it  dissolved  if 
one  of  the  partners  has  been  guilty 
of  misconduct  to  such  a  degree  that 
it  is  impossible  to  continue  the 
{Continued  on  Page  200) 
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FULL  LENGTH 
PIANO 
HINGE 


NEW!  Air  Master's  Maid  of  Aluminum  Door. 
Extra  Heavy  1-1/16"  thick  with  full  length 
piano  hinge.  Over  100  small  hinges  from 
top  to  bottom  make  it  the  easiest  swinging, 
strongest,  door  you've  ever  seen!  Stainless 
steel  hardware,  expandable  beveled  flush 
backsweep.  sturdy  aluminum  door  stop, 
heavy  gauge  stucco  embossed  kick  panel, 
smooth  satin  lustre  with  a  quality  look  help 
make  it  the  fastest  selling  door  you've  ever 
handled! 


THE  ONLY  DOOR 
IN  THE 

INDUSTRY  FULL 
I-I/16  "  THICK 


NEW!  Air  Master  introduces  "Rancher" 
Combination  Aluminum  Screen  and  Storm 
Window.  Manufactured  in  stock  sizes  for 
all  swing-in.  swing-out,  horizontal  sliding 
ranch  windows.  All  extruded  aluminum 
frame,  rigid  construction  make  this  window 
ideal  for  the  big  "ranch  type  home"  market. 


AIR  MASTER  CORPORATION 

Itfh  ea4  LEHI6H  AVINUI  •  PHILADELPHIA  32.  PA. 

Oeetlemee: 

Please  seed  rm  details  as  te  hew  I  cae  qoalKy  os  oa 

exclesive  dlstrlheter  fer  Air  Master  Stem  Deers  eed 
WIedews. 


Man«factMr«rs  of  Alvminum  Combiaatioo  Storm  Windows  o  Doors 


Cosomont  Windows  •  Siidin9  Ranch  Typo  Windows 
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Sfart  of  roll  coater  line  finds  aluminum  in  accumulating  tower.  Painting  is  carefully  supervised  by  skilled  technicians  who 

This  enables  the  operator  to  change  coils  without  stopping  also  keep  constant  check  on  chemicals  in  alodizing  line, 

machine. 


End  of  line  in  roll  coating  process  is  re-coiling  ond  weighing.  Coils  of  painted  strip  are  spiral  wrapped  in  waterproof  paper 

The  coils  are  reody  to  ship  to  fabricating  customer.  and  stropped  to  skids  for  ease  of  handling  in  shipping. 


Pre-Finishing  Alumuium  In  Two  Colors 


From  Data  Furnished  By 
Roll  Coater,  Inc. 


TV  TOST  aluminum  awnings,  many 
toys  and  other  painted  alumi¬ 
num  products  are  prefinished  in 
their  colorful  enamels  before  fab¬ 
rication.  In  the  past,  strip  alumi¬ 
num  for  these  uses  has  been  fin¬ 
ished  on  both  sides  in  only  one 

1Z4 


color.  Often,  a  second  color  had 
to  be  added  by  the  fabricator  at 
additional  cost  in  time  and  money. 

With  a  new  process  recently  de¬ 
veloped  by  Roll  Coater,  Incorpo¬ 
rated,  it  is  no  longer  necessary  for 
fabricators  to  add  the  second  color 
desired.  Aluminum  strip  is  now 
furnished  with  a  color  coat  in  lus¬ 
trous  enamel  bonded  to  one  surface 
and  a  coat  of  pure  white  bonded 
to  the  other  surface. 


In  this  process,  coils  of  strip 
aluminum  are  first  dipped  in  an 
“alodizing”  bath.  This  cleans  the 
metal  and  opans  up  “pores”  to  re¬ 
ceive  the  enamels.  Then,  in  con¬ 
tinuous  process,  the  paint  is  ap¬ 
plied.  Rollers  pick  up  the  enamel 
from  paint  fountains  and  transfer 
it  to  the  strip  in  uniform  thickness. 
Lustrous  colors  are  applied  to  one 
surface  while  white  is  applied  to 
the  other. 

{Continued  on  Page  190) 
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The  Name  of . 


Chmpion 


Is  Your  Protection 


First .  .  . 

^Triple-Track  Window 

*  Designed  in  New  England 

*  Made  in  New  England 

*  For  New  Englanders 

*  By  New  Englanders 

Proven  and  tested  by  the  Champion  engineers,  at  last, 
a  combination  storm  window  that  is  qualified  to  meet 
the  public  expectations  and  approval. 

Every  moving  part  completely  weatherstripped.  Rigid, 
durable  construction  of  extruded  aluminum.  Heat 
treated  for  added  strength  and  surface  hardness. 
Derive  the  benefits  of  scientifically  treated  glass. 
Adjustable  ventilation  to  any  desired  height — A  clean, 
gadget-free  window  eliminates  service.  Simple  on-the¬ 
casing  installation. 


Last  .  .  .  but  not  least.  Maintenance  is  cut  to  a 
minimum,  a  labor-saving  device  for  the  home  owner. 
Screen  on  the  inside  channel  can  be  adjusted  to  top 
and  bottom  ventilation  or  storage.  Ease  of  handling 
and  operation  —  no  special  tools  or  equipment  re- 


BENART 

tff  PLICITY 


Always  ...  ask  for  the  "BENART”  Tri-Plicity 

(the  champion  of  the  triple-track  windows)  and  be 


quired.  Locking  devices  on  top  and  bottom  prevent  assured  of  Quality,  Endurance,  and  Efficiency.  To  see 
any  unauthorized  entry  from  outside  of  home.  Custom-  it  is  to  appreciate  it  —  sell  it  and  derive  full  benefits 
built  —  competitively  priced.  of  radiation. 


Made  by 


All  OIMtx' 


CflAMPHNI  WNBOIIS,  INC. 

€21  E.  nrst  South  Boston,  Mass. 

SO  S-8542 


A  Customer  Is  a  Satisfied  Customer 


Only  New  England  dealer  inquiries  invited.  Full  field  advisory  assistance.  Advice  and  promotion  suggestions. 
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HERE 
is  the 

FIRST  NEW  IDEA 
in  the  Entire  History 
of  the 
JALOUSIE 
INDUSTRY 


offers  you  a  plan 

WsSUITBliJTi  can  change 

your  future 
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¥smlLiT 


We  make  YOU 
A  MANUFAaURER 
Of  Glass  Jalousies _ 


VentiLite  offers  you  a  truly  sensational  oppor¬ 
tunity  to  be  an  integral  part  of  the  fabulous, 
booming  jalousie  business. 

We  will  set  up  a  complete  fabricating  plant 
for  you.  Our  technicians  and  engineers  will 
get  your  production  rolling  and  train  your 
labor.  We  will  even  train  your  sales  force 
and  help  you  with  your  merchandising  and 
advertising. 

You  can  amortize  part  of  the  cost  of  setting 
up  a  plant  over  a  long  period. 


You  set  up  your  own  distributors  .  .  . 

Set  up  your  own  dealers  .  .  . 

Set  up  your  own  prices  .  .  . 

Cash  in  on  the  booming  jalousie  business  with 
the  LOWEST  PRICE  QUALITY  jALOUSIE 
on  the  market. 

Heavy,  interlocking  mullion  slides  in;  no  screw* 
needed. 

Plant  setup  includes  screen-making  depart¬ 
ment  to  make  screens  at  low  cost. 

Unit  is  designed  so  it  can  be  shipped  to 
dealers  and  distributors  KD,  assembled  in  a 
matter  of  minutes. 

It  is  so  expertly  designed  that  fabrication  is 
simple.  Costly,  intricate  operations  are  elim¬ 
inated. 


Dealership  and  distributorship  inquiries  are  invited 
but  will  be  subject  to  the  manufacturer  in  your  area 
when  one  is  set  up  as  manufacturers  will  have  full 
control  of  their  own  areas. 


C©@lF©lB^TI©ei 

Manufacturers  of  MIAMI  37,  FLORIDA 

GLASS  LOUVRE  WINDOWS  AND  DOORS 
IN  ALUMINUM  FRAMES 


5556  BISCAYNE  BOULEVARD 


Patent!  Pending.  United  States  Serial  No.  122.240  and  Canada  Serial  No.  608.247. 


VentLock  Controls  —  Reg.  U.  S.  Patent  Office. 
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Ninth  in  a  series  of  articles  by  David  S. 
Norris  on  selling  combination  windows 


Saled  <sQetter  Z)o 
c4ll  Saledmen 


How  to  gain  satisfied  customers 
and  sustained  good  will 


Mr.  William  Jones 
255  Elm  Street 
Youngstown,  Ohio 

Dear  Bill; 

In  these  our  days  of  crass  commercialism,  "dog-eat-dog"  sales 
philosophies  and  the  like,  something  extra  is  needed  to  set  the  man  of 
integrity  apart  from  his  contemporaries  with  feet  of  clay.  The  honest 
salesman  does  not  display  a  sign  on  his  chest  announcing  that  fact. 

He  proves  it  ! 

As  true  as  this  is  of  the  man  who  has  something  to  sell,  it  is 
equally  true  of  what  he  is  selling.  Now,  where  is  the  scale  by  which 
quality  of  product  is  measured?  Who  has  yet  devised  a  gauge  which 
records  the  integrity  of  a  product’s  maker  or  seller?  Honesty  and 
integrity  are  the  intangibles  that  originate  in  man's  labor  and  planning 
and  subsequently  are  the  foundation  on  which  the  good  salesman  creates 
that  essential  in  any  business — "Customer  Good  Will".  They  are  the 
basis  also  from  which  is  created  the  salesman's  own  good  faith  in  what 
he  sells  .  .  .  and  without  which  he  cannot  do  full  justice  to  either  his 
job  or  his  product. 

The  storm  window  business  is  exactly  the  same  as  any  other  type  in 
which  competition  is  keen.  Fundamentally,  all  storm  windows  are 
similar;  they  have  frames,  glass  inserts  and  screen  inserts. 

We  know,  too,  that  once  a  complete  installation  of  windows  is  sold 
that  particular  outlet  is  expended.  What  then  makes  our  product  and 
general  sales  approach  different  from  the  rest?  It  has  been  proven  that 
two  major  results  can  be  expected  when  an  honest  product  is  sold  by  an 
honest  salesman.  They  are,  in  their  proper  order,  as  follows;  a 
satisfied  customer,  and  the  good  will  of  that  customer.  Good  will,  as 
you  know,  cannot  be  bought — it  must  be  earned;  it  is  earned  only  when  it 
is  deserved.  And,  conversely,  it  is  through  good  will  that  both  the 
reputation  of  the  salesman  and  his  product  are  built  up  .  .  .  and  on 
which  they  depend. 


Good  Hunting. 

^avid  S.  horrid 
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Main  office  building  of  City  Auto  Stamping  Co.,  Toledo,  where  of  all-aluminum  awnings,  the  largest  all-metal  awning  in- 
the  W.  E.  Hettrick  &  Son  Co.  recently  completed  installation  stallation  completed  in  Toledo,  the  Hettrick  firm  reports. 


Ohio  Dealer  Finds  Concentration 
on  Industrial  Sales  Profitable 


Concentration  on  industrial 

firms  in  the  Toledo,  O.,  area, 
and  an  intensive  5-point  program 
of  customer  solicitation  have  com¬ 
bined  to  make  the  W.  E.  Hettrick  & 
Son  Co.  one  of  the  most  successful 
building  specialty  firms  in  north¬ 
western  Ohio. 

Currently  serving  northwestern 
Ohio,  northern  Indiana  and  South¬ 
ern  Michigan,  Hettrick,  which 
makes  and  sells  aluminum  awnings, 
canvas  products,  storm  windows, 
draperies  and  Venetian  blinds,  plans 
to  open  a  branch  office  in  Detroit 
in  the  very  near  future. 

While  many  building  specialty 
firms  concentrate  mainly  on  the 
residential  field,  Hettrick  has  had 
spectacular  success  in  meeting  the 
needs  of  industrial  firms  in  this 
area. 

“With  employers  becoming  in¬ 
creasingly  concerned  over  the  wel¬ 
fare  and  comfort  of  employees,  we 
feel  that  the  opportunity  for  our 
products  in  the  industrial  field  is 
bright,  to  say  the  least,”  comments 
W.  E.  Hettrick,  Jr.,  president- 
treasurer  of  the  Toledo  company. 

The  logic  cf  that  approach  is 
apparent.  Hettrick  has  recently 
completed  installation  of  its  Shade 
King  line  of  all-aluminum  awnings 
on  the  main  offices  of  the  City  Auto 
Stamping  Co.  in  Toledo — the  larg¬ 
est  metal  awning  installation  yet 
done  in  the  city. 


By  BERNARD  JUDY 


Hettrick  installed  a  total  of  37 
aluminum  awnings  for  City  Auto, 
including  29  in  9-foot  sections  and 
8  in  4-foot  sections. 

Although  City  Auto  offices  were 
already  equipped  with  air  condi¬ 
tioning  and  Venetian  blinds,  the 
addition  of  aluminum  awnings  was 
beneficial  immediately.  “Until  you 


put  the  awnings  up  for  us,  our  air 
conditioning  system  never  func¬ 
tioned  properly,”  officials  of  City 
Auto  told  Mr.  Hettrick.  “Now  it 
works  perfectly,  with  uniform  tem¬ 
perature  anywhere  in  the  plant.” 

This  largest  awning  installation 
in  the  city  has  become  a  show  piece 
for  the  Hettrick  firm,  and  has 
brought  in  ample  compliments — 
even  from  competitors — as  well  as 
more  business  in  the  industrial 
field.  {Continued  on  Page  130) 


Aluminum  awnings  were  installed  also  on  the  Employment  Personnel  office  building  of 
City  Auto  Stamping  after  the  firm  found  thot  the  metal  awnings  visibly  improved  operation 
of  their  air  condition  system. 
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. . .  and  no  wonder!  DACO  offers 
America’s  "happiest  combina¬ 
tion’’— superlative  quality  at  a 
competitive  price. 

Live-wire  distributors  wanted 
the  easy-to-sell,  service-free  fea¬ 
tures  engineered  into  every  inch 
of  our  DACO  window  —  and 
we’re  delivering  the  goods. . . . 
Priced  for  real  profits,  too! 


A  few  territories  still  ovotteUe 

For  more  detailed  information 
about  America’s  best  3-track 
window  (with  expander  frames, 
interlocking  meeting  rails,  the 
patented  locking  featiue,  etc.) 
write,  phone  or  wire 

S.  D.  DAVIS,  INC. 

1220-2t  Cherry  St.,  Plidodel|Aie  7,  fa. 


PRKED  RIGHT!  IMMEDIATE  DELIYERYI 


TRIPLE  TRACK 


MUMINUM  COMBffiAT/ON  WINDOWS 


Ohio  Dealer 

(Continued  from  Page  129) 

Hettrick  i.s  now  installing  alumi¬ 
num  awnings  at  the  Air-Way  Elec¬ 
tric  Co.  plant  in  Toledo.  This  proj¬ 
ect,  Mr.  Hettrick  notes,  is  as  big 
as  that  at  City  Auto  Stamping  and, 
in  time,  may  become  even  more 
extensive. 

"Industrial  firms  in  this  area 
have  found  out,”  he  says,  “that 
when  employees  in  one  building  see 
metal  awnings  being  stalled  in  an¬ 
other  building,  they  keep  after  the 
firms  until  they  get  the  same  com¬ 
forts  in  their  building.” 

Wide  Variety 

Although  Hettrick  carries  a  wide 
range  of  building  specialty  prod¬ 
ucts,  including  the  canvas  work 
started  by  the  old  Hettrick  Bros. 
Co.  here  in  1893,  the  aluminum 
awning  business  is  becoming  a 
more  important  source  of  revenue 
each  year. 

Last  year,  Hettrick’s  aluminum 
awning  business  was  up  500  per 
cent  over  1951,  and  so  far  in  1953, 
it  is  running  well  ahead  of  1952. 
"One  thing  we  have  found,”  Mr. 
Hettrick  says,  "is  that  the  alumi¬ 
num  awning  business  is  all  ‘new 
business’ — it  does  not  replace  our 
canvas  awning  business,  which  is 
holding  up  about  the  same  as  in 
past  years.” 

Hettrick  buys  the  parts  for  its 
aluminum  awnings  from  the  But¬ 
ler  Stamping  Co.,  Butler,  Pa.,  and 
assembles  the  awnings  at  its  Toledo 
plant.  The  firm  now  has  12  dealers 
in  Ohio,  Indiana  and  Michigan,  dis¬ 
tributing  the  awnings  and  other 
Hettrick  products. 

New  Customers 

To  gain  new  customers  for  this 
wide  line  of  building  specialties, 
Hettrick  carries  on  a  full-scale  cam¬ 
paign  covering  all  residential  areas 
of  the  city,  and  surrounding  com¬ 
munities. 

This  includes  (1)  actual  house- 
by-house  canvassing  by  Hettrick 
salesmen,  (2)  daily  and  Sunday 
(Continued  on  Page  158) 
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STORM  MASTER 


ALL  ALUMINUM  COMBINATION 

STORM  &  SCREEN  DOOR 


i|i 

"  •  HMvyw*ifl 


oa  COM/  SEE 


•  HMvyw*i9ht  •xtrwtiom 

•  OwsMt^riMr  rigidity,  mitred 

•  Center  "pwthbnr"  rnwHien 

•  MIy  interiedcing  wddtfcereetd 

•  Oieoming  etoinieM  tteel  hardware 

•  Two  gloet  eeafed  ineerts 

a  Twe  ail^luminwm  wire  ineerte 
a  hiNy  interchangeable  ineerts 
a  "SECURE  LOCK"  tamperproof  insorts 
o  Inside  bottom  expander  section 
a  Aircroft-dosign  stroamiined 


II  you're  not  really  tc*d  on  the  line  you  ore 
^  now  handling  or  ore  interested  in  doin.^ 
f  better,  get  lull  details  on  how  you  con  fit 
^  into  the  lost-growing  STORM  MASTER 
picture  todoy. 

STORM  MASTER  CORP.  of  New  York 
4332  Biilbrd  Avenue 
New  York  66.  New  York 
FAIRBANKS  4-0062 


// 


STORM  MASTER 

breaks  through  the 

SOUND  BARRIER 


// 


with 


From  the  sound  of  a  STORM 
MASTER  "GOLD  SEAL"  DOOR 
you  con  tell  it's  a  strong,  rigid, 
solid  unit  that  is  quality-built 
to  last  for  decades. 

Don't  place  another  order  until 
you've  checked  STORM  MASTER 
"GOLD  SEAL  Remember,  fost 
delivery  comes  from  the  foc- 
tory  nearest  you. 


STORM  MA'  TER  CORP.  of  New  York . 
4332  Bullard  Ave.,  New  York  66,  N.  Y. 

I  W(int  to  be  in  the  STORM  MASTER  picture. 
Send  full  details  to: 


We  ore  lOtolers,  Distributors,  etc  I 
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R.  L.  Martin 


By  RAY  L.  MARTIN.  President 
Cadillac  Glass  Company 


"V^OUR  local  glass  supplier  has 
all  the  glass  you  need !  He  also 
has  the  technical  know-how,  pro¬ 
cessing  machinery  and  complete 
facilities  to  deliver  exactly  what 
you  want,  exactly  w’hen  and  where 
you  need  it. 

He  is  one  of  the  best  business 
friends  any  building  specialty  man¬ 
ufacturer  or  KD  operator  can  have ! 
You  can  look  to  him  to  take  the 
load  off  your  shoulders  on  every¬ 
thing  in  flat  glass  and  allied  prod¬ 
ucts. 

His  organization  includes  men 
of  long  experience.  His  warehouse 
is  stocked  with  all  kinds  of  glass, 
in  all  sizes  and  thickness  as  used 
in  every  phase  of  home  improve¬ 


Balow:  mammoth  glass  cutting  depart- 
mants;  rolled  glass  is  cut  left,  plate  gloss, 
right. 

Photos  courtesy  Cadillac  Glass  Co. 


What  Your  Glass  Supplier 
Can  Do  For  You! 


Modern  daylight  docks  with  2-ton  electric 
hoist  cranes  expedite  unlooding  and  ship¬ 
ment  of  gloss.  Note  huge  electrically  oper¬ 
ated  doors. 


ment  or  new  construction.  You  can 
call  the  men  on  his  order  desk  any 
time  for  the  right  answers  to  any 
glass  problem. 


means  of  drop  shipments  KD  oper¬ 
ators  and  dealers  who  do  their  owm 
assembling  can  be  supplied  with¬ 
out  delay.  The  correct  glass  gets 
into  your  unit  faster  when  you  have 
a  good  glass  supplier  connection. 
The  building  specialty  dealer  has 
no  glazing  worries.  Should  any  of 
his  customers  need  replacement 
glass,  delivery  and  installation  is 
much  quicker.  That  means  better 
service,  better  business  relations, 
satisfied  customers,  successful  deal¬ 
ers  and  less  fuss  and  bother  for  the 
specialty  manufacturer  and  KD 
operator. 

You  May  Think  You  Are  Using 
The  Right  Glass,  But  Are  You? 

Your  glass  supplier  is  posted  on 
everything  in  flat  glass,  the  latest 
and  newest  departures  in  mass  pro¬ 
duction,  regular  or  special  process¬ 
ing,  new  and  special  kinds  of  glass 
that  may  give  you  or  your  home 
improvement  specialty  dealer  pow'- 
erful,  fresh  selling  slants. 


Drop  Shipments  of  Glass 
Prevent  Glazing  Delays 

You  save  all  the  time  and  trouble 
of  packaging  and  shipping  glass 
w'hen  you  send  your  lists  of  kinds, 
sizes,  etc.,  to  the  glass  supplier.  By 


That’s  why  it’s  good  for  you  to 
take  the  glass  supplier  into  your 
production  conferences.  He  knows 
w'hat  is  new  in  glass,  what  home 
owners  go  for,  and  what  home  im- 

(Continued  on  Page  202) 
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A  BRAND  NEW  IDEA  IN 

STORM  AND  SCREEN  WINDOWS... 

A  BRAND  NEW  PROFIT  MAKER  FOR  YOU 


Wl  NTRO'S 


"FOURSOME"  THE  FOUR  PANEL 
THREE  CHANNEL  STORM  AND 

SCREEN  WINDOW 

BRAND  NEW! 

Your  customers  wont  it. . . .  Now  you  con  oflFer 
it. . . .  The  absolute  maximum  storm  and  screen 
window  utility.  WINTRO'S  FOURSOME  fea¬ 
tures  not  only  triple  channel  design  but  four 
panels  as  well. 

The  fourth  insert  is  the  second  outside  screen, 
and  makes  ''FOURSOME"  a  FULL  SCREEN 
WINDOW,  with  all  the  advantages  of  com¬ 
bination  window  and  full  length  screen. 

PROFIT  FOR  YOU! 

The  "FOURSOME"  is  loaded  with  sales  ap¬ 
peal  .  .  .  power  packed  with  profit  potential 
for  you! 

Cash  in  on  "FOURSOME"  by  contacting  us 
for  distributorship  rights  in  your  area  (if  still 
available). 


K.  D.  DISTRIBUTORS,  DEALERS 


WE  ARE  READY  FOR  NATIONAL  DISTRIBUTION! 

We  are  looking  for  qualified  organizations  in  key  markets. 
Contact  us  today!  Use  the  coupon  below.  Phone  or  write. 


W  INTRO 

MFG.  CO.,  INC. 

639  Parkside  Avenue,  Brooklyn  25,  New  York 
ULster  6-5555 


WINTRO  MFG.  CO.,  INC.  ' 

639  Parkside  Avenue,  Brooklyn  25,  N.  Y. 

We  ore  interested  in  distributing  the 
WINTRO  FOURSOME  os: 

□  K.D.  Distributor  □  Dealer 

Nome  . 

Address  . 

City  and  State . 


<St  Home  Improvement  Dealer 


CAPITOL  DOORS  are  made  exclusively  of 
ALCOA  63S-T5  aluminum,  fully  extruded,  equip¬ 
ped  with  quality  stainless  hardware  and  acces¬ 
sories.  Because  we  mass  produce  at  co^s  that 
permit  exceptionally  low  retail  prices  (with  full 
markup)  for  quality  delivered,  we  prefer  distribu¬ 
tors  geared  for  volume  business.  Inquiries  are 
invited  leading  to  arrangements  capable  of  serving 
several  large,  choice  areas  of  operational  markets 
not  now  being  accommodated. 


LETS  GET  TOGETHER! 


909  Bridge  Street,  New  Cumberland,  Pa. 
Phone:  Harrisburg  4-3143 


Address 
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W^r*  p*«iid  m  {much  to  iota  wMb  ••  nuMf  oUno 
in  tho  cwabtanttan  wtadvor  aatf  door  tatetiT  ta  wMitag 
oar  boots  ~  BUILOIMO  tPBCIAl.TIBt  * 

HOMS  IMPSOVBMBMT  DBAX.Bit  MAQASINS  — 
««tM7  good  on  tlioir  5di  WMbiiv.  To  it  nraM  go 
dio  tosttaootals  lor  itodontaig»  swidoaoo  and 
ptrsororooco  that  eontad  sb  taftM  taidootry  to  mummy 
bo%hts  ta  iaso  tboo  ttsdar-  gcootw  didtraltios 
OMO*  ollMr  Aalds  con  booat  todh^.  MonTs  to  tho 
#00  jfoofs  ond  moso  .  ,  .  mmy  tbost  bo  oooo  noio 
fmitfal  (ond  looo  boctic)  ood  nagr  wo  coottaao  to  ‘  .  ^ 

tocotao  dM  taiiUtHr^ootiod  sorvico  fNoo  dkio  jpoMfeotton' 
tbot  wo  tarn  ootno  to  dopood  opoii  ood  oopootl  ndti  . 


It's  Otar  bbrtadoir/tool  And  lor  a  tot  wo  on  boon 
JoadfiaUa  pttdo  ta  oar  owa  octotaf^tabaMots,'  For  boro  wo 
ora,  ooojroor  md  sonto  1#O,0M  doors  httr,  foadaetag  :  . 
bottor  doors  laotsr  •»  ond  at  lowor  oeot  dun  our 
ofUbaisUc  idono  osvoetMd.  A«d  thoabs  to  aa 
tvsr>widoaii«  circlo  «t  {rionds,  tbo  dound  for 
CAPITOL  DOOBS  is  growtag  wtA  gratify  tgOod. 
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stainless  steel  and  is  attached  to 
the  channel  in  convex  form,  which 
flattens  against  the  sides  of  the 
channel  when  the  window  is  closed, 
thereby  assuring  a  tight  fit  against 
the  channel  sides. 

The  fact  that  the  Operating  Gear 
is  concealed  within  the  channel 
means  that  for  the  first  time,  the 
customer  has  his  choice  of  screen 
l(X-ation,  for  with  the  new  Van 
Ness  Custom  model,  the  choice  of 
screens  is  entirely  up  to  the  pur¬ 
chaser,  for  the  channel  may  be  so 
located  as  to  clear  either  the  out¬ 
side  or  inside  of  the  jamb,  and  this, 
of  course,  overcomes  a  big  obstacle 
regarding  the  use  of  storm  sash 
during  the  winter  season,  for  the 
window  may  be  installed  to  con¬ 
form  with  the  type  of  storm  sash 
that  is  now  being  used. 

This  new  Van  Ness  unit  is  favor¬ 
ably  priced,  being  only  slightly 
higher  than  the  cheapest  hardware 
type  of  Jalousie  and  has  been  favor¬ 
ably  received  on  the  We.st  Coast 
where  it  w'as  first  introduced 
through  the  Van  Ness  di.stributor 
for  the  nine  Western  States,  the 
W.  P.  Fuller  Paint  and  Glass  Com¬ 
pany. 

The  Van  Ness  Louvre  Company 
is  a  pioneer  in  the  Jalousie  field  on 
the  West  Coast,  having  started  in 
Los  Angeles  a  little  over  four  years 
ago. 

Van  Ne.ss  Louvre  Company, 
Dept.  BS,  8354  San  Fernando  Rd., 
Sun  Valley,  California. 

*  *  * 

New  Plastic  Corp. 

Making  Poneltile 

New  Plastic  Corporation,  Los 
Angeles,  California,  has  added  Pan- 
eltile  to  their  regular  tile  line.  This 
new  wall  covering  goes  beyond  the 
bathroom  and  kitchen  in  tile  in¬ 
stallation. 

Paneltile  is  made  in  individual 
9"x9"  squares  with  w’arm  textured 


striated  front  surface  and  “sure- 
grip”  diamond  back.  Eleven  popu¬ 
lar  colors  are  built  into  the  tiles 
and  cannot  fade,  chip,  peel  off  or 
discolor.  They  are  w'ashable,  and 
scratch  and  mar  proof.  Paneltile 
will  withstand  heat  and  will  not 
rust,  rot,  warp  or  swell. 


Availability  of  this  new  poly- 
.styrene  wall  tile  in  9"  squares  saves 
waste  and  makes  rapid  installation 
techniques  possible.  One  of  New’ 
Plastic’s  slogans  is:  “Your  Origin¬ 
al  Cost  is  Your  Last  Cost”  because, 
once  this  product  is  put  on  the  w’all, 
no  further  upkeep  or  refinishing  is 
ev’er  necessary.  It  is  easy  to  clean 
and  keep  new’  looking. 

For  further  information  on  this 
unique  wall  covering,  kindly  write 
New’  Plastic  Corporation,  Dept. 
BS,  1026  North  Sycamore,  Los  An¬ 
geles  38,  California. 

*  *  Dt 

New  Curved  Frame  Andrea 
Tri-Way  Used  By  the  U.  S. 

Air  Force 

Mr.  Herbert  Levy  announces  the 
first  shipment  of  466  w’indows  to 
the  Pepperrell  Air  Force  Base,  St. 
Johns,  Newfoundland,  for  their 
new  hospital.  ^ 

This  shipment  constitutes  the 
first  delivery  made  on  the  Andrea 
Tri-Way  window  using  the  newly 
designed  curved  frame  for  Eastern 
blindstop  and  other  installations. 
This  unit  is  unique  in  that  it  can 
be  installed  on  blindstop  or  overlap 
openings. 

The  action  of  this  new’  model  is 


identical  to  the  famous  Andrea  Tri- 
Way  and  has  all  its  famous  fea¬ 
tures.  Sturdy  wielded  corners,  all 
extruded  aluminum,  screen  actions 
in  all  positions,  interlock  design, 
all  aluminum  screen — and  both  de¬ 
signed  for  easy  installation.  Both 
Andrea  Tri-Way  models  are  avail¬ 
able  through  the  exclusive  Andrea 

K. D.  Prefabrication  Plan. 

Andrea  Mfg.  Corp.,  Dept.  BS, 

183  Horton  Avenue,  Lynbrook, 

L.  I.,  N.  Y. 

*  *  * 

Silicone  Water  Repellent 
For  Porous  Masonry 

Armor  Laboratories,  Inc.,  Glen¬ 
dale,  California,  recently  received 
the  results  of  tests  produced  by  an 
independent  laboratory’  on  their 
product  Silinite. 

Silinite  is  the  revolutionary  new’ 
chemical  discovery  for  use  on  po¬ 
rous  masonry  construction.  This 
clear  waterproofing  compound  of¬ 
fers  long-life  protection  to  homes, 
or  any  other  unpainted  above  grade 
masonry  structure,  either  new  or 
old.  Concrete,  stucco,  brick,  tile, 
flagstone,  limestone,  and  sandstone 
can  be  treated  w  ith  Silinite  and  re¬ 
tain  the  same  color  and  texture 
they  had  before  being  treated.  It 
penetrates  and  becomes  a  part  of 
the  masonry. 

The  results  of  the  independent 
laboratory  tests  on  Silinite  are  as 
follows : 


Two  coats  of  Silinite  w’ere  ap¬ 
plied  to  one-half  of  a  panel  by  the 
flooding  technique  as  recommended 
by  Armor  Laboratories.  The  w’all 
W’as  then  subjected  to  five  com¬ 
plete  weathering  cycles,  after 
w’hich  it  was  removed  from  the 
{Continued  on  Page  138) 
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gives  you  the  features  that 


make  faster  door  sales! 


QUICK-change  combination  aluminum  storm  and 
screen  door  with  PRECISION  EXTRUDED  JAMB. 

Recess  provision  for  FLUSH  MOUNTING  ANY 
GRILLE  to  set  even  with  door  frame. 


Flexible  plastic  sweep  at  bottom  of  door 
for  absolutely  perfect  closure. 


Your  customers  will  love  this  new  JASCO  feature  for  now 
they  can  lock  their  combination  door  FROM  THE  OUTSIDE 

(.  .  .  and  inside,  too).  If  you  want  FASTER  SALES  .  .  .  BIGG. 
PROFITS  .  .  .  sell  the  door  that  has  no  sales  resistance! 

JASCO  products  are  backed  up  with  NATIONAL  ADVERTISING 
and  SALES  PROMOTIONAL  LITERATURE.  Hard-hitting 
newspaper  advertising  mats  are  yours  for  the  asking. 
INVESTIGATE  THE  JASCO  FRANCHISE  TODAY! 

Competitively  priced  —  either  K-D  or  assembled. 


JnSIO  3  Channel 

combination  windows  have 
SWlVn  ACTION*  for  simple  cleaning 
mi  ACnON  for  complete  removal 


"Swivel  Action"  brings  glass  frames 
to  the  bottom  for  cleaning  both  sides 
.  .  .  WITHOUT  BEING  REMOVED. 
However,  a  simple  **tilt  action 
quickly  releases  the  glass  frame  .  .  . 
NOTHING  IS  DISTURBED! 

JASCO  engineers  have  developed  a 


JA.UO  ALUMINUM  PRODUCTS  CORP. 

2099  Jericho  Turnpike,  New  Hyde  Park,  1.  I.,  N.  Y. 

Telephone:  Fleldstone  7-8703 


Send  me  at  once  complete  details  about  the  JASCO 
FRANCHISE. 


Name  of  Company 


Address 


*  Patent  Pendtoe 
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weatheririK  cabinet  and  examined. 
This  examination  showed  a  large 
number  of  droplets  and  no  change 
in  the  appearance  of  the  surface. 
When  removed  from  the  panel  the 
blocks  were  broken  open.  There 
wofi  no  indication  of  moisture  pe^ie- 
tration. 

Further  information  may  be  ob¬ 
tained  on  Silinite  by  wTiting  Ar¬ 
mor  Laboratories,  Inc.,  Dept.  BS, 
538  Commercial  Street,  Glendale. 
California. 

*  «  « 

New  Air  Conditioning 
For  Homes  By  York 

Development  of  a  new  summer 
air-conditioning  system  for  homes 
which  requires  no  water  and  which 
can  be  in.stalled  in  waste  space  has 
been  announced  by  York-Shipley, 
Inc.,  York,  Pa. 

Packaged  in  two  metal  boxes, 
the  new’  air  conditioner  will  be 
marketed  as  the  Shipley  Homeaire 
Conditioner.  The  generator  unit  is 
designed  for  installation  in  a  car¬ 
port  or  protected  outdoor  location 
while  the  conditioner  unit  can  be 
placed  in  any  ceiling  location  in  the 
home  for  connection  of  grilles  or 
ducts. 


These  units  will  be  installed  in 
homes  being  built  this  year  ir 
Levittown,  Pa.,  by  Levitt  &  Sons' 
The  conditioner  unit  will  be  in¬ 
stalled  in  the  top  of  a  centrally  lo¬ 
cated  closet.  York-Shipley  also  fur¬ 
nishes  the  heating  equipment  for 
these  homes. 

The  capacity  of  the  unit  for  the 
Levitt  installation  is  15,700  B.t.u. 
per  hour.  The  Shipley  Homeaire 
Generator  unit  is  32”  wide,  13%" 
high,  and  27"  deep  while  the  Con¬ 


ditioner  unit  is  28"  wide,  21"  high, 
and  23»  8"  deep. 

York-Shipley,  Inc.,  Dept.  BS, 
York,  Pa. 

*  *  * 

New,  Low  Cost  Masonry 
Drill  Introduced 

A  new  rotary  concrete  and  ma¬ 
sonry  drill  that  is  faster,  better 
and  less  costly  than  any  now  on  the 
market  has  been  announced  by  the 
Jet  Drill  Company,  Dana  Point, 
California. 


The  Jet  Drill  is  available  in  triple 
spiral-center  cutting  point  in  sizes 
from  3/16"  to  1/2"  and  triple  spiral 
core  type  with  full  slot  sizes 
to  2".  The  revolutionary’  triple  spi¬ 
ral  provides  triple  dust  exits  while 
the  full  slot  is  engineered  to  elimin¬ 
ate  drilled  concrete,  dust  and  pow¬ 
der  quickly — assuring  no  binding, 
stalling  or  heating  of  the  Jet’s 
specially  heat  treated  and  designed 
tungsten  carbide  cutters. 

Fully  guaranteed  and  designed 
to  “fly  thru  concrete”,  the  Jet  can 
be  used  with  any  electric  or  air  ro¬ 
tary  drill  motor  and  drills  can  be 
easily  sharpened  by  any  user.  This 
advantage  along  with  the  Jet’s  new’ 
triple  spiral  and  other  exclusive 
and  advanced  features  were  de¬ 
signed  and  developed  by  a  group 
of  the  Nation’s  leading  concrete 
and  masonry  drill  designers.  Com¬ 
pany  officials  pointed  out. 

*  *  * 

New  Line  of  Sinks 

Federal  Enameling  &  Stamping 
Company  announces  that  it  has 
added  a  new’  size  to  its  line  of  sinks. 
The  new’  size,  18"  x  24",  is  in  addi¬ 
tion  to  the  previously  announced 
sizes  of  18"  X  30",  13  x  17  7/16", 
16"  X  24"  and  14"  x  20". 


These  sinks  of  acid-resistant 
white  porcelain  enamel  on  heavy 
steel  are  designed  for  use  either 
with  a  cabinet  or  frame.  They  con¬ 
tain  titanium  for  a  whiter,  longer 
lasting  finish. 

*  *  * 

S  &  W  Moulding  Co.  Builds 
Room  Sets  Showing  Wall  Tile 

The  S  &  W  Moulding  Co.,  Co¬ 
lumbus,  Ohio,  leading  manufac¬ 
turer  of  plastic  wall  tile,  is  learn¬ 
ing  first-hand  some  of  the  com¬ 
plexities  encountered  by  large- 
scale  set  designers  for  stage,  screen 
and  television. 

S  &  W  and  its  advertising 
agency,  Byer  &  Bowman,  Colum¬ 
bus,  is  building  a  series  of  life- 
size  room  sets  illustrating  Miraplas 
wall  tile  in  kitchens,  breakfast 
nooks,  bathrooms,  recreation 
rooms,  laundry  rooms,  etc. 

The  sets  occupy  the  entire  floor 
space  of  the  agency’s  basement, 
and  Byer  &  Bowman  has  the  largest 
advertising  agency  building  in 
central  Ohio. 


Each  different  room  set  is  com¬ 
plete  in  €wei’y  detail.  Crews  of  car¬ 
penters  and  painters  have  been 
busy  erecting  the  sets,  six  of  which 
have  been  completed  to  date. 
Furniture,  drapes,  towels,  tub, 
toilet,  show’er  curtain,  washbasin, 
sinks,  cabinets,  all  plumbing  fix¬ 
tures,  pictures — everything  which 
belonged  in  each  room  has  been 
put  into  place. 

(Continued  on  Page  150) 
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Sell  Summer  Comfort  with 
High-Efficiency,  Low-Cost 


Lower  Material  Cost!  This  handsomely  embossed 
foil  bonded  to  tough  kraft  paper  costs  much  less 
than  most  bulk  insulations.  And  it  does  a  big  job  . . . 
sells  fast!  Reflects  up  to  95%  of  radiant  heat. . . 
literally  "turns  off”  the  heat  in  summer;  turns  it 
back  inside  in  winter.  Perfect  vapor  barrier,  too! 

Lower  Handling  and  Application  Cost!  250 

square  feet  in  each  15-lb.  roll . , .  the  most  insula¬ 
tion  in  the  least  space.  Applicators  carry  enough 
for  a  house  in  a  passenger  car.  And  it’s  the  simplest 
of  all  insulation  to  staple . . .  clean,  pliable,  easy 
to  cut,  stays  in  place.  More  jobs  in  less  time  with 
less  labor  . . .  more  profit ! 

Put  the  heat  on  summer  sales  with  this  quick 
way  to  "turn  off  heat."  Mail  the  coupon! 
Reynolds  Metals  Company,  Building  Products 
Division,  Louisville  1,  Kentucky. 


GIVES  YOU 
MORE  JOBS, 
BETTER  PROFIT! 


tivm  a§  a*  bulk  matmrial 


Big  Profits  in  Reynolds  [jtetinie  Aluminum  Gutters 


Beauty  and  rustproof  permanence  make  this  a  quick  sale.  Slip- 
joint  connectors  —  no  soldering  —  make  it  a  fast  job,  for 
more  profit.  Ogee  and  Half-Round,  smooth  and  stippled  finish. 


Best  Flashing  at 
Lowest  Cost 


MAIL  THIS  COUPON  NOW  I 

Reynolds  Metals  Company 
Building  Products  Division 
2044  So.  Ninth  St.,  Louisville,  Ky. 

Send  Deloilt  and  FREE  SAMPLES  of  Reflective 
Insulation;  also  full  Information  on  ^  Gutters 
and  Downspouts  □  Noils  Q  Flashing. 


Easiest  to  work,  looks  best! 
50-foot  rolls  14",  20"  and 
28"  wide.  Flat  sheet,  28" 

f  , 

wide,  lengths  up  to  1 2'. 


Nome. 


Address. 


‘MR.  PEEPERS”  returns  September  13th  on  NBC-TV 


&  Home  Improvement  Dealer 


The  American  Business  Man,  horn  on  impulse, 
raised  on  an  ebullient  spirit  and  swept  along 
on  a  tide  of  progress,  his  is  the  heritage  ol 
pros[)erity  in  a  rising  economy. 

All  to  the  good  .  .  .  and  the  Divine  Providence 
that  made  America  and  its  Enterprise  be 
thanked. 

But  wait.  There's  a  point  we  may  miss  in  our 
enthusiasm.  Does  some  magic  power  keep  evil 
from  us?  This  is  doubtful.  What  is  more  likely 
is  that  as  aluminum  is  tempered  with  alloys  to 
strengthen  it.  so  is  business  teni{x*red  with 
experience  gathered  through  the  years.  Bits 
and  pieces  accumulated  out  of  failure  and  suc¬ 
cesses.  with  experiments  in  research,  design, 
model-huilding,  testing,  production,  shipping, 
sales,  service  and  promotion;  name  it  .  .  . 
we’ve  done  it.  or  tried  it  in  one  wav  or  another. 


The  great  things  are  gathered  from  many  little  places 


Yes,  every  phase  saw  trial  and  error,  success 
and  failure.  We  applauded  the  successes  .  .  . 
and  learned  what  not  to  do  from  the  failures. 


Wdiat's  it  mean  to  you?  This:  Isn’t  it  logical 
that  you’re  more  apt  to  succeed  under  experi¬ 
enced  guidance  than  left  to  do  your  own  lonely 
experimenting?  Failure  is  so  costly  ...  so 
often  ruinouii.  There’s  more  to  success  than 
'^ate.  The  “more”  is  what  Warner  Weather- 
Master  furnishes  in  abundance.  To  be  in  a 
position  today  of  “calling  our  shots”  cost  us 
plenty  —  enjoying  its  fruits  costs  you  nothing. 


Would  you  take  less  than  the  best  if  given  the 
opportunity?  Neither  would  we.  Good  things 
come  from  good  men  doing  things  together. 
Want  to  belong?  You're  welcome! 
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Adams  Opens  2nd  Jalousie 
Plant  In  S.  Hackensack,  N.  J. 

Keeping  pace  with  the  mush¬ 
room-like  growth  of  the  jalousie 
industry,  Adams  Engineering  Co., 
Inc.,  Miami  (Fla.)  manufacturers 
of  ABC  glass  jalousie  windows,  re¬ 
cently  opened  its  second  plant  in 
South  Hackensack,  N.  J.,  according 
to  President  Charles  Silvers. 

Silvers  recently  returned  from 
the  new,  15,000-square  foot  build¬ 
ing  in  South  Hackensack,  now  the 
as.sembly  point  for  Northeast  and 
Midwest  distribution  of  ABC  jal¬ 
ousies. 

At  the  Miami  plant,  Adams  En¬ 
gineering  will  continue  to  handle 
aluminum  extrusion  and  major 
operations  such  as  cutting  and 
punching.  Silvers  said.  While  both 
plants  manufacture  the  ABC  jalou¬ 
sie  screen,  the  special  ABC 
“Weathertite”  storm  sash  now  is 
produced  and  assembled  in  Miami. 

Jalousie  assembly  for  Western 
and  Southern  United  States  is  per¬ 
formed  at  the  93,000-square  foot 
Miami  factory — which  grew’  from 
a  small  downtown  building  four 
years  ago  to  a  modern  plant 


equipped  with  more  than  530  ABC 
jalousie  windows. 

Adams  Engineering  also  manu¬ 
factures  12  models  of  indoor-out¬ 
door  aluminum  furniture  at  the 
Miami  plant.  The  South  Hacken¬ 
sack  plant  later  will  assist  in  furni¬ 
ture  assembly. 

Tested  under  torrential  rain  con¬ 
ditions  and  hurricane  winds  of 
more  than  120  miles  per  hour,  the 
ABC  jalousie  window  has  patented 
“knee  action”  spring-clips.  These, 
according  to  the  manufacturer, 
hold  the  glass  steady,  preventing 
rattles,  and  eliminates  bending  of 
either  end  during  installation  of 
glass.  The  spring-clips  also  ensure 
an  airtight,  watertight  closure  be¬ 
tween  each  clip  and  the  jamb  at 
all  times. 

*  *  * 

L  A.  Walters  Joins 
Rex  Corp. 

Mr.  L.  A.  Walters  has  joined  the 
Rex  Corporation  at  West  Acton, 
Massachusetts,  as  Director  of  Re¬ 
search.  Mr.  Walters  has  been  en¬ 
gaged  in  recent  years  in  independ¬ 
ent  research  and  development  work 
on  resin  emulsions.  Prior  to  that 


he  w'as  a  member  of  the  research 
staff  of  the  Union  Carbide  and  Car¬ 
bon  Corporation  and  of  the  Bake- 
lite  Corporation. 


L.  A.  Walters 


The  Rex  Corporation  manufac¬ 
tures  plastic  extrusion  products, 
insulated  wire  specialties,  and  cast 
plastics,  specializing  in  products 
requiring  high  precision,  unusual 
extrusion  skill,  and  special  equip¬ 
ment. 

*  *  * 

Arrow  Metal  Appoints 
William  P.  Mitchell 

William  P.  Mitchell  has  been  ap¬ 
pointed  Assistant  General  Sales 
Manager  for  Arrow  Metal  Prod¬ 
ucts  Corporation,  Which  maintains 
one  of  the  largest  metal  coating 
plants  in  the  country  at  Haskell, 
New  Jersey,  where  coating  is  done 
by  the  mile. 

Arrow  Metal  Products  supplies 
the  aluminum  awning  industry  and 
the  Venetian  blind  manufacturers 
with  pre-coated  steel  and  aluminum 
strip  of  all  widths  and  thicknesses 
especially  coated  with  a  large  va- 
(Continued  on  Page  145) 


Adams  Enginaering  Co.'s  new  plant  in  South  Hackensack,  N.  J. 
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B.  S.  Repoitei... 

{Continued  from  Page  142) 


riety  of  colors  including  many 
simulated  wood  grains  for  indoor 
and  outdoor  use. 


William  P.  Mitchell 


During  the  past  two  years  Mr. 
Mitchell  was  the  Long  Island  sales 
repre.sentative  for  the  Columbia 
Mills  of  Syracuse,  New'  York.  His 
sales  record  was  the  best  in  the 
North  Atlantic  district. 

Prior  to  that  Mr.  Mitchell  was  a 
sales  representative  for  the  West- 
erngrade,  Inc.,  Venetian  blind  job¬ 
bers  and  Eastern  Venetian  Blind 
of  Baltimore. 

Before  entering  the  business 
w'orld,  Mr.  Mitchell  w^as  a  featured 
entertainer  starting  at  the  age  of 
four,  doing  radio  and  vaudeville 
w'ork  from  1922  till  1941.  He  was 
co-starred  in  the  Irving  Berlin  pro¬ 
duction  “This  is  the  Army”  and  ap¬ 
peared  in  the  Warner  Bros,  film  of 
the  same  name,  sharing  comedy  re¬ 
lief  with  the  late  Alan  Hale. 

1|C  *  4e 

Roe-James  Glass  Co.  To 
Distribute  LOF  Fiber  Glass 

Appointment  of  the  Roe-James 
Glass  Co.,  Ninth  and  Robert 
Streets,  as  distributor  of  superfine 
insulating  fiber  glass  for  Libby- 
Owens-Ford  Glass  Company  was 
announced  jointly  by  H.  E.  Schell, 
president  of  the  St.  Paul  company 
and  Fred  W.  Segerstrom,  manager 
of  superfine  sales  of  LOF  Fiber 
Glass  Division. 


The  glass  company  maintains 
two  warehouses  in  St.  Paul  and  a 
branch  warehouse  in  Helena, 
Mont.,  and  will  distribute  the  fiber 
glass  products  throughout  its  trade 
territory  in  the  Northwest. 

The  Roe-James  Glass  Co.,  in¬ 
corporated  in  1914,  has  been  in  its 
present  location  since  1916.  It  has 
been  handling  Libbey-Owens-Ford 
w'indow'  glass,  plate  glass.  Thermo¬ 
pane  and  other  products  from  their 
earliest  distributions  in  the  area. 

*  *  * 

Andrea  Appoints  Studer 
Production  Supervisor 

The  Andrea  Manufacturing 
Company,  makers  of  the  famous 
Andrea  Aluminum  Storm  Win¬ 
dows,  announces  the  appointment 
of  John  Paul  Studer  as  Production 
Supervisor.  Mr.  Studer  comes  to 
Andrea  from  Trans  World  Airlines, 
w’here  he  w'as  Director  of  Main¬ 
tenance,  Eastern  Division,  for  7 
years. 


John  Paul  Studer 


Improvements  instituted  by  Mr. 
Studer  in  TWA  transport  planes 
have  been  utilized  in  specially  de¬ 
signed  trucks  for  Andrea — featur¬ 
ing  a  new'  principle  of  rigidity  in 
the  motor  transportation  of  alumi¬ 
num  w'indows  and  doors.  The  spe¬ 
cially  constructed  body  of  the  truck 
prevents  the  aluminum  doors  and 
w'indow's  from  racking  and  sway¬ 


ing;  there  is  no  body  lash  and 
therefore  no  scratching  or  break¬ 
ing  of  the  material. 

Mr.  Studer  plans  to  institute  a 
new  system  of  quality  control  at 
Andrea  to  bring  their  level  of  pro¬ 
duction  to  an  even  higher  degree 
of  perfection. 

*  *  * 

F.  A.  Rosendahl  Appointed 
By  Adams  Engineering  Co. 

Frank  A.  Rosendahl  has  been  ap¬ 
pointed  national  sales  manager  for 
ABC  jalousie  window's,  it  was  an¬ 
nounced  recently  by  Adams  En¬ 
gineering  Co.,  Inc.,  manufacturers 
of  ABC  jalousie  windows  and 
aluminum  furniture. 


Frank  A.  Rosendahl 


Rosendahl  joins  the  Adams  En¬ 
gineering  plant  in  Miami,  Fla.,  w'ith 
more  than  20  years’  experience  in 
sales  promotion  and  building  con- 
.struction.  Prior  to  his  appointment, 
he  was  president  of  the  ABC  Con¬ 
struction  Products  Corps.,  Miami. 
*  *  * 

Wm.  Simonite  Appointed 
Sales  Mgr.  By  Lemlar 

Appointment  of  William  Simon¬ 
ite  as  sales  manager  is  announced 
by  Lee  Miller,  president  of  the 
Lemlar  Manufacturing  Company, 
Gardena,  California,  designers  and 
manufacturers  of  patented,  adju.st- 
able  Lemlar  aluminum  louvers,  ja¬ 
lousies,  Venetian  awnings  and  In¬ 
depane,  jalousie  w'indow's  for  in¬ 
dustrial,  commercial  and  residen¬ 
tial  buildings.  Simonite  also  heads 
up  selling  activities  for  the  Lee 
Miller  Company,  sales  organization 
in  the  Southern  California  area  for 
the  parent  company. 
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This  view  of  American  Kitchens  newly  completed  $375,000  warehouse  shows  the  200  foot 
covered  loading  dock.  The  warehouse  will  be  used  to  store  finished  kitchen  equipment  and 
will  hold  approximately  28,000  units. 


Born  in  Winnipeg",  Canada, 
where  he  majored  in  busine.'^s  ad¬ 
ministration  and  .salesmanship  at 
St.  Paul’s  College,  he  later  com¬ 
pleted  courses  in  salesmanship  and 
salesmanagement  at  the  Ruussell 
Busine.ss  Institute. 


William  Simonite 


Simonite  brings  with  him  a 
wealth  of  experience  in  the  archi¬ 
tectural,  light  constructions  and 
heavy  construction  fields,  reports 
Miller,  who  .states  that  Simonite 
has  to  his  credit  a  record  of  out¬ 
standing  sales  successes  as  vice- 
president  and  sales  manager  of  a 
lending  Canadian  building  and  con- 
trnxiting  concern  where  he  actually 
quadrupled  sales  volume  before 
moving  to  the  Southern  California 
area. 

*  ♦  * 

Arrow  Completes  Plant 
Expansion;  Lowers  Prices 

Arrow  Metal  Products  Corpora¬ 
tion,  of  Ha.skell,  New  Jersey,  an¬ 
nounces  the  completion  of  its 
tremendous  plant  expansion  pro¬ 
gram  on  July  13th,  1953.  Addi¬ 
tional  equipment  for  coating  “Por- 
cenamel,”  the  pressure  aluminum 


rienced  metal  coating  operation  in 
the  country  is  now  ready  to  turn 
out  more  than  50,000  pounds  of 
pre.ssure  coated  aluminum  daily. 

The  resultant  economies  are  be¬ 
ing  passed  along  to  the  aluminum 
awning  industry  in  the  form  of  a 
complete  price  revision.  Arrow’  will 
alodize  and  pressure  coat  the  alu¬ 
minum  awning  manufacturers’ 
material  in  any  width  at  the  fol¬ 
lowing  prices: 

.025 

.032 

.040  at  12c  per  pound 
in  single  colors  or  Twintone, 
the  two-color  “Porcenamel.” 
Slitting  facilities  are  available 
at  mill  extra  charge,  and  other 
thicknesses  priced  proportion¬ 
ately. 

Arrow  also  announces  a  new, 
more  glistening  finish  in  white  for 
for  greater  reflectivity  and  con¬ 
trast — brighter  than  the  whitest 
white  seen  to  date. 

Merchandising  and  engineering 
assistance  to  the  aluminum  aw’ning 
field  is  now'  made  available  through 
Arrow’s  expanded  sales  and  engi¬ 
neering  field  organizations. 

*  *  >  « 

Wm.  J.  Von  Akin  Elected 
VP  by  Ruberoid 

William  J.  Van  Akin  was  elected 
a  vice-president  by  the  Board  of 
Directors  of  The  Ruberoid  Co.,  pro¬ 
ducers  of  asphalt  roofing  and  as- 
be.stos-cement  building  products,  it 
was  announced  today.  Mr.  Van 
Akin  has  been  w'ith  The  Ruberoid 
Co.  since  1948  and  was  formerly 
a  vice-president  of  The  Flintkote 
Company.  He  is  a  chemical  engi- 


Norman  S.  Gilbert 
Appointed  by  R.  D.  Werner  Co. 

The  R.  D.  Werner  Co.,  Inc.,  an¬ 
nounces  the  appointment  of  Mr. 
Norman  S.  Gilbert  as  Merchandis¬ 
ing  Manager  of  a  new’  department, 
recently  created  to  develop  new' 
markets  and  special  promotions  on 
the  company’s  expanding  line  of 
consumer  products. 

The  Werner  Company  is  one  of 
the  leading  manufacturers  of  Al¬ 
uminum  Clothes  Dryers,  Alumi¬ 
num  Extension  Ladders,  Step  Lad¬ 
ders  and  Step  Stools. 


Norman  S.  Gilbert 


Mr.  Gilbert  w’ill  al.so  direct  the 
promotional  activities  of  the  com¬ 
panies  industrial  divi.sion  which  is 
now  producing  custom  aluminum 
extrusions  and  roll  formed  shapes 

for  industrial  use. 

*  *  * 

Ludman  Appoints  H.  W.  Tavs 
As  General  Sales  Manager 

The  Ludman  Corporation  of 
Miami,  Florida,  World’s  Largest 


Henry  W.  Tovs 


Manufacturers  of  Awning  Type 


coating,  has  been  installed,  and  ex-  neering  graduate  of  Rens.selaer  Windows  and  Jalousies,  has  an- 


isting  lines  have  been  revamped  Polytechnic  Institute,  cla.ss  of  1924.  nounced  the  appointment  of  Henry 


so  that  the  largest  and  most  expe-  His  home  is  in  Oradell,  New’ Jersey.  W.  Tavs  as  General  Sales  Mana- 

f 
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Ker,  in  charge  of  National  and  For¬ 
eign  sales  and  advertising  for  all 
its  dh'isions. 

Mr.  Tavs,  one  of  the  nation’s  top 
marketing  authorities,  was  former¬ 
ly  Sales  and  Merchandise  Manager 
for  the  International  Latex  Corp¬ 
oration,  Belding-Heminway-Corti- 
celli  and  the  New  Hav'en  Clock  and 
Watch  Company. 

*  *  * 

Aluminum  Air  Seal 
Offers  Extrusion  Service 

A  new  aluminum  and  plastic  cus¬ 
tom  extrusion  service  is  being 
made  available  by  Aluminum  Air 
Seal  Manufacturing  Company, 
3400  West  Federal  Street,  Youngs¬ 
town,  Ohio,  according  to  an  an¬ 
nouncement  by  Clifford  L.  Web.ster, 
general  manager  of  the  firm  which 
manufactures  Trim-A-Seal  orig¬ 
inal  storm  products. 

Aluminum  Air  Seal  was  a  pio¬ 
neer  manufacturer  of  extruded 
aluminum  storm  doors  and  win¬ 
dows,  and  its  Trim-A-Seal  anodized 
aluminum  storm  products  embody¬ 
ing  many  patented  exclusive  fea¬ 
tures  have  nationwide  distribution. 

A  year  ago,  the  firm  installed  a 
2500-ton  hydraulic  press  in  its 
Youngstown  plant  to  extrude  the 
sections  which  go  into  the  manu¬ 
facture  of  Trim-A-Seal  aluminum 
storm  products.  By  stream-lining 
his  entire  production,  Webster  has 
been  able  to  double  the  Trim-A- 
Seal  output  without  using  the  full 
capacity  of  the  giant  press. 


Right:  Aluminum 
Air  Seal  Manufac¬ 
turing  Company's 
giont  2500-ton  hy¬ 
draulic  press. 

Accordingly 
he  is  making 
these  extru¬ 
sion  facilities 
available  to 
small  manu¬ 
facturers  on  a 
limited  com¬ 
mercial  basis. 

Either  alumi¬ 
num  or  plastic 
will  be  extruded  on  order  from  the 
customer’s  own  dies  or  dies  made 
up  by  Aluminum  Air  Seal  to  the 
customer’s  specifications. 

*  *  * 

New  2500  Ton  Extrusion 
Press  Addition  To  Keystone 
Alloys  Co. 

Keystone  Alloys  Co.,  Derry,  Pa., 
announces  the  addition  of  a  mod¬ 
ern  new  2500  ton  extrusion  press. 
Through  their  main  factories  at 
Derry  and  Greensburg,  Pa.  Key¬ 
stone  Alloys  Company  controls  all 
the  operations  necessary  in  the 
production  of  Keystone  products. 
Their  facilities  for  manufacturing 
quality  products  enable  them  to 
maintain  a  steady  flow  of  products 
and  materials  to  Keystone  plants 
from  coast  to  coast. 

*  *  * 

Alumatic  Appoints  Weiss  To 
Head  Paterson,  N.  J.  Plant 

Mr.  Joseph  Zitomer,  President  of  ^ 
the  Alumatic  Corporation  of  Amer¬ 


ica,  Milwaukee,  has  recently  an¬ 
nounced  the  appointment  of  Mr. 
Arthur  0.  Weiss  as  General  Man¬ 
ager  of  Alumatic’s  Paterson,  New 
Jersey  Branch  plant. 


Arthur  O.  Weiss 


Mr.  Weiss  assumes  his  new  posi¬ 
tion  with  a  background  of  success¬ 
ful  window  sales  experience.  He 
has  been  affiliated  for  several  years 
with  one  of  Alumatic’s  largest  dis¬ 
tributors  in  sales  and  dealer  re¬ 
lations  capacities. 

After  graduation  from  the  Uni¬ 
versity  of  Chicago,  and  Northern 
Illinois  College,  Mr.  Weiss  .served 
as  .sales  representative  for  a  large 
midwestern  manufacturer  and 
served  in  the  United  States  infan¬ 
try  in  Europe  for  three  years.  He 
is  married  and  has  one  son. 

*  *  * 

Jamaica  Sash  Launches 
National  Advertising  Drive 

Looking  ahead  to  the  tougher 
competitive  days  in  the  storm  win¬ 
dow  industry,  Jamaica  Sash  &  Door 
Company,  New  Hyde  Park,  L.  I. 
has  instituted  a  national  advertis- 
{Continned  on  Pape  164) 


Sticklers  for  detail,  here  we  see  John  Zappone,  (left)  o  Keystone  executive  and  Alex 
Svetahor,  General  Superintendent,  checking  blueprints  an  the  modern  new  2500  ton  ex¬ 
trusion  press  installation. 
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Contractor-Dealers  who  read  AMERICAN 
ROOFER  &  SIDING  CONTRACTOR  are  up 
to  date,  progressive  and  salesminded.  For  more 
than  42  years  this  publication  has  been  the 
hible  of  the  industry. 

As  proof  of  AMERICAN  ROOFER's  leader¬ 
ship,  the  leading  Association  in  the  held  gave 
exclusive  and  vitally  important  articles  to  this 
publication  for  a  special  July  issue. 

Based  on  "Color  Sells  Roohng  and^Siding,"  the 
July  issue  is  run  in  four-color  process  making 
it  the  most  important  and  independent  mer¬ 
chandising  effort  ever  undertaken  in  this  held. 

Manufacturers  of  building  specialty  items  will 
hnd  that  AMERICAN  ROOFER  covers  this  re¬ 
sponsive  market.  Its  readers  are  waiting  and 
anxious  for  more  products  to  sell. 

If  you  will  drop  us  a  line  we  will  be  glad  to 
send  you  a  market  report  on  the  roohng  and 
siding  industry,  as  well  as  a  copy  of  this  color¬ 
ful  July  issue. 

AMERICAN  ROOFER  & 
SIDING  CONTRACTOR 
425 — 4th  Ave.. 

N«w  York  16.  N.  Y. 

Telephone:  MU  3-6280 


Combination  Windows 

{Continued  from  Page  95) 

berlin  Company  of  Detroit  and  The 
Kaufman  Company,  also  of  Detroit, 
had  combination  products  on  the 
market.  The  Chamberlin  Company 
made  an  all  bronze  combination 
product  in  1932 — screens  and  glass 
sections.  Some  of  those  installations 
are  still  in  use.  Steel  was  used  by 
the  F.  C.  Russell  Company  and  the 
Kaufman  Company.  Substantial 
headway  came  in  the  late  thirties. 
Meanwhile,  the  Weather-Seal  Com¬ 
pany  of  Barberton,  Ohio,  as  early 
as  1933-1934  entered  the  field  with 
substantial  production  of  wood 
Combination  windows.  Orange 
Screen  Co.  (now  Eagle  Picher  Co.) 
was  making  w'ood  conginations  in 
1932-33.  In  1937-38  they  began 
making  combinations  of  wood  and 
aluminum  and  of  wood  and  steel. 

In  Baltimore,  the  Winsulite  Mfg. 
Co.  experimented  with  a  complex 
custom  made  model  several  of 
w’hich  were  sold  locally  in  1930-31. 
Improved  stock  models  were  being 
sold  by  Winsulite  in  1933-34.  The 
trend  w’as  started. 

Rapid  Development 

Aluminum  was  a  natural  for  the 
combination  type  of  installation. 
Rapid  development  of  basic  capaci¬ 
ties  to  produce  aluminum  was  a 
i  war  necessity.  Prime  aluminum 
j  suppliers  were  alert  to  the  post- 
‘  war  uses  of  the  product.  Their  re- 
I  search  and  sales  departments  saw' 

!  the  possibilities  and  potential  in 
the  aluminum  combination  window 
and  door  field. 

The  process  of  extruding  and  roll 
i  forming  of  the  metal  developed 
I  rapidly  during  the  war  period.  The 
I  first  extrusions  of  aluminum  for 
I  combination  window  use  came  in 
1937-1938.  Production  was  stopped 
by  war  necessity  but  a  new  post- 
!  war  business  had  its  inception. 

{Continued  on  Page  152) 
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Ideol  for  Storm  Doors  ond  Storm  Windows 


LASTIK  MODUCTS  CO.,  INC.  •  IROQUOIS  BUILDING  •  RITTSBURGN,  PA.  •  MUSBUM  1-8555 


&  Home  Improvement  Dealer 


HEW  Products— I deas— Methods 

{Continued  from  Page  138) 


The  Crosley  Division  of  the 
AVCO  Manufacturing  Corpora¬ 
tion,  Cincinnati,  furnished  a  car¬ 
load  of  appliances  for  the  kitchen 
sets. 

S  &  \V  factory  in.stallation  in¬ 
structors  have  installed  thousands 
of  square  feet  of  Miraplas  to  the 
walls  of  the  room  sets. 

Photos  of  the  new  sets  will 
serve  many  purposes,  including 
S  &  W’s  full-color  advertisements 
in  national  magazines,  dealer  ad 
reprints,  catalog  illu.strations,  di¬ 
rect  mail  and  numerous  .sales  pro¬ 
motion  tie-in  materials. 

*  *  * 

Delta  Offers  New  Carbide- 
Tipped  Blades  for  Radial  Saws 

A  new  line  of  low-cost,  carbide- 
tipped  .saw  blades  designed  esp^ 
cially  for  use  on  radial  saws  ^11 
greatly  increase  the  utility  ^nd 
scope  of  these  saws  for  contractors 
and  builders,  according  to  the  Delta 
Power  Tool  Division  of  Rockwell 
Manufacturing  Company. 

The  lower  price  has  been  made 
po.ssible  by  “improved  methods  of 
manufacture,”  and  because  this  is 
the  first  time  blades  of  this  type 
have  been  mass-produced,  the  man¬ 
ufacturer  explained.  (Until  now 
the  only  carbide-tipped  blades  pro¬ 
duced  have  been  relatively  high- 
priced,  specially-engineered  prod¬ 
ucts  for  indu.strial  u.se.) 


other  operations  on  abrasive  ma¬ 
terials  that  quickly  dull  .standard 
blades.” 

Tipped  with  tung.sten  carbide — 
the  hardest  applicable  metal  known 
to  man — the  new  blades  will  cut 
woods,  wood  laminates,  plastics, 
metals  and  other  abrasive  ma¬ 
terials.  They  will  easily  cut  throu^ 
nails,  wires  and  similar  obstjj^- 
tions. 

Other  advantages  ^dtcd  for  the 
blades  are  faster  filling,  less  dan¬ 
ger  of  kickback^moother  cutting, 
and  freer  cibfc^g  with  less  oper¬ 
ator  fatigff^. 

Using  the.se  blades  for  standard 
cut^ig  operations,  a  builder  can 
gj^tly  reduce  the  number  of  blade 
cnanges  and  machine  downtime. 
The  blade  will  serve  25  to  100  times 
longer  without  resharpening. 

The  carbide  tips  are  precision- 
brazed  to  blades  of  special  analysis, 
high-quality  tool  steel,  then  dia¬ 
mond-wheel  ground  to  close  toler¬ 
ances.  Clearances  are  precision- 
ground  on  the  sides  of  the  teeth 
with  diamond  wheels,  eliminating 
setting  or  swaging  of  the  teeth. 

Because  of  this  built-in  swage 
de.sign,  only  the  carbide  cutting 
edges  i  touch  the  work,  reducing 
friction  and  power  loss  and  also 
reducing  the  danger  of  kickback. 
Fa.ster,  smoother  cutting  is  pos¬ 
sible. 


Universal  Offers  New 
Aluminum  Combination  Door 

Made  by  Universal  Fabricators, 
a  new  aluminum  combination  door 
called  the  “Guardian”  is  now  avail¬ 
able  for  dealers.  The  Guardian  is 
made  of  .064  gauge  63S-T5  extrud¬ 
ed  aluminum,  ev'en  its  corner  re¬ 
inforcements  being  extruded  rath¬ 
er  than  stamped  or  ca.st.  There  is 
a  one-  piece  screen  and  double 
strength  gla.ss  insert  with  a  center 
mullion. 


a  II—'  iiK,... 

.mitS — AMiRa 


Spline  for  the  glass  is  stainless 
steel  while  the  screen  has  vinyl 
plastic  spline.  Screen  is  all-alumi¬ 
num  mesh.  Mitred  frames  through¬ 
out  have  carefully  sealed  joints. 
The  hinges  are  heavy  gauge  and 
half  concealed. 

Other  features  include:  Z-bar 
installation  frame,  expansion  .sill, 
.stainless  metal  closer  a.ssembly, 
.stainless  steel  hardware  and  acce.s- 
sories,  extra  heavy  embossed  kick 
plate,  mail  slot,  lock  and  key  unit, 
wide-.set  screw  .secured  insert  locks, 
and  optional  almuinum  grilles. 

Universal  Fabricators,  Dept.  BS, 
1785  Boone  Avenue,  N.  Y.  60,  N.  Y. 


The  new  blades  will  last  almost 
100  times  as  long  as  standard 
blades,  the  manufacturer  points 
out,  and  are  “ideal  for  reworking 
grit-covered  concrete  forms  and  for 


The  blades  are  offered  in  10,  12, 
and  14-inch  diameters  to  fit  stand¬ 
ard  arbors  and  in  24,  30,  and  36- 
tooth  types  respectively,  after  care¬ 
ful  research  to  determine  the  best 
type  of  blades  for  radial  saws.  The 
blades  are  ideally  suited  for  use 
with  power  feed  attachments  . 

For  further  information,  write 
to  the  Delta  Power  Tool  Division, 
Dept.  BS,  Rockwell  Manufacturing 
Company,  400  North  Lexington 
Avenue,  Pittsburgh  8,  Pa. 


♦  ♦  ♦ 

Wilson  Plastics  Announces 
New  Plastic  Tile 

Wilson  Pla.stics,  Inc.,  Sandu.sky, 
Ohio,  announces  a  distinctive  new 
addition  to  its  quality  line  of  plastic 
tiles.  Wilson’s  Panelux,  the  new 
decorator’s  size  tile,  answers  the 
need  for  plastic  tile  in.stallations 
over  large  areas,  opening  new 
markets  in  restaurants,  hospitals, 

{Continued  on  Page  188) 
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A  &  B  MANUFACTURING  COMPANY 


10441  Metropolitan  Avenue  •  Kensington,  Maryland 
LOckwood  4-6468 


KAYSER  distributors  and  dealers  belong  to  the  “sound  business”  level 
of  their  communities.  Whether  success  came  first  —  or  following  their 
appointment  as  KAYSER  agencies,  the  fact  remains  that  KAYSER 
products  are  associated  with  success. 

You,  too,  can  enjoy  this  achievement.  From  the  very  first,  you’ll  apre- 
ciate  the  aggressive  cooperation  you’ll  get  from  A  &  B.  Effective  cam¬ 
paigning  and  merchandising  with  a  quality  line  of  demand  products 
have  taken  the  elements  of  “risk”  and  “experimentation”  from  our 
market.  Write  —  right  now!  —  and  make  your  business  a  BUSINESS! 
(KD  operators  and  manufacturers  invited  to  inquire  for  available  fran¬ 
chise  territories). 


KAYSER  aiutninutn  tension  weofhersfripping 

Now  you  can  mako  your  casor 
mont  windows  with  an  exdu$iv9 
footure— lust  by  odding  KAYSfR 
■  \  woathersiripping.  Th# 

v  cutawoy  illustrations  show  how 
(“I  ^  '  tho  unique  design  makes  attach- 

‘  ment  quick  .and  easy  with  per- 
feet  results.  An  ideal  selling 
I  <  :  feature  or  extro-profit  sales  unit. 


KAYSER  casement  storm  windows  are 
the  standout  aluminum  unit  in  the  field. 
Custom-fitted,  permanent  installations, 
only  KAYSER  casements  are  equipped 
with  prefabbed  stripping!  You  can 
prove  KAYSER’S  superior  condensation 
control. 


&  Home  Improvement  Dealer 


Priced  for  Profit.. 
Huilt  for  Beauty! 

TRIPLE-TRACK 


EXCLUSiy'E  . . .  4’ti'ay  adjustable  expansion  frames. 
Makes  custom-fit  installations  profitahle/ 


•  63  ST-5  Extruded  uluniinum 

•  Self-storinj? 

•  3  Sliding  Inserts 

•  Alelud  screening 


#  Stainless  steel  springs 

•  Finger-tip  Control 

•  Weatherstripped  sills 

#  All  Hardware  Included 


For  Further 
Inforination, 
including 
|)  r  i  c  e  list, 
call  «»r  write: 


BENART  Windows  are 
FULLY  WARRANTED 
for  parts  and  mechanical  defects. 

EXCLUSIVE  TERRITORIES  AVAILABLE 
for  DISTRIBUTORS  and  K-D  OPERATORS 


ALUMINUM  PRODUCTS  Co.,  Inc. 

EVANS  TERMINAL,  HILLSIDE,  N.  J. 

Elizabeth  4-2333 


Combination  Windows 

(Continued  from  Page  148) 

Suddenly  there  appeared  in  full 
swing  the  post-war  aluminum  com¬ 
bination  window  and  door  industry 
—a  new  and  important  item  in  the 
home  improvement  field.  By  1947- 
1948  fifty  firms,  more  or  less,  were 
actively  engaged  in  the  business  of 
manufacturing  these  products.  The 
growth  was  rapid  and  to  .some  ex¬ 
tent  astounding.  The  public  quickly 
saw  the  advantages  and  readily 
accepted  the  products.  Continual 
improvements  and  progress  were 
evident.  The  industry  got  off  to  a 
I  healthy  start. 

The  Korean  war  brought  about 
an  abrupt  interference  with  this 
normal  development.  Wth  the  im¬ 
mense  military  demands  for  alumi- 
'  num  facing  the  country  it  soon  be- 
;  came  evident  that  the  overall  uses 
!  of  aluminum  by  essential  and  non- 
essential  industries  had  to  be  re¬ 
viewed.  It  early  became  evident,  in 
I  the  minds  of  the  government,  that 
the  public  could  get  along  with  the 
old  style  wood  sash  and  screen  un- 
:  til  more  aluminum  was  available, 
and  it  was  so  stated. 

Common  Problem 

This  crisis  then  facing  this  new 
industry  created  a  common  problem 
for  everyone  connected  with  the  in¬ 
dustry.  A  joint  meeting  w’as  held 
through  the  assi.stance  of  the 
BUILDING  SPECIALTIES  Maga¬ 
zine  officials,  the  only  source  hav¬ 
ing  a  list  of  manufacturers.  Such 
was  the  rapid  growth  of  the  indus¬ 
try  that  each  manufacturer  knew 
little  of  his  competitor. 

The  joint  efforts  of  the  group 
effectively  and  pursuasively  fore¬ 
stalled  congressional  intent  to,  in 
effect,  close  their  plants  by  deny¬ 
ing  them  the  use  of  raw  material 
aluminum.  Out  of  this  developed 
’  the  National  Combination  Storm 
Window  and  Door  Institute  as  a 
permanent  organization  for  the 

(Continued  on  Page  154) 
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IMPROVES  YOUR  PRODUa...CUTS  COSTS 


amazing  new  two  color  ROLL  COAT  costs  less  than 
you  pay  for  one  color  enameled  coil  strip 


Here’s  the  ‘'silver  lining”  that  adds  new  eye  appeal . . .  buy  oppecrf ...  to  your  awnings.  ROLL 
COAT — the  new  continuous  coating  process  for  aluminum  coil  strip — gives  you  SOLID 
WHITE  on  one  side,  SOLID  COLOR  on  the  other  (15  gorgeous  jewel  tone  "DULUX”  colors 
by  Dupont).  ROLL  COAT  aluminum  strip  can  be  easily  formed  into  ony  desired 
awning  shape  without  marring  the  finish.  "Alodine”  treated  and  oven-baked, 

ROLL  COAT  achieves  a  rich  new  beauty  of  finish  . . .  deep  lustrous 
color  and  gloss  .  .  .  thot  you  must  see  to  appreciate.  Compare  . 

ROLL  COAT — both  in  cost  and  quality — with  any  other 
product  on  the  market.  Send  for  your  free  samflle  today.  ^ 


SAVES  YOU  aEANING... SPRAYING ...JAKIMG 
•WITH  ROLL  COAT  YOU’RE  mOY  TO  ROU” 


^IRM  Nami _ 

IHOlVlou^l  — - - ^ 

crry  — ■ — __ 


lomp/e 


INCORPORATED  •  PENDLlTdN,  INDIANA  L. 
Phon*  Pendleton  500 


Combination  Windows 

(Contiyiued  from  Page  152) 

purpose  of  continued  government 
contact  in  the  interest  of  all  manu¬ 
facturers  and  the  development  of 
other  activities  and  services  com¬ 
mon  to  all  manufacturing  trade  as¬ 
sociations  of  handling  all  economic 
common  problems,  public  relations, 
statistical  studies,  market  research 
and  the  like. 

It  became  evident  very  quickly 
that  unfair  selling  and  advertising 
practices  so  prevalent  in  house  to 
house  sales  of  vacuum  cleaners  and 
sewing  machines  were  being  used 


in  the  combination  window  field. 
Progress  has  been  made  in  correct¬ 
ing  these  abuses  but  a  continuing 
policing  job  appears  evident.  This 
has  been  unfortunate  for  this  new’ 
industry  as  it  has  tended  to  lower 
the  prestige  of  the  industry  which 
could  just  as  easily  have  been  in¬ 
troduced  and  maintained  on  a  high 
level  of  prestige.  A  public  relations 
program  and  close  policing  job  will 
have  to  be  inaugurated  to  offset  the 
damages  done  by  the  abuse  of  a 
few.  The  greater  part  of  the  indus¬ 
try  is  intent  on  raising  the  pres¬ 
tige  of  the  industry.  The  reputation 
of  the  industry  has  been  impaired 
by  the  practices  of  a  small  group 


who  have  acted  with  disregard  of 
the  public’s  rights. 

The  Congressional  act  which  es¬ 
tablished  the  National  Production 
Authority  was  full  of  loop  holes. 
The  inevitable  result  was  the  in¬ 
flux  into  so  called  manufacturing 
of  innumerable  firms  in  search  of 
the  “fast  buck’’.  This  situation  has 
caused  the  unstable  sales  market 
currently  existing.  It  is  expected 
that  this  condition  will  continue  for 
some  months  after  aluminum  is  in 
free  supply. 

This  uncertainty  w’ill  clear  aw’ay 
within  the  next  year  by  many  new 
manufacturers  returning  to  their 
{Continued  on  Page  182) 


Monufacturers-Nationol  Distributors 


MAPES  INDUSTRIES  INC. 


2421  ”0”  Street  ^ 
Lincoln,  Nebraska 


DISTRIBUTORS  WANTED 
to  cash  in  on  BIG  PROFITS! 
through  the  sale  and  installation  of 


Aluminum  Marquees  and  Canopies 

LARGE  VOLUME  —  LIMITED  COMPETITION  —  LOW  SALES  COST 

(After  first  installation,  one  job  sells  another) 


LUMISHADE,  the  beautiful,  sturdy,  permanent,  load-bearing  unit,  with  the  ultra¬ 
modern  appearance,  is  ideal  for  new  buildings  ...  for  streamlining  old  buildings. 
LUMISHADE  is  excellent  for  department  stores,  clothing  stores,  restaurants,  auto 
dealers  and  many  other  commercial  installations.  Also  ideal  for  homes  — 
carports,  door  hoods,  picture  windows  and  —  in  some  areas  —  patios,  porches, 
and  decks. 

LUMISHADE  offers  the  double  advantage  of  mod¬ 
erate  first  cost  and  absolutely  no  maintenance  cost. 
LUMISHADE  rejects  the  sun's  heat,  while  filtering 
light  through.  Permits  free  air  circulation.  Sheds 
rain  and  snow,  channeling  the  water  into  intermedi¬ 
ate  drainage  troughs  which  are  removable  for  easy  cleaning.  Overlap  (see 
cutaway  drawing)  offers  maximum  protection  from  wind-driven  rain  and  snow 
and  from  melting  snow  dripping  through.  Designed  for  much  greater  load- 
bearing  strength.  Shipped  K.  D. 


BILLION  DOLLAR  REPAIR  AND  IMPROVEMENT  MARKET 

During  the  next  five  years,  retail  business  will  be  good  only  for  those  who 
attract  business.  Attractive  LUMISHADE  Marquees  will  help  draw  that  business 
wherever  installed.  They  offer  the  most  in  face-lifting  and  streamlining  for 
the  least  in  dollars. 


ACT  NOW!  DISTRIBUTORS  ARE  FRANCHISED 
IN  EXCLUSIVE  TERRITORIES 


Write  today  for  full  information  about  the  profitable  opportunities  that  await  LUMISHADE 
Installing  Distributors.  Hurry  while  your  territory  is  still  available. 
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ONE  GOOD  REASON  IS  ENOUGH! 

here  is  ONE  of  MANY  GOOD  REASONS  why 

SUPERIOR  WINDOW  COis 

K  D  (KNOCK-DOWN)  JALOUSIE  WINDOW  UNITS 
MEAN  GREATER  PROFITS 
TO  YOU... 


THE 


REASON 


Jfi 


JAL-O-VENT,  the  7"  Balanced 
Louver  Glass  Jalousie  with  Va" 
overlap,  is  precision  built  by 
modern  asscmbly-'line  methods. 
Here  is  a  jalousie  that  gives  awn¬ 
ing  protection,  coupled  with  jalou¬ 
sie  ease  of  operation.  Mac'e  of 
heavy  extruded  aluminum  frame, 
and  screens  that  are  interchange¬ 
able  with  storm  sash. 


Here  is  a  K  D  Unit  that  combines  simplicity  with  amaxing 
speed  of  assembly  (approximate  production  per  man  per 
hour — 25  frames) .  All  you  need  is  a  ball  peen  hammer  .  .  . 
no  jig  table  or  fixtures  are  needed  ...  no  screws  to  get  lost. 
Just  slip  jamb  tabs  through  tab  slots  in  head  and  sill,  tap 
tabs  with  hammer  until  they  are  bradded  over  .  .  .  and  just 
like  that,  it's  done!  A  few  sizes  of  headr,  sills  and  jambs, 
make  many  different  lengths  atid  widths  of  jalousies. 
Simplicity  of  asserhbly  .  .  .  one  GOOD  reason  why  Superior 
Window  Co.'s  K.  D.  Units  mean  greater  profits!  See  your 
dealer  now,  or  write  direct  to: 


N.  W.  37th  AVE.  MIAMI 


ALSO  MANUFACTURERS  OF 

PROJECT-O-VENT,  the  economy  aluminum 
awning  window,  designed  with  style-conscious 
flexibility  and  modern  mechanical 
perfection,  at  a  low  price. 


Z-BAR  &  TUBAR-VENT 

The  all-season  aluminum  casement  windows. 

Designed  for  rugged  performance!  Precision 
windows  with  extruded  aluminum  tubular  sections  in 
the  vents  (TUBAR-VENTS)  and  the  finest  extruded 
aluminum  in  Z-shaped  solid  form  ( Z-BAR- VENTS  I  with 
adjustable  hinges,  with  pivot  pins  separated 
from  hinges  by  phenolic  bushings  and  washers  .  .  . 
eliminating  freeze-up. 
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WITH 

GEORGE  W.  TRAPP  CO. 

MANY  EXCLUSIVE  FEATURES 
SIMPLE  INSTALLATION 
SHIPPED  COMPLETE 
TROUBLE-FREE  SERVICE 
PROTECTED  TERRITORIES 
EXCELLENT  PROFITS 


MANUFACTURING  A 
COMPLETE  LINE  OF 
SCREENS  FOR  CASE¬ 
MENT  WINDOWS 


A  HEAVIER  EXTRUSION 

Precision  Engineered 
Beautifully  Designed 
Economically  Priced  Door 

WRITE  -  WIRE 
or 

PHONE 


SELL  &  PROFIT  With 

The  Finest  Quality 
Door  Available  .  .  . 


Exclusive  Territories  Available 


BE 

J 


Business  Activity 

(Continued  from  Page  18) 

fecting  the  balanced  position 
achieved  by  the  industries  as  a 
whole. 

The  question  that  the  analysts 
now  are  asking  themselves  as  they 
look  ahead  is  whether  this  process 
of  selective  adjustments  can  be  con¬ 
tinued.  If  it  can,  they  foresee  no 
trouble. 

But  if  the  adjustments  begin  to 
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pile  up,  if  several  large  ones  hit 
together,  then  the  dip  that  some 
expect  will  in  fact  appear. 

The  chief  disagreement  between 
the  pessimists  and  the  optimists  is 
over  the  question  of  whether  the 
economy  will  continue  to  take  indi¬ 
vidual  adjustments  in  its  stride  or 
whether  the  adjustments  will  have 
a  large  enough  impact  to  bring  on 
a  modest  downturn. 

The  chief  danger  spots  are  auto¬ 
mobiles,  housing  and  farm  prices. 


the  optimists  and  pessimists  agree. 

Automobiles  and  home  building 
have  been  consistently  strong  since 
World  War  II  and  were  the  main¬ 
stay  of  the  economy  during  the 
inventory  recession  of  1948-49.  De¬ 
mand  for  both  has  been  greater 
and  has  lasted  longer  than  anyone 
has  anticipated. 

Automobile  production  set  new 
records  in  the  first  months  of  this 
year  and  home  building  has  been 
moving  along  at  an  extremely  fast 
clip,  too.  Car  output  has  been  so 
large,  in  fact,  that  the  economists 
credit  the  automobile  industry  with 
having  sparked  the  economy  since 
December. 

But  used  car  sales  are  sticky  now 
and  the  economists  think  it  pos¬ 
sible  that  sales  of  new  automobiles 
will  drop  more  than  they  usually 
do  in  the  second  half  of  the  year. 
The  auto  dip  may  not  materialize 
and  the  optimists  believe  it  won’t. 

Housing  prices  have  been  weak¬ 
ening  and  sales  appear  to  have  been 
slowing  down.  Starts  of  new  homes, 
however,  are  high.  Growth  of  home 
modernization  is  expected  to  com¬ 
pensate  to  some  degree  for  a  grad¬ 
ual  decline  in  housing.  However,  if 
the  down  payment  on  houses  is 
lowered  new  construction  may  con¬ 
tinue  in  high  gear.  Farm  prices  are 
the  big  uncertainty  but  even  mod¬ 
erate  declines  will  have  no  great 
effect  on  the  present  high  level  of 
business  activity. 

Aluminum  lndusti‘y 

(Continued  from  Page  18) 
amount  on  Aug.  4,  1952.  Aluminum 
ingots  went  to  20c  and  pig  alumi¬ 
num  went  to  19c — up  Ic,  the  first 
rise  since  1950. 

In  January,  OPS  allowed  another 
boost  of  half  a  cent,  making  the 
new  prices  20i/->c  for  ingots  and 
I9V2C  for  pigs.  When  price  controls 
were  dropped  in  March,  the  indus¬ 
try  stood  pat  on  prices,  hoping  that 
a  broadened  market  would  offset 
the  upward  pressure  of  costs. 

In  the  past,  the  industry  has 
steadiy  broadened  its  markets  by 

(Continued  on  Page  158) 
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The  Vent  Vue  Jalousie  is  the  "World’s  Most 
Versatile  Window”  designed  for  new  construction  or 
replacements  of  old  window^s  in  homes,  porches,  buildings 


and  breezeways.  Vent  Vue  combines  functional  design 
and  beauty  with  lifetime  All-Aluminum  construction. 

This  jalousie  is  the  product  of  years  of 


!s-?lC3ttr 


precision  engineering  and  advanced 
manufacturing  "know  how.” 


K-D  EXCLUSIVE 
INSTALLATION  FEATURES 

The  K-D  (knock  down)  features 
make  a  special  custom  jalousie 
in  a  matter  of  minutes— Assem¬ 
ble  on  the  job  with  only  a  i 
hack  saw,  screw  driver  and  I 

eight  screws.  Reduces 
storage  space  and  cuts 
shipping  cost. 


MAIL  THIS  COUPON  TODAY! 


VENT  VUE  CORPORATION 
90  Beacem  Blvd.,  Miami,  Florida 

Please  send  complete  information  on  Vent  Vue  Jalousies 
with  descriptive  literature,  prices  and  full  details. 


COMPANY. 


ADDRESS 


eXCLUSIVl  DISTRIBUTORS 
Pritchard  Paint  and  Glass  Campany 
Asheville  Charlotte  Raleigh 


In  South  and  North 
Carolina 


In  New  Jersey  and 
Eastern  Pa. 


MASCO  Jalousie  Oiv. 
661-67  Frelinghuysen  Ave. 
Newark  5,  New  Jersey 
Telephone:  Bigelow  3-3486-7-8 
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A  Golden  Opportunity 
To  Double  Your  Profits! 


This  product  is  brand  NEW,  less  than  two  years  on  the 
market.  It  is  NOT  a  fly-by-night  item.  It  is  NOT  storm 
windows,  freezers,  encyclopedias,  vacuum  cleaners  nor  any¬ 
thing  similar.  It  is  NOT  a  luxury  item.  This  product  is 
actually  a  necessity  in  every  home  in  this  country! 

Our  1952  sales  were  sky-high,  almost  unbelievable.  Yet, 
there  were  over  500,000  homes  that  actually  needed  this 
product  and  we  just  couldn’t  get  to  them  in  time!  This 
is  why  we  must  immediately  appoint  more  distributors. 

Although  many  territories  are  now  franchised,  other  markets 
are  still  available,  but  not  for  long.  If  you  now  have  an 
aggressive  sales  organization  and  you  want  to  greatly 
increase  your  profits,  this  is  YOUR  golden  opportunity! 

You  will  not  have  financing  problems.  Our  product  is 
approved  for  F.H.A.  Financing. 

Write  to  us  today.  We’ll  show  you  in  detail  how  you  can 
make  more  money  with  our  product  than  you’ve  made 
in  your 'life! 

We  are  a  nationally  recognized  manufacturer,  in  business 
making  other  products  for  over  20  years! 

THE  HOME  SAFETY  GUILD,  NEWHAVEN2,(0NNE(TICU1 


Aluminum  Industry 

{Continued  from  Page  156) 

holding  its  prices  down.  As  against 
the  all-time  low  of  15c  for  ingots, 
which  prevailed  from  1942  to  1946, 
the  current  price  in  only  33  per 
cent  higher,  w'hile  several  other 
metals  have  more  than  doubled  in 
price.  Low'  cost  pow'er,  and  large 
efficient  production  units  have 
helped  to  combat  higher  labor  costs. 

Canadian  competition  may  be  a 


factor  in  any  hold-the-line  price 
policy,  if  the  industry  decides  to 
absorb  new  costs. 

Recently  Senator  Thye  (Minn.) 
submitted  a  re.solution  to  the  Sen¬ 
ate  calling  for  the  Tariff  Commis¬ 
sion  to  w’aive  all  import  duties  on 
aluminum.  A  similar  resolution 
has  been  introduced  in  the  House. 

The  aluminum  producers  say  that 
Canadian  imports  will  not  be  a 
substantial  factor  until  1955,  when 
the  Kitimat  plant  is  completed,  and 


they  see  no  need  for  the  Thye 
resolution. 

Small  Supplies  Foreseen 

NPA  estimated  that  aluminum 
supplies  in  the  third  quarter  would 
be  15  million  pounds  less  than  in 
the  second  quarter  on  account  of 
increased  stockpiling  and  defense 
uses  by  the  Government. 

But  steel  consumers  say  that  the 
supply  situation  is  apparently  im¬ 
proving  because  some  seasonal 
lines — household  products,  etc. — 
are  getting  shipments  before  the 
due  date.  Furthermore,  inventories 
of  aluminum  have  been  built  up  by 
fabricators,  who  had  hoped  that 
business  would  be  rosier  than  it  is. 

In  the  storm  window  field,  for 
example,  severe  competition  is 
making  it  harder  for  producers  to 
meet  their  sales  goals.  Since  1950, 
the  number  of  storm  window  pro¬ 
ducers  had  increased  fourfold  to 
200,  and  that  is  believed  to  be  too 
many,  even  in  such  a  rapidly  grow¬ 
ing  field. 

Aluminum  producers  have  said  in 
the  past  that  they  felt  there  should 
be  no  big  dip  in  aluminum  demand 
when  the  defense  peak  is  passed 
because  many  new  civilian  markets 
remained  to  be  explointed. 

Ohio  Dealer 

(Continued  from  Page  130) 

newspaper  advertising,  especially 
in  the  Sunday  building  section  of 
The  Toledo  Blade,  (3)  Call-backs 
on  customers  to  check  with  them 
any  possible  clients  within  their 
circle  of  friends;  and  a  plan  where¬ 
by  Hettrick  pays  customers  3  per 
cent  on  any  new  business  they  bring 
in  for  the  firm,  (4)  re-canvassing 
areas  in  which  new  installations  are 
made,  and  (5)  close  following  of 
F.  W.  Dodge  reports  on  new'  build¬ 
ings  and  construction  in  this  area. 

Of  these,  most  initial  inquiries 
come  from  the  advertisements 
placed  in  the  Sunday  Toledo  Blade, 
(Continued  on  Page  176) 
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Always 

Carefully 

Engineered 


•  We're  not  magicians,  witch  doctors  or  miracle  makers. 
Our  windows  will  not  draw  beer  —  make  coffee  or  charcoal 
broil  the  children. 

Somebody  has  to  sell  and  carefully  install  bur  windows 
—  and  we  need  good  dealers  dnd  distributors. 

If  you  need  a  beautifully  engineered,  heavy  3-channel 
window  you'll  be  proud  of,  —  write  us  today  —  we'll  do  our 
darndest  to  keep  you  happy  —  and  one  of  our  men  will  call 
on  you  personally. 


ACE  INDUS 


2908  G 
YOUNC 


Plonts:  Butler,  Pa.  —  Welland,  Ontario 


ALWAYS  CAREFULLY  ENGINEERED 
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NORTH-EAST 

The  Award  Winning 

JALOUSIE  WINDOW 


A  Jury  of  experts  selects  NORTHEAST  Jalousie 
Windows  to  win  the  coveted  Lewis  &  Conger 
National  Safety  Award. 

donates  a  full  editorial  page  to  educate 
'^he  public  to  the  efficiency  and  perfec¬ 


tion  of  NORTHEAST 
Jalousie  Windows. 


r  ^ 

Outdoor  rUasure  1 


BUILDERS  laud  NORTHEAST  for  its  simplicity  of 
''.^installation.  They  know  NORTHEAST  gives  the 
V  maximum  of  efficiency  with  a  minimum  of  labor  costs. 

They  choose  NORTHEAST  due  to  these  superior  features. 

•  Full  quality,  all  welded  unit,  eliminating  unnecessary  labor  on  the  job. 

•  Any  height.  Any  size.  —  To  the  fraction  of  an  inch. 

•  Simple  snap-in  mullions  eliminate  unnecessary  use  of  screws. 

•  Operators  installed  at  any  position  for  the  customer’s  convenience. 

•  Remote  control  operation  available  for  Transom  type  window. 

•  All  balanced  louvres,  clear,  obscure  and  solex  glass  7/3Z'  thick. 

•  63  St  5  extruded  frames  100%  aluminum. 

•  Recessed  extruded  screens. 

•  Mat  services  and  advertising  material  available. 


Cowfort 


/  ^ 

borth-east 


- DOOR  MANUFACTURERS - 

This  is  the  simplest  jalousie  that  can  be  inserted 
in  your  door  frame. 


Phone  —  Wire  or  Mail  Coupon  on  facing  page 

'metal  products  corp.  ★ 


MERRICK,  LONG  ISLAND,  N.  Y. 


235  Hillside  Ave.,  Williston  Park,  L.  I.,  N.  Y. 
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$1flOOflOO  WORTH  OF 

FREE  PUBUajy 


4,500,000  subscribers,  25  million  readers 
have  seen  the  NORTH-EAST  story 
and  picture  in  the  May  18th  issue  of  LIFE 


NORTH-EAST  has  told  and  sold  millions  of 
home  owners  for  you . . . 

The  smart  NORTH-EAST  dealer  will  cash  in 
NOW-FAST-on  this  million  dollars  worth  of 
acclaim  and  publicity. 


•V  Phone  —  Wire 


or 


rth-east 


Wiriiout  obligation  please  send  me  complete 
details  on  your  money-making  plan  for  dealers 
and  distributors. 


COMPANY 


METAL  PRODUCTS  CORP. 


MERRICK,  LONG  ISLAND,  N.  Y. 
235  Hillside  Ave.,  Williston  Park,  L.  I.,  N.  Y.  •  ADDRESS 
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Extent  of  damage  from  fire  and  explosion  on  home  above  is  clearly  evident.  Note  stone 
siding,  however,  which  came  through  with  no  damage  at  all. 

Photos  courtesy  Emco  Cement  Prod.  Co. 

Stone  Siding  Studs  Up  Despite  Explosion 
ud  Fire;  Remains,  Unaffected 

The  badly  shattered  home  shown  Bondstone  siding  came  through  in- 
above  belongs  to  G.  E.  Paxton  in  tact.  Lower  photo  shows  how  one 
Hampton,  Va.  The  Paxton  home  of  the  walls  was  split  in  two.  The 
was  destroyed  by  an  explosion  bottom  part  of  this  wall  w’hich  was 
which  was  followed  by  a  fire.  The  protected  by  Bondstone  siding  did 
walls  and  floors  of  the  two-story  not  split  although  the  door  was 
i  structure  were  blasted  loose  and  blown  off  its  hinges.  The  siding  it- 
the  interior  w'as  gutted  by  the  fire,  self  was  entirely  unaffected  and 
Despite  all  this  terrible  damage  the  show's  no  cracks. 


mmmmmA 


YATES 

COMPANY 


EXTRUDED  PLASTIC  PRODUCTS 
Precision  Extruders  oi  Rods,  Tubes,  Strips, 
Special  Shapes  ior  builders  hardware,  chem¬ 
ical  industries,  electronics,  furniture,  toys. 
Send  inquiriei  for  fnginrrring  rfcommendoliont. 

YATES  Company 
*915  Cemetery  Road  Erie,  Pa. 
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You  can't  do 
BETTER  THAN  BEST! 

The  success  of  a  STEPHEN-LAURIE 
triple-track  aluminum  combination  storm 
window  operation  is  based  on  a  simple  formula: 
We  make  it  ..  .  you  sell  it.  As  long  as  we 
stick  to  our  own  specialties,  we  can 
concentrate  on  intensive  improvement  —  we  in 
production  .  .  .  you  in  consumer  sales. 

IT’S  ALL  MADE  POSSIBLE  BECAUSE  OF: 

1)  Stephen-Laurie's  hiKh  rate  of  production  output. 

►  2)  Network  delivery  system  which  assures  72-hour  service 
and  eliminates  inventory. 

3)  And  .  .  .  YOU  BUY  AS  YOU  SELL,  ORDER  AS  YOU 
OPERATE  (fully-assembled  or  K.D.). 

IF  IT  MAKES  SENSE  to  concentrate  on  what  you  do  best, 
it  follows  that  with  the  right  support  you’ll  make  more 
money  far  more  easily  .  .  .  and  you’ll  contact  STEPHEN- 
LAURIE  at  once  while  choice  openings  can  be  accom¬ 
modated. 


STEPHEN-LAURIE  MANUFACTURING  CO. 


*  No  track  removal 

*  Full-length  triple  track 

*  Top  &  bottom  ventilation 

*  "CLIK-STOP"  sidelock 
action 

*  Fully  extruded  63S-T5 

*  Completely  weatherstripped 


.  .  .  plus  more 
luxury  featurn  at 
masx-volume  bud|et 
prlcei  than  any 
timilar  unit. 


5913-23  Ridge  Avenue,  Philadelphia  28,  Pa. 


IVYRIDGE  2-6660 
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Building  Activity  Hit 
All-Time  High  In  1950-52 

Building  activity  in  the  United 
States  during  the  three-year  period 
1950-52  was  higher  than  at  any 
other  time  in  the  history  of  the 
country,  according  to  a  chart  just 
published  by  Dun  &  Bradstreet 
from  figures  compiled  by  the  U.  S. 
Department  of  Commerce,  The 
chart  also  includes  estimates  on 
total  private  and  public  spending 
for  the  year  1953  which  is  expected 
to  be  higher  than  in  1952. 

In  the  text  accompanying  the 
chart  the  plus  and  minus  factors 
towards  increased  activity  are  dis¬ 
cussed.  Underling  causes  for  posi¬ 
tive  thinking  are  the  expanding 
population  and  the  high  level  of 
wages  and  salaries.  The  shadow'  is 
caused  by  the  tightening  of  the 
mortgage  situation  and  the  appear¬ 
ance,  for  the  first  time  in  many 
years,  of  the  second  mortgage. 

The  chart  also  shows  a  three- 
year  comparison  of  urban  home 
building  by  regions,  with  a  break¬ 
down  of  prices  and  wages,  and 


building  materials  costs  for  the 
same  period. 

Copies  of  the  chart  may  be  ob¬ 
tained  by  writing  to  the  Business 
Library,  Dun  &  Bradstreet,  Inc., 
99  Church  Street,  New’  York  8, 
New'  York. 

B.  S.  Reporter 

(Continued  from  Page  147) 

ing  program  for  its  line  of  “Ex- 
celum”  combination  windows  and 
doors.  Based  on  the  campaign 
theme  “What  Do  You  Look  For  In 
a  Storm  Window?”,  its  premary 
purpose,  according  to  Armand 
Knopf,  president  of  the  company,  is 
to  “pre-sell  the  Excelum  window' 
for  our  dealers  to  prospective  cus¬ 
tomers  throughout  the  country.” 

“Specialty  selling  and  house-to- 
house  canvassing  is  important  in 
our  business.  We  fully  realize  it. 
But  today’s  purchaser  is  vitally 
brand-conscious  —  especially  when 
it  comes  to  building  products  for 


use  in  the  home.  It  was  with  this 
in  mind  that  the  program  was  in¬ 
stituted.  With  our  ads  reaching 
over  10  million  people  throughout 
America,  pre-selling  the  Excelum 
name  and  product  is  our  aim.” 

Included  among  the  magazines 
to  be  used  by  Jamaica  Sash  are 
Life,  Good  Housekeeping,  Living 
for  Young  Homemakers,  House 
Beautiful,  and  the  Family  Handy¬ 
man. 

*  *  * 

Tracy  Kitchens  Appoints 
N.  Y.-N.  I.  Distributor 

Announcement  is  made  by  Ben 
T.  Roe,  Vice  President,  Tracy 
Kitchens,  Edgew'ater  Steel  Com¬ 
pany,  of  the  appointment  of  Tel- 
Rad  Distributing  Corporation  of 
New  Jersey  as  authorized  distrib¬ 
utor  in  Northern  New  Jersey, 
Orange  and  Rockland  Counties, 
New  York  area. 

Offices  and  showroom  are  located 
at  792  McCarter  Highway,  New¬ 
ark,  New'  Jersey. 

(Continued  on  Page  166) 


ROLLING  WITH 


•  For  exceptional 
weather-tight  seal¬ 
ing  and  easy  work¬ 
ing  features  there 
is  no  substitute  for 
ROLAGLASS. 


EVERYONE  IS  SELLING  ROLAGLASS  WINDOWS 

FOR  BIGGER  PROFITS! 

Alert  dealers  who  aim  at  extra  sales  profits  .  .  . 
sell  ROLAGLASS  inside  storm  windows!  The 
famous  ROLAGLASS  features,  such  as  simplicity 
of  operation— easy  installation — smooth  gliding  on 
rollers — control  of  room  condensation — keeping 
cold  air  out  and  warm  air  in — all  contribute  to  com- 
foit  in  winter  and  summer.  Remember,  ROLA¬ 
GLASS  windows  can  actually  be  washed  from  the 
inside. 

The  name  ROLAGLASS  is  your  customer’s  guaran¬ 
tee  of  satisfaction.  Priced  to  sell  easily — at  higher 
profits  for  you.  Write,  wire  or  phone 


^OJCA.aLJ\SS  EQUIPAfi:. \  T 


coMPAyy,  /\c. 

8931  CARNEGIE  AVE  •  CLEVELAND  6,  OHIO 
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TRIPLE-ACTION  WONDER  GLEAM 
ALUMINUM  POLISH  AND  CLEANER 

with  the  miracle  formula  SI-301,  plus  homogenized  Silkol  gives  greater 
coverage  and  a  longer  lasting  protective  coating. 


NEW  IMPROVED  WONDER  GLEAM  IS... 

UNCONDITIONALLY  GUARANTEED 

TO  REMOVE  OXIDATION,  CORROSION  AND  DISCOLORATION  FROM  ALL  ALUMINUM.  THE  PERFECT 
PROTECTIVE  POLISHING  AND  CLEANING  COMPOUND  FOR  SEABOARD  AND  MANUFACTURING  AREAS. 

CLEANS 


POLISHES 


PROTECTS 


ALL  IN  ONE  EASY  APPLICATION 

BUILD  GOOD  WILL  AND  EARN  EXTRA  PROFITS  WITH  WONDER  GLEAM. 

*  by  over  the  counter  sales 

*  as  a  gift  for  a  door  opener 

*  as  an  advertising  premium 


.  .  .  for  other  successful  promotion  ideas,  just  write  us. 

Proven  Success  on  Aluminum,  Chromium,  Brass,  Bronze,  and  all  other  Metals. 


WONDER  GLEAM’S  hard  hitting  national  advertising 

campaign  on  radio,  TV,  in  newspapers  and  magazines,  brochures, 
counter  cards,  reprints  and  mats,  all  develop  and  sell  your  prospects. 


Distributors'  Inquiries  Invited. 

Choice  Territories  Still  Available. 

An  8  oz.  jar  retails  for  $1  25;  24  jars  to  a  rase.  Your 
cost  still  S14.4U  per  case  until  August  30tS.  16  oz. 
jar  available  for  commercial  use;  12  jars  to  a  case. 
Cash  with  order. 


PROVE  IT  TO  VOORSELF.  WRITE,  WIRE  YOUR  OROERS  TODAY.  PROMPT  DEIIVERY. 

WILLIAM  HOWARD  MANUFACTURING  COMPANY 

"Manufacturers  of  Cleaning  Compounds  for  Industry" 

1472  Broadway  New  York  36,  N.  Y. 

Phone:  BRyant  9-9642 


&  Home  Improvement  Dealer 
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In  announcing  this  connection, 
the  management  states  its  inten¬ 
tion  to  devote  all  efforts  exclusively 
to  the  kitchen  field,  including  the 
addition  of  several  other  associated 
lines. 

Larry  Braun,  president  of  the 
corporation,  and  Allan  Lasser,  vice 
president,  both  have  long  been  iden¬ 
tified  with  the  distribution  of  kitch¬ 
ens  and  bring  a  vast  knowledge  of 
the  kitchen  and  appliance  business 
to  this  operation. 

According  to  these  officers  Tel- 
Rad  will  set  up  a  special  division 
offering  personal  service  in  plan¬ 
ning,  remodeling  and  renovating 
kitchens,  both  to  the  builders  and 
appliance  dealers. 

Ample  warehouse  facilities  are 
maintained  in  nearby  Kearny, 
N.  J.,  with  complete  stocks  of 
Tracy  kitchen  products  support¬ 
ing  fast  and  complete  service  to 
their  accounts. 


Capitol  Storm  Window 
Co»  Inc»  Appoints 
Sidney  Schwartz 

Eugene  Gurkoff,  President  of 
Capitol  Storm  Window  Co.,  Inc., 
manufacturers  of  aluminum  com¬ 
bination  storm  windows  in  Cum¬ 
berland,  Pa.,  announces  the  ap- 


Sidney  Schwartz 


pointment  of  Sidney  Schwartz  as 
production  manager.  Mr.  Schwartz 
has  a  long  background  in  the  ma¬ 
chine  tool  industry.  He  was  for¬ 
merly  with  Elmont  Mfg.  Co.  and 
later  with  Storm  Master  of  N.  Y. 


as  production  manager  in  charge 
of  aluminum  combination  storm 
doors. 

*  ♦  * 

Warner  Heads  Corrulux 
Sales  In  Chicago  Region 

Loring  V.  Warner,  for  more  than 
20  years  active  in  sales  here,  has 
been  named  regional  sales  manager 
of  the  Corrulux  Division  of  Libbey- 
Owens-Ford  Glass  Company  here 
covering  midwestern  states,  it  was 
announced  by  George  D.  Jefferson, 
general  sales  manager  of  the  divi¬ 
sion. 

Mr.  Warner,  a  native  of  Fos- 
toria,  Ohio,  was  for  several  years 
active  with  the  Swartwout  Com¬ 
pany  of  Cleveland,  as  a  machinist 
and  tool  maker,  and  in  1928  be¬ 
came  sales  manager  of  the  com¬ 
pany.  Two  years  later  he  opened 
his  own  sales  offices  in  Chicago  and 
has  represented  other  companies, 
among  them  Corrulux. 

Corrulux  is  one  of  the  most 
rapidly  growing  fiber  glass  rein- 
{Continued  on  Page  168) 
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you  want 

ALUMINUM  AWNING 


No  leak  patented  inter-locking 
staves  for  added  strength. 

Lower  Cost,  Better  Quality,  Higher 
Profits. 


Fifteen  colors;  guaranteed  high- 
grade  auto  enamel. 

^  All  aluminum  fittings  —  fewer 
screws. 


As  one  of  the  oldest  awning  manufacturers,  we  have  worked  out  a 

DEALER  and  DISTRIBUTOR  PLAN 

keyed  to  your  profits!  It  requires  no  investment,  includes  adver¬ 
tising  support,  prompt  deliveries  and  exclusive  territories. 

Fall  will  be  a  BIG  awning  season!  WRITE,  PHONE 
OR  WIRE  TODAY  for  literature  and  details, 

Sterllng^  AWNING  COMPANY 


Box  305 


Phone:  8-7998 


Belpre,  Ohio 
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0^  CALL  OR  WRITE  NOW 

Tel:  VA.  5-2400 

FEDERAL  SCREEN  &  SASH  CO. 

85  E.  MERRICK  RD.  VALLEY  STREAM,'  L.  I.,  N.  Y, 


Guaranteed 


^  TO  WITHSTAND 
600  LBS.  HANGING  WEIGHT 
WITHOUT  SAGGING! 


Conclusire  proof  t/iat  beauty  and 
superior  strength  CAN  be  combined! 
FEDCO  did  it — and  you  can  cash  in  on  it! 


FEDCO  "Concealed  Hinge"  DOOR 


The  first  thing  you  may  notice  about  the  new  FEDCO 
door  is  the  absence  of  visible  hinges.  But  there's 
much  more.  Exciting  new  advances  that  will  open  up  a 
whole  new  world  of  sales  potential  .  .  .  down-to-earth 
changes  created  by  FEDCO  experienced  engineering  .  .  . 
and  the  foremost  designers  of  our  times.  See  it  today! 

SEEING  IS  BELIEVING!  A  visit  to  our  plant  to  see  for 
yourself  is  the  best  way  to  convince  you  that  this  is  the 
greatest,  most  exciting  achievement  since  the  creation  of 
aluminum  stormscreen  doars  themselves! 


In  conventional  door  installa¬ 
tion,  the  three  hinges 
ore  separate  and  aligned 
by  eye.  The  ''breoking  in** 
required  to  free  the 
operation  from  bind¬ 
ing  is,  in  reality,  a 
loosening  procedure.  This 
problem  is  ended  for  all 
time  by  the  new  FEDCO  door. 

Manufacturers  of  the  FEDCO 
Triple  Track  Window 


So  many  inquiries  are  received  in  each  day's  mail  that  replies  may 
be  a  bit  tardy  in  coming.  But  you  may  be  sure  that  you  will  gel  all 
the  information  you  asked  for  soon.  In  the  meantime,  take  our  sugges¬ 
tion  and  visit  our  plant  if  at  all  possible.  The  results  will  be  more 
beneficial  to  oil  —  and  a  lot  faster. 


FEDERAL  SCREEN  &  SASH  CO. 

85  E.  Merrick  Rd.,  V'alley  Stream,  L.  I. 


Please  send  the  complete  story  on  FEDCO. 


DEALER 


ADDRESS 


CITY  4  STATE 


6t  Home  Improvement  Dealer 
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I  Famons  Landmark  Remodeled 
I  With  Insulated  Siding 


Stephen  Foster,  the  genius  of  musical  composition,  wrote  many  of  his  still-famous  songs 
while  living  in  the  home  which  is  today  located  at  216  Park  Way,  Pittsburgh,  Pa.  This 
famous  landmark  which  was  erected  more  than  100  years  ago  and  who's  original  deed 
was  signed  by  Andrew  Carnegie,  has  been  remodeled  with  Inselbric  insulated  wall  siding, 
by  the  Regal  Construction  Company. 


BEAT  THE  NEW 

n-fOACK  COMBINATION 

ALL -ALUMINUM 

STORHI  &  SCREEH 

WINDOW 


Here’s  Why... 

*  Easy  to  assemble.  You  need  only 
a  screw  driver  and  screen  roller 

*  Made  of  heavy  extruded  metal 

*  All-aluminum  screening 

*  Engineered  perfectly 

*  Takes  less  storage  space 

*  Costs  less  to  shtp 

*  Prompt  delivery 

PRICED  TO  "WIN" 
YOUR  SALES! 

Mafs  and  Literature  Available 
for  Sales  Promotion 

Manufactured  Exclusively  in  our  own  plant. 
W'ite  or  phone 

IAyAaAiA 


SCREEN  &  WINDOW 


1  425  Third  Ave.,  Brooklyn  15,  N.  Y. 

Tel.:  south  B-S09S 


B.  S.  Reporter 

(Continued  from  Page  166) 

forced  plastic  building  materials. 
It  is  a  shatterproof,  corrugated  and 
flat,  translucent  panel  in  several 
colors  used  for  skylights,  awnings, 
i  partitions,  windbreaks  and  patio 
;  screens. 

I  Mr.  Warner  has  headquarters  at 
the  Libbey-Owens-Ford  offices  at 
120  South  LaSalle  street. 

*  *  * 

Lyf-Alum  Bought  By 
Korhumel  Steel  &  Alum.  Co. 

The  Korhumel  Steel  &  Alumi¬ 
num  Corp.  of  Wisconsin  announces 
the  purchase  of  Lyf-Alum,  Inc., 
Oconomowoc,  Wisconsin.  Lyf- 
Alum,  one  of  the  earliest  manu¬ 
facturers  of  Aluminum  Clapboard 
;  Siding  with  baked  enamel  finish, 
has  grown  in  recent  years  to  be- 
1  come  one  of  the  leaders  in  their 
field.  The  sale  was  closed  at  noon 
last  Tuesday,  June  9. 

The  new  firm  will  occupy  the 
present  quarters  at  164  E.  Wis¬ 
consin  Ave.  in  Oconomowoc,  and 
will  be  know’n  as  Lyf-Alum,  Inc. 


Although  a  new'  corporation  has 
been  formed,  it  w'ill  be  operated  as 
a  division  of  Korhumel  Steel  & 
Aluminum  Corp.  of  Wisconsin. 

Lyf-Alum  w’as  established  short¬ 
ly  after  the  end  of  World  War  II 
w’hen  the  company  introduced  their 
new  aluminum  siding  to  the  build¬ 
ing  industry.  Although  shortages 
of  the  light  metal  brought  about 
by  the  Korean  War  limited  produc¬ 
tion,  their  product  has  enjoyed 
favorable  acceptance  in  the  trade. 
The  increasing  availability  of  alum¬ 
inum,  along  with  the  support  of  the 
parent  company  insures  Lyf- 
Alum’s  expanding  participation  in 
the  growing  market  for  aluminum 
siding  with  baked  enamel  finish. 

William  H.  Lewis  will  be  Presi¬ 
dent  of  the  new  corporation.  Math 
W.  Rauen  will  be  Executive  Vice- 
President  and  General  Manager. 
Mr.  Rauen  is  well-known  in  the 
building  materials  manufacturing 
field  and  comes  to  Lyf-Alum  from 
Kaiser  Aluminum  &  Chemical 
Corp.  Ray  J.  Squire,  Vice  Presi¬ 
dent  of  Lyf-Alum  and  with  the 

(Continued  on  Page  170) 
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CRAIG  STORM  SASH  and  SCREEN 
FOR  SLIDING  WINDOWS 

Cash  in  on  the  ever  growing  demand  for  the  classical  top-hung, 
outward  swinging  Craig  combination  one  light  storm  sash  and  full 
screen  window.  It  is  most  sought  after  for  the  thousands  of  prime 
sliding  windows  on  ranch  type  homes  and  developments,  coast- 
to-coast  and  from  border-to-border.  Easily  removable  or  in  pleasant 
weather,  held  open  by  stay  bars  and  sill  clips.  Screen  or  glass  can 
be  purchased  separately  or  in  combination.  Shipped  assembled 
including  all  hardware: — (2)  bottom  sill  clips,  (2)  top  hangers, 
(8)  screws.  Lower  fixed  light  of  Thermopane  also  available. 


\  Ti®- 


TRIPLE-ACTION,  SELF  STORING 
DELUXE  PICTURE  FRAME  TYPE 
ALUMINUM  0yyj ,  , 

COMBINATION 

The  Craig  double-hung  window  is  a  quality  product  precision-bilt 
and  beautifully  designed  to  be  service-free.  Custom-made  for 
perfect  fit  on  any  type  frame.  Fully  extruded  63  ST  5  aluminum 
alloy.  Positive  Cam-lock  protection.  Full  length  interlocking 

\ meeting  rails.  Sold  and  shipped  assembled  at  a  guaranteed  low 
price  that  is  profit-packed  to  make  it  the  mo*it  interesting 
deal  for  YOUl 

phone  GArfield  6-7450 


7^  CRAIG  WINDOW  COMPANY 

2900  EAST  CASTOR  AVENUE,  PHILADELPHIA  34,  PA. 


&  Home  Improvement  Dealer 
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company  since  its  beginning,  will 
be  a  Vice  President  in  the  new  firm. 
Joseph  I,  Harvey,  the  present  Sales 
Manager  of  Lyf-Alum,  continues  in 
the  .same  capacity  in  the  new  com¬ 
pany. 

«  «  « 

Air  Master  Announces 
Expansion  Program  on 
National  Basis 

Air  Master  Corporation,  manu¬ 
facturers  of  aluminum  storm  doors 
and  w’indows,  is  moving  into  the 
first  stage  of  a  huge  program  by 
.setting  up  exclusive  key  franchised 
di.stributors  throughout  the  coun¬ 
try,  Harvey  Hewit,  president  of  the 
firm,  announced. 

Special  emphasis  will  be  placed 
on  the  engineering  of  new'  prod¬ 
ucts,  to  give  dealers,  a  more  un¬ 
usual  line.  In  addition.  Air  Master 
will  enlarge  its  facilities  so  that  a 
more  economical  production  stand¬ 
ard  can  be  reached.  Already  hit¬ 


ting  a  high  production  peak,  “Air 
Ma.ster,”  said  Mr.  Hewit,  “will 
quadruple  its  present  output  and 
will  be  able  to  pass  on  a  consider- 
ble  saving  to  the  trade.” 

The  “four-point”  program  will 
include  engineering  development, 
and  a  streamlined  shipment  serv¬ 
ice  to  distributors  throughout  the 
country',  a  program  of  research  and 
marketing  in  all  locales,  plus  a  com¬ 
plete  advertising  and  promotion 
campaign.  A  heavy  promotion  cam¬ 
paign  will  be  launched  in  national 
magazines  to  both  the  consumer 
and  the  trade  to  build  up  Air  Mas¬ 
ter’s  new  line  called  “Maid  of  Alu¬ 
minum.’’ 

Earl  Hancock,  appointed  recent¬ 
ly  as  sales  manager  will  supervise 
the  national  promotion  and  distri¬ 
bution  of  Air  Ma.ster  products. 

Special  facilities  are  already  in 
proce.ss  of  expansion  for  national 
shipment  of  storm  doors  and  win¬ 
dow's.  Air  Master’s  present  line  of 
successful  products  has  been  the 
“Z”  bar  door,  the  new'  1  1/16”  thick 
expander  type,  and  the  recently  an¬ 


nounced  full  length  piano  hinge 
aluminum  combination  screen  and 
storm  door. 

Resident  casement  windows,  both 
pre-war  and  post-w'ar  plus  triple 
action,  double  hung  window's  are 
featured  in  the  Air  Ma.ster  line. 
Largest  sales  leader  promises  to  be 
the  new'  “Rancher”  combination 
aluminum  storm  w’indow'  and 
screen,  engineered  for  all  sw'ing-in, 
swing-out  and  horizontal  sliding 

primary  windows. 

*  >!■  * 

Home  Window  Co.  Launches 
New  Promotion  Program 

Because  of  increased  production. 
Home  Window'  Company  of  Fos- 
toria,  Ohio,  is  launching  a  new  pro¬ 
motional  program  to  increase  pres¬ 
ent  distribution.  The  company  an¬ 
nounces  that  production  is  being 
maintained  at  a  high  volume  to 
assure  prompt  shipments  and  de¬ 
liveries  to  the  field. 

In  making  this  announcement 
company  officials  recalled  that  in 

{Continued  on  Page  174) 
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I  Child’s  Play  is  Big  Business  for  the 
Building  Specialties  /Dealer 


Pre-Knt  Add-A-Pla  Gym  Set's  Revolutionary 
Method  of  Merchandising  Makes  It  Possible 

The  only  line  of  gym  sets  that 
offers  maximum  variety  at 

less  than  J  investment 

/  ^  of  comparable  lines. 

All  units  are  pre-cut  and  interchangeable. 

Completely  convertible  to  as  many  or  as 
few'  units  as  are  needed. 

Additional  units  may  be  added  in  the 
future. 


Write  for  complete  details  today! 


HAVE  YOU  SEEN 
THE  GYM  SET  THAT 
G-R-O-W-S 

? 


0°'^' 

You  can 

offer  a  selec- 

1  tion  of  over  100  com-  1 

1  binations 

in  stock  for 

1  a  total 

investment  of 

c 

O 

$142.00 

Dallas  Iron  &  Wire  Works,  Inc. 


q 
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C-THRU  ALUMINUM  AWNING  CO 


424  W.  niH  ST.,  LOS  ANGELES  15,  CALIF 


C-THRU  DOOR  CANOPY 
(SIDES  OPTIONAL) 


is  a  prospect  for 

C-THRU  ALUMINUM  AWNINGS 


BECAUSE 


C-THRU  PORCH  CANOPY 


The  C-THRU  AWNING  has  the  ad¬ 
vantage  of  being  the  most  versatile 
as  v/ell  as  the  most  beautiful  of  all 
aluminum  awnings. 


C-THRU  AWNINGS  Scientifically 
Control  Light  &  Ventilation 


Its  exclusive  patented  fea¬ 
tures  combined  with  HIGH 
QUALITY  and  LOW  COST  as¬ 
sure  our  dealers  and  distrib¬ 
utors  of  a  fast  moving, 
money  making  product. 


yes,  its  and  dm/t 

for  use  in  snow  country. 


LIGHT 

C-THRU'S  patented  curved  louvers  break 
up  harsh,  outside  light  which  enters  your 
room  soft,  glareless  and  diffused.  No  more 
dreary  rooms  with  this  exclusive  feature. 

VENTILATION 

C-THRU'S  engineered  louvers  keep  the  sun 
away  from  your  windows,  and  allow 
complete  awning  and  room  ventilation.  No 
dead  air  pockets  means  temperatures  low¬ 
ered  os  much  as  17  degrees. 


DISTRIBUTORS:  Write  or  wire  immediate¬ 
ly  for  further  information. 

DEALERS:  Contact  us  for  location  of  your 
nearest  distributor. 


C-THRU  PATIO  CANOPY 


C-THRU  CROSS-MITER  DOOR 
OR  WINDOW  AWNING 


C-THRU  STORE  AWNING 
(SIDES  OPTIONAL) 


&  Home  Improvement  Dealer 
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m  MISTOCMT  OF 
AUMMNUM 


SOLD  EXClUSIVfLY  THRU 
MANUFACTURERS  &  DISTRIBUTORS 
-  Diitributonhipi  Available 


FIVE  CROWN  MINTS  OF 
ROYAL  SUKRIORITY 
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Advantages  Of  Good 
Suppliers 


By  DAVm  P.  HAUSEMAN 
Westmoreland  Metal  Mig.  Corp. 
Philadelphia,  Po. 


A  FTER  having  many  years  of 
experience  fabricating  on  a 
sub-contracting  basis  literally 
thousands  of  different  metal  parts, 
Westmoreland  Metal  Manufactur¬ 
ing  Corporation  and  their  em¬ 
ployees  can  speak  with  authority 
on  the  values  of  a  good  supplier  to 
other  manufacturers  and  distribu¬ 
tors. 

First  of  all,  let  us  define  a  good 
supplier.  It  is  a  stable  source  from 
which  quality  work  may  be  ob¬ 
tained  rapidly  at  a  fair  price. 
Everyone  would  agree  with  this 
definition.  You  may  be  sure  that 
in  this  country  with  our  free  enter¬ 
prise  economy  if  temporarily  such 
sources  are  lacking  today,  shortly 
thereafter,  there  will  spring  up 
new  or  revitalized  suppliers  to  fill 
the  need.  That  is  our  American 
system. 

World  War  II 

To  prove  this  point,  let  us  look 
at  the  Aluminum  Storm  Window 
and  Door  industry.  During  the  Sec¬ 
ond  World  War  aluminum  was  a 
restricted  material.  Almost  one 
hundred  per  cent  of  this  basic  metal 
went  for  the  production  of  aircraft 
and  other  strategic  war  materials. 
The  idea  of  expanding  the  use  of 
this  metal  for  storm  windows  and 
doors  was  dynamically  being 
planned  by  a  few  people.  The  pub¬ 
lic  liked  their  ideas,  and  when 
aluminum  became  available,  the  in¬ 
dustry  beg^n  to  develop.  Phenom¬ 
enal  growth  is  certainly  in  evidence 
now.  The  public  has  now  accepted 
these  products  as  almost  a  neces¬ 
sity.  In  a  competitive  spirit  this 
industry  has  responded.  Naturally, 
some  businesses  have  growm  more 
rapidly  than  others.  Some  com¬ 


panies  have  shown  very  substan¬ 
tial  profits  while  others  have  failed. 
One  very  important  factor  in  the 
success  of  the  expanding  enter¬ 
prises  has  been  their  ability  to  find 
and  utilize  the  advantages  of  work¬ 
ing  with  good  basic  suppliers. 

The  companies  who  have  estab¬ 
lished  such  relations  know  that 
they  are  able  to  depend  on  their 
suppliers  to  meet  delivery  sched¬ 
ules,  and  they  can  have  confidence 
in  delivery  promises.  They  can  be 
sure  of  receiving  items  which  are 
made  exactly  to  their  specifications. 
They  know  the  price  is  a  fair  one. 
In  short,  these  companies  are  al¬ 
ways  several  jumps  ahead  of  their 
competitors  because  of  the  advan¬ 
tages  their  suppliers  offer  them. 

Another  aspect  of  a  good  sup¬ 
plier  is  that  of  being  a  specialist. 
Their  efforts  are  spent  only  on  the 
items  supplied.  Therefore,  from 
this  concentration  they  have  de¬ 
veloped  experiences  which  will  be 
helpful  to  their  customers.  Be  sure 
to  ask  for  advice  when  it  can  be 
useful.  A  supplier’s  salesman  can, 
in  many  instances,  be  as  valuable 
to  you  as  one  of  your  own  em¬ 
ployees.  His  job  is  to  serve  you. 
Make  use  of  this  service. 

In  finding  a  good  source  of  sup¬ 
ply,  price  is  not  the  only  considera¬ 
tion.  The  degree  to  which  price  is 
a  factor  depends  on  the  item  in¬ 
volved.  In  some  instances  it  may  be 
of  less  importance  than  delivery, 
quality,  style  and  confidence.  In 
other  cases  price  will  vary  differ¬ 
ently  in  relation  to  these  other 
factors. 

Accessories 

Aluminum  grilles  and  accessories 
are  now  needed  by  everyone  in  this 
industry,  and  it  is  good  business 
to  have  a  first  class  source. 

One  final  point  is  very  important. 
When  you  are  thoroughly  satisfied 
that  you  have  developed  a  source 
{Continued  on  Page  174) 
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<zJij!van  - 

STAINLESS  STEEL 

Combination  Door 

a  "standby”  in  Chicago 
a  "sensation"  for  miles  around 


now  available  THROUGH  YOU  <n  your  aroa.  This 
is  not,  "just  another  door,"  this  is  the  only  STAIN¬ 
LESS  STEEL  Sylvan-bilt  all-weather  door.  This  is  the 
door  that  your  customers  have  been  looking  for. 
Built  to  last  and  look  beautiful  forever  ...  all  of 
gleaming  STAINLESS  STEEL  ...  at  a  price  that 
is  right.  This  is  the  door  that  you  have  been 
looking  for,  its  lasting  strength  and  beauty  are 
so  apparent  that  it  literally  sells  itself  .  .  . 

You  will  moke  soles  that  will  make  friends 
of  your  customers  .  .  .  even  customers  of 
your  friends.  I 


All-welded  box-frame  construction.  Exceptionally  durable  .  .  .  literally  built 
like  a  bridge. 

V  “Floating  door"  design  insures  accurate  fit  on  all  sides. 

V  Stainless  Steel  glass  channel,  screen  channel  and  screen  cloth. 

V  Stainless  Steel  hinges.  PneurAatic  door  check,  safety  chain  and  mirtise  latch. 

V  Beautiful  new  matte  finish. 


GEO.  SYLVAN  ELECTRIC  CORP. 

7558  SOUTH  CHICAGO  AVENUE  •  CHICAGO  19,  ILLINOIS 


DISTRIBUTORSHIPS 
NOW  OPEN. 

For  years,  dealers  and 
jobbers  visiting  Chicago 
hove  made  inquiry  about 
this  product.  Due  largely 
to  their  interest  and  in¬ 
sistent  demand  we  have 
vastly  increased  our  faci¬ 
lities  to  provide  for  na¬ 
tional  distribution.  Nation¬ 
al  consumer-level  adver¬ 
tising  is  planned.  If  you 
have  not  seen  these  doors 
in  your  area,  your  terri¬ 
tory  may  still  be  avail¬ 
able. 


. . .  OHcC  Atn  eaAtf  iHAtoM 
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{Continued  from  Page  172) 

of  supply  that  meets  the  above  defi¬ 
nition,  stick  with  them.  Whoever 
they  are  they  can  help  you  over 
many  rouph  spots  which  would 
otherwise  be  a  major  problem  to 
you.  LK)yalty  is  a  very  worthwhile 
characteristic  in  business.  How¬ 
ever,  for  it  to  have  its  fullest  mean¬ 
ing  it  must  be  bilateral.  The  result 
of  years  of  g’ood  business  relations 
can  develop  many  of  your  closest 
friends.  Be  assured  this  relation¬ 
ship  will  stay  with  you  through 
♦^he  years. 


B.  S.  Reporter 

{Continued  from  Page  170) 

1945  Home  Window  began  experi¬ 
mental  work,  making  models  and 
samples,  di.>Jcarding  one  idea  after 
another  until  1947,  w^hen  they  hit 
on  the  “triple  track”  structure  fea¬ 
ture.  This  was  an  entirely  new 
concept  of  storm  window  construc¬ 


tion.  The  company  named  the  new 
window  Home  Seal,  and  on  Nov¬ 
ember  20,  1951,  the  company  was 
issued  patent  No.  2,575,575  by  the 
U.  S.  Patent  Office. 

Home  Window  soon  outgrew 
their  original  building  and  made 
new  additions.  Today  they  have  a 
plant  200  x  400  used  exclusively 
to  manufacture  the  Home  Seal 
triple  track  aluminum  combination 
:torm  window  and  screen  and  the 
Home  Seal  aluminum  combination 
door  and  screen. 

♦  ♦ 

Wonder  Gleam  Aluminum 
Polish  Offered  On  TV 

Wonder  Gleam  aluminum  polish 
was  recently  offered  free  on  WATV, 
Channel  13,  Newark,  N.  J.,  as  an 
incentive  to  customers  during  a 
demonstration  of  Perma  Seal  Alu¬ 
minum  Combination  Windows.  The 
polish  was  guaranteed  to  remove 
old  stains  and  oxidation  and  to 
keep  aluminum  windows  bright  and 
clean  for  many  months.  Normally 


Wonder  Gleam  sells  for  $1.25  per 
jar  to  consumers.  Wonder  Gleam  is 
made  by  William  Howard  Mfg.  Co., 
1472  Broadway,  New  York  36, 
N.  Y. 

I|c  >|!  * 

Mfr's  Hardware  Supply  Co. 
Handling  Added  Lines 

William  Kalter,  Sales  Manager 
of  Manufacturers  Hardware  Sup¬ 
ply  Co.,  98  Park  Place,  New  York 
City,  announces  the  following  addi¬ 
tions  to  the  company’s  regular  line 
which  will  be  of  special  interest  to 
storm  door  people: 

Door  checks,  chains,  hinges, 
locks,  aluminum  and  stainless  steel 
screws  and  nuts,  drills,  taps  and 
dies. 

*  *  * 

R.  E.  Heady  Appointed  Ad 
Director  by  Adams 

Robert  K.  Heady  has  assumed 
the  position  of  advertising  director 
for  Adams  Engineering  Co.,  Inc., 
Miami,  Fla.,  manufacturers  of  ABC 
{Continued  on  Page  180) 


Specially  developed  for  winter  weather,  the 
new  SCHWAB  glass  jalousie  is  available  with 
tight-fitting  storm  sash,  easily  dropped  in  place 
from  inside  the  home.  No  screws  or  retainers 
necessary  to  fasten.  A  new  idea  in  complete 
and  effective  weatherstripping  has  been  devel¬ 
oped  that  makes  this  window  really  tight. 

SCHWAB  JALOUSIES  ARE  YOUR  BEST  BET,  NO 
MATTER  WHERE  THEY’RE  SOLD. 


Ask  for  our  new  catalog  with  all 
installation  details  for  KD  ASSEMBLY 


^ScHumB 


JALOUSIE  &  AWNING  CO. 

30  N.  E.  39th  ST.  •  MIAMI,  FLA. 


made  for  the 


(NORTH 
SOUTH 
EAST  & 
WEST 


Anti-rcttle  louver  clip, 
with  spring  tension. 

4"  louvers,  the  favorite 
of  the  home-owner. 


Weotherstripping  at  head, 
|amb  and  sill. 

Tested  for  effectiveness. 


Screen  drops  into  channel 
Replaced  by  storm 
window  in  30  seconds. 


I 
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Exclusive  New  York  Distributors  for  OLEY  PRODUCTS  CO 

MERCHANTS  HARDWARE  CO.,  Inc. 

157  CHRYSTIE  STREET,  NEW  YORK  2,  N,  Y. 

OREGON  7-8017 


Ohio  Dealer 

{Continued  from  Page  158) 
which  includes  a  special  section  de¬ 
voted  to  display  ads,  feature  stories 
on  new  buildings,  hints  to  the 
housewife  and  other  departments 
devoted  to  home  building  and  main¬ 
tenance. 

Hettrick  also  has  found  its  ex¬ 
hibits  in  home  shows  a  profitable 
source  for  inquiries  and  new  cus¬ 
tomers,  For  one  Toledo  show  last 
March,  Hettrick  installed  a  20-by- 
10  foot  metal  canopy  over  a  ter¬ 
raced  section  in  one  of  their  two 
exhibits.  The  canopy  was  sold  the 
first  day  the  show  opened,  and  was 
moved  from  the  exhibit  floor  right 
to  the  customer’s  home  at  the  end 
of  the  show. 

Hettrick,  which  moved  into  its 
present  20,000-square-foot  plant  in 
1927,  now  employs  about  25  per¬ 
sons,  including  a  sales  force  of 
seven. 


Helps  your  installers  finish  a  door  in 
less  time,  eliminates  inventory  prob¬ 
lems.  Here’s  everything  you  need  in 
a  matched  set  —  to  work  perfectly 
and  satisfy  every  customer.  Includes 
all  fittings  and  screws. 


#215-1"  BACKSET  TUBULAR  LATCH 
All  aluminum  trim  for  Scroon  or  Combination 
Doors.  Natural  turn  action  knob  and  lover 
handle  with  a  fingertip  action  lock.  Extra  long 
7/16"  bolt  throw.  Only  2  round  holes  needed 
for  fast,  easy  installation.  Also  in  brass. 


#202  -  SAFETY  CHAIN  STOP 
No  finer  limit  chain  on  the  market.  Heavy  duty 
welded  chain  that  won’t  tangle,  double  springs 
for  added  safety.  Weather  and  rust  resistant. 


#2010  -  UNIVERSAL 
COMBINATION  DOOR  CLOSER 
A  fine,  low  cost  closer  that  gives  smooth,  trouble- 
free  performance.  Positive,  booster  latching 
action.  Easily  installed,  no  springs  to  wind. 


#1755'/,  -  HINGES 

Set  of  three  quality  hinges,  siie  3"x  2  Vs".  Free- 
swinging,  will  not  bind.  Stainless  steel.  Full 
surface,  half  surface  or  with  offset.  Available 
with  or  without  wood  and  sheet  metal  screws. 


Send  for  FREE  price  list  catalog 


Salesmen 

All  but  one  of  the  salesmen  came 
from  the  same  source:  they  were 
brought  into  the  firm  by  other 
salesmen  as  new  jobs  opened  up. 
Five  salesmen  concentrate  on  the 
canvas,  storm  windows  and  alumi¬ 
num  aw’ning  fields,  and  the  other 
two  —  both  women  —  handle  the 
drapery  and  Venetian  blind  work. 

Incidentally,  Hettrick  has  found 
that  women  do  better  in  the  latter 
fields,  where  .some  knowledge  of 
interior  decorating,  sewing  and 
color  and  design  is  important.  Their 
women  sales  force  recently  has  sold 
drapery  finishings  to  decorate  the 
jnew,  modern  offices  of  Owens-Illi¬ 
nois  Glass  Co.  in  Toledo,  and  its 
Kimble  Glass  Division. 

Hettrick  sales  representatives 
are  given  factory  training  and  then 
sent  into  the  field  on  their  own.  The 
city  is  divided  into  territories,  with 
each  salesman  working  his  exclu¬ 
sively. 

Salesmen  are  paid  on  a  commis¬ 
sion  basis.  Hettrick,  in  addition, 
long  has  had  followed  a  policy  of 
(Continued  on  Page  182) 


The  ^eailteMck 

Self-Adjusting  Expander  Section 


/or  the  bottom  of  all  aluminum  j  Im!  j 

and  all  uood  combination  1  ^jJ  j  /  U  /  jV 

•  Nothing  mechanical  to  go  oat  of  gt  j  /  X  , 

order.  The  border  it  blows  the  y  jSjt  j  j  j 

•  Type  A  is  adaptable  to  all  alumi-  7  «  */  /  tl  '  /  wt-  f 

num  doors  of  74"  dimension,  using  Y  /  / 

an  infernal  or  telescoping  type  ex-  J  jH  j  j 

•  Type  B  is  adaptable  to  all  other  J  7  .-/  ../ 

doors  of  aluminum,  regardless  of 

dimensions,  that  have  no  expander  ' 

ond  use  a  rain  cap  on  the  bottom. 

It  is  also  applicable  to  all  wood 

combination  doors.  Type  B  Type  A 

*  U.  8.  Pit.  Ne.  2,612.664. 

The  self-adjusting  seal  is  internal  and  cannot  be  seen.  It  in  no  way  hampers  the 
free  operation  of  the  door. 

Weatherlock  will  automatically  seal  bottom  of  door  against  wind,  dr'»ft,  driving 
rain  or  snow  and  insects;  automatically  compensates  for  off  level  lills.  Over¬ 
comes  sand  and  gravel  deposits  on  sill  which  cau!«  doors  to  stick  and  prevent 
them  from  closing.  Overcomes  sticking  doors  due  to  sagging.  Automatically  ad¬ 
justs  itself  to  atmospheric  conditions  overcoming  sticking  doors  or  gaping  clear¬ 
ances.  It  is  possible  to  give  as  much  as  li”  clearance  and  still  maintain  a  good 
seal.  Equip  your  door  with  the  Weatherlock  self-adjusting  expanded  section  and 
eliminate  many  costly  service  calls. 


Write  for  Literature  and  Prices 

WEATHERLOCK  ALUMINUM  PRODS 

107-60  130th  St„  Richmond  Hill  19,  Queens,  N.  Y. 
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A  NEW  FACE  for 
the  SIDE-WALLS  of  AMERICA 


Every  homeowner  \ 
a  prospect! 


Easy  to  sell! 


Con  be  financed 
on  installment 
payment  plan! 


10  Year  material 

replacement 

guarantee! 


A  FEW  EXCLUSIVE 
TERRITORIES 
STILL  AVAILABLE! 


Send  for 
complete  details 
today! 


I ENP 


PAINTING 

and  SHINGLING  ^ 

/ 

Your  Customers  Want 

RENUIT 

The  ONE  and  ONLY 

SPRAYED  ASBESTOS 

SIDEWALL  RE-SURFACER 

PROTECTS*  BEAUTIFIES  •  INSULATES 

/l/h^ticecC  <XK 

Clapboard  •  Wood  Shingles  *  Stucco  •  Cinder  Block 

9  BEAUTIFUL  COLORS 
10  YEAR  REPLACEMENT  GUARANTEE 


A  few  exc/usfve  ferrrfories  avatlable 


RE  NU  IT 


CORPORATION 


424  West  42d  St.,  New  York  18,  N.  Y. 
LOngacre  3-6631 


High  profits! 


Unlimited  demand! 


Small 

investment! 


Average  sale 
$800.  and  up! 


PROVEN! 


TESTED! 


GUARANTEED! 


Enjoy  large 
profits  ond 
repeat  sales! 


RE-NU-IT  CORPORATION  TELEPHONE:  LOngacre  3-6631 

424  WEST  42nd  STREET 
NEW  YORK  36,  N.  Y. 

Please  send  complete  information  on  how  we  can  enjoy  large  profits  and  repeat  sales  with  RE-NU-IT. 


FIRM  NAME 


ATTENTION: 
CITY  and  STATE 
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•..is  for 

QUEENS 


Your  aluminum  combi¬ 
nations  are  only  as  g:ood 
as  their  enKineering! 

QUEENS  specializes  in 
assembly  parts  that 
help  you  streamline 
your  production  of  pre¬ 
cision-built  combina¬ 
tion  windows  and  doors. 

“  Q  I’  E  E  N  S  ”  MA  Y 
HAVE  JUST  THE 
PART  YOU  NEED  ON 
HAND  .  .  .  TOO  NU¬ 
MEROUS  TO  LIST  OR 
S  HOW  HER  E.  I  T 
WILL  PAY  YOIT  TO 
CHECK  WITH 
‘‘QUEENS’’. 

MEET  DEMAND! 

Help  sales  by  equipping 
your  doors  with 
QUEENS  all¬ 
aluminum  let¬ 
ter-drops. 

Precision -made 
and  attractively 
priced,  available 

for  immediate  j  i- 

delivery  in  any 

quantity. 


Cuitom  designing  and  manufacturing  to 
the  aluminum  combination  window  and 
door  industry.  Precision  work  to  highest 
standards  in  stamped,  die-cost  or  machined 
components  from  drawing  board  to  fin¬ 
ished  port  or  whole  unit. 

Consultation  without  obligation 

DON'T  FLOUNDER! 
CALL  QUEENS! 

QUEENS  TOO!  EN6INEEftlNG 
&  MFC.  CO. 

15  Front  Street 
Rockville  Center,  L.  I.,  N.  Y. 
ROckville  Center  4-2010 


Rnberoid  President  Sees 
For  Asbestos  Siding  and 

:  l^ODERNIZATION  and  build- 
ing  repair  projects,  for  which 
the  American  public  is  now  spend¬ 
ing  between  $10  and  $11  billion  a 
year,  are  an  increasing  factor  in 
the  potential  demand  for  asphalt 
I  roofing,  asbestos-cement  and  other 
:  building  products,  according  to  a 
:  statement  today  by  Herbert  Abra¬ 
ham,  president  of  The  Ruberoid 
j  Co.,  New  York,  on  the  occasion  of 
his  fiftieth  anniversary  with  the 
company. 

“The  present  maintenance  and 
repair  market  which  is  one  of  the 
I  greatest  in  the  history  of  housing 
has  risen  from  $3.9  billion  in  1940 
j  to  upwards  of  $11  billion  today  and 

i  there  is  everv  indication  that  this 

1 

trend  should  continue,”  Mr.  Abra¬ 
ham  said. 

I  “With  the  addition  of  nearly 
1,000,000  new’  homes  every  year, 
and  the  fact  that  there  are  now 
;  over  44  million  homes  in  America, 
i  50  percent  of  which  are  30  years 
!  old  and  20  percent  20  years  old, 
there  is  a  constantly  accumulating 
market  for  building  products  used 
for  remodeling,  repair  and  upkeep. 

“A  great  share  of  this  business 
w’ill  come  to  the  asphalt  roofing  and 
asbestos-cement  industry,”  Mr. 
Abraham  continued,  citing  the  fact 
that  the  average  roof  is  replaced 
every  15  years.  “There  are  three 
,  million  homes  to  be  re-roofed  every 
year,  and  according  to  surveys 
made  by  the  Asphalt  Roofing  In¬ 
dustry  Bureau,  85  to  90  percent  of 
all  roofs  installed  today  are  as¬ 
phalt.” 

Comparing  government  and  pri¬ 
vate  industry  statistics,  Mr.  Abra¬ 
ham  noted  that;  “In  1952  manu¬ 
facturers  shipped  over  57  million 
squares  (units  of  100  square  feet) 
of  asphalt  roofing  and  shingles  and 
approximately  7  million  squares  of 
asbestos-cement  siding. 

“Asphalt  siding  shipped  during 
the  year  amounted  to  only  1,800,- 
000  squares  and  asbestos  roof  shin- 


Large  Market 
Asphalt  Roofing 


Herbert  Abraham 


gles  about  700,000  squares.  This 
definitely  shows  a  trend  toward  as¬ 
phalt  roofing  and  asbe.stos  siding. 
Consumer  acceptance  of  this  type 
of  siding  has  been  substantially  in¬ 
creased  lately  by  the  development 
of  many  different  shades,  textures 
and  finishes  which  have  appealed 
to  the  style  and  color  conscious 
home  owner  and  community 
builder. 

“New  housing,  of  course,  has 
contributed  to  industry  sales.  A 
good  share  of  the  record  $66,000,- 
000  sales  reported  by  The  Ruberoid 
Co.  last  year  can  be  attributed  to 
new  construction.  But  as  the  so- 
called  home  market  ‘boom’  slackens, 
which  appears  likely  this  year,  the 
modernization  market,  now  repre¬ 
senting  approximately  60  percent 
of  our  sales,  should  account  for  an 
even  greater  portion  of  sales. 

“Asbestos,  one  of  the  principal 
raw  materials  in  our  industry,  is 
now  catching  up  with  demand,  due 
largely  to  increased  production 
from  foreign  sources.  Short  grade 
fibres,  especially,  are  more  than 
adequate  to  meet  industry  needs. 
In  addition,  Ruberoid’s  reserves  of 
this  mineral  are  being  supple¬ 
mented  by  the  increased  output  of 
our  asbestos  mine  in  Vermont,  the 
largest  operation  of  its  kind  in  this 
country. 
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You’re  on  your  way  to  bigger  profits — from  more  satisfied  cus¬ 
tomers — when  you  use  coils  of  Arrow  Porcenamel  Twintone! 

Arrow’s  unparalleled  experience — more  than  10  years  of 
specialization  in  coating  millions  of  pounds  of  aluminum  for  the 
awning  industry — stands  behind  the  uncontestable  quality  of  the 
Arrow  product. 

Arrow  has  coated  in  over  50  different  colors,  in  both  single 
and  two-tone.  The  name  Porcenamel  on  Arrow  stock  means  color 
fused  aluminum — the  fittest  finish  science  has  produced. 
Porcenamel  is  produced  by  a  pressure  coating  method  using  50 
times  greater  pressure  than  for  any  other  coating  process.  The 
secret  Porcenamel  method  guarantees  a  finish  that  is  chip-proof, 
rust-proof,  crack-proof — will  not  bubble,  craze  or  corrode  under 
even  .severest  conditions. 

So  to  be  sure  of  your  finish — to  be  sure  of  permanent  customer 
satisfaction — rely  on  Arrow’s  experience.  Arrow’s  proven  quality. 
VV’hether  for  continuous  tone  or  popular  Twintone  stock,  “Start 
with  the  Finish,”  with  Arrow  Porcenamel!  Write  or  wire  for 
details  today. 


\ 'w  K  1  Prof«eflv«  flr«' 
J  wropplng  of 
individual 
ceil  moons  easier 
handling,  always 
fresh  slock. 


METAL  PRODUCTS  CORP. 

Telephone:  TErhune  5-1820 

HASKILL,  NIW  JIRSIY 


♦Trade  Mark 
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B.  S.  Reporter 

{Continued  from  Page  174) 

jalousie  windows  and  ABC  alumi¬ 
num  furniture. 

Formerly  associated  with  the 
Department  of  Public  Relations, 
Miami  Beach,  Fla,,  Heady  is  a  grad¬ 
uate  of  Northwestern  University’s 
Medill  School  of  Journalism.  He  is 
a  native  of  West  Springfield,  Mas¬ 
sachusetts. 

Adams  Engineering  has  two  new 
plants :  the  93,000  -  .square  foot 
Miami  factory,  and  a  Northern  as¬ 
sembly  plant  located  at  South  Hack¬ 
ensack,  N.  J.  Heady  will  direct  na¬ 
tional  advertising  campaigns  for 
both  plants. 


Weil  To  Handle  Maynard 
Plastics  in  N.  Y.-N.  J.  Area 

Fred  J.  Weil  of  105  Lafayette 
St.,  New  York,  will  be  the  factory 
repre.sentative  for  Maynard  Plas¬ 
tics,  Inc.,  of  Chelsea,  Mass,  in  the 
New  York  and  New  Jersey  area. 
Maynard  manufactures  plastic 


spline,  gaskets  and  other  items  for 
the  aluminum  storm  window  and 
door  industry. 


Fred  J.  Weil 

Mr.  Weil  has  been  established 
since  1937  and  has  been  a  pioneer 
in  serving  the  aluminum  storm  win¬ 
dow  and  door  industry  since  its  in¬ 
ception.  He  is  a  distributor  for 
the  Stanley  Works  and  Ideal  Brass 
Works.  Weil  carries  a  very  large 
inventory  of  all  types  of  screws 
used  in  the  storm  sash  industry 
and  a  full  line  of  mill  hardware. 


Gem-Alum  Plan  Simplifies 
Dealer  Purchase  Problem 

John  W.  Sholz,,  Sales  Manager 
of  the  General  Aluminum  Products 
Co.,  Chicago,  Ill.,  announces  that 
the  company  will  continue  its  pres¬ 
ent  successful  policy  of  simplifying 
dealer  purchase  problems  by  pro¬ 
viding  a  diversity  of  aluminum 
products  from  one  source. 

“The  constant  aim  of  the  Gen¬ 
eral  Aluminum  Products  Corpora¬ 
tion,”  said  Mr.  Scholz,  has  been  to 
be  able  to  supply  its  home-spe¬ 
cialty  dealers  with  a  diverse  num¬ 
ber  of  fast-selling  products,  each 
and  all  manufactured  and  shipped 
directly  from  under  one  roof. 
Through  four  years  of  development 
the  approach  to  this  goal  has  been 
definitely  made  and  the  result  has 
been  a  crystallization  of  attain¬ 
ment. 

“In  offering  its  GEM-ALUM,  all¬ 
aluminum  awnings,  all-aluminum 
storm  doors,  and  all-aluminum 
storm  windows  manufactured  and 
{Continued  on  Page  204) 


t^JlULKING  COMPOUNDS 

every  building  material! 

Whether  it’s  brick,  stuccc,  asbestos-cemsnt 
siding,  shingles,  metal  or  wood  .  .  one  of 
the  26  permanent  colors  of  CALBAR 
Caulking  Compound  will  match  or  harmo¬ 
nize  perfectly!  Non-hardening,  non-staining 
CALBAR  is  easier  and  faster  to  use  .  .  com¬ 
plies  with  Federal  and  ACPA  specifications. 

write  for  details  and  prices 

CALBAR  PAINT  A  VARNISH  CO. 

Manufaclur.rt  of  Technical  Products  Rmw.  V 
2612-26  N.  Martha  St.*  Phila.  2S,  Pa.  Iswuijj 


BUILDING  SPECIALTIES 

&  Home  Improvement  Dealer 
COVERS  ALL  THE  IMPORTANT  SUBJECTS! 


By  subscribing  you  assure  yourself 
of  keeping  up-to-date  on  the  follow¬ 
ing:  better  selling  methods,  installa¬ 
tion  techniques,  management  details, 
how  to  sell  particular  specialties,  get¬ 
ting  and  holding  good  salesmen, 
advertising,  new  products,  and  many 
others.  Don't  miss  a  copy.  Send  the 
coupon  today!  Only  $3  a  year. 


BUILDING  SPECIALTIES 

425  Fourth  Avenue,  New  York  16,  N.  Y. 

Please  enter  my  subscription  to  BUILDING 

SPECIALTIES  at  $3.00  for  one  year. 

□  Bill  me  for  this  amount 

□  Enclosed  is  a  check  or  money  order. 


My  Nome. 


Position. 


Company. 


Address 
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PICK  YOUR  SPOT! 

the  wonderful  pre-tested  WEATHER  WIZARDS  .  .  . 
storm  sash  and  primary  .  .  . 

NOW  READY  FOR  NATIONAL  DISTRIBUTION 


These  two  Weather  Wizard  products  —  the  100% 
Extruded  Aluminum  Combination  Storm  Window  (with 
Magic  "Floating  Frame")  and  the  new,  improved  Prime 
Horizontal  Sliding  Window  —  have  been  completely 
tested  in  actual  use  in  a  typical  area.  The  results  are 
in.  .  .  .  The  reports  excellent. 

Weather  Wizard  wants  bona-fide  distributors.  Many 
territories  are  still  available. 


YOU’LL  LOVE  WEATHER  WIZARD 
PRODUCTS  BECAUSE: 

•  Weather  Wizard  is  easy  to  install 

•  Weather  Wizard  requires  no  service 

•  Weather  Wizard  offers  a  good  profit 
margin 

•  Weather  Wizard's  performance  will 
advertise  itself 


THESE  FEATURES  HELP  YOU  SELL! 
WEATHER  WIZARD  STORM  SASH 

•  FLOATING  FRAME 

The  ff  'eniher  W  izard  Storm  ft  indow  set  in  a 
doubIe.duty,  extruded  Aluminum  floatinfi  frame 
is  mounted  in  an  extruded  Aluminum  rhannel 
and  thus  is  never  affected  hy  seasonal  contrac¬ 
tions  and  expansions. 

•  INTERLOCKING  GLASS  PANELS 
AND  LIP  OVERLAPS 

block  out  all  drafts. 

•  PRESSURE  KNOBS 

adjust  u'indous  to  any  level  and  lock 
from  inside  to  insure  tamper-proof  in¬ 
stallation. 

•  WEEP  HOLES 

(top  and  bottom) 
run  rain  right  out. 

•  DUAL  TRACK  —  FOR  SELF  STORAGE 

•  ALL  ALUMINUM  SCREEN 

rustproof  and  sturdy. 


No  Gadgets.  No  Springs.  No  Senriee  Costs 
Basy  to  Assemble 

Factory  Geared  for  Fast  Delivery. 
Free  Color  Brochure  for  Consumers 
available  to  all  our  Distributors. 


•  GLASS  SET  IN  SPECIAL  GLAZING  CHANNELS 


•  SPACE  SAVERS  .  .  PERMITS  HOME  PRIVACY 

WITHOUT  LOSS  OF  VISIBILITY  OR  VENTILATION 
.  .  .  EASILY  ADAPTABLE  FOR  CASEMENT  SLIDERS 
.  .  .  ADAPTABLE  FOR  LUXURY  HOMES  AND  PRICED 
RIGHT  FOR  LOW-PRICED  HOMES  .  .  .  LOW  COST 
SCREEN  AND  STORM  SASH  AVAILABLE  WITH  NO 
SPECIAL  INSTALLATION. 


ALUMINUM  MANUFACTURING  CORP. 


50  Tulip  PI. 


Garden  CHy  Park,  L.  I. 
Garden  CHy  7-8977-C97B 
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Watching  for  daddy 

from  the  safety  and  warmth 
of  her  comfortable  home  .  .  . 


“Beautify  as  thef  Pfofect” 


ALL  ALUMINUM 


2  or  3  Lite  Doors 
Self-Storing  Windows 
Triple  Track  Windows 


•  "Magic  Hinge"  Casement 
■  Roto  Casement  Screens 

*  Jalousie  "self  storing"  Doors 


__  PITTSBURGH 

D  &  G  iVIrO*  6905  Susqurhenno  St. 

Pgh.  I,  Pe. 


CHICAGO 

1139  S.  Wobath  Arc. 
Oiicofe  5,  III. 


NEW  YORK 

112  Chrrry  Lane,  Floral  Park 
Long  Island,  New  York 


Ohio  Dealer 

(Continued  from  Page  176) 

paying  all  employees  5  per  cent  of 
any  sales  resulting  from  contacts 
furnished  by  the  employee  and  this, 
.Mr.  Hettrick  .says,  is  a  profitable 
venture  both  for  the  employees  and 
the  firm. 

Another  area  in  which  Hettrick 
has  worked  to  build  up  its  clientele 
is  through  its  12  dealers  scattered 
through  the  3-state  territory. 


“You  would  be  surprised,  too,  to 
.see  how  much  we  can  learn  from 
some  of  our  dealers,”  Mr.  Hettrick 
admits.  “Mo.st  of  them  are  very 
handy  men  with  tooLs — good  me¬ 
chanics  with  imagination  who  can 
contribute  of  ;.en  towards  solving 
some  minor  problem  that  we  here 
in  Toledo  have  been  working  at  for 
some  time.” 

The  Hettrick  family  entered  the 
building  specialty  field  back  in  1893, 
when  Hettrick  Bros,  started  mak¬ 
ing  canvas  awnings  and  other  can¬ 


vas  products.  In  1915,  the  firm  be¬ 
came  the  Hettrick  Manufacturing 
Co.,  and  in  1927,  reorganized  as  the 
present  W.  E.  Hettrick  &  Son  Co. 

The  Toledo  plant  includes  the 
offices,  a  warehouse,  the  aluminum 
awning  assembly  department,  sew¬ 
ing  department  on  the  second  floor, 
a  storm  window  and  Venetian  blind 
department  and  a  drapery  section. 


Combination  Windows 

(Continued  from  Page  154) 

normal  position  in  distribution 
channels.  Some  firms  will  stay  in 
for  the  long  pull  along  with  most 
of  the  pre-Korea  firms.  The  future 
looks  good  for  the  soundly  estab¬ 
lished  firm  with  a  well  established 
.sales  organization  and  the  intent 
to  .serve  the  public  fairly. 

NMAA  Program 

(Continued  from  Page  111) 

Committee  who,  after  a  hearing, 
can  withdraw  the  right  to  use  the 
Seal.  This  is  made  possible  because 
the  .seal  has  been  duly  registered 
and  remains  the  property  of  the 
N.M.A.A. 

Anyone  who  has  any  connection 
with  the  metal  awning  industry 
can  apply  for  membership  therein. 
Dues  are  nominal  and  there  is  no 
provision  for  any  assessments. 
Two  votes  of  the  Board  of  Direc¬ 
tors  are  necessary  to  deny  any 
application  for  membership  and  no 
one  may  become  a  member  unless 
he  has  agreed  to  abide  by  the  Code 
of  Ethics. 

This  ambitious  undertaking  by 
a  small  association  in  a  small  but 
growing  industry  may  hold  the 
answer  to  the  agyold  problem  in 
the  home  improvement  field.  If  so. 
it  will  eliminate  or  at  least  sub¬ 
stantially  reduce  misleading  adver¬ 
tising,  borax  copy,  unethical  high- 
pressure  selling  pre.sentations, 

(Continued  on  Page  184) 
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STAINLESS 
STEEL  SCREWS 


HEAT  TREAT  HARDENED 
SHEET  METAL  SCREWS 

1  Will  Not  Rusfr 


r 

T 

-1 

j 

I 

i  a 

f 

i 

I  ^ 

1 

t 

ll 

.  J 

No  Thread  Stripping 
Heads  Won't  Snap  Off 
Low  In  Cost 

Economical  to  Use  •  Attractive 
in  Appearance  •  Foolproof 

J  Immediate  Delivery  Without  Priorities 


Expressly  Adapted  to  KD  Installations  as  Well 
as  Fabricating  All  Windows  and  Doors 


Made  of  Type  410  Stainless  Steel  specially 
heat  treated  and  polished  for  extreme  thread 
cutting  strength  and  maximum  corrosion  re¬ 
sistance. 

Eliminates  the  rusting  experienced  with 
cadmium  or  chrome  plated  Krews. 

Special  heat  treatment  insures  toughness 
and  hardness  necessary  to  resist  stripping  of 


threads,  head  breakage,  damage  to  slots,  etc. 

Stocked  in  Round  Head,  Binder  Head,  and 
Oval  Cts'k  Head  styles,  in  diameters  4-^-10 
and  12  and  in  lengths  <4",  Vi”,  and 
3/4".  Made  to  your  order  in  other  sizes  and 
head  styles.  Also  available  to  order  in  Phillips 
recessea  head,  quantity  permitting. 

Let  us  quote  you  on  your  requirements. 


TO  OUR  CUSTOMERS: 

We  wish  to  thank  you  for  your  past  support  and  appreciate  your  repeated  patronage.  You  have  given  us  a 
chance  to  prove  our  claims  concerning  the  stainless  steel  sheet  metal  screws.  We  are  pleased  to  advise  that 
we  are  shipping  this  material  coast  to  coast  and  from  Minnesota  to  Texas. 

TO  OUR  FUTURE  CUSTOMERS: 

The  above  statements  speak  for  our  services.  Won't  you  give  us  a  try? 

A  LOOK  INTO  THE  FUTURE 

Call  it  wishful  crystal  gazing  if  you  like,  but  we  are  looking  forward  to  the  day  when  we  can  serve  the  building 
industries  to  fullest  advantoge.  We  are  proud  to  be  doing  our  utmost  for  the  defense  effort  and  conserving  the 
vital  chrome-nickel  stainless  steels  for  urgent  government  contracts.  When  these  needs  are  completely  satisfied 
we  will  be  able  to  offer  some  of  the  following  for  civilian  use:  sheets  of  stainless  steel  for  kick-plates;  nuts, 
bolts,  and  screws  of  all  types;  and  many  other  specialties. 

STAINLESS  STEEL  WOOD  SCREWS 

AVAILABLE  IN  TYPE  430  STAINLESS  NOT  HARDENED 

Ideally  suited  for  metal  to  wood  installations.  Round,  flat,  oval,  and  truss  heads  giving  a  full  range  of  head 
styles.  Economically  priced.  No  priorities  required.  Prompt  mill  delivery.  Stainless  steel  wood  screws  have  been 
added  to  our  inventories  of  priority-free  materials  to  round  out  our  supplies  available  to  the  civilian  building 
trades.  • 

Prices  on  request.  We  urge  you  to  send  us  your  inquiries  which  will  be  handled  in  a  prompt  and  efficient 
manner. 


V 


lil^UUSTRlAL  STEELS^  IX€ 

250  Bent  Street;  Cambridse  41,  Mass. 

Telephone  EL  iof  4-7650 — 18  Consecutive  Lines  Teletype  Cambridge  547 


New  York  Office,  270  Madison  Ave.,  New  York  16,  N.  Y. 


Telephone:  MU  rray  Hill  S-4S5I 
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Deiigned  for  BIGGEST  YEAR  ’ROVND  PROFITS 


come  to  the  conclusion  that  en¬ 
closures  are  made  only  for  stand¬ 
ard  recessed  tubs.  Actually,  open- 
end  tub  enclosures  are  more  strik¬ 
ing  in  appearance  than  units  for 
recessed  tubs  (see  pictures) ;  every 
bit  as  practical  and  efficient. 

From  the  buyer’s  side,  open-end 
tub  enclosures  not  only  transform 
an  ordinary  bathroom  into  a  show- 
place,  but  give  him  the  comfort 
he  w’ants,  at  a  price  he  is  willing 
to  pay.  (Most  people  are  surprised 
at  the  moderate  prices.)  From  the 
seller’s  side,  they  sell  easily  be¬ 
cause  they’re  in  demand,  they  re¬ 
turn  a  generous  profit,  and  instal¬ 
lation  is  remarkably  simple. 

One  very  popular  open-end  tub 
enclosure  consists  of  four  panels. 
There  is  one  stationary  panel 
seated  on  the  open-end  of  the  tub, 
tied  into  the  wall.  A  smaller  panel 
joins  it  with  the  front  of  the  tub, 
at  a  45°  angle.  Along  the  front  of 
the  tub  are  two  by-passing  rolling 
panels.  These  are  double-suspended 
from  overhead,  track  back  and 
forth  on  sealed  aircraft  bearings. 
Since  the  panels  by-pass,  both  may 
be  rolled  to  either  end  of  the  tub 
front,  for  entering  the  tub,  for 
bathing  the  baby,  or  for  cleaning 
the  tub. 

Measurements 


Alumlnua  Combination 

WINDOWS 

^  and  . 


1.  Competitively  priced  for  distributors  and 
dealers 

2.  Fast  Delivery  You  Can  Count  On 

3.  Exclusive  Territories  for  Your  Protection 

4.  Quality  and  Value  That  Shows  . . .  and  Lasts 


Packed  with  CUSTOMER  APPEAL  FEATURES 

•  100%  extruded  63  STS  Alumi-  e  EXCLUSIVE;  Full  S’A"  wide  door 

num  frame  for  maximum  strength  and 

•  Reinforced  corners  for  lifelong  distinctive  appearance 

strength 

o  Fingertip  window  control  •  Aircraft-type  rivet  construction  on 

•  Interlocking  design  for  airtight  door 

,  .  •  Vinyl  plastic  bottom  door  seal 

o  Fool-proof  automatic  locking  de¬ 
vice  on  windows  *  Extra-heavy  door  kickplate 

DISTRIBUTORS,  DEALERS  &  K-D  OPERATORS! 

Write  today  for  FREE  BROCHURE  and  High  Discount 
Price  List  or  .  .  .  Visit  our  plant 


When  accurate  mea.surements 
are  provided  by  the  dealer,  using 
the  measuring  sheet  that  is  fur¬ 
nished  him,  (template  of  the  tub 
is  helpful,  too),  installation  con¬ 
sists  basically  of  placing  the  units 
on  the  tub  rim  and  screwing  them 
together.  Everything  is  furnished, 
including  the  proper  adhesive, 
which  also  acts  as  water-proofing 
agent.  One  man  with  no  particular 
mechanical  aptitude  can  make  a 
complete  installation  in  an  hour  or 
less. 

Here  are  the  steps  in  the  instal¬ 
lation  of  Open-End  Tub  Enclo¬ 
sures: 

Secure  wall  jamb,  near  shower 
head,  temporarily  to  wall  with 
small  amount  of  adhesive. 

(Continved  on  Page  186) 


Company 


Arnot  Place,  Lodi,  N.  J. 

GRegory  3-0937 


NMAA  Program 

{Continued  from  Page  182) 
trick  closings,  exaggerated  claims 
and  the  deceiving  tendency  to  make 
the  sale  regardless  of  the  tactics 
u.><ed. 

The  Board  of  Directors  of  the 
NMAA  cordially  invites  all  deal¬ 
ers,  distributors  and  manufactur¬ 
ers  in  awning  field  who  are  not 
members  now  to  join  the  associa¬ 
tion.  Use  the  coupon  in  the  ad 
on  page  71. 


Tub  Enclosures 

{Continued  from  Page  113) 

the  size  or  type  of  the  bathtub 
they  selected  or  found  in  their 
home,  there  is  a  standard  model 
made  specifically  for  it. 

Many  homeowners  with  open-end 
tubs,  or  some  type  other  than  re¬ 
cessed,  are  unaware  that  they  may 
enjoy  the  comfort  and  beauty  of 
showier  enclosures.  Seeing  the 
newspaper  and  magazine  ads,  they 
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PAT.  PBND. 


Twist  Out! 


WtmTROlU’S  ANSWER  TO  THE  COMPETITIVE  QVESTION 


REVOLUTIONARY 

PIVOT  CONTROL 


DESIGNED  TO  MAKE  EVERY  PROSPECT 
A  CUSTOMER 

So  completely  new  it  mokes  all  other  windows  look  like  a 
Model  T  .  .  .  the  new  Winstrom  Window  with  PIVOT  CONTROL 
will  set  you  head  and  shoulders  above  any  competition!  Yes 
. .  .  here  is  a  window  that  incorporates  every  wanted  engineer¬ 
ing  feature  .  .  .  that  demonstrates  like  a  dream  .  .  .  and  sells 
like  ice  cream  in  July! 

ENGINEERED  TO  SELL  ITSELF 
ON  DEMONSTRATION 

Expanders  on  all  sides  *  Satin  Finish  '  Double  Spring  Action 
Slide  Bolts  (All  Panels)  *  Extruded  63ST5  •  Protectively  pack¬ 
aged  *  3  Channel  frame  '  Anti-rattling  Features.  .  .  .  Plus 
k  many  other  features  that  reveal  a  precision  engineered 

Bk  product. 


WINSTROM  MANUFACTURING  CORP. 

15-40  127tTi  STREET 

COLLEGE  POINT  56,  N.  Y.  Tel.  FLushing  3-5550 

WRITE  FOR  COMPLETE 
DETAILS  TODAY! 

A  complete  line  of  Inside  Sliding  Casements,  Picture  Windows 
(2  types).  One  Light  Units,  and  our  famous  "Triple  Shield" 

3  Track  ...  all  with  the  ability  to  be  attached  to  any  existing 
window  opening. 


Twist  In! 


Delirered  by  our 
own  trucks  into 
1 1  Eastern  States 
.  .  .  With  Field 
Managers  to  help 
dealers  in  their 
respective  local¬ 
ities. 
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WINDOW  OR  DOOR 


WITH  A  SIMPLE 
SAW  CUT! 


tk?/ 

WEATHERMASTER 

WEATHER  SEALED 


JALOUSIE 


COMPLETELY 

WEATHERSTRIPPED! 

Exclusive  Vinyl  WejHierstrip- 
pink  in  jamb,  head  and  sill  for 
complete  protection.  .  .  .  Head 
and  sill  available  in  4"  incre¬ 
ments.  Jambs  in  SVz”  incre¬ 
ments,  notched  and  completely 
assembled  with  tension-seal 
louver  clip  .  .  .  Extruded  alu¬ 
minum  throughout. 


Easy-to-assemble  KD 
units  complete  with 
exclusive  tension- 
seal  louver  clip, 
packaged  to  cut 
shipping  costs  and 
reduce  storage  re¬ 
quirements  .  .  .  You 
can  store  7  times  as 
many  KD  windows  in 
the  same  space  re¬ 
quired  for  assembled 
windows  — 


IT'S 


_  FOR  YOU! 


AT  CNCE 

for  detailed  deoUr,  delivery, 
and  specificatton  information  .  •  • 


JALOUSIE 
A  WINDOW 

Manufacturing  Company 

1890  H.  E.  146tb  ST  P.  0.  MX  728.  N.  MIAMI.  FLA. 

Dept.  BS-6 
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Tub  Enclosures 

I  (Continued  from  Page  184) 

Secure  the  two  stationary  end- 
!  panels  (A  and  B)  together  by 
screws  through  lip  of  45  degree 
I  post  (B-1)  into  frame  of  panels, 
i  With  small  amount  of  S-18  Ad¬ 
hesive  on  bottom  of  Panels  A  and 
B  to  prevent  slipping,  place  panels 
i  in  position  on  open  end  of  tub  rim. 

Place  bottom  guide  in  position 
between  the  two  jambs.  With 
header  in  place  over  rollaway  pan¬ 
els,  lift  header  and  panels  into  po¬ 
sition  as  shown  in  sketches. 

;  Fasten  header  temporarily  to  sta- 
1  tionary  angle  panel. 

I  Now  the  whole  unit  is  installed, 
i  but  TEMPORARILY,  so  that  you 
may  check  fit  and  proper  position 
I  on  tub  rim.  With  a  pencil  mark 
'  location  of  entire  unit  on  tub  rim, 
and  location  of  stationary  end 
panel  A  against  wall.  Remove  en¬ 
tire  unit  from  tub  rim.  The  “dry 
run”  is  completed ;  now  for  perma¬ 
nent,  water-tight  installation. 

Patented  Adjustable  Jamb  (A-1) 
will  compensate,  by  use  of  spacer 
tubes,  for  any  out-of-plumbness  in 
wall.  With  outside  half  of  adjust¬ 
able  jamb,  mark  location  of  holes 
;  on  wall.  (Three  holes  are  ade- 
j  quate.)  Drill  14"  holes  approxi- 
'  mately  114"  holes  deep.  Secure 
!  stationary  end  panel  to  wall  with 
;  #12  X  2"  wood  screws  through 
I  both  halves  of  adjustable  jamb  into 
I  14"  X  1"  rawlplug  in  wall.  Both 
:  stationary  end  panels  are  secured 
;  and  waterproofed  with  a  ribbon  of 
I  S-18  Adhesive  in  “h”  angle  at  bot¬ 
tom  of  panels. 

End  Panels 

!  Now  that  end  panels  are  secured 
and  waterproofed,  you  have  in  an 
!  installation  sense  converted  the 
:  open-end  tub  into  a  recessed  tub. 

The  Double  Rollaway  panels  are 
;  then  installed  in  ^the  standard 
manner.  (This  was  described  in 
BUILDING  SPECIALTIES,  May 
1953.) 

Illustrated  installation  sheets 
are  furnished  with  shower  doors. 


all  types  of  tub  enclosures,  and 
daylight  shower  stalls.  When  we 
know  actual  measurements,  every 
part  of  the  unit  comes  to  you  pre¬ 
sized  and  pre-cut.  With  the  use  of 
our  Adjustable  Jamb  on  doors  and 
stationary  panels,  out-of-plumb- 
ness  or  wall  irregularities  pose  no 
problem.  Our  Double  Rollaway  for 
recessed  tubs  installs  without  drill¬ 
ing  anywhere,  tub  or  w’alls,  using 
S-18  Adhesive  and  its  own  inter¬ 
locking  principles  to  give  a  per¬ 
fect,  permanent,  water-tight  fit. 

Here’s  to  “Beautifying  the  Na¬ 
tion’s  Bathrooms!” 

Non-Ceramic  Tile 

(Continued  from  Page  116) 

tually  any  color  or  color  variation. 
The  coloring  material  is  just  added 
to  the  powder  according  to  a  for¬ 
mula.  Actually,  producers  of  plas¬ 
tic  tile  buy  this  powder  from  a 
major  chemical  company  in  the 
United  States  and  about  87  colors 
and  variations  are  presently  avail¬ 
able. 

Plastic  coated  metal  backed  tile 
is  actually  a  combination  of  plas¬ 
tic  and  metal  and  is  produced  by 
die  cutting  the  aluminum  or  steel 
backing  from  sheets  as  described 
earlier.  Then,  after  the  edges  have 
been  smoothed,  the  tile  is  sprayed 
with  the  coating  material.  One  rea¬ 
son  advanced  for  the  spraying  after 
cutting,  rather  than  before,  is  to 
insure  edge  coating  on  the  tile.  A 
heat  process  is  then  usually  em¬ 
ployed  to  be  certain  of  the  proper 
bonding  of  the  coating  to  the  back¬ 
ing. 

Plastic  coated  wall  board  is  ac¬ 
tually  a  sheet  process  and  as  a  rule 
does  not  look  like  tile  in  all  cases 
nor  is  it  installed  quite  the  same. 
Here  a  plastic  coating  is  applied 
to  a  backing  material  to  give  it 
depth  and  rigidity.  It  can  be  pro¬ 
duced  in  solid  colors  or  scored  to 
produce  a  tile  finish.  It  is  sold  in 
sheets  for  application ;  cutting  and 
fitting  are  done  on  the  job. 

(Continued  on  Page  190) 
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Trird 


STAINLESS  STEEL 


TRIPLE  TRACK  WINDOWS 
and  TUBULAR  DOORS 


are 


WELDED 


LEADS  IN  SALES!  The  new  TRIAD  units  have  received  the  greatest 
acceptance  from  the  public  over  any  other  storm  window  on  the  market. 
Not  a  boast .  .  .  but  a  proven  fact.  You  owe  it  to  yourself  to  see  these  sensa¬ 
tional  stainless  steel  units. 

YOUR  SALES  ORGANIZATION  needs  the  ammunition  of  a  great  new 
product  to  meet  its  present  competitive  market  in  the  aluminum  held. 
Stainless  steel  units  by  TRIAD  will  provide  the  sure-hre  means  to  overtake 
and  pass  any  competition !  Yes!  When  you  handle  TRIAD  STAINLESS 
STEEL  products  you  can  enjoy  exclusive  lines  that  assure  competition-free 
sales  volume  and  freedom  of  operation. 

BE  WISE!  Join  the  TRIAD  BANDWAGON  rolling  your  way  for  greater 
sales  and  prohts  for  you,  your  salesmen  and  your  dealers.  PHONE  OR 
WRITE  TODAY  AND  ASK  DIRECTLY  FOR  "NATE  BROWN”. 


VULCAN  3-1000 


DIAMOND  BUILDING  PRODUCTS 

Corporafion 


Main  plant,  Cleveland,  Ohio,  where  Stainless  Steel  is  precision- 
engineered  inlo  TRIAD  Triple-Track  storm  windows  and  doors. 


&  Home  Imorovement  Dealer 


IF  YOU  USE 

FLEXIBLE 

GASKETS. 

SPLINE 

or  similar 


EXTRUDED  PLASTIC 

material  . .  . 


.  .  .  you'll  do  better  in  every  way  to  do 
business  with  MAYNARD.  Guaranteed 
100%  virgin  material  assures  you 
of  live,  resilient,  workable  splines 
and  gasketing  that  make  your  job 
easier  by  doing  their  job  better. 
Take  advantage  of  the  pioneer¬ 
ing  progress  that  marks  MAY¬ 
NARD  tops  in  the  field. 
You’ll  be  glad  you  did! 

100%  VIRGIN 
MATERIALS 

mean  faster  assembly, 
fewer  service  calls.  Cor¬ 
rectly  designed  &  ex¬ 
truded  gaskets  &  spline 
mean  faster  praduction 
at  lower  cost  I  Prove  it  I 
Contact  MAYNARD  I 

NEED  HELP?  WRITE: 


MAYNARD  PLASTICS.  Inc. 

CHELSEA  50,  MASS. 
CHelsea  3-5850 


Above,  left  to  right:  Al  Stanley,  Secretary  and  Treasurer;  C.  F.  Hayes,  Sales  Manager  and 
Vice  President,  and  Henry  Keller,  President,  of  Air  Control  Jalousies  of  America. 


Keller  Metal  Prod.,  Inc. 
Reincorporated  as  Air  Control 
Jalousies  of  America,  Inc. 


Keller  Metal  Products,  Inc.,  Mi¬ 
ami,  Florida,  recently  reincorpo¬ 
rated  as  Air  Control  Jalousies  of 
'  America,  Inc.  Henry  Keller  is  pres¬ 
ident  of  the  new  corporation  and 
C.  F.  Hayes  is  vice  president  and 
sales  manager  as  well  as  director 
in  charge  of  the  firm’s  national 
wholesale  division.  Mr.  Keller  is  an 
I  engineer  and  production  specialist. 

C.  F.  Hayes  has  been  in  the  jal¬ 
ousie  business  for  seven  years  and 
i  founded  Perfection  Jalousie  Mfg. 

Co.  in  1947  in  West  Palm  Beach, 

!  Florida.  He  al.so  founded  a  jalousie 
!  firm  called  Future  Products  in  St. 

I  Petersburg,  Fla.  Recently  he  sold 
i  out  his  interest  in  this  firm  to  C. 
j  W.  Ludwig,  now  its  president,  and 
^  joined  Keller  Metal  Products,  Inc., 

!  in  Miami.  Working  as  a  team  with 
I  Keller,  the  two  men  have  built  in 
j  a  short  time  a  business  of  great 
I  importance  in  the  jalousie  field. 

'  Today  the  company  has  a  new 
I  and  larger  plant  totaling  50,000  sq. 

I  ft.  of  modern  manufacturing  facil- 
'  ities  with  new  additions  soon  going 
up  to  relieve  the  pressure  for  new 
production.  Already  the  firm  is  op¬ 
erating  a  fleet  of  six  big  tractor- 
1  trucks  making  deliveries  to  dealers 
!  in  several  states. 


Hayes  looks  forward  with  confi¬ 
dence  to  greatly  increased  business 
for  his  firm.  It  has  already  grown 
from  a  sales  volume  of  $1  million  a 
year  to  a  figure  in  excess  of  $5  mil¬ 
lion  currently. 

•y^ 

New  Products 

{Continued  from  Page  150) 

laundries,  motels,  offices,  schools 
and  institutions. 

Especially  suited  for  all-over, 
wall  and  ceiling  installations,  Wil¬ 
son’s  Panelux,  with  its  new'  dimen¬ 
sions,  6%"  X  81/4",  is  decorator- 
preferred  because  it  makes  possible 
original  designs  and  room  treat¬ 
ments.  In  the  home,  it  brings  the 
lustrous,  enduring  beauty  of  plastic 
tile  to  the  den,  recreation,  utility, 
bath  and  children’s  rooms,  hall¬ 
ways  and  kitchens. 

New  Wilson’s  Panelux  is  avail¬ 
able  in  a  wide  range  of  colors,  to 
harmonize  or  contrast  w'ith  other 
Wilson  tiles  for  attractive  and  un¬ 
usual  effects. 

Wilson  Plastics,  Dept.  B.  S.,  San¬ 
dusky,  0. 

{Contmued  on  Page  205) 
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Miifior  and  El«i{|h  StrMts 
Phiiaddphio,  Pannsylvania 
Ploas*  sand  cataloQ  fo 

Name  . . .• . . . . 

Addreu  ^ . 

City  ..; . . .2 


BD  2 

One  oJ  on  extensive 
line  ol  hondsomely 
designed  scroll*ond* 
bird  griMes 


heck  these 


VALUE-PLUS 

Westmoreland  features 


DURABILITY-WESTMORELAND  uses  only  extruded 
aluminum  in  hardest  alloys  in  the  manufacture  of 
its  products! 

PERMANENT  FINISHES  -  All  WESTMORELAND 
grilles  are  "B'ight-Dipped"  for  that  gleaming,  chrome¬ 
like  look  .  .  .  then  lifetime-sealed  with  lacquer! 

COMPLETE  -  Every  WESTMORELAND  grille  is 
shipped  with  all  necessary  hardware  . . .  corrosion- 
proof,  too.  No  more  problem  installations! 

MODERATE  PRiCES-WESTMORELAND'S  huge  vol¬ 
ume  and  tremendous  buying  power  make  it  possible 
for  us  to  offer  you  top  quality  ...  at  the  modest 
prices  you  want  to  pay! 


ESTMORELAND'S  skilled  efficiency  and  modern 
production  methods  combine  to  provide  peak  service. 
Better  .  .  .  faster  .  ,  .  with  speedier  delivery.  THE 
PRODUCT  YOU  WANT  .  .  .  WHEN  YOU  WANT  IT! 


EXP  10 

Adjustable  to  f5t  ony  door. 


P  24 

(24“  X  29Vi", 
24"  X  33'/}") 

Port  o#  o  line 
thot  offers  you  o 
grille  for  every 
door,  need  or  budget. 


ORNAMENTAL 

CASTINGS 

and  corner  brockets  .  . 
Ask  os  obout  the  mony 
available  designs, 
in  black  or  white 
baked  enamel  fnish. 


tiLETTERSj 


MAIL  CHUTE 

Pegulotion  9V4''  size 
with  7"  slot.  Heavy 
gauge  olumlnum.  Satin 
f-nish. 


NUMBERS  AND 
FRAMES 

can  be  purchosed 
separately.  Mointain  your 
own  inventory  for 
on«the*iob  instoHotion. 


warn 


(Sef  of  2— 


7'/4 


7’'. 


w. 


estmoreland 

METAL  MANUPACTURINO  CORP. 


&  Home  Improvement  Dealer 
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Non-Ceramic  Tile 

(Continued  from  Page  186) 

Porcelain  coated  metal  backed 
tile  is  produced  by  much  the  same 
method  as  that  used  in  producing 
plastic  coated  metal  backed  tile. 
The  process  is  different  to  this  ex¬ 
tent.  First,  porcelain  is  of  vitreous 
(pertaining  to  glass)  extraction, 
but  for  our  purpose  it  is  consid¬ 
ered  a  non-ceramic  tile.  Glass  tile 
would  not  be  considered  non¬ 
ceramic,  although  it  too  is  of  vitre¬ 
ous  origin. 

Second,  since  the  application 
techniques  are  non-ceramic  and  do 
not  utilize  mortar,  porcelain  coated 
metal  backed  tile  logically  belongs 
in  the  non-ceramic  category.  It  ap¬ 
pears  to  be  the  method  of  installa¬ 
tion  which  is  the  governing  factor. 
Porcelain  coating  provides  a  pro¬ 
tective  and  decorative  exterior 
cover  for  the  metal  much  like  the 
porcelain  applied  to  protect  steel 
bath  tubs,  kitchen  ranges,  etc. 

Stainless  steel  tile  is  made  by 


die  cutting  stainless  steel  sheet. 
This  sheet  probably  would  be  an 
18  chrome  and  8  nickel  alloy  or 
type  302  according  to  American 
Iron  and  Steel  Institute  specifica¬ 
tions.  Due  to  the  critical  supply  of 
nickel  alloys,  a  17  chrome  sheet 
would  be  about  average  for  die 
stamping  stainless  steel  tile  at  the 
moment. 

High  Luster 

This  tile  has  a  high  luster  which 
gives  it  the  appearance  of  chrome. 
It  was  a  pre-World  War  II  product 
and  therefore  in  use  for  some  time. 
Rough  estimates  of  earliest  produc¬ 
tion  are  about  the  beginning  of  the 
depression  years. 

One  of  the  newest  and  most 
unique  of  the  non-ceramic  group 
is  zinc  tile.  This  material  is  manu¬ 
factured  by  utilizing  a  roller  proc¬ 
ess  which  virtually  prints  the  coat¬ 
ing  not  on  but  into  the  surface  of 
the  tile. 

(Continued  on  Page  192) 


Pre-Finishing 

(Continued  from  Page  124) 

A  special  formula  DuPont  Dulux 
enamel  is  used  for  durability,  and 
for  its  qualities  of  retaining  color 
and  gloss  when  exposed  to  severe 
weather  conditions.  The  strip  then 
enters  the  baking  ovens.  Here  con¬ 
trolled  temperatures  bake  the  en¬ 
amels  to  a  hard,  lustrous  finish. 
Enamels  so  bonded  become  a  per¬ 
manent  part  of  the  metal.  The  en¬ 
ameled  aluminum  strip  can  be  bent, 
hammered  and  formed  without 
fear  of  creaking  or  chipping.  The 
painted  strip  is  then  coiled  auto¬ 
matically  and  the  coils  spiral- 
wrapped  in  a  protective  water¬ 
proof  paper.  The  coils  are  strapped 
to  skids  for  ease  of  handling  in 
shipping. 

With  the  enameled  aluminum 
delivered  prefinished  and  “ready 
to  roll,”  painting  and  baking  facil¬ 
ities  are  no  longer  required  by  the 
fabricator.  Eliminating  “painting 
(Continued  on  Page  201) 
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Wtatlowi  for 
Cosojioot*. 


Every 


home  OWMER 


;■  ;♦  »f  ■•  r  I  •-«  fc  f  (!♦.. 


SELL  the 


LINE! 


When  you  sell  Keystone,  one  sole  invariably  leads  to 
others.  This  is  why  we  produce  o  complete  line  .  .  . 
Aluminum  Storm-Screen  DOORS,  WINDOWS  and 
SIDING.  Each  has  national  acceptance  for  outstand- 
^ing  quality,  reasonably  priced. 

KEYSTONE  Storm-Screen  DOORS 

Th«  Only  Door  of  its  kind  it  is  oosily  rocognizod  by  tho 
full  length  Piono-typo  Hingo  .  .  .  just  on*  of  Koystono’s 
^  oxdusivo  footuros. 

KEYSTONE  Combination  WINDOWS 


Practically  industructiblo  by  olomonts  of  woathor. 
Multi-cootod  and  bakod  (not  sproyod)  by  a  process  that 
gives  an  even,  lasHng  finish  that  defies  deterioraHon 
indefinitely.  Keystone's  exclusive  interlocking  flanges 
makes  for  greater  protection  and  more  efficient  installa¬ 
tion  . . .  installation  starts  from  bottom  up.  Available  in 
white  or  pastel  shodes. 


Our  products  are  sold  coast  to  coast  through  successful 
distributors  and  dealers.  If  Keystone  is  not  represented 
in  your  community,  write  us,  let  us  give  you  the  Key¬ 
stone  story. 


Available  in  triple  track  or  conventional  design  they 
have  the  much  desired  Venh'lating  Louvers  .  .  .  another 
Keystone  feature. 


KEYSTONE  Storm-Screen  CASEMENTS 


Furnished  in  types  for  either  outside  or  inside  installation. 
Keystone  Storm-Screen  Casements  provide  maximum 
allweather  protection  with  convenient  operation  for 
cleaning. 


KEYSTONE  Aluminum  SIDING 


KEYSTONE  ALLOYS  COMPANY 


Derry,  Pa. 


^  Home  Improvement  Dealer 
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THE  RESULT  OF 
2  Vi  YEARS 
OF  WINDOW 
RESEARCH 


Unanimous  Approval! 


FOR  THf  FIRST  RiALlY  flil  11610  FRIMi  WINDOW 
MTROOUaD  TO  THi  BiHLOINO  INDUSTRY  IN  YEARS. 


IKumi  ^Mcliy 

‘After  closely  ezamininc 
this  new  SEAL-VENT 
window,  I  can  easily  see 
how  a  whole  new  field  of 
window  architecture  pre¬ 
sents  itself.  There  are  no 
unbroken  lines  on  this 
SEAL-VENT  Jalousie, 
and  air-infiltration  test 
results  conclusively  indi¬ 
cate  their  practicability 
for  northern  uses." 


iseciUveni 


MMar:  Lm  FMw 

Ft  LaadarMa.  Fla.: 

"The  first  time  I  saw  the 
new  SEAL-VENT  lalousie 
window,  I  coulan’t  be¬ 
lieve  my  eyes.  Here  was  a 
jalousie  window  that  ac¬ 
tually  could  be  used  in 
my  air-conditioned  homes 
instead  of  ordinary  win¬ 
dows.  Thesellingfeatures 
are  so  strong  that  I  was 
able  to  sell  32  homes  at 
more  money  simply  by 
including  SEAL-VENT 
Seal-Testra  Jalousies  in 
the  homes." 


AMERICAN 


ffUKiinr^ 


PRODUCTS,  INC. 

P.O.  BOX  192 
MIAMI  48,  FLORIDA 


S  unanimous  approval . . .  because  Seal- 
Vent  Seal-Tested  Jalousies  offer  your  customers 
a  product  so  completely  different  it  replaces 
ordinary  prime  windows  in  any  type  con¬ 
struction  . . .  provides  greater  sales  and  greater 
profits  for  you ! 

Builders . . .  dealers . . .  architects . . .  home¬ 
owners. .  .will  join  you  in  giving  unanimous 
approval  to  this  amazing  new  Seal-Vent 
Jalousie  Window  and  Jalousie  Door! 

WRITE  FOR  DESCRIPTIVE  LIHRATURE  AND 
INFORMATION  ON  AVAILABLE  DEALERSHIPS 


Non-Ceramic  Tile 

{Continued  from  Page  190) 

The  coating  applied  to  the  zinc 
tile  is  a  special  ink-like  liquid  which 
bonds  itself  to  the  metal  in  pass¬ 
ing  through  the  rollers.  This  is  a 
new  process  and  while  available  is 
not  now  on  the  market  in  quantity. 

The  real  advantage  of  non¬ 
ceramic  tile  lies  in  the  ease  of  pro¬ 
duction,  fast  installation,  and  the 
multitude  of  potential  uses  that  are 
being  uncovered  each  day.  For  ex¬ 


ample,  plastic  tile  was  found  to  be 
a  fine  covering  for  elevator  cab 
interiors.  The  material  is  light  in 
weight,  easily  kept  clean  and  ex¬ 
tremely  durable  under  the  punish¬ 
ment  given  interiors  of  elevators. 
Tile  flexibility  made  it  possible  to 
handle  the  strains,  stresses,  and 
torsions  found  in  the  operation  of 
an  elevator  cab. 

Right  now  the  two  main  mar¬ 
kets  for  non-ceramic  tile  are  resi¬ 
dential  or  home  use,  and  commer¬ 
cial  or  business  use.  Industrial  ap¬ 


plication  is  limited  at  this  point, 
but  another  promising  market 
seems  likely. 

The  residential  market  for  non¬ 
ceramic  tile  was  the  first  and  natu¬ 
ral  place  to  look  for  applications, 
and  still  ranks  high  in  consump¬ 
tion  largely  due  to  unsatisfied  re¬ 
modeling  desires  on  the  part  of 
both  new  and  old  homeowners  who 
want  to  further  improve  their 
homes. 

Bathrooms 

The  use  of  non-ceramic  tile  in 
bathrooms  was  a  logical  place  to 
start  and  originality  and  ingenuity 
on  the  part  of  the  tile  dealers  and 
manufacturers  has  broadened  the 
use  of  this  material  considerably. 
Now  it’s  not  unusual  to  find  bath¬ 
rooms  completely  tiled  from  floor 
to  ceiling.  Kitchens  also  have  been 
a  natural  application  prospect,  es¬ 
pecially  with  the  time  saved  in 
cleaning  not  to  mention  eliminat¬ 
ing  in  most  cases  the  tortuous  job 
of  washing  walls  periodically.  With 
non-ceramic  tile,  streaking  is  gone, 
and  even  the  muddy  prints  of 
youngsters  hands  are  no  longer  a 
problem.  A  wipe  of  a  wet  cloth  and 
it’s  clean. 

Installing  non-ceramic  tile  on 
ceilings  has  been  accomplished  by 
both  metal  and  plastic  tile  applica¬ 
tors.  Use  of  a  larger  size  tile  in 
length  and  width  for  ceiling  use 
has  given  contrast  in  color  and 
shape  with  excellent  results  as  to 
durability. 

Non-ceramic  tile  dealers  on  the 
West  Coast  found  that  the  com¬ 
pletely  tiled  utility  or  playroom  has 
added  sales  volume,  and  consumer 
acceptance  is  increasing  rapidly. 
Rumpus  rooms  are  another  item 
receiving  much  praise  where  non¬ 
ceramic  tile  has  been  effectively 
utilized. 

Commercial  uses  are  also  grow¬ 
ing  rapidly.  Meat  markets,  where 
there  is  a  spattering  problem  and 
blood  gets  on  the  walls  have  found 
their  answer  in  non-ceramic  tile. 

{Continued  on  Page  196) 


192 


JULY  1953  BUILDING  SPECIALTIES 


Pleo$e  dieck 


THE  ORIGINAL  TRIPLE  TRACK 


ALUMINUM  COMBINATION 


STILL  OUT-DEMONSRATES  OTHERS 

because  of  exclusive  patented*  features! 


DISTRIBUTORS  -  DEALERS 

A  few  select  territories  are  open.  We 
predict  that  these  will  be  filled  quicki/ 
...  so  don't  delay  if  you  want  action. 


*U.  5.  Pot  Off. 
No.  2,575,575 
2,636,227 


There  are  many  makes  of  combinations  on  the  market 
today.  All  have  some  sales  features,  but  only  Home  Seal 
combines  more  selling  features,  gives  the  homeowner  more 
for  his  money. 

Installations  are  a  cinch!  Units  easy  to  reglaze  or  rescreen 
if  damaged! 

Home  Seal  design  makes  it  possible  to  stock  fewer  units 
for  a  wider  variety  of  window  sizes. 

Locking  feature  in  open  or  closed  position  allows 
you  to  sell  extra  safety. 

.TOP  Regardless  of  what  combinations  you  are  handling 
today,  it  will  pay  you  to  check  into  the  Home  Seal 
SCREEN  jggj  Home  Seal  Distributors  and 

BOTTOM  Dealers  enjoy  substantial  profits. 

GLASS 

Join  the  Home  Seal  Profit  Parade  by  handling  a 
better  product  at  a  competitive  price. 

MAIL  COUPON  TODAY 

r - 

I  The  Home  Window  Company  ,  ^ 

I  Fostoria,  Ohio  ' 

I  Please  send  complete  information  regarding  representation  in  my  territory. 


Company  .  Address 


Distributor  □  Dealer  □ 
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Shown  above  is  the  Badger  aluminum  extrusion  mill  in  Brooklyn,  N.  Y.  Badger  is  cele* 
brating  its  50th  year  of  service  to  the  metal  products  industry.  The  highly  integrated  mill 
is  capable  of  handling  every  phase  of  production  from  billet  casting  to  completed  ex¬ 
trusions  and  includes  die  making  and  standard  finishing  applications. 


_ for  simple 

low  cost  fabrication 


pass  into  a  coating  chamber  where 
the  enamel  is  applied  to  both  sides 
of  each  strip  under  very  high  pres¬ 
sure.  From  here  the  coated  strips 
go  through  a  long  baking  oven 
w'hich  dries  and  hardens  the  ena¬ 
mel.  After  baking  the  aluminum 
strips  are  rewound  in  coils  and  are 
ready  for  shipment. 


it’s  the  new 
Precision  Built 
Atlas  Rolled 
*Aluminum  Screen 
Frame, 
Interchangeable 
Spline,  and  Solid 
One-piece  Inserts! 


CAT.  NO.^^ 
183  l|rx  15/16“ 


S  •  SAMPLES 
I  AND  PRICE 

CAT.  ^  INFORMATION  UPON 

170  T/ie-xlT'  I  request.  PLEASE 

•50  H30  Aluminum  i  STATE  QUANTITIES 
USffD  tXClUS  VMLY  |  AND  LENGTHS 

W  DESIRED.  NO  ORDER 

immediate  delivery 

engineering' COMPANY 

5100  NORTHWEST  37th  AVENUE 
MIAMI  •  FLORIDA 


Pre-Coating 

{Continued  from  Page  120) 

This  chemical  process  is  known  as 
“Alodizing.”  From  the  Alodizing 
baths  the  metal  strips  go  into  an 
accumulator  where  a  series  of  roll¬ 
ers  take  up  the  slack  in  the  endless 
ribbons  of  aluminum  which  then 
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Edna  Murphy,  voted  America's  Most  Beautiful 
Mother  in  this  year's  Mrs.  America  Contest. 


PEnMANiNT 


Now  is  the  time  to  get  on  the  Shieldoll  bandwagon !  America's 
Number  1  aluminum  awning  company  has  selected  America's  Num¬ 
ber  1  Mother  to  help  increase  your  sales. 


Newspaper  mats  featuring  America's  Number  1  Mother  and  pho¬ 
tographs  for  free  publicity  are  available  to  all  our  sales  outlets. 
Radio  transcriptions  set  to  music  and  a  sales  getting  television  pro¬ 
gram,  "Patio  Patter"  starring  Mrs.  Murphy  and  Ted  Lawrence  are 
all  yours  with  other  aids  to  start  you  on  your  way  to  a  successful 
awning  business. 


DO  THE  JOB  ONCE  AND  FOR  ALL.  .  DO  IT  WITH  SHIELDALL 


This  is  only  a  port  of  the  complofe  story.  Youngstown  Industries 
is  0  prime  manufacturer.  You  will  represent  the  lorgest  individual 
producer  of  aluminum  awnings  in  the  country  and  you  will  bene¬ 
fit  by  lower  costs  made  possible  by  vvfume  production.  Now  is 
the  time  for  you  to  act.  Phone,  wire  or  write  to  Grover  A. 
Richards,  General  Sales  Manager,  today. 


YOUNGSTOWN  INDUSTRIES,  INC. 


710  South  State  St.,  Girard,  Ohio  Phone  GIRARD  5-S408 
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LOOK 

at  the. 

IMKOFIT 

SUUil 


in  044/1 

Extruded  Aluminum 
Combination  Window 


24x  24 


SELLING  COST  . . 

. . . : 

Hat'l  Cost . 

7.30 

Mfg.  Cost . 

2.50 

Installation . 

1.50 

Sales  Commission 

((25%) . 

5.88 

YOUR  COST  Inst.  ..  17.18 
YOUR  PROFIT  (net)  .  $  6.32 


$2000  starts  you! 
Overnite  Shipments. 

Write  today: 


TAYLOR 

WINDOWS 

41  1  Elgin  Avenue 
Foresf  Park  III 
FOrest  6  4145 
Village  8  4374 


Non-Ceramic  Tile  | 

{Continued  from  Page  192) 

(See  Picture)  In  this  instance,  ease 
of  cleaning  is  of  prime  importance. 

Many  other  types  of  retail  stores 
j  offer  similar  opportunities.  Gro-' 
eery  stores  and  super-markets  have 
been  enthusiastic  supporters  of 
non-ceramic  tile  after  seeing  what 
it  could  do  for  them.  A  bakery  had 
trouble  with  the  window  counters! 
since  hot  trays  were  placed  in  andj 
removed  sliding  over  the  displayl 
surface  many  times  a  day.  An  in-j 
stallation  of  non-ceramic  tile  pro-j 
vided  the  surface  required.  No! 
more  problems  on  that  score,  and 
the  installer  had  a  lifelong  booster. 

Now,  after  the  coronation  in 
England  we  still  have  shouts  of,j 
“Long  Live  the  Queen”  ringing  ini 
our  ears,  but  increasingly,  day  by! 
day  enthusiastic  plastic  and  metalj 
tile  dealers  are  shouting,  “Long! 
Live  the  Tile  Revolution.  .  .  .  Non- 
Ceramic  That  Is.” 


Levittown  Dealer 

{Continued  from  Page  117) 

Fairless  Hills  houses,  the  steel- 
construction  development  put  up  by 
U.  S.  Steel  for  the  workers  in  the 
new  Fairless  plant  at  Morrisville, 
Pa. 

Last  month  the  staff  completed 
rearranging  stock  and  display  in 
the  newly  added  extension,  found 
necessary  after  less  than  a  year  of 
operation.  O’Reilly  and  Kirsch  have 
an  arrangement  whereby  their 
salesmen  take  turns  inside  the 
store,  selling  garden  equipment  as 
well  as  the  larger  home  improve¬ 
ments,  in  order  to  get  a  good  grip 
on  all  the  company’s  lines. 

The  peculiar  nature  of  the  com¬ 
munity  makes  it  likely  that  a  sales¬ 
man  will  put  a  trowel  and  a  bag 
of  manure  right  under  storm  win¬ 
dows  on  his  order  sheet.  “On  the 
road”,  which  means  door-to-door 

{Continued  on  Page  198)  | 


NIT  LET  UVOIE 
KID  VOIJ 

Rolled  Aluminum  costs  less.  It’s 
stronger  too. 

SPECIAL  SHAPES 
ROLLED  TO  ORDER 

Send  for  samples  of  our  screen 
section  and  other  rolled  shapes. 

Fast  Delivery 

HVGRADE  HETAL IHOILDISG 
MEG.  CO. 

770  Glenmore  Avenue 
Brooklyn  8,  N.  Y. 
APplegate  7-1495 


cneu/Ld 


•  WOOD  SCREWS 
•  MACHINE  SCREWS 
•  SHEET  METAL  SCREWS 


Available  in  stainless 
steel,  aluminum,  brass, 
steel  —  in  slotted  and 
Phillips  recessed  heads. 

W/U  NOT  HOST, 

NO  THREAD  STRIPPING, 
HEADS  WON  T  SNAP  OFF, 
LOW  IN  COST. 
Immtdiot*  D«liv»ry 


MERCHANTS  HARDWARE  CO.  inc. 

157  CHRYSTIE  STREET 
NEW  YORK  2,  N.  Y. 

ORegon  7-8017 
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9t' 6,  Not  New. .  .  . 

9t^6>  Not  ^me^ient . . . 

9i'^  Not  Caen  ^e^  Sen44stiencd , . . 

In  fact,  the  only  thing  unusual  about  it,  is  the  BIG  way  it  has  been 
making  BIG  money  for  DEC-0  Dealers,  since  we  first  introduced  it, 
more  than  two  years  ago. 

It’s  the  DEC-0  FAMILY  GRILLE  we’re  talking  about  .  .  . 


.  .  .  The  DEC-0  Family  Grille  that  keeps  pace  with  your  family’s  growth  over  the  years. 


HERE'S  HOW  IT  WORKS: 


Whenever  a  customer  who  has  purchased  a  Family  Grille  has  an  addi¬ 
tion  to  his  family,  we  supply  his  dealer .  .  .  FREE  OF  CHARGE  .  .  .  with 
a  brand  new  casting  which  includes  figures  representing  all  members 
of  his  family  .  .  .  and  the  new  baby,  too. 


You  can  join  the  Dec-0  Moneymakers  Club  now  by  offering  your  customers  .  . 
The  Not  New,  The  Not  Different,  The  Not  Even  Very  Sensational  .  .  . 


Dec-0  Family  Grille 

P.S.;  We  have  other  moneymaking  grilles,  too  — 
in  80  different  designs  and  seven  different  colors. 
Write  for  our  free  catalog,  to: 

Dec-o  Grilles,  Inc. 


502  Park  Place 
Long  Beach,  N.  Y, 


Telephone: 

LOng  Beach  6-1644 
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Levittown  Dealer 

{Continued  from  Page  196) 

canvassing,  the  salesmen  find  dem¬ 
onstrations  easy — all  the  prospect 
need  do  is  look  across  the  way  or 
down  the  street  to  see  a  sample  of 
what  the  Center  can  do.  Because 
of  the  Look  feature,  their  full  page 
ads  in  the  Levittown  Times  and  the 
Bucks  County  paper,  their  striking 
headquarters,  and  their  numerous 
jobs  already  finished,  O’Reilly  and 
Kirsch,  both  of  whom  live  in  the 
development  themselves,  are  well 
known.  Salesmen  draw  10%  and  do 
well  with  the  large  volume  of  sales 
which  results  in  part  from  quality 
of  work,  in  part  from  the  attrac¬ 
tive  pricing. 

Despite  the  low  price  of  the 
additions  and  conversions  (a  ma¬ 
chine-troweled  patio,  10  by  18  feet, 
cost  $95  at  a  special  expansion 
sale,  $108  regular),  each  job  is  cus¬ 
tom  made,  according  to  blue  prints 
drawm  up  by  Edmund  Darrows, 
planner  and  architect  whose  work¬ 


table  is  right  in  the  Center.  Plans 
are  necessary  and  must  be  approved 
by  both  the  Levitt  organization  and 
the  local  building  inspector,  to  in¬ 
sure  quality  and  architectural  con¬ 
sistency.  Four  carpenters  are  on 
the  regular  payroll,  while  the  ma¬ 
sonry,  concrete,  electrical  and 
plumbing  work  are  done  by  con¬ 
tractors. 

Remodeling 

A  special  kind  of  work  is  the 
remodeling  of  the  standard  house 
for  professional  use  by  the  numer¬ 
ous  doctors  and  dentists  who  have 
offices  in  their  homes  in  the  proj¬ 
ect.  Since  3700  homes  are  already 
occupied,  with  2000  more  built  and 
almost  ready  for  occupancy,  and 
plans  are  cooking  for  several  more 
years  of  building,  it  looks  as  if 
O’Reilly  and  Kirsch  have  a  num¬ 
ber  of  busy  years  of  operation 
ahead  of  them  before  they  develop 
different  lines  of  service  for  older 
homes,  or  actually  up  and  leave. 
That’s  what  O’Reilly  did  to  the 


other,  the  first  Levittown  on  Long 
Island,  a  year  ago,  when  he  sold  his 
first  business  of  home  improve¬ 
ments  and  struck  out  for  greener 
pastures  in  Pennsylvania. 

When  O’Reilly  finished  a  four- 
year  hitch  in  the  Navy,  he  returned 
to  his  home  in  the  Long  Island  sec¬ 
tion  where  Levittown  was  going 
up.  In  his  spare  time  from  his  naval 
architecture  job  he  began  to  make 
screens  and  screen  doors  to  fit  the 
new  houses.  As  he  and  his  partner, 
Carl  Merz,  installed  their  work, 
they  found  themselves  complying 
with  requests  to  do  other  odd  jobs, 
remodeling  rooms  or  even  building 
garages  in  place  of  car  ports.  That 
was  when  the  first  full-time  Home 
Improvement  Center  was  formed. 

When  the  Pennsylvania  project 
started,  O’Reilly  scented  a  long¬ 
term  opportunity,  sold  the  first 
company,  and  teamed  up  with  Sid 
Kirsch  to  start  its  Keystone  state 
successor.  Kirsch  had  been  in  the 
photo-engraving  business,  but  had 
always  hankered  after  housing  and 
{Continued  on  Page  200) 


PARALASTIC 


CAULKING  COMPOUND 


For  perfect  working  choroc* 
teriitics  .  .  .  weatherproofing, 
waterproofing  and  best  sealing  .  .  . 
try  PARALASTIC! 

And  for  perfect  color  match¬ 
ing  or  blandmg  .  ,  .  ALUMINUM  — 
BRILLIANT  WHITE  -  NATURAL  - 
GRAY  -  GREEN  -CREAM  - 
BROWN  — BLACK  ...  and  in  all 
postal  colors  to  match  new  asbestos 
and  insulating  siding  .  .  .  use 
PARALASTICI 


SOLD  BY 

LEADING  JOBBERS! 


*Reg.  U.S.  Pat.  Off. 

jppt  insulated  unless  IT’S  CAULKED 


irL= 

r  1  T~ 

r 

/ 
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PARALASTIC  PRODUCTS  CO.  INC. 


Manufacture  your 
own  window 

from  lineal  Stock. 

No  large  Inventories  are  necessary. 

All  parts  needed  to  make  windows  are 
furnished  except  glass  and  screen  wire. 

If  interested  in  handling  a 
window  that  has  eye  ap¬ 
peal  and  ease  of  operation, 

WRITE  OR  CALL 

ALCO  WINDOW  INDUSTRIES 

2134  N.  Harlem  Ave.,  Chicago  35,  III. 

Tuxedo  9-3252  —  Phones  —  Gladstone  3-8060 
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symbolize  Pro-Tect-U  jalousie  (*  sinplicity  of  assembly... just 
one  of  the  outstanding  feati  res 
leader  in  its  field.  This  simplic  ty  < 
equipment  from  a  slide  rul< 
in  more  sales  to  more  satisfi 


A  simple  sawing  oparotion 
in  miitutts  mokes  special  custom 
windows  on  the  job  eliminoting 
unnecessary  delay. 


istomers. 


One  hundred  KD  windows, 
size  24  (37"x  50H")  con  be 
stored  in  less  thon  fifty  cu. 
feet  of  shelf  spoce. 


O-jiC^U  The  only  Jalousie  Window  with 
eqtajfy  distributed  closing  force  throughout 
tnuentire  height  of  the  unit. 


PRp-TECT-U  The  only  Jalousie  Window  with 
/j  hardware  adjustntent  every  fourth  tower. ..and 
j  weatherproof  vane  ends  by  the  use  of  inter- 
f  locking  metal  parts.  Inside  screens  are  inter¬ 
changeable  with  winter  storm  sash. 


PRO-TECT-U  JALOUSIE  CORP.  Dept.  BS-7 

4525  Ponce  DeLeon  Slvd.,  Corol  Gabl?$,  Florida 
Phone  67-5681  ' 

Please  send  me  complete  details  on  a  Pro-Tect-U 
dealership. 

Name . 

Address . 
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In  spK'fuliii  <«il 


BATHROOM 


'Z/ 

'  CusAicn  CcmlcuH. 

PLASTIC  TILE  ^ 


RfCRIATION 

ROOM 


I)J  M  I  Rs  .! 
(  ()  \  I  R  A 
lORs  s.t  N. 


Build  Profits  with  Crescent 
.  Buy  Guildcrest  ' 


#  OUAIITT  —  Bwrrow  ol  S'ondo'dt  plwt 

•  CONTINUITY  OF  UNUSUAL  OFCORATOt  COLORS 


2<)38  West  63rd'  Street,  Chicago  29,  III 


Levittown  Dealer 

{Continued  from  Page  198) 

construction  work,  and  now  de¬ 
clares  that  he  has  never  been  hap¬ 
pier. 

When  interviewed  by  Building 
Specialties,  Kirsch  had  j  ust  returned 
from  supervising  a  model  installa¬ 
tion  of  a  York  air  conditioning  unit 
in  his  own  home.  Using  a  one-horse 
power  water-colled  model  (the 
Delaware  River  region  has  none  of 
the  low  water-table  trouble  that  is 
beginning  to  bother  parts  of  Long 
Island),  he  and  architect  Darrows, 
with  the  help  of  the  York  people, 
have  worked  out  the  ducts  and 
drains  for  most  economical  large- 
scale  installations  to  air-condition 
an  entire  Levittown  house  with  a 
single  unit,  fitted  up  with  a  mini¬ 
mum  disturbance  of  the  completed 
house.  The  unit  is  set  up  in  a  closet, 
and  the  used  water  can  be  directed 
at  will  into  the  toilet  drain  pipe  or 
out  to  the  garden  hose  pipe  for 
watering  the  grounds.  Because  of 
the  compact  plan  of  the  house, 
every  room  can  be  reached  with  a 
small  duct  footage,  and  the  non¬ 
plaster  walls  permit  easy  working. 
The  first  ad,  announcing  a  complete 
price  of  $595  brought  a  flurry  of 
inquiries. 

Another  new^  wrinkle  these  en¬ 
terprising  young  men  have  worked 
out  is  a  Van  Ness  jalousie-enclosed 
porch,  the  first  installation  of  w^hich 
was  being  finished  last  month. 

Availability,  variety  of  services, 
and  custom-tailoring  on  a  large 
scale  are  the  pretty  open  business 
secrets  of  Add-a-Room  O’Reilly  and 
close-planning  partner  Kirsch. 


Field  Tile 
414"  X  4V4"  in 
32  outsis^ing 
plain  and  mar 
bieitrd  colon 


Pcarleaceni  Tile 
4*4"  X  4  •4'*  in 
8  unusual  at* 
iractive  colors 


Flexible  outside 
corner 


Angles  for  cor 
nen  and  trim 


New  Butterfly 
(ups  and  downs) 


The  Pioneers  in  the  Jalousie  Business 


Presents 


•  Tested  under  extreme  circumstances  .  .  .  now  proven  to 
be  the  best.  •  Extruded  aluminum.  •  Embossed  Alu¬ 
minum  Kick  panel.  •  Heavy  reinforced  corners.  •  Heavy 
door  jamb  (square  frames).  •  Pneumatic  door  closer, 
built-in  shock  absorber.  •  Cyclone  chain  to  absorb  heavy 
wind  shock.  •  Stainless  steel  hinges.  •  Push  button  latch. 

•  Removable  aluminum  screen  (recessed).  •  Storm  panel 
available.  •  Stainless  steel  Weatherstripped  jalousie. 

•  Clear  or  Obscure  Glass. 


Quick  delivery  from  either  our  plant  in  Indianapolis 
or  our  plant  in  Miami. 

All  Sizes  Available 

Distributors:  Choice  Territories  Available 
Dealers:  Write  for  Nearest  Distributor 


Partnership 

(Continued  from  Page  122) 

business,  if  a  partner  is  unsound  of 
mind  or  otherwise  incapable  of  per¬ 
forming  his  duties,  or  if  the  busi¬ 
ness  can  only  continue  at  a  loss. 
Partnership  Taxes 
VTiile  partnerships  do  not  pay  a 
tax,  they  file  an  information  return 
which  informs  the  Treasury  of  the 


THE  BEST  BUY  IN  A  JALOUSIE 
DOOR  TODAY! 

JALOUSIE  COMPANY  OF  AMERICA,  INC 

1310  North  Capitol  Avenue 
Indianapolis  2,  Indiana 


For  the  West  of  the 
Rockies  trade,  our  new 
plant  will  be  opened  in 
San  Francisco  in  Janu¬ 
ary. 


Check  our  prices  —  W» 
can  also  supply  you 
glass  In  any  quantity 
for  your  Jalousies. 
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Bull  Note  Cap 

proportionate  share  of  profits 
earned  by  each  partner.  Partner¬ 
ship  net  income  is  computed 
(though  no  tax  on  it  as  an  entity 
is  paid)  almost  the  same  way  as 
an  individual’s  tax  is  computed, 
though  with  no  entitlement  to  any 
personal  exemption,  credits  for  de¬ 
pendents,  or  the  usual  deduction 
for  individuals.  However,  partners 
get  all  these  credits  in  filing  their 
own  returns.  In  general,  anything 
a  partner  gets  from  his  company 
is  part  of  the  partnership  profits. 
It  is  not  taxed  unless  there  are 
profits. 

In  the  case  of  family  partner¬ 
ships,  the  fact  that  the  partnership 
is  real  and  not  used  as  a  means  of 
splitting  income  must  be  clear. 

A  father  and  son,  sister  and 
brother,  etc.,  may  form  a  genuine 
partnership  even  though  its  aim  is 
frankly  a  means  of  tax  reduction. 
But  such  partnerships  are  real  for 
tax  purposes  only  under  the  follow¬ 
ing  conditions. 

1.  Family  members  take  an  ac¬ 
tive  part  in  the  business  manage¬ 
ment  and  policy  making. 

2.  Family  members  take  a  real 
risk. 

3.  Family  members  perform 
daily  important  work,  that  is,  en¬ 
gage  in  active  contacts  with  em¬ 
ployees,  customers  or,  etc. 


•  The  jalousie  window  that  is  practical 
for  northern  climates. 

•  The  only  patented  interlocking  louvre 
clip  on  the  market  today. 

•  Absolute  protection  from 
all  weather  conditions. 

•  Made  of  heavy  63-ST-5  hol¬ 
lowed  extruded  aluminum. 

•  Windows  come  complete 
with  screens. 


I 


mL\. 

Louvr 


IT  INTmOCKi 


Finest  quality  precision 
workmanship. 


Door  Manufacturers  Attention: 


Dealers 
and 

Distributors 

WRITE  or  WIRE  TODAY! 


Unit  designed  and  engineered  for 
adaptability  to  all  types  of  doors. 


easy 


Pre-finishing 

{Continued  from  Page  190) 
time”  cuts  costs  and  boosts  pro¬ 
duction. 

Metal  awning  makers  in  par¬ 
ticular  find  duo-finished  aluminum 
more  desirable  because  their  prod¬ 
ucts  take  on  new  “sales  appeal.” 
Awnings  may  now  be  finished  in 
brilliant  colors  with  white  under¬ 
coating  to  brighten  the  rooms  and 
porches  they  cover. 


LOUVRE  SEAL  WINDOW  PRODUCTS,  INC. 


97-24  Albert  Road 


Ozone  Park  16,  N.  Y. 


DEALERS  Here's  How 


FOLDING  ALUMINUM 
AWNINGS  Help  You  SELL! 

IRer.'Orkably  low  in  cost. 

Adaptable  to  either  casement  or  double-hung 
windows. 

Easily  and  quickly  installed. 

Finger-tip  control. 

No  handling  expenses  for  putting  up,  taking 
down  or  storing. 

Complete  ventilation. 

Your  choice  of  colors. 

Modern,  complete  sales  program  available  to 
all  dealers. 


Six  degrees  of  light 
control  available  by 
easy  adjustment  of 
awning. 


Half  closed  Closed  position 


Choke  dealerships  now  available, 
i  For  complete  details  write  or  wire 


15  E.  Carson  Sf. 
Pittsburgh  19,  Po. 
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minded  than  ever  before.  Glass  is 
one  of  “The  Plums”  on  the  building 
specialty  dealer’s  sales  tree,  ripe 
and  ready  for  profitable  picking, 
whether  orders  are  for  entire  walls 
of  insulating  double-glass,  mirrors, 
obscure  patterned  glass  for  porch 
and  terrace  enclosures,  corrugated 
structural,  heat  absorbing  or  any 
of  the  some  hundred  or  more  dif¬ 
ferent  kinds  of  glass  available  to¬ 
day  for  the  most  prolific  and  prac¬ 
tical  uses  in  history. 


Photo  Courtesy  Cadillac  Class  Co. 


Huge  plate  glass  room  has  latest  type 
storage  racks  to  speed  handling. 


Jalousies 


Jalousie  Windows 
Excellent  Example 


Glass  louvers  for  Jalousie  win¬ 
dows  require  extreme  special  pre¬ 
cision  craftmanship  to  hold  to  the 
close  tolerances  and  uniform  thick- 
ne.sses  required.  For  a  long  time 
Jalousie  manufacturers  found  it 
difficult  to  locate  a  dependable 
source  for  glass  vanes  with  the  spe¬ 
cial  exactness  requiretl.  Many  are 
still  confronted  with  this  problem. 


Glass  Supplier 

(Continued  from  Page  132) 

provement  contractors  are  doing. 
Very  often  he  will  “pop”  with  ideas 
and  suggestions  of  great  value. 
Extra  Profits  For  Building 
Specialty  Dealers 

Home  improvement  dealers  are 
in  an  excellent  position  to  sell  glass 
tops  for  furniture,  door  and  other 
mirrors,  picture  windows,  glass 
shower  enclosures,  sliding  glass 


doors  for  kitchen  cupboards,  pat¬ 
terned  glass  partitions,  etc. 

He*s  there  on  the  spot !  He  has  an 
an  almost  perfect  opportunity  to 
add  one  or  several  glass  sales  to 
his  regular  sales.  Extra  profits, 
easily  had,  by  making  a  connection 
with  his  nearby  glass  distributor. 

Age  of  Glass 

We  are  living  in  “The  Gla.ss 
Age !”  Home  Owners  are  more  glass 


Today  glass  suppliers,  including 
Cadillac,  are  providing  vast  quan¬ 
tities  of  glass  louvers  for  jalousie 
manufacturers  and  their  KD  oper¬ 
ators. 

Other  manufacturers  of  home 
improvement  specialties  are  fast 
learning  that  it  pays  to  consult  the 
glass  supplier  with  long  experience. 

He  is  your  “Information  Please !” 
He  is  your  most  reliable  source  for 
help  on  your  glass  problems.  You 
will  benefit  by  visiting  his  office, 
telephoning  him,  or  writing  him  a 
letter  about  anything  and  every¬ 
thing  wherever  glass  is  concerned. 
And,  that  is  true  whether  you  man¬ 
ufacture  or  sell  building  specialties. 
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Here’s  a  combination  window 
that  has  everything,  including  an 
ability  to  sell  fast  and  steady. 
First  of  all.  it’s  made  of  TOXIC 
I  HEATED  redwood  which  insu¬ 
lates  better  iban  any  metal,  and 
it  brings  you  these  other  impor¬ 
tant  features: 

•  Factory-assembled,  complete  with 
cadmium-plated  hardware. 

•  Single-track  window,  includes  frames 
and  inserts. 

•  Self-storing  available  on  request. 

•  Easy,  low-cost  installation. 

•  Schumacher's  traditional  quality 
construction  throughout. 

•  Sales  sparked  by  Schumacher’s  alert 
merchandising  program. 


1  Schumacher’s 

mmr 

COMBINATION  WINDOW 


You  can  count  on  fast  deliv¬ 
ery  from  Schumacher,  plus 
Schumacher’s  high  quality 
combination  doors  to  complete 
your  selling  program.  Write 
Schumacher  today  for  com¬ 
plete  information  on  the 
KVER-REDDY  .  .  .  you’ll  be 
taking  a  profitable  step  in  the 
right  direction  ! 


THE  F.  E.  SCHUMACHER  CO. 

HARTVILLE,  OHIO 


JALOUSIE 


PIVOTED 


AWNING 


DOUBLE  HUNG 


CASEMENT 


HOPPER 


BASEMENT 


PROJECTED 


SHEFFIELD,  ALABAMA 


SOUTHERN  SASH  SALES  &  SUPPLY  CO 


UNION  ALUMINUM  COMPANY,  INC, 


★  ^  windo 


ry  opening 


dealers  .  .  .  nationwide  are 
outselling  the  field  with  Ualco 


.  .  .  have  every’  improvement  .  .  .  advance  feature  .  .  . 
beauty  .  .  .  sales  appeal.  That’s  why,  everywhere 

•  ARCHITECTS  AND  ENGINEERS  SPECIFY 


Consider  all  of  the  advantages  Ualco  offers  and,  if  you 
arc  not  already  a  Ualco  Dealer,  join  with  the  others  who 
arc  enjoying  Ualco  leadership. 

Ualeo  Aluminum  Windows  are  preeision  perfeet  .  .  . 
guaranteed  to  be  as  specified.  Designed  to  install  fast, 
easily,  economically.  'I'hey  operate  with  a  finger’s  touch 


SEE  OUR  CATALOG  IN  SWEET  S  OR  WRITE  US  FOR  COMPLETE  INFORMATION 
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MCDERMOTT 


ALUMINUM 

EXTRUSIONS 


A  SPECIALTY 


angles 
Vods  •  tubing 
channels  •  trim 
moulding  *  bars 
bellow  and 
solid  shapes 


You  con  depend 
on  McDermott 
for  fast  delivery 
of  precision, 
quality  extru¬ 
sions  made  to 
your  specifica¬ 
tions 

We  solicit  your 
inquiry  for 
technical  design 
data  and  rec¬ 
ommendations  on 
the  practical 
and  profitable 
use  of  aluminum 
extrusions. 

Send  for  free  informa¬ 
tion  file  folder,  price 
and  dota  sheets,  on 
aluminum  extrusions 
in  architectural, 
structural  and  deco¬ 
rative  shapes. 

Write  Dept.  B-6 


MCDERMOTT 

METALS  CO. 


EDGEMONT  &  TIOGA  STS 
PHILADELPHIA  34,  PA.  HE  4-1210 


B.  S.  Reporter 

{Continued  from  Page  180) 

shipped  from  its  own  plant  the 
General  Aluminum  Products  Cor¬ 
poration,  has  attempted  to  stream¬ 
line  its  dealer’s  purchasing  prob¬ 
lems  to  a  minimum.” 

*  ♦  ♦ 

Sound  Slider  Shown  By 
Hako  Tile  Distributors 

Distributors  of  the  “Hako  Big 
Six  Line”  are  now  showing  their 
Salesmen  and  Dealers  new'  sound 
'  slides  in  color  featuring  installa¬ 
tion  procedures  of  the  New  Coro¬ 
net  Plastic  Wall  Tile.  The  film 
'  shows  the  4)4"  x  4)4"  tiie  and  all 
I  accessory  pieces,  plus  the  step  by 
'  step  approved  methods  to  tile  a 
i  room.  It  also  shows  finished  rooms 
to  illustrate  the  beauty  of  the  fin¬ 
ished  wall.  These  slides  are  avail¬ 
able  to  any  group  interested  in 
learning  advanced  installation 
techniques  for  installing  Coronet 
Plastic  Wall  Tile. 


vail.  Absenteeism  is  not  a  factor 
here.  Being  located  in  a  rural  area, 
the  employees  are  hard  working, 
skilled  and  reliable. 

The  company’s  high  standing  in 
the  community  is  one  of  pride  to 
Roll  Coater  management  and  em¬ 
ployees  alike.  The  modern  all-on- 
one-floor  plant  is  a  local  landmark. 
Each  spring,  thousands  of  visitors 
come  to  see  the  gorgeous  display 
of  7,500  tulips  planted  W'ith  spec¬ 
tacular  effect  on  the  grounds. 

*  *  * 

Hy grade  Expands  To 
Aluminum  Window  Industry 

The  Hygrade  Metal  Moulding 
Manufacturing  Company  of  Brook¬ 
lyn,  for  many  years  one  of  the 
largest  manufacturers  of  mould¬ 
ings  for  the  Sink  Top  Industry,  is 
now  actively  engaged  in  Roll  Form¬ 
ing  special  and  standard  shapes  for 
the  aluminum  w'indow’  and  door  in¬ 
dustry. 


Roll  Coater  Reports 
All-Time  High  Production 

Because  of  the  growing  demand, 
duo-finished  strip  aluminum  in 
large  quantity  is  being  processed 
daily  at  the  modern  Roll  Coater 
plant  in  Pendleton,  Indiana.  Pro¬ 
duction  is  now  at  an  all-time  high. 
Roll  Coater  can  turn  out  15,000 
pounds  of  coated  aluminum  coil 
per  day.  With  the  newest  and  most 
efficient  equipment  in  the  industry, 
Roll  Coater  claims  it  can  deliver 
2-color  enameled  aluminum  strip 
for  less  than  one-color  previously 
cost.  The  plant  has  19,000  square 
feet  capacity,  w'ith  another  12,000 
square  feet  in  process  of  construc¬ 
tion. 

Employment  is  at  a  record  peak. 
Excellent  w'orking  conditions  pre¬ 


Lee  Cole 


In  line  w'ith  their  campaign  of 
expansion,  they  have  announced 
the  appointment  of  Lee  Cole  as 
Sales  Manager.  From  the  response 
thus  far  received,  Mr.  Cole  is  of 
the  opinion  that  Hygrade  will  in  a 
short  period  of  time,  become  an 
important  factor  in  this  industry, 
and  at  ti^e  same  time  'will  prove 
of  tremeildous  help  to  the  trade 
at  large. 


Above:  Roll  Coaler's  modern  plant  in  Pendleton,  Ind. 
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Champion  Appoints  A.  Swartz 
To  New  England  Territory 

Champion  Windows,  Inc.,  an¬ 
nounces  the  appointment  of  Mr.  A. 
Swartz  as  field  representative  of 
New'  England.  He  enters  this  field 
of  endeavor  w’ith  a  wealth  of  knowl¬ 
edge  based  on  his  experience  of 
starting  with  the  company  at  the 
inception  to  the  present  adult  stage. 
His  plans  include  the  enlargement 
of  Champion’s  present  list  of  deal¬ 
ers  in  the  New  England  Territories. 

A  complete  dealer  program  of 
merchandising  and  selling  aids  will 
be  offered  through  Mr.  Swartz  by 
Champion.  He  will  also  introduce 
to  the  dealer  market  Champion’s 
new'est  product  the  “BENART,”  a 
triple  track  window  for  the  New' 
England  trade. 

Main  office  located  at  621  East 
First  St.,  Boston,  Mass.  Champion 
is  also  proud  to  be  the  New  Eng¬ 
land  distributor  of  Aluma  Kraft  all 
Aluminum  aw'nings. 


New  Products 
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New  Playground 
Equipment  Line 

Dallas  Iron  &  Wire  Works,  Inc., 
announces  that  it  is  now  in  full  pro¬ 
duction  of  its  new  line  of  products 
in  the  playground  equipment  field, 
“Pre-Kut  Add-A-Play  Gym  Sets.” 

For  the  first  time,  a  practical 
method  is  offered  for  building  spe¬ 
cialties  dealers  to  profitably  mer¬ 
chandise  playground  equipment. 


Because  each  of  the  play  units 
are  pre-cut  and  interchangeable, 
“Pre-Kut  Add-A-Play  Gym  Sets” 


are  completely  convertible  to  as 
many  or  as  few  units  as  are  need¬ 
ed.  Thus  it  is  possible  for  the  dealer 
to  offer  maximum  variety  at  a  min¬ 
imum  investment  in  money  and 
stockroom  space. 

The  basic  dealer  assortment  ac¬ 
tually  enables  the  dealer  to  offer 
more  than  one  hundred  possible 
combinations  from  stock  at  a  cost 
of  only  $142.00  to  be  resold  at  a 
very  generous  margin  of  profit. 
This  is  less  than  one-half  the  in¬ 
vestment  cost  of  comparable  lines. 

The  gym  sets  are  of  top  quality 
construction  with  many  special  fea¬ 
tures  and  refinements  for  extra 
safety.  They  are  fully  guaranteed 
against  defects  in  material  and 
workmanship.  Advertising  mats 
and  literature  are  furnished  with¬ 
out  charge. 

For  additional  information  write 
to  Dallas  Iron  &  Wire  Works,  Inc., 
Dept.  BS,  6025  Denton  Dr.,  P.O. 
Box  7202,  Dallas  9,  Texas. 

{Continued  on  Page  206) 


SUNSHADE  VERTICAL  DRAPES 

New  —  Different  —  Non-Competing 

OFFERS  A  SURE-FIRE  PROFIT  PLAN! 

FOR  DEALERS  AND  DISTRIBUTORS 

Now,  you  too  can  share  in  the  amazing  profit  opportunities  offered  by  the  amaz¬ 
ing  new  Sunshade  Vertical  Drape.  Territories  are  being  opened  for  exclusive 
dealer  and  distributorships  all  over  the  country.  This  new  window  treatment 
enjoys  spectacular  acceptance  with  no  trades  and  sales  are  clean  and  profitable. 

It  will  pay  you  to  investigate  the  profit-sharing  plan  available  from  Sunshade 
Vertical  Drape!  Watch  your  profit  curve  go  up  with  SVD. 

Here  for  the  first  time  in  the  vertical  drape  field  is  offered  a  "complete”  self- 
contained  portable  sales  kit  with  all  the  tools  and  know  how  to  put  you  right  SUNSHADE 
in  this  hot  new  field.  Case  contains  full  color  photos  —  actual  sample  drape —  VERTICAL 

material  swatches  —  measuring  instructions  —  price  lists  —  colored  circulars — 
ad  mats  —  order  forms. 


SUa/ifxe  Ca. 


DRAPES 

ARE  FHA  APPROVED! 

A^AIL  COUPON  TODAY! 


W.  F.  SHARPE  COMPANY 
2503-07  East  38th  St.,  Minneapolis  «.  Minn. 

Please  send  me  complete  information.  I  am  a 
□  Dealer  □  Distributor 

NAME  . 

COMPANY  . 

2503-07  East  38th  Street,  Minneapolis  6,  Minnesota  L_  — _ _ -i 


Sunshade  Vertical 


[•■•I 
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New  Products 
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Winko  Aluminum  Door 
Withstands  Grueling  Test 

As  a  result  of  advanced  engineer¬ 
ing  introduced  by  Winko  Alumi¬ 
num  Products,  Woodside,  L.  L, 
N.  Y.,  a  jalousie-type  aluminum 
storm-iscreen  door  has  been  devel¬ 
oped  with  amazing  resistance  to  all 
types  of  abuse.  This  door,  the 
Winko  Weather-Trol,  has  an  in¬ 
built  structo-stabilizer  which  gives 
it  both  laterial  and  longitudinal 
stability  beyond  anything  ever  be¬ 
fore  recorded. 


OVT  OF  NEW  ENGLAND 


COMES  A  COMPLETE 
ALUMINUM  LINE 


TRIPLE-TRACK  COMBINATION  WINDOWS 
ECONOMY-LITE  COMBINATION  WINDOWS 
TWO-LITE  COMBINATION  DOORS 


ONE-LITE  COMBINATION  DOORS 
LOUVER-LITE  JALOUSIE  WINDOWS 
LOUVER-LITE  JALOUSIE  DOORS 
SCREEN-LITE  WINDOWS 
SCREEN-LITE  DOORS 
CASEMENT-LITE  WINDOWS 


JOIN  THE  PRICE-WISE  DISTRIBUTORS  AND  DEALERS 
WHO  KNOW  IT  TAKES  QUALITY  TO  INSURE  PROFITS. 
SOME  KD  AREAS  STILL  AVAIUBLE. 


NEW  ENGLAND  ALUMINUM  MFG.  CORP. 

17  LYMAN  STREET,  PROVIDENCE  3,  R.  I.  DEXTER  1-4424 


The  famous  Wingerter  Labora¬ 
tories  of  Miami,  Fla.,  were  told, 
“Put  this  Winko  Aluminum  ja¬ 
lousie-type  Door  to  the  most  severe 
tests  you  can  conceive.  See  if  you 
can  warp  it  out  of  true  vertically 
.  .  .  see  if  you  can  make  it  sag  hori¬ 
zontally.” 

First  the  Winko  door  was  hung 
in  the  usual  way.  Then  weights 
totalling  115  lb.  were  hung  on  its 
upper  area.  After  250  vigorous 
slammings  from  a  75°  arc,  the 
hinges  remained  in  normal  position 
and  no  sag  was  poted  around  any 
portion  bf  the  door.  More  weight 
was  added — 86  lb.  more.  Another 
250  vigorous  slammings.  Still  no 
change.  The  door  remained  in  oper¬ 
ating  condition. 

Then  came  the  final  grueling 
test.  With  the  Winko  Aluminum 
Door  open  to  about  90°,  it  was 
loaded  with  weights  totaling  427 
{Continued  on  Page  208) 


the  miracle 
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1953  (8th)  Bdition 

Roofing,  Siding 

and  Building 

Specialties  Manual 

The  only  reference  volume  of  its  kind  in  this 
field.  So  vcduoble  that  many  roofing  contractors 
and  building  specialty  dealers  order  copies  for 
every  one  of  their  key  men.  The  MANUAL  is  full 
of  up-to-the-minute  data  that  con  help  you 
dozens  of  ways  to  make  more  money. 

Readers  rove  about  the  MANUAL.  Here's  a  few 
quotes  from  letters:  "A  valuable  book  for  any¬ 
one  in  the  business."  .  . .  "Your  publication  has 
helped  us  a  great  deoL"  ...  "I  wouldn't  be  with¬ 
out  it."  .  .  .  "We  want  every  one  of  our  men  to 
have  a  copy." 


PER  COPT 


Don't  Miss  These  Important 
Articles  in  the  1953  Edition: 

★  ARTICLES  ON  SUCH  DIVERSE  AND  IMPOR¬ 
TANT  TOPICS  AS  MANAGEMENT,  RECORD 
KEEPING.  NEW  TOOLS  AND  PRODUCTS. 

★  COMPLETE  DISCUSSION  OF  SUCH  SPECIALTY 
ITEMS  AS  COMBINATION  WINDOWS,  ALUMI¬ 
NUM  AWNINGS,  JALOUSIES,  PLASTIC  TILE. 

■k  COMPLETE  SECTIONS  ON  SELLING,  TRAIN¬ 
ING  SALESMEN,  ADVERTISING,  BUILDING 
YOUR  VOLUME,  etc. 

•k  COMPLETE  SECTIONS  ON  BUILT  UP  ROOFING. 
SIDING,  STEEP  ROOFING.  METAL  ROOFING, 
WATERPROOFING,  ETC.,  INCLUDING  THE 
LATEST  APPLICATION  TECHNIQUES. 


150  pages  crammed  tgll  of  valuable  infor¬ 
mation  on  EVERY  phaje  of  your  business. 
Every  contractor  and  .dealer  will  wont 
copies  to  help  him  mako  more  money. 


BUILDING  SPECIALTIES  « 

HOME  IMPROVEMENT  DEALER 
425— 4tli  Ave..  N.  Y.  16,  N.  T. 

Please  send  me. . .  .copies  of  the  MANUAL 


EXCLUSIVE  TERRITORIES 


CUSTOM  ROLL 
FORMING 


NAME  . TITLE 


COMPANY 

ADDRESS 


385  MIDLAND  AVE. 


DETROIT  3,  MICHIGAN 
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(Continued  from  Page  206) 
lbs.  and  left  in  that  position  for  24 
hours!  “After  this  period,  no  sag 
or  other  reactions  were  noted,” 
the  Wingerter  Laboratories  report. 

The  technicians  removed  the 
weights,  set  the  Winko  Door  to  a 
horizontal  position  and  prepared 
for  the  flat-load  test.  Weights  total¬ 
ling  1554  lbs.  (90  p  s  f)  w’ere 
added.  The  dial  reading  reached 
to  .366".  But  note  this;  after  24 
hours  under  this  tremendous 
weight,  there  was  no  appreciable 
change  in  the  amount  of  sag ! 

This  Winko  door  is  the  forerun¬ 
ner  of  a  full  line  of  doors  and  other 
products  which  are  expected  to  es¬ 
tablish  new  standards  in  the  in¬ 
dustry. 

Winko  Aluminum  Products, 

DC  XT  V 


Both  will  be  available  for  late 
third  quarter  delivery  from  Ideal 
Brass  Works,  Inc.,  Dept.  BS,  250  E. 
5th  Street,  St.  Paul  1,  Minn. 

*  *  * 

Commercial  Marquee 
Made  of  Aluminum 

The  Lumishade  aluminum  mar¬ 
quee  is  a  permanent  load-bearing 
commercial  type  structure  designed 
to  withstand  high  winds  and  heavy 
snow  loads.  It  consists  of  a  series 
of  overlapping  leaves  made  of 
heavy  gauge  alodized  aluminum. 
This  leaf-type  construction  sheds 
the  rain  and  snow%  rejects  the  sun’s 
heat  while  filtering  diffused  light 
through.  It  allow’s  air  circulation 
through  the  unit  while  catching  any 
rainwater  or  melting  snow’  and 
channeling  it  away  to  drain  at  the 
ends  of  the  marquee. 


CLAD  ALUMINUM 

standard  Aluminum  Insect  Wire  Screening  can 
be  sold  by  you  with  confidence.  Will  not  stain 
or  discolor  woodwork  or  masonry.  Improves 
home  appearance.  Light,  strong,  durable  and 
pleasing  to  the  eye. 

GALVANIZED  STEEL 

Standard  Electro  Galvanised  Insect  Wire 
Screening,  made  of  specially  selected  copper 
bearing  steel  wire,  gives  strength  and  rust  re¬ 
sistant  qualities. 

QUALITY  BRONZE 

Stordord  Bronze  Insect  Wire  Screening,  both 
Brigtxt  and  Antique  finish,  woven  from  high¬ 
est  quality  commercial  bronze  wire  of  90-10 
analysis  (90%  Copper,  10%  Zinc  Alloy)  com¬ 
bines  beauty,  hardness,  strength  and  resistance 
to  atmospheric  conditions. 

It  pays  to  sell  STANDARD — top  quality  insect 
wire  screening  for  every  requirement! 


STANDARD  WIRE  CLOTH 
&  SCREEN  COMPANY 

YORK,  PA. 


Key  Locking  Latch 

The  Idealox  and  Idealatches  for 
storm  and  screen  doors  are  a  com¬ 
pletely  new  push-pull  design.  They 
feature  key  locking  and  the  sim¬ 
plest,  fastest  application  of  any 
lock  or  latch  on  the  market.  Only 
three  3/16"  holes  are  required  for 
application.  Construction  is  extra 
sturdy  w’ith  stainless  steel  bolts  and 
case  and  pressure  cast  aluminum 
handles.  Offering  tamper-proof  se¬ 
curity,  the  Idealox  keying  can  be 
changed  from  “each  different”  to 
“keyed  alike”  or  “master  keyed”  in 
a  jiffy.  An  automatic  throw-off  pre¬ 
vents  accidental  lock  out.  Positive 
push-in  locking  button  is  in  inside 
handle.  The  Idealox  is  reversible 
and  adjustable  for  3^^"  to 
doors.  Retail  price  is  under  $5.00. 


!  The  Idealatch  is  the  same  unit 
without  key  locking.  It  has  a  push- 
in  locking  button  in  inside  handle. 
Automatic  throw-off. 


On  a  new  or  existing  construc¬ 
tion  Lumishade  costs  less  than  a 
conventionally  built  marquee.  In¬ 
stallation  is  relatively  easy  and 
amounts  to  only  a  small  proportion 
of  the  total  selling  price.  This  prod¬ 
uct  is  marketed  through  installing 
distributors  with  exclusive  fran¬ 
chised  territories. 

The  Lumishade  is  also  readily 
adapted  to  residential  use  for  car¬ 
ports,  porches  or  patio  canopies, 
and  for  shading  picture  windows. 

Mapes  Industries,  Inc.,  Dept.  BS, 
2421  “0”  Street,  Lincoln,  Neb. 

* 

Full  Length  Piano  Hinge  on 
Air  Master  Storm  Door 

The  Air  Master  Corporation  of 
Philadelphia  now  features  a  new 
full  length  piano  hinge  composed 
of  over  100  aluminum  hinges,  to 
give  the  Air  Master  Line  a  new  and 
effective  merchandising  feature. 

Sales  tests  in  the  field  by  the 
company  indicate  that  consumers 
{Continued  on  Page  237) 
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WITH  THE  HASTINGS  LINE 


an  Advertising 

Agency^  writes 


■k 

★ 

★ 

★ 

★ 

“I  know  you  will  be  glad  to  learn 
that  our  advertising  in  your  pub¬ 
lication  has  been  very  effective 
.  .  .  many  prospective  customers 
have  referred  to  your  publication 
in  writing  my  client.  In  fact,  one 
.  .  .  flew  into  my  client’s  office 
bringing  a  copy  of  the  ad  from 
Building  Specialties  with  him 

★ 

•k 

★ 

★ 

★ 

★ 

★ 

k 

k 

k 

YOU,  too,  can  put  the  pages  of  Building  Spe¬ 
cialties  to  work  for  you  ...  to  build  a  dealer 
organization,  to  sell  your  product  profitably,  to 
persuade  manufacturers  to  incorporate  your  product. 

10,000  Dealers  Can  Produce  a 

Whale  of  a  Lot  of  Sales  for  You. 

★ 

k 

k. 

k 


In  growing  demand 
the  year  ’round  for 
doorways,  windows, 
porches,  patios, 
store  fronts... 


CHECK  THESE  FEATURES 


EXTRA  STRONG 

Built  of  sturdy  .040  aircraft  alu¬ 
minum  . . .  interlocking  leakproof 
segments  form  rigid  unit. 

AIR-COOLED 

Louvers  in  sides  (designed  to 
keep  out  rain  and  snow)  supply 
cross  ventilation  and  free  circu¬ 
lation  of  fresh  air  .  .  .  minimise 
possible  damaging  effects  of 
heavy  wind  pressure. 

ROLL-FORMED  SLATS 

Awning  segments  are  crowned 
and  have  a  smooth  bevel  edge  for 
added  strength  and  beauty ...  no 
rough,  sharp  ends  or  corners. 

SMART  COLORS 

A  wide  ciioice  of  basic  colors  and 
color  combinations  to  harmonise 
with  all  types  of  architecture. 


ALL-WEATHER  FINISH 

Lustrous  enamel  finish  firmly 
bonded  to  metal  before  forming 
— an  unusual  feature.  Constantly 
subjected  to  factory  tests:  a  SOO- 
hour  salt  spray,  a  1000-hour  hu¬ 
midity  test  and  many  others. 

ATTRACTIVE 

UNDERSTRUCTURE 

Awning  slats  are  roller-coated 
white  on  underside,  with  flat 
lacquer  finish  to  prevent  glare, 
yet  reflect  light.  All  bracing  is 
roll-formed. 

Sea  our  dis¬ 
play,  NERSICA 
Pacific  Coast 
Shew  at  St. 

Francis  Hotel, 

San  FroncHen, 
liept.  21-22- 
1'3,  Booth  17 


*Copy  of  the  entire  letter  on  request.  For 
additional  information  on  merchandising 
and  marketing  services,  write  or  phone 
today, 

BUILDING  SPECIALTIES,  425  —  4th  Aveiiue 
New  YorK  16,  N.  Y.  Phone:  MUrray  Hill  3-6280 


- WRITE  TODAY - t 

METAL  TILE  PRODUCTS,  INC.,  Dept.  707,  Hastings,  Mich.  I 

Send  free  literature  on  HASTINGS  alumi-AWNlNOS.  I  am  | 
Q  Dealer  □  Distributor  Q  Contractor  Q  Architect  I 

NAME _  I 

I 

ADDRESS _  I 


I  CITY _ STATE _ I 

L. - J 
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ROLLAWAY 

enclosures 


9  Install  without  drilling 

cither  tub  rim  or  walls. 

•  Stock  sixes 

for  oil  recessed,  open-end,  and 
neo-ongle  tubs. 


#  Stock  sixes  fit  ony  lub 

regardless  of  woll-to-woll 
dimensions. 

#  Install  in  less  than  on  hour 

by  one  unskilled  man. 


iXnti.  QawfHUUf 


Of  AMCRICA 

Atlanta  ,  Co. 


Whatever  You  Need  in 


Bauxite  to  Ingot 

{Continued  from  Page  53) 

The  crust  which  forms  on  the 
top  of  the  pot  is  periodically  broken 
to  allow  more  alumina  to  drop  into 
the  bath.  At  intervals  the  molten 
aluminum  that  accumulates  in  the 
pot  is  siphoned  off  into  a  crucible 
holding  3000  or  more  pounds  of 
j  aluminum  and  then  poured  into 
!  pigs  of  primary  aluminum,  99  per 
I  cent  or  more  pure. 

Reduction  is  a  continuous  proc- 
i  ess,  with  alumina  being  added  as 
i  needed  and  the  pots  tapped  at  regu- 
I  lar  intervals. 

i  Availability  of  large  blocks  of 
I  hydroelectric  power  led  to  the  es¬ 
tablishment  of  several  aluminum 
reduction  plants  in  the  Pacific 
Northwest.  More  recently  several 
large  plants  have  been  erected  and 
are  operating  in  Louisiana  and 
Texas  using  power  generated  from 
the  abundant  natural  gas  supplies 
i  available  in  that  region. 


] 


SCREWS 


L 


•  Aluminum  Sheet  Metal  Screws 

•  Aluminum  Wood  Screws 

•  Aluminum  Machine  Screws  and  Nuts 

•  Stainless  Steel  Sheet  Metal  Screws 

•  Stainless  Steel  Wood  Screws 

•  Stainless  Steel  Machine  Screws  and  Nuts 

•  Brass  and  Steel  Fasteners,  Too 

•  Phillips  and  Slotted  Heads  • 


For  AWNINGS- 
and  JALOUSIES 


All  types  of  ancherinf  and 
drilling  devices  for  makinf 
fasteninfs  te  nusonry. 


DOOR - 

HARDWARE 


DOOR  CHECKS,  LATCHES. 
CHAINS,  HINGES. 


Check  Our  LOW  Prices 
WRITE  •  WIRE  •  PHONE 

MANUFAaURERS  HARDWARE  SUPPLY  CO. 

98  PARK  PUCE,  NEW  YORK  7,  N.  Y.~  Phene;  BArclay  7-6781 


IF  YOU  CAN'T  FIND  IT— CALL  US" 


Cold-Roll  Forming 

{Continued  from  Page  62) 

To  explain  this  process  more 
fully,  we  have  a  series  of  photo¬ 
graphs  showing  the  main  manufac¬ 
turing  steps  of  this  roll-forming 
process. 

Of  course,  roll-forming  alumi¬ 
num  requires  special  handling  so 
as  not  to  scratch  or  mar  the  parts 
as  they  are  being  manufactured. 
Roll-forming  steel  has  been  done 
for  many  years  on  a  widespread 
basis,  but  the  operators  do  not  have 
to  be  careful  with  the  parts  as 
scratching  or  marring  in  that  case 
is  not  important. 

Roll-formed  windows  can  be 
anodized,  but  it  is  felt  that  due  to 
the  type  of  material  used  in  roll¬ 
forming,  the  anodizing  is  not  neces¬ 
sary.  However,  there  have  been 
some  windows  in  the  past  roll- 
formed  of  zinc,  and  this  must  not 
be  confused  with  aluminum,  as  zinc 
will  turn  black  under  constant  ex- 
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posure  to  the  weather.  Roll-formed 
windows  will  not  discolor  appreci¬ 
ably  over  a  period  of  many  years 
and  will  withstand  the  elements  as 
well,  if  not  better  than  other  forms 
of  aluminum. 

Cold-Roll  Forming 

(Continued  from  Page  63) 
forming  industry.  The  new  alloy 
50SH36  has  improved  the  physical 
properties  of  the  rolling  alloys  40^;fc 
and  the  surface  hardness  50%  over 
the  physical  properties  of  3SH14. 
This  new  aluminum  alloy  with  its 
fine  grain  structure  offers  the  best 
aluminum  resistance  to  industrial 
corrosion  and  marine  atmosphere. 


Photo  courtesy  Security  Co. 

Above:  mitering  saws 

The  non-ferrous  rolling  in  the 
past  has  been  in  non-structural 
lines  such  as  metal  trims  and 
weather  strip.  Combination  storm 
window  design  requires  structural 
rigidity  as  well  as  trim  appear¬ 
ance.  Recognition  of  this  require¬ 
ment  has  led  to  structural  consid¬ 
eration  heretofore  neglected.  Tubu¬ 
lar  shapes  offering  rigidity,  corro¬ 
sion  resistance  and  close  tolerance 
for  high  production  assembly  are 
now  available  to  storm  window  fab¬ 
ricators. 


Aluminum  Sheet 

(Continued  from  Page  59) 
The  finished  coil  is  trimmed  and 
slit  to  the  desired  width  before 
shipment.  Close  inspection  is  given 
at  all  operational  stages,  and  a 
series  of  final  inspections  is  given 
each  order  of  specification  sheet. 

(Continued  on  Page  212) 


WANTED 


^11 

LINEAL  LENGTH 

AND  K.D. 

BUYERS! 

Trin— 

1 

III 

WILL  SET  YOU  IP  AS  A 
MAMFACTOIER  OF  ALIMIMM 
COMBMATIOR  STORM  WIRDOWS! 

EXTRUDED  SHAPES 

We  have  all  She  extruded  shapes  for  this  window  IN-STOCK. 

Our  custom  mode  Trip-Lex  window  includes  complete  hard¬ 
ware  and  all  metal  in  lineal  length. 

Check  these  features: 

V  Completely  interlocked  V  Welded  or  staked  frame  mitres 

V  No  complicated  gadgets  V  Positive  cam  catch 

Dealers  and  Distributors  Investigate  —  TODAY! 


TRIP-LEX 


write  or  phone 

1610  RALPH  AVENUE  •  BROOKLYN  36,  N.  Y.  •  CL  3-7525 


Dealerships,  Distributorships 
Available  in  Protected  Territories 


*  Triple-Tilt  3-Glida  Storm  Windows:  Ex¬ 
truded  picture  window  frame;  all  punched;  service- 
free!  No  springtl  No  clips;  No  screwsi 

*  One-inch  Thick  Storm  Doors:  Two  life, 
Z-Bar  type  63st5  Aluminum. 

*  Semi  K-D  or  Fully  Assembled!  *  Prompt 
Delivery! 

Write,  wire  or  phone  for  dvtails! 


THE  LITTLE- BEAVER  MFG.  CO. 

1513-15  AtMand  Ave.,  Balio.  5,  Md.  Sattwit  7-4200 
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protect! 


TRI-SEAl  X 
DISTRWUTORS  ' 
ARE  ENJOYINO 
■ETTER  tUSINESS 
GREATER  PROFIT 

Imvihgalm 
k  PHONE-WIRE  > 
V  COUECTI  y 


HOW 

YOU  CAN  1 
BECOME  A 
MANUFACTURER 
OF 

ALUMINUM 
COMBINATION 
STORM-SCREEN. 
WINDOWS  A 
FOR  ^ 


Aluminum  Sheet' 

(Continued  from  Page  211) 

Samples  are  taken  and  subjected 
to  a  number  of  mechanical  and 
chemical  tests.  Gauge,  width  and 
finish  are  checked  to  make  sure 
I  that  the  coil  sheet  meets  standard 
I  tolerances. 

All  flat  sheet  4>i  course  comes 
from  coil  sheet.  The  coil  is  cut  to 
specified  lengths  by  a  flying  shear ; 
and  the  flat  sheet  is  stretcher-lev¬ 
eled  to  obtain  good  flatness  (ex¬ 
cept  in  the  annealed  temper,  where 
I  stretching  would  naturally  result 
in  some  work  hardening  that  would 
increase  the  temper  to  some  de¬ 
gree)  . 


Shade  Screening 

(Continued  f  rom  Page  67) 

the  values  of  the  curves,  which  thus 
;  apply  to  all  sections  of  the  coun- 
f  try.  This  is  due  to  the  fact  that 
!  the  sun  and  window'  form  essen- 
i  tially  the  same  angle  of  incidence 
i  for  all  the  latitudes  within  the 
I  United  States. 

For  south  windows  latitude  has 
a  pronounced  effect  on  the  values 
j  of  the  curves.  That  shown  in  Chart 
I  No.  2  is  for  40%  a  median  latitude 
for  this  country.  Interestingly 
enough,  the  total  solar  radiation  on 
a  vertical  window  is  higher  in  the 
more  northern  latitudes  because 
the  sun’s  rays  strike  the  window 
at  a  more  direct  angle.  Therefore, 


\o  PROFIT 


DE  LUXE  COMBINATION 
ALUMINUM  1/s"  THICK 

STORM  DOOR 


TRI-SEAL 


the  only 


DOOR  with 


every  quality 


feature 


TRI-SEAL  has  the  De-Luxe  appear¬ 
ance  and  the  "tell  on  sight"  fea¬ 
tures.  Custom  mad  v  picture  window 
style,  combination  storm  and  tcrerm 
,  window  to  fit  any  type  frame.  Get 
in  on  the  easier  way  to  greater 
profits.  Assembled  franchise  alto 
available.  Get  our  plan  —  TODAY. 


""  CHARLES  CO. 

228  NEW  STREET.  PHILA.  6,  PA. 
Phone  WAInut  2-2660 


Photo  courtesy  of  Kaiser  Aluminum 
S'  Chemical  Sales,  Inc. 

Aluminum  shade  screening  installation 
made  on  new  Humble  Oil  ^  building.  New 
Orleans,  Louisiana. 


Not  just  full  VM"  thick  or  . . .  piano 
type  hinge  or . . .  key  lock,  but  •vry 
feature  that  means  more  and  more 
profitable  tales !  Z-Bar  or  Expansion 
installation  frame.  Become  a  prof¬ 
it-happy  TRI-SEAL  Distributor. 
Rhone  or  wire  collect  today  for 
complete  details! 


CHARLES  CO 


228  NEW  STREET  •  PHILA.  6,  PA. 
Phone  WAInut  2-2660 
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Aluminum  shade  screening  protects  in¬ 
teriors,  keeps  sun  from  fading  rugs,  draper¬ 
ies,  upholstery. 

shading  south  windows  is  as  im¬ 
portant  in  Minnesota  as  it  is  in 
Texas. 

In  each  of  the  three  charts  the 
solid  line  shows  the  instantaneous 
heat  gain  through  windows  shaded 
with  the  louver-type  screening ;  the 
dash-and-dot  line  represents  the 
instantaneous  heat  gain  through 
unshaded  window  glass;  and  the 
dash  line  shows  the  total  solar  ra¬ 
diation.  These  charts  also  allow  for 
the  heat  conducted  through  the 
window  because  of  the  difference 
between  outside  and  inside  tem¬ 
peratures,  which  accounts  for  the 
fact  that  when  the  east  and  south 
windows  are  completely  in  the 
shade  in  the  later  part  of  the  day 
the  actual  heat  gain  will  slightly 
exceed  the  total  solar  radiation. 


D 


YOU  CAN  Sli  OUT... 


•UT  THE  MOT  RAYS  OF 
THE  SUN  CAN'T 
PENETRATE 


ARE  YOU  INTERESTED  IN 
LONG  RANGE  STABILITY? 
tAeti  coH^iden. 


COMPLETE  NEW  LINE  OF  HUMPHREY 
“TENSION-SEALED"  STORM  WINDOWS  AND  DOORS  AT  LOWER  PRICES 

Th*  NEW  DoubI*  and  Triple  Track  Humphrey  "Tension 
Sealed"  Aluminum  Combination  Storm  Windows  and 
Screens  —  Floating  inserts  on  Zinolite  tracks  —  smooth 
acting  —  non-binding. 

J|3Dk  Full  1"  heavy  extruded  Humphrey  Storm  Door  —  with 
1,  2.  3  lites  or  the  outstanding  "Self-Storing"  Combino- 
tion  Unit. 


All  new  "Snap-On"  and  "Tension-Sealed"  outside  cose- 
I  ment  hinged  storm  panels  with  easy  vent  weatherstripping 
and  inside  sliding  panels. 


LOW  PRICED  "Self-Storing"  Combination  Storm  Window 
Unit.  Not  just  a  "Come-on,"  but  a  moving  item.  Patent 
Na.  2-621,764. 


^  ^  Become  a  manufacturing  distributor  with  an  exclusive  franchise  on  patented 
materials. 

2,  Set  up  production  by  very  simple  fabricating  operations  with  a  low  tooling  and 
inventory  cost,  all  lineal  stock  -  no  pre-cut  sizes  to  complicate  inventory. 

Have  continuous  personal  factory  representative  assistance  on  production, 
management,  sales  and  promotion. 

Moke  greater  profits  by  having  legitimate  manufacturing,  distributing,  and 
dealer  profits  for  yourself. 

Control  your  own  deliveries  during  the  busy  seasons  with  no  delays  by  making 
your  own  doors  and  windows,  any  sizes. 

DEALER  INQUIRIES  ALSO  INVITED  FOR  OUR  DISTRIBUTORS 

Humphmy  Products,  Inc.  has  seven  years  background  of  steady  growth  and 
expansion  in  the  Storm  Window  business.  New  enjoying  a  reputation  for  reliability, 
service,  and  satisfaction  in  over  thirty  states.  A  pro¬ 
gressive  organization  founded  on  principles  of  quality, 
service,  fairness,  and  a  basic  method  of  economically  -  ^ 

sound  distribution.  L'J  i_  J 


HUMPHREY  PRODUCTS,  INC. 

719  EAST  ZIMMERIY  e  PHONE  7-2201  •  WICHITA,  KANSAS 


Aluminum  shode  screening  has  tiny  louvres 
that  block  the  sun's  rays.  Hot  sun  stays 
outside,  rooms  stay  cooler.  Shade  screening 
also  gives  daytime  privacy.  Insiders  can  see 
out,  but  outsider's  vision  is  blocked.  I 

Difference  between  the  values  of  ; 
instantaneous  heat  gain  through 
unshaded  windows  and  through 
those  protected  by  Shade  Screen-  | 
ing  is  the  quantity  of  heat  blocked  j 
outside  by  the  screening.  This  sav-  | 
ing  mounts  to  striking  proportions 
on  a  window  unit  basis. 

For  instance,  consider  a  building  ; 
having  just  four  west  windows 
(Continued  on  Page  214) 


INCREASE  YOUR  PROFITS  wifh  R-S 

Water  Conditioning  Equipment 

Sell  the  best  in  water  conditioning  equipment  and  watch  your 
profits  grow.  R-S  Water  Softeners  and  Clearstream  Crystals 
and  Feeders  are  easy  to  sell  for  both  domestic  and  commercial 
installations.  They  make  friends  while  you  make  more  money. 
Ideal  to  use  for  door  opener  or  follow-up  calls  on  customers. 
Write  today  for  full  information  on  this  superior  line.  Find  out 
how  to  increase  your  profits  in  this  stable,  year-’round  business. 

REYNOLDS-SHAFFER  CO. 

12100  CLOVERDALE  AVENUE,  DETROIT  4,  MICHIGAN 
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ALUMINUM 
LUBRICANT 

•  Helps  Prevent 
Corrosion 

•  Mokes  Windows 
Operate  Freely 

•  Not  Affected  by 
Temperature 

TRY  IT! 

See  for  yourself  what  an  amazing 
product  TRACK-EZE  is! 

Sticking  and  binding  aluminum 
windows  slide  like  magic  with  one 
application. 

Send  $1.C0  tiday  for 
introductory  tube  of 
TRACK-EZE. 


Mi) 


SILVER'S 

Standard  Equipment  Co. 
Notional  Distributors 

1308  Western  Ave. 
South  Bend  19,  Ind. 


I  Shade  Screening 

I  {Continued  from  Page  213) 

I  measuring  3^/4  by  6  feet.  For  the 
!  4  p.m.  peak  heat  load  on  August  1, 
reference  to  Chart  No.  3  shows 
that  shade  screening  will  block  out 
over  150  British  Thermal  Units  per 
hour  per  square  foot  of  glass.  The 
total  heat  saving  for  the  four  win¬ 
dows  with  shade  screening  amounts 
'  to  13,200  BTU’s  per  hour.  Consid¬ 
ering  that  a  ton  of  refrigeration 
represente  the  removal  of  12,000 
BTU’s  per  hour,  the  shade  screen¬ 
ing  installation  here  represents  an 
equivalent  saving  of  more  than  a 
ton  of  refrigeration. 

Of  equal  importance  with  block¬ 
ing  out  the  heat  from  solar  radia¬ 
tion  is  the  elimination  of  sun  glare, 
which  is  k  source  of  great  personal 
discomfort  whether  in  the  home 
or  in  commercial  buildings.  In  some 
sections  of  the  country  the  fact  that 
aluminum  shade  screening  gives 
daytime  privacy  when  used  in 
screen  doors  and  patios,  as  well  as 
windows,  while  preserving  visibil¬ 
ity  from  the  inside  out,  has  proved 
to  be  an  advantage  of  considerable 
interest. 


Shade  screening  it  easy  to  install.  It  it 
available  in  regular  or  tension  frames  and 
in  50-foot  rolls. 


It  is  worth  noting  that  shade 
screening  has  a  large  market  po¬ 
tential  in  commercial  and  institu¬ 
tional  buildings  as  well  as  in  resi¬ 
dences.  Properly  equipped  applica¬ 
tors  across  the  country  have  made 
installations  totaling  several  thou¬ 
sand  square  feet  to  the  building. 
Most  of  these  installations  are  of 
a  permanent  nature.  In  other  words, 
the  building  operators  intend  to 
keep  the  screens  in  place  the  year 
round. 


DISTRIBUTORS 

DEALERS 

Don’t  pass  up  profitable  custom 
built  screen  jobs.  Let  us  solve  your 
screen  problems.  We  specialize  in 
the  manufacture  of  Custom-Built 
Tubular  or  Extruded  Aluminum 
Screens,  making  it  possible  for  you 
to  furnish  screens  regardless  of 
unusual  conditions. 


1 — 

1  ■ 

1 

- - 

LJ 

Example:  Extruded  Alum.  Wicket 
Screens  for  Pre-war  Simplex  Case¬ 
ments,  Projected  Sash,  etc. 

STEEL  WINDOW  PRODUaS  CO. 

550  NASSAU  ROAD 

ROOSEVELT,  L.  I.,  N.  Y. 
FReeport  9-3401 


AiMed  Btmrty  for 
homos.  Extra 
solos  for 
doolors. 


INWROUGHT  IRON 

COLUMNS 

BiIsn  wrMilit  irM  cilmnt  M 
t  Riitbiii  tml  $t  iistiictiM  t« 
tatb  $U  ml  M«  kWMS.  Avail- 
abli  ii  M  styitt,  nuafly  kailt 
far  tastiai  Oaaaty.  Siafla  m*(I 
Rat  ar  tfaakla  paaal  caratr  cal- 
aaint  availakle  ia  all  ietiias. 

7'r'  aak  •'  kaifkts,  aAJastakle  t" 
Fiaiakatf  ia  rast  iakikitar  yriaicr 


Writa  far  free  caaipicte  catalaf 
M  Calaaiat,  Railleis,  Fesca, 
Crillt,  Rrackats,  Weatker  Vaaes, 
fiatet. 
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Rochester  Dealer 

{Continued  from  Page  70) 

ing  as  an  exclusive  product.  So, 
Weather  Master  not  only  gained 
awning  business  but  increased  their 
coverage  of  storm  windows. 

In  addition  to  that  the  awning 
business  was  welcome  now  that 
storm  windows  have  become  so 
competitive.  Instead  of  having  an 
off  season,  Weather  Master  now  has 
products  that  are  always  in  sea¬ 
son.  Weather  Master  buys  already 
formed  and  colored  fiberglass  awn¬ 
ing  panels  from  Stahl  Industries, 
Inc.  of  Youngstown,  Ohio.  Frames 
are  shipped  to  them  already  fabri¬ 
cated,  so  for  them  to  manufacture 
an  awning  means  merely  to  cut  the 
panels  to  proper  lengths  and  punch 
certain  holes  in  them. 

Simple  Operation 

The  operation  is  so  simple  that 
the  entire  awning  plant  was  set-up 
and  finished  awnings  manufactured 
in  the  first  day  of  operation.  An¬ 
other  advantage  of  a  plant  of  this 
type  is  the  very  low  investment  in 
equipment  and  materials.  The  li¬ 
censing  company  has  all  the  details 
worked  out  so  that  to  make  your 
own  awnings  is  not  any  more  work 
than  -assembling  them,  such  as 
many  dealers  are  now  doing. 

The  Katz  brothers  like  being  in 
the  awning  business.  They  sell 
wholesale  to  other  dealers  in  sur¬ 
rounding  communities  in  addition 
to  covering  their  own.  Further¬ 
more,  they  have  a  more  stable  op¬ 
eration  the  year  round  being  able 
to  use  storm  window  employees  in 
awnings  and  awning  employees  in 
storm  windows,  both  sales  and 
plant  people.  They  ,also  feel  that 
they  are  building  a  larger  and 
stronger  organization  which  can 
give  better  service  to  their  custo¬ 
mers.  Also,  they  are  now  out  of  a 
one  product  business  with  its  haz¬ 
ards  of  having  all  your  eggs  in  one 
basket.  Bernie  and  Gerald  Katz 
feel  that  the  awning  business  is  a 
good  business  and  is  a  welcome 
addition  at  this  time  of  highly  com¬ 
petitive  sales. 


#  All  you  do  is  assemble,  screen 
and  glaze.  No  cutting,  drilling  — 
no  screws,  nuts,  bolts  or  rivets 
are  needed  or  used! 

#  The  only  window  especially 
designed,  machined,  and  pre¬ 
cisely  cut  for  KO  assembly. 

#  No  special  tools  needed. 


^7.54  24"  X  24" 

Everything  included.  Nothing 

else  to  buy  except  screen  and  V  dilV 

glazing  materials. 

See  Scott  Windows  on  display  In  tho  John  Wanamokor  Philo.  Store 

Thousands  Sold  •  Thousands  of  References 
Experienced  •  High  Rated  •  Responsible  Backing 


for  TOOAY'S  fnefits  e»  well 
OS  o  §0lkl,  kmg  term  toenectkm 

WRIT!  •  JWIRE  •  PHONE 

about  a  VALUABU 
PROTKTED  FRANCHISE 


$COTT 

s  C  R  E  ^  ^ 

_  a  full  line  of  ' 

screens.  SLIDING  I 

storing.  Ideal  f 

institutions  an 
homes. 


» 

Five  Years  Progress 

{Continued  from  Page  46) 
product  manufacturers  and  dealer 
groups,  was  able  to  help  convince 
the  Washington  bureaucrats  that 
there  was  no  need  for  a  “death  sen¬ 
tence.”  In  that  way,  we  both  kept 
this  new  exciting  home  improve¬ 
ment  product  ever  in  front  of  the 
consumers. 

For  all  these  reasons  it  is  a  great 
pleasure  to  extend  best  wishes  and 
to  congratulate  Building  Special¬ 


ties,  the  magazine  of  and  for  the 
HOME  IMPROVEMENT  dealer. 
This  heartfelt  expression  is  made 
not  alone  in  my  capacity  as  Presi¬ 
dent  of  the  National  Metal  Awning 
Association  but  also  in  a  personal 
capacity  as  a  long  time  (five  year) 
friend  of  Sylvan  Hoffman,  Stan 
Kermish  and  Arnold  Romney. 

As  a  postscript — “Keep  op  the 
Good  Work.”  Your  magazine  fills  a 
jong  felt  need  in  the  Home  Im¬ 
provement  industry. 


&  Home  Improvement  Dealer 
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WASTIC  spraying 

th  mastif  designed  equipment. 

DO  AWAY 

with  delays, 
shutdowns, 
alibis' 


A.  SHELBURNE  COMPANY 


Hint's  to  Salesmen 

{Continued  from  Page  108) 

“yes”  on  all  the  questions  you  ask 
him  about  the  glass,  the  screen,  and 
various  features  of  your  window. 
Then  say,  “Well,  Mr.  Smith,  there 
is  really  nothing  to  think  over,  is 
there?”  Shove  the  order  under  his 
nose  and  say,  “Now,  let’s  okay  the 
estimate.” 

Now  you  really  have  him  over  a 
barrel!  Generally,  a  close  is  made 
on  this  second  try.  But  if  he  still 
won’t  agree,  speed  up  your  close 
thuswise:  Well,  Mr.  and  Mrs. 
Smith,  you  both  frankly  say  you 
like  the  window,  you  admit  it’s 
within  the  range  of  your  budget, 
you  admit  you  like  all  the  features, 
so  there  is  really  nothing  to  think 
over.  Let’s  okay  the  estimate.  And 
brother,  he’ll  “go.”  Don’t  waste 
any  more  time  on  him  if  he  doesn’t. 

Go  call  on  your  next  deal  and 
never  come  back!  You  are  selling 
a  specialty,  a  “one-call  deal.”  What 
can  you  say  when  you  go  back  ex¬ 
cept  to  stand  there  like  a  chump 
and  hear  him  say,  “I  don’t  want 
no  windows.”  Older  salesmen  will 
recognize  the  truth  of  these  words. 
“I’ve  been  there”  and  I  really  know. 


•  special  design  of  nozzle  head  permits 
greater  capacity  of  air  and  materials 

•  sprays  mastics  as  easily  as  ordinary  paint 

•  the  ONLY  mastic  gun  which  sprays  fan  or  round 
WITHOUT  changing  heads 

*  lightweight,  easy  to  handle 


specially  designed  for  heavy  mastics 

•  delivers  production  quantities  with  steady, even  flow 

'  •  pumps  from  original  container 

•  plenty  of  power— 9  to  1  ratio 

Write  for  further  information  on  this  time-saving,  money-making  combination  today. 


^  wme  TOMY  ' 

fOR  BiTTilt  SB  APIS 
.  IB  Y0BB  PIASTK 

V  exTBBsms  A 


Jalousies 

{Continued  from  Page  83) 

can  countries  the  “persianas”  were 
until  recent  times  used  almost  ex¬ 
clusively  for  all  window  openings. 
The  slats  in  a  “persiana”  are  about 
the  width  of  Venetian  Blind  slats, 
and  they  are  installed  in  frames 
which  are  hinged  to  swing  in  or  out 
like  casements.  In  the  United  States 
the  same  thing,  called  a  “roller 
blind”  and  used  in  conjunction  with 
double  hung  windows,  may  be  found 
in  many  houses  built  in  this  coun¬ 
try  a  hundred  or  more  years  ago. 

The  word  Louvre  in  French 
means  exactly  the  same  as  in  Eng¬ 
lish — a  slat  or  blade  at  an  angle 
in  a  window  for  ventilation  and  ex¬ 
clusion  of  rain — long  accepted  in 
architecture. 


See  the  Kessler  Door 
Sweep.  Quality  built  —  will 
fit  any  door.  55c  each — 36"  length. 

Write  for  quantity  discounts. 


Phone  Riverside  3-9335 


KESSLER  PRODUCTS 
COMPANY 

•  1064  West  Federal  Street 
YOUNGSTOWN,  OHIO 

SPECIALISTS  IN  PLASTIC  EXTRUSIONS 
FOR  THE  STORM  WINDOW  INDUSTRY 
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The  word  Jalousie  seems  closely 
allied  to  our  word  ‘jealousy’.  It  is 
pronounced  with  the  French  touch 
as,  ‘Zhal-ou-zie’.  Exact  meaning  is 
probably  apocryphal  possibly  de¬ 
rived  from  some  racy  story  teller 
ala  Rabelais.  Various  stories  more 
or  less  simmer  down  to  the  jealous 
owner  of  a  harem,  long,  long  ago, 
whose  inmates  insisted  on  peeking 
out  on  the  outside  world — probably 
much  like  women  of  today.  How¬ 
ever,  the  Shah,  or  whoever  he  was, 
could  not  force  his  lovely  ones  to 
discontinue  their  inquisitiveness. 
Therefore  he  put  in  slatted  win¬ 
dows,  operable  to  open  or  close  at 
will.  Then  his  wives  and  concu¬ 
bines  would  peek  out  while  preserv¬ 
ing  their  privacy.  The  story  is  as 
good  as  any.  At  any  rate  the  word 
Jalousie  has  stood  the  test  of  many 
years  and  made  good  on  its  own; 
though  American  women  today 
prefer  them  on  entirely  different 
counts  and  persuade  pleased  hus¬ 
bands  to  instal  them  by  the  thou¬ 
sands  yearly  to  modernize  their 
home  for  greater  comfort  and  for 
the  social  grace  and  livableness 
created  by  the  feeling  for  freedom 
and  space. 

Introduced  in  Florida 

In  America  the  modern  louvre 
or  jalousie  made  its  bow  in  Florida. 
It  is  generally  conceded  that  among 
early  pioneers  initiating  this  type 
window  were  a  Tropical  Awning 
Shutter  company  and  the  Pro- 
Tect-U  Jalousie  Corporation  in 
Miami,  Fla.,  in  1935.  The  first 
jalousies  were  of  wood  slats  in  brass 
clips.  Improvements  were  rapid.  By 
1937  the  new  type  windows  were 
in  general  acceptance  opening  to 
the  public  new  vistas  of  comfort, 
ventilation,  controlled  light,  and 
weather  protection.  In  1939  the 
architects’  specifications  began  to 
appear.  Since  then  there  has  been 
a  whirlwind  growth,  starting  with 
two  or  three  manufacturers  with 
limited  production,  and  expanding 
to  present  larger  modern  stream¬ 
lined  plants  turning  out  thousands 
of  units  a  day. 


AfREX  Steps  Ahead 

TraH#*  Mfirk  ■ 


1.  In  features  that  SELL 

2.  In  features  that  BOOST  YOUR  PROFIT 


the  b/ggesf  new  5  in  a  1 1- 
aluminum  self-storing  screen 
and  storm  windows  and  porch 
enclosures  on  today's  market! 


Both  lip-type  and  Z-type  frames, 
for  double-hung,  picture,  and  oriel 
windows.  Z-frame  fits  all  shallow 
blind-stop  installations. 

Glass  easily  opened  and  locked 
at  desired  position,  any  time. 

Positive  interlock  at  meeting  rail. 

Sturdy,  extruded  ALL-ALUMINUM 
CONSTRUCTION— Tempered  to 
rugged  T-5  condition. 

Convenient,  year-round 
SELF-STORING  screen  and  sash 
.  .  .  maximum  convenience. 

Switch  screen  and  glass  from 
indoors  in  only  20  seconds. 

Remove  glass  from  indoors,  for 
easy  washing. 

All  glass  panes  are  CUSHION- 
SEALED  in  the  sash  frames  with 
super-tough  plastic  splines. 

Quick,  easy  reglazing  or 
rescreening  if  needed. 

No  fitting  problems  on  out-of-true 
windows. 

A  tried  and  proved  window  in  every 
detail,  at  the  best  K-D  prices 
ever  offered  for  windows  of 
comparable  quality  and  features. 

Write,  wire  or  phone  for  full 
details  on  our  unusually  attrac¬ 
tive  long-profit  franchise 
arrangement. 


Rex  Windows  Inc. 

487  Bonham  Ave.,  Columbus  3,  Ohio 


Screen  and 
glass  inserts 
can  be  raised 
and  secured  at 
the  desired 
position,  at  any 
time. 


*  A  few  choice  territories  available 
for  dealers  and  distributors  for 
set-up  windows. 


PORCH  ENCLOSURES 
Simple  to  Sell  — Big 
Profit  Builderl 


Metal  louvred  windows  began  in 
the  West  where  they  were  intro¬ 
duced  under  the  name  as  Outside 
Venetian  Blinds.  When  these  plants 
set  up  branches  in  the  East  the 
public  promptly  dubbed  them  Ja¬ 
lousies  too,  and  the  name  has  stuck. 

The  biggest  development  of  all 
was  the  glass  louvred  jalousie  idea 
which  appeared  in  1945.  Glass, 
which  added  complete  vision  to  the 
other  desirable  qualities  of  jalou¬ 
sies  proved  a  veritable  touchstone 


of  almost  instant  public  acceptance. 
By  1947  improvements  in  the  metal 
clips,  and  almost  universal  use  of 
aluminum  for  both  sash  and  glass 
clips,  plus  modern  methods  of 
stamping  and  forming  the  metal  in 
sheets  and  strips  and  in  heavy 
extruded  forms,  quickly  brought 
the  new  glass  jalousies  into  a  price 
range  which  made  it  competitive 
with  other  types  of  windows  and 
porch  enclosures. 

{Continued  on  Page  218) 
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N  A  L  C  O 

Aluminum  Combination 
DOOR 

Th«  Nolco  Combination  Door  i$  the  Aristo¬ 
crat  of  the  aluminum  storm  door  industry. 
We  offer  the  finest  quality  materials  and 
the  best  workmanship. 

1.  Doors  are  constructed  of  63ST5  heavy 
extruded  aluminum. 

2.  Has  internal  adjustable  bottom  ex¬ 
pander. 

3.  Watertitht  construction  on  heavy  kick 
plate. 

4.  Neat,  well-fittinf,  ‘T’  bar  frame. 

5.  Easy,  quick  chanKe  from  tlass  to  screen. 

6.  Top  pada  hardware. 

Many  dealerships  still  open. 

Send  for  literature  and  prices. 


or  Fully  Assembled 


*  Immediate  Delivery  • 

THE  NAPLES  ALUMINUM  CO. 

Box  161  Leotonio,  Ohio 


Jalousies 

(Continued  from  Page  217) 

Westward  the  wheels  of  progress 
traveled  rapidly,  and  soon  the  new 
[  glass  jalousies  found  a  ready  pub¬ 
lic  demand  from  Florida  to  Cali¬ 
fornia.  On  the  West  Coast,  in 
Texas,  in  Oklahoma  new  plants 
went  into  production.  Today  new 
plants  are  building  and  getting  into 
production  in  New  Jersey,  New 
Vork,  on  Long  Island,  in  Chicago 
joining  those  in  Miami,  Fla.,  Hous¬ 
ton,  Dallas,  Oklahoma  City. 

Big  Business 

Jalousie  business  today  is  Big 
Business,  with  the  very  best  of 
plant  equipment  and  facilities  op¬ 
erations  on  large  scale;  headed  by 
experienced  mechanical  engineers 
and  product  engineers — all  aiming 
at  making  good  products  still  bet¬ 
ter  to  meet  every  possible  condi¬ 
tions. 

Men  in  this  business  have  full 
realization  that  Jalousies  will  be 
largely  replacing  tremendous  num¬ 


bers  of  present  windows  and  doors 
all  over  the  country.  They  know 
the  big  opportunities  in  this  busi¬ 
ness.  They  know  that  in  test  cities 
in  northern  states  the  well  engi¬ 
neered  glass  jalousies  have  stood 
up  entirely  satisfactorily  against 
the  rigors  of  weather  conditions 
through  the  interchangeability  of 
screen  units  with  the  glazed  winter 
sash.  As  result,  thousands  of  new 
installation  sales  have  developed  in 
these  areas;  and  the  business  is 
just  started. 

These  manufacturers  have  set 
their  sights  on  National  volume 
selling,  stimulated  by  effective 
sales  promotion  to  build  distribu¬ 
tors  and  dealers  to  produce  results ; 
and  to  provide  the  public  with  more 
desirable  windows  than  ever  be¬ 
fore  at  economic  costs. 

Jalousies,  in  their  various  types, 
— glass,  metal,  wood, — are  practi¬ 
cal  for  any  type  building,  in  any 
climate,  in  any  part  of  the  country, 
from  the  Tropics  to  the  Far  North. 
American-made  jalousies  are  span- 


y/pV 

ALUMINUM  COMBINATION  CASEMENT 

SASH  &  SCREEN 


^UNIQUE  INTERLOCKING  DESIGN 

COVERS  VENT  OPENING 

CORK  INSULATION  , 

DOUBLE  STRENGTH  GLASS 
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ning  the  oceans  from  Atlantic’s 
Caribbean  Islands,  across  the  Con¬ 
tinent,  to  Guam  and  Hawaii,  and 
from  South  America  up  into 
Canada. 

Last  year  one  medium  size  pro¬ 
ducer  supplied  with  their  Jalousies 
something  over  8,000,000  pounds 
of  Glass — That  is  approximately 
21/^-Million  Square  Feet  of  Glass! 
Some  considerable  proportion  of 
this  firm’s  product  was  supplied 
with  glass  purchased  locally  else¬ 
where. 

Ample  Reward 

Wide-awake  building  specialties 
and  home  improvement  dealers  can 
ride  this  new  business  into  success. 
Alertness,  aggressiveness  and  hard 
work  will  bring  amply  rewarding, 
enjoyably  satisfying  results  in  vol¬ 
ume  sales,  turnover,  and  real  prof¬ 
its.  To  help  achieve  that,  the  ja¬ 
lousie  men  are  anxious  to  cooperate 
strongly  and  pitch  in  with  alert 
organizations  to  get  the  necessary 
job  done  for  them  both. 

In  an  article  like  this  it  would 
be  improper  to  point  out  the  ad¬ 
vantages  of  one  producer  over  an¬ 
other  ;  but  is  proper  though  to  pre¬ 
sent  a  summary  of  the  many  vari¬ 
ous  types  of  cooperation  being 
proffered  by  many  leading  manu¬ 
facturers  as  a  guide  to  prospective 
distributors  and  dealers.  Not  all 
points  are  offered  by  any  single 
firm.  Several  points  are  practically 
universal.  Some  firms  are  longer  on 
some  features  of  promotion  mate¬ 
rial,  while  others  make  up  the 
shortage  of  other  points  by  longer 
discounts,  quantity  bonus  mer¬ 
chandise,  shared  advertising  ex¬ 
penses,  etc.,  etc. 

Promotion 

Any  building  specialties  dealer 
can  well  afford  to  review  the  prod¬ 
ucts  of  several  producers — make 
comparisons — match  points  of  ex¬ 
cellence,  prices,  quality,  adaptabil¬ 
ity,  and  appraise  the  dealer  promo¬ 
tion  aids  suited  to  his  own  best 
use.  Here  are  some  of  the  many 
available: 


Peerless  Grille  Co. 

8811  Foster  Avenue  Brooklyn  36,  N.Y. 
Nightingale  9-3845 


Grilles  illustrated  above  are  available 
with  or  without  cast  aluminum  initials 


GRILLES  OF  FINEST  EXTRUDED  ALUHINUH  WITH 
GLEAMING  MIRROR  LIKE  FINISH  . . . 

OR  SPARKLING  IRIDESCENT  COLORS  AS  DESIRED 

•  Distinctive  New  Styling  •  Immediate  Delivery  •  Low  Prices 


PEERLESS 
DOOR  SWEEP 


PEERLESS 
MAIL  SLOT 


PEERLESS  GRILLE  CO. 

881 1  Foster  Ave.,  Brooklyn  36,  N.  Y. 

Please  send  information  and  price 
lists  on  items  checked: 

□  Door  Sweep  □  Mail  Slot  □  Grilles 


FOR  COMPLETE  INFORMATION 
AND  PRICE  LISTS 
call  Nightingale  9-3845 
OR  MAIL  COUPON 


Address 


Certain  producers  are.  advertis¬ 
ers  in  consumer  publications,  home 
magazines,  etc.,  including  national 
publications.  Inquiries  from  these 
are  referred  to  distributors. 

Cooperation  in  Home  Shows, 
Home  Maintenance  and  Improve¬ 
ment  Expositions,  Fairs,  Bazaars, 
County  Fairs,  Dealers  Own  Store 
Shows. 

Floor  Display  Models.  Handsize 
salesmens’  demonstrator  units. 
Salesmens’  Kits :  Photographs, 
plain  and  colored. 


<  Newspaper  Mats.  Special  adver¬ 
tising  layouts.  Cost  Sharing  plans. 
Local  interest  advertising  plans. 

Radio  and  T-V  Scripts:  Stops: 
Films. 

Banners  and  Posters.  Wall  Dis¬ 
plays.  Window  and  Wall  Transpar¬ 
encies.  Special  Displays.  Animation 
Displays  for  special  occasions.  Point 
of  Purchase  material:  Handouts; 
mailing  stuffers,  direct-mail  bro¬ 
chures.  “Classified”  advertising. 

^  {Continued  on  Page  220) 
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about  a  prime 
source  for 


CUSTOM  ALUMINUM 


i  Jalousies 

(Continued  from  Page  219) 

Personal  sales  training  for  sales¬ 
men.  Territorial  travelling  manag¬ 
ers,  teaching  and  supervising  effec¬ 
tive  sales  work.  Teaching  installa¬ 
tion  procedures.  Special  sheets  for 
measuring,  estimating,  pricing  and 
quoting  jobs. 

Contests 


EXTRUSIONS 
and  ROLL  FORMED 


I  Contests  and  Awards  based  on  ; 

distributors’  own  promotions  and 
I  achievements.  Special  local  cooper-  i 
I  ation  with  Architects  and  AIA 
members. 


Dealerships 

still  available  for 

PERMALUM 

in  many  lucrative 
territories. 


SHAPES 


Thm  R.  0.  Wemmr  Company’ may 
bo  your  ideal  suppUor  boeauso . . . 


/  We’re  big 
enough 

/  to  handle  the  largest 
job.  We  have  the  know¬ 
how  and  the  most  modern 
production  equipment  in 
the  world  for  producing 
custom  aluminum  extra* 
sions  and  roll  formed 
shopes . . . olso  T4,  T6  heat 
treating  equipment. 


We’re  small 
enough 


to  handle  even  modest  auign-  J 

ments  with  the  care  and  indi- 

vidual  attention  you  want  them  to  hove. 


We’re  alert 
enough 

to  meet  delivery  dates 
promptly  realizing  that 
SERVICE  is  port  of  our  job. 
It's  one  big  reason  why 
our  customer  list  grows 
every  day. 


*  V 


Try  us  and  see  if  you  don't  like 
the  way  we  serve  you— phone 
MU  6-2595  to  discuss  your  par¬ 
ticular  requirements ...  or  write 

R.  D.  Werner  Company,  Inc.  Dept.  1-6 
295  Fifth  Ave.,  New  York  16,  N.  Y. 


Custom  Extrusion  ond  Roll  Forming 
Aluminum  or  Stainless  Steel 


!  Most  manufacturers  will,  if 
I  wished,  supply  glass  with  their 
.  units  within  radii  areas  where 
i  transportation  costs  are  favorable: 

'  For  longer  distances  the  jalousies 
I  metal  work  is  shipped  without  ; 
I  glass,  so  dealers  can  buy  the  glass  ' 
I  to  their  advantage  through  regu¬ 
lar  jalousie  glass  sources. 

Knocked-down  ready  for  assem- 
;  bly  jobs  as  well  as  completely  ; 
i  framed  units  are  made  by  practi-  j 
cally  all  the  leading  makers.  There 
are  advantages  to  each  kind  for 
distributors,  dealers,  installers. 

,  Most  of  the  K-D  types  can  be  put 
together  on  the  job  in  a  short  time 
I  with  use  of  peen  hammer  or  screw- 
;  driver — Experienced  workmen  are 
I  renorted  as  assembling  25  average 
I  size  units  per  hour.  The  K-D’s 
j  greatly  economize  delivery  and  | 

!  warehousing  space. 

I  Lab  Tests 

Will  well-engineered  jalousie  ! 
windows  stand  up  under  weather,  i 
i  The  answer  is  yes,  with  emphasis  | 
i  on  the  well-engineered.  Such  glass 
'  jalousies  have  gone  through  re-  i 
I  current  Florida  storms  and  proved  j 
I  satisfactory  to  customers.  That  is  | 
j  proof.  Further  than  that,  exhaus- 
i  tive  tests  under  laboratory  condi-  i 
I  tions  amplifying  conditions  of  I 
i  wind  and  water  exceeding  hurri-  I 
I  cane  conditions  establish  that  lead-  j 
^  ing  products  stand  up.  The  manu-  I 
facturers  usually  provide  such  data  | 
concerning  their  own  products,  j 


Distributors  for 

PERMALUM 

windows  and  doors. 

For  Eastern  Pennsylvania, 
Southern  New  Jersey  and 
the  Delmarvia  Peninsula. 


depend  on  for  quality  and  per¬ 
formance.  Our  new  plant  assures 
you  of  a  steady,  constant  source  of 
supply. 
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FHA  Financing 

(Continued  from  Page  87) 

number  of  slow  paying  accounts 
and  the  amount  of  loss.  This  record 
of  the  dealer’s  business  is  reviewed 
frequently  and  actual  loan  experi¬ 
ence  determines  whether  the  next 
mail  brings  the  news  of  “Regret 
w'e  are  unable  to  handle  your  , 
paper.”  .  ; 

it  is  a  wise  dealer  that  asks  his 
lender  these  questions:  How  does 
the  cost  of  handling  my  install¬ 
ment  paper  compare  with  other 
types  of  consumer  credit  loans  ? 
Are  all  the  loan  documents  pre¬ 
pared  properly?  What  is  my  credit 
reject  ratio  and  how  may  I  improve 
it  ?  Are  you  bothered  with  any  serv¬ 
ice  complaints  from  my  customers? 
Do  any  of  my  customers  misunder¬ 
stand  the  terms  of  sale?  Is  there 
any  evidence  of  misrepresentation 
on  the  part  of  my  salesmen? 

Know  Your  Dealer 

In  financing  home  repairs  and 
improvements,  lenders  have  come  i 
to  recognize  the  phrase  “Know 
Your  Dealer”  as  the  key  to  a  suc¬ 
cessful  operation.  In  the  same  vein 
it  is  equally  important  that  you  in 
the  industry  (1)  “Know  your  prod¬ 
uct  and  its  manufacturer”  and  (2)  ; 
“Know  your  salesmen.” 


DEALERS  WANTED 


for  Exclushro  Torritorios  in  48  statoo 


Exclusive  territories  available  everywhere,  during  ex¬ 
pansion  to  nationwide  distribution.  Unusual  opportunity 
selling  fast-moving,  in-demand  item  to 
home  owners,  business. 
Big  dollar- volume 
sales  I  Big  profits! 
Act  today 
while  choice 
territories 
are  open  I 


STONt 


HHER 


origin-'  Pr..C-^ 


1.  EXCLUSIVE  FRANCHISE!  Enjoy  exclu¬ 
sive  selling  rights  in  territory  of  your  choice — 
no  "next-door”  competition! 

2.  YEAR-’ROUND  SALES— 12  months  a  year! 

3.  BIGGER  PROFITS!  Terrific  Profit  margin. 
Steady  sales!  Practically  no  servicing! 

4.  SMALL  INVENTORY!  No  wasted 
materials. 

5.  EASY  INSTALLATIONS !  Simple  to  a  pply 
as  tile — easy  for  even  novices!  Goes  over 

briclr,  weather-board,  everything! 

6.  TREMENDOUS  APPEAL!  Over 
$5,000,000.00  sales,  first  year  of 
business.  IrKreasing  ever  since. 
Protects,  insulates,  beautifies. 


Write,  Wire 
er  Phene  fer 
Cempiele  Details! 


saves  money,  increases 
comfort.  Guaranteed. 

\A  quality 
product! 


If  your  basic  product  is  faulty 
or  lacks  merit  you  cannot  enjoy 
success  in  your  business  even 
though  your  standards  of  work¬ 
manship  are  high  and  your  sales 
methods  sincere  and  ethical.  Some 
dealers  make  the  mistake  of  rely¬ 
ing  on  a  manufacturer’s  guarantee 
as  a  substitute  for  complete  knowl¬ 
edge  of  the  product.  Obviously  this 
is  dangerous  unless  the  dealer  has 
satisfied  himself  that  the  manufac¬ 
turer  has  the  reputation,  the  re¬ 
sources  and  integrity  to  fully  sup¬ 
port  such  guarantees. 

Turning  to  the  selection  of  sales 
personnel,  again  it  accomplishes 
nothing  to  set  theoretically  high 
standards  if  you  have  in  your  em¬ 
ploy  salesmen  who  will  resort  to 
(Continued  on  Page  222) 


NATIONAL  HEATHER  STONE,  INC.  b:^ 

2105  East  Gillingham  St.  ■  Phila.  24,  Pa. 

Phone:  DEIaware  6-5900 


C  A  b  I  F  0  R  N,  I  A  .  R  K  1)  W  O  ,0  D 


Band  Sawn-Premiuih  Quality 

You  may  use  the  experience  we  have  gained  over  many 
years  supplying  combination  window  and  door  manu¬ 
facturers.  Guaranteed  shipments  on  regular  schedules. 

Let  us  help  yon  solve  your  problems. 

Direct  MM  ShipmetUe  Only 


Jl)on  Jj.  Wallace,  3nc. 


(iuaidian  lllclu. 


WOoclwatd  .I-OSii: 


Detroit 
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THE  SENSATIONAL  ANDREA  TRI-WAY 
NOW  HAS  A  PROFIT  TWIN! 

THE  ANDREA  Tri-Way  with  the  newly  designed 

.  CURVED  FRAME  FOR  OVERLAP  AND  BLINDSTOP  OPENINGS. 
IDENTICAL  WITH  THE  ORIGINAL  ANDREA  TRI-WAY 
IN  CONSTRUCTION. 

*  All  Extruded  Aluminum  *  Rigid  Welded  Frame.  Fully  Self-Storing 

*  Screen  Action  in  All  Positions  *  Fully  Interlocked 

*  Stainless  Steel  Hardware  *  All  Aluminum  Screening.  Overlap  design 

ALL  ANDREA  QUALITY  WINDOWS  ARE  AVAILABLE  UNDER  THE 

FAMOUS  ANDREA  PREFABRICATION  KD  PLAN 

DESIGNED  TO  BOOST  PROFITS  FOR  THE  SMALL  DISTRIBUTOR 
CUTS  COSTS  50%  OF  OTHER  KD  OPERATIONS 


Mnnulndum',  ol  Aliiiiiinuni  (cmhiiwtion  Wiiulows  X  Dooi •• 


183  HORTON  AVENUE  •  LYNBROOK,  L.  I.,  N.  Y.  •  LYnbrook  3-8668 


Available  with  or  without  key 
locking.  Simple  three  Ke*  hoi® 
installation.  Adjustahle  to  door 
thickness.  Reversible.  Beautiful 
design  —  Extra  sturdy  stainless 
steel  bolts  and  case  with  pressure 
Available  as  a  unit  aluminum  handies. 

or  in  complete  kits  including  closer,  chain  and  hinges 


offers  you  the  best  Storm  and 

Screen  Door  Hardware! 


cUmcIoK,  and 


HINOES  N«.  ao  STORM  DOOR  aOSER  a  PROTECTOR 

wMi  cMii  UWIc«>»a. 

H  iwm  w^»lwwii«g.  lOyMrOvwmrtM. 


IDEAL  BRASS  WORKS,  Inc.  •  2soE.5tiiST.,sT.PAuii,MiNN. 


FHA  Financing 

(Continued  from  Page  221) 

any  of  the  countless  devices  based 
on  misrepresentation  and  deceit  to 
close  a  sale.  Thorough  investiga¬ 
tion  of  your  salesmen  prior  to  em¬ 
ployment  and  continued  close  su¬ 
pervision  afterward  will  go  far  to 
eliminate  this  hazard  to  your  busi¬ 
ness. 

Experience  has  proven  that  the 
practice  of  permitting  salesmen  to 
operate  without  fixed  or  controlled 
compensation  under  the  so-called 
“par  deal”  arrangement,  whereby 
they  are  allowed  to  seek  the  high¬ 
est  price  obtainable,  places  undue 
temptation  on  the  salesmen  and  is 
a  direct  incentive  to  irregular  prac¬ 
tices. 

Those  sales  plans  that  have  no 
regard  for  the  interest  of  the  home 
owner  must  be  outlawed  and  per¬ 
manently  destroyed.  Any  attempt 
to  compromise,  to  masquerade  a 
“cash  bonus  plan” — a  “model  house 
plan”  or  the  “par  deal”  under  some 
other  name — is  simply  cultivating 
a  cancerous  growth  that  will  reach 
the  very  core  of  the  home  improve¬ 
ment  industry. 

Definite  Steps 

It  is  not  enough  to  denounce  the 
evils  of  the  industry.  Instead,  defi¬ 
nite  steps  must  be  taken  by  the 
manufacturer,  the  supplier  as  well 
as  the  dealer.  While  the  following 
measures  are  not  advanced  as  a 
cure-all,  their  adoption  and  strict 
compliance  by  all  dealers  will  go 
far  in  establishing  a  better  indus-* 
try — a  better  Title  I  operation. 

1.  Refuse  to  permit  sales  mis¬ 
representation  of  any  kind, 
especially  as  practiced  in 
so-called  “model  house,” 
“par  deal”  or  “cash  bonus” 
sales  plans. 

2.  Refuse  to  hire  salesmen 
using  assumed  names  and 
verify  identification  papers 
in  every  case. 

3.  Give  the  home  owner-cus¬ 
tomer  a  complete  descrip¬ 
tion  and  itemization  of  the 
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Come  to  IRVINGTON 

with  your  requirements 

These  and  many  other  shapes  of  extruded  plastics  can  be  supplied  by 
Irvington  to  speed  up  your  glazing  operations,  and  reduce  your  costs. 

First  to  introduce  this  type  of  plastic  channeling,  now  a  proven 
product  —  largest  producer  in  the  field  —  Irvington  is  in  a  unique 
position  to  supply  the  requirements  of  both  manufacturers  and  dealers 
in  the  aluminum  window  industry.  Dies  are  already  availible  for  most 
of  the  commonly  used  shapes;  Irvington’s  own  die  shop  is  equipped  to 
tool  up  for  special  shapes  —  and  to  assist  in  engineering  their  design. 
Samples  and  technical  data  available  on  request. 


VARNISH  A  INSULATOR  COMPANY 

25  Arg>’le  Terrace,  Irvington  11,  New  Jersey 

Midwest  Representatives  for  window  channeling:  Horry  W.  Geb> 
hard,  5)29  West  Devon  Avenue,  Chicago  30,  Illinois;  Codilloc 
Plastics  Company,  15100  Second  Boulevord,  Detroit  3,  Michigon. 


For  prompt  quo¬ 
tation  send  us  a 
short  piece  of 
your  aluminum 
section  —  or  send 
blueprint  of  your 
requirements 


type,  kind  and  amount  of 
materials  (including  labor) 
in  the  job  together  with  a 
breakdown  of  cost.  Treat 
your  customer  as  you  would 
want  to  be  treated. 

4.  Refuse  to  issue  or  give 
guarantees  or  warranties 
that  cannot  be  fulfilled. 

5.  Refuse  to  do  business  with 
a  lending  institution  that 
continues  to  finance  the 
dealer  that  violates  the 
above  rules. 

Position  of  FHA 

In  order  that  there  be  no  doubt 
as  to  the  position  of  FHA,  it  may 
be  stated  that  FHA  will  never  stop 
in  its  effort  to  protect  and  to  ad¬ 
vance  the  interests  of  the  home 
owner.  FHA  will  never  abandon 
this  objective.  FHA  will  continue 
to  oppose  those  abuses  that  de¬ 
stroy  confidence  and  faith  but  in 
so  doing,  it  will  not  be  arbitrary 
and  will  not  confuse  intentional  de¬ 
ceit  and  fraud  with  sincere  effort 
to  do  right. 

It  is  well  to  remember  that  in 
today’s  money  market  the  home 
improvement  dollar  is  competing 
with  the  sale  of  autos,  televisions, 
appliances  and  many  other  attrac¬ 
tive  items.  While  there  are  no  signs 
at  the  moment  that  the  responsi¬ 
ble  home  improvement  dealer  can¬ 
not  obtain  financing,  there  is  indi¬ 
cation  that  the  seller’s  market  is 
turning  into  a  buyer’s  (lender’s) 
market. 

While  there  is  no  indication  at 
the  present  time  that  there  is  a 
shortage  of  home  repair  credit,  it 
is  conceivable  that  investment 
money  that  has  been  in  this  field 
in  the  past  may  find  more  attrac¬ 
tive  loans  elsewhere.  This  means 
that  the  lender  will  be  more  selec¬ 
tive  in  the  dealers  that  he  finances 
and  will  eliminate  the  business  that 
is  causing  high  credit  investiga¬ 
tion  costs,  excessive  collection  costs 
and  generally  unpopular  public  re¬ 
lations. 

While  home  improvement  dealers 
everywhere  are  called  upon  to  fight 
the  abuses  that  have  occurred  in 
the  past,  it  is  with  the  realization 


that  no  similar  group  ever  faced  a 
gi'eater  sales  opportunity.  Accu¬ 
mulated  needs  for  your  product 
have  piled  up  for  years.  The  battle 
against  obsolescence  and  deprecia¬ 
tion  has  no  ending.  In  the  past  ten 
years  nearly  7  million  new  1-4  fam¬ 
ily  homes  were  built.  All  of  these 
homes  are  coming  into  the  market 
for  a  hundred  maintenance  items 
while  many  face  the  larger  job  of 
finishing  off  an  additional  room, 
building  or  a  porch  or  adding  those 
features  that  were  omitted  under 


the  stress  of  post  war  demand. 

In  addition  to  exploring  the  mar¬ 
ket  opportunities  in  repair  and 
maintenance  work,  consider  also  the 
equally  attractive  possibilities  in 
the  current  program  involving  the 
rehabilitation  of  existing  slums  and 
the  restoration  of  sound  housing  in 
blighted  areas. 

The  market  ahead  for  the  home 
improvement  dealer  is  as  big  as  he 
wishes  to  make  it.  The  job  of 
giving  American  homes  a  better 
face  is  under  way. 
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(Continued  from  Page  88) 

ues  showed  a  slight  falling  off  in 
advertising,  the  strong  editorial 
content  and  dealer  acceptance 
made  the  mails  heavy  with  sub¬ 
scriptions  to  this  new  publication. 
We  knew  we  were  on  the  right 
track.  These  building  specialty 
dealers  needed  and  wanted  all 
kinds  of  information  and  would 
willingly  subscribe  to  a  publication 
to  get  it.  Fortunately,  in  one  year 
advertising  almost  doubled  and 
from  then  on  the  advertising  rev¬ 
enue  kept  creeping  up  and  up  until 
today  BUILDING  SPECIALTIES 
is  averaging  what  you  see,  well 
over  100  pages  of  advertising  per 
issue.  The  magazine  fortunately 
was  able  to  weather  several  bad 
periods  due  to  aluminum  short¬ 
ages. 


All  Metal  Interlocking 


EXIRUSWNS 


E-Z-ON  is  the  ideal  weatherstrip  to  sell 
the  do-it-yourself  trade  as  well  as  to  lum¬ 
bermen,  contractors  and  carpenters. 
Comes  packaged  in  sets  and  by  the  linear 
foot.  Easily  installed  inside  or  outside, 
without  removing  sashes.  Makes  a  per¬ 
manent  home  improvement  of  lasting  effi¬ 
ciency.  Priced  attractively  low,  yielding 
generous  profits.  Pits  all  standard  win¬ 
dows  and  doors.  Made  of  zinc  and  cop¬ 
per.  Nothing  to  wear  out  or  deteriorate. 
Sets  in  corrugated  cartons,  linear  feet 
packed  in  wooden  cases,  ready  to  ship. 
Promotion  literature  available. 

Write  for  illustrated  circular  and  whole¬ 
sale  v’rices. 

ROBERT  N.  BALTZ  and  COMPANY.  INC. 

1009  Harvard  Terrace,  Evanston  7,  III. 
Also  E-Z-ON  Caulking  and  Glazing 
Compounds 


This  issue  —  the  biggest  ever 
published  —  contains  over  200 
pages  of  advertising  and  about  75 
pages  of  editorial  matter. 

Subscriptions  have  steadily 
climbed  from  the  first  issue.  This 
past  year  the  number  of  subscrip¬ 
tions  obtained  in  the  first  four 
years  of  publication  has  doubled. 
Increasing  the  print  order  every 
month  hasn’t  helped  supply  the  de¬ 
mand,  for  a  week  after  publication 
it  seems  that  we  are  out  of  copies, 
having  sold  many  hundreds  at  the 
office  besides  filling  new  subscrip¬ 
tions. 

About  a  year  ago  to  indicate 
the  broad  field  it  covers,  the  title 
of  the  magazine  was  changed 
to  BUILDING  SPECIALTIES  & 
Home  Improvement  Dealer. 

It  is  very  gratifying  that  the 
reader  and  advertiser  looks  with 
such  favor  upon  our  efforts.  The 
field  is  dynamic  and  completely 
sales  minded.  So  we  can  say  that 
we  haven’t  even  scratched  the  sur¬ 
face  yet.  The  potential  market  for 
building  specialties  is  unlimited. 
Not  only  are  sales  increasing  for 
the  old  building  specialty  manufac- 


No  matter  how  good  your  storm  wimlew, 
your  customer  won’t  be  sirtisfled  unless  it 
seals  permanently  against  dust,  drafts, 
and  moistur- .  Detroit  Mocoid  can  give  you 
increased  customer  satisfaction  through 
a  BETTER  PROFILE  that  mokes  a  BETTER 
SEAL.  Mocoid  was  the  first  American  firm 
to  extrude  vinyl.  With  their  years  of  expe¬ 
rience,  combined  with  the  most  modern 
facilities  available,  Mocoid  can  design, 
compound,  and  extrude  your  profile  in 
any  length — in  any  degree  of  hardness, 
flexibility,  or  color.  Mocoid  will  send  you 
an  immediate  quotation  upon  receipt  of 
your  profile  sketch. 


Jarene  "B"  Vinyl  Plastic  —  the  ideal  insulator 
—  make  your  windows  REALLY  weather-tite. 
Seals  out  drafts,  dirt  and  rain. 

For  oil  windows— wood, 
steel  or  aluminum. 


Because  we  compound  the  materials  in 
our  own  plant,  we  wdf  mcorporote  a 
ekh  at  no  extra  cost.  — 


Specialists  in  custom  extrusions  for  over  25 
years.  Send  prints  for  quotation.  Samples  sent 
on  request. 
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turers,  but  new  products  and  new 
dealers  are  springing  up  in  every 
town,  city  and  hamlet  in  the  coun¬ 
try. 

The  success  of  BUILDING  SPE¬ 
CIALTIES  &  Home  Improvement 
Dealer  is  proportionate  to  the  suc¬ 
cess  of  manufacturers,  distribu¬ 
tors,  and  dealers  who  support  our 
publication. 

This  is  as  good  a  time  as  any 
to  thank  them  for  their  wonder¬ 
ful  cooperation.  And  to  pledge  that 
our  efforts  will  always  be  dedi¬ 
cated  to  making  BUILDING  SPE¬ 
CIALTIES  &  Home  Improvement 
Dealer  a  magazine  that  properly 
represents  the  industry’s  impor¬ 
tant  contribution  to  better  living 
standards. 


Specialty  Dealer 

'{Continued  from  Page  91) 

The  dealer’s  mechanics  or  instal¬ 
lation  personnel  are  trained. by  a 
crew  boss;  usually  the  mechanics 
are  men  chosen  because  of  their 
previous  experience  as  handymen, 
carpenters  or  sheet  metal  workers. 
In  addition  to  the  office,  most  deal¬ 
ers  find  it  necessary  to  have  a  small 
shop  or  other  work-assembling  area 
where  the  mechanics  can  plan  and 
prepare  various  products  for  each 
installation  job.  A  storage  room  or 
warehouse  completes  the  picture. 

Display 

Part  of  the  dealer’s  floor  space 
serves  as  a  show  room  where  prod¬ 
ucts  can  be  displayed  attractively 
for  “off-the-street”  trade.  Many 
sales  are  stimulated  in  this  way, 
particularly  if  the  dealer  is  located 
in  a  well-populated  or  busy  part  of 
his  city  or  town. 

It  is  interesting  to  note  that 
many  building  supply,  lumber  deal¬ 
ers  and  roofers  have  entered  the 
building  specialties  field.  In  such 
cases,  it  is  usual  to  set  up  a  sepa¬ 
rate  department  which  operates 
independently  and  sells  one  or  more 
products  using  the  same  sales 
{Continued  on  Page  226) 


ELLWOOD 


The 

ALUMINUM 

COMBINATION 

DOOR 

THAT  WILL  BUILD 
YOUR  SALES  VOLUME 

The  besl*  quality,  finest 
engineered  door  in  the  trade. 


if  Heavy  Corner  Construction 

if  Top  Quality  Latch 

if  Super  Heavy  Kick  Panel 

if  Storm  King  Door  Check 

if  Quick  Change  from  Glass  to  Screen 


if  Double  Locked  Inserts 
if  Simple  Bottom  Adjustment 
if  Stainless  Steel  Hinges 
if  Aluminum  Screen  Wire 
if  Competitively  Priced 


Your  salesmen  can't  miss  with  the  Ellwo'od  Door  ...  it  has  ■ 
everything  their  customers  want,  dozens  of  sale-closing  fea¬ 
tures. 


MAIL  THE  COUPON  TODAY 


THE 

ELLWOOD 

ALUMINUM  DOOR  CO.,  INC. 
Ellwood  City,  Penno. 
Phone  2755 


INDUSTRIAL 

SCREW  COMPANY 

711  WEST  LAKE  STREET,  CHICAGO  6,  ILL. 

DEorborn  2-7380 

/uiA  iefuted  8  Itecoifde: 

1.  We  specialize  in  standard  and  special  fasteners  for  the  COMBINATION 
STORM  DOOR  and  WINDOW  INDUSTRY  in  steel,  brass,  aluminum 
and  stainless  steel  .  .  .  with  slotted  and  Phillips  heads. 

2.  We  know  your  problems,  and  therefore  can  serve  you  better. 

3.  We  stress  quality,  and  therefore  can  offer  you  better  products. 

^04,  044A  Catalog  fuul  IUb  cuLbueAl  ou^  BhomoU 
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Seen  r  it  ij 

STORM-LOK 

for  Combination  Aluminum  and  Wood  Screen  Doors 


Exclusive! 

FINGfR-TOUCH, 
POSITIVE-ACTION, 
PUSH-PUU  LATCH 
-INSURES  S,«ril, 
from  fh«  ifwid«l 

SWIVEL-KNOB 
SPINS  FREELY 
WHEN  KEY  IS 
TURNED 

-INSURES  $,ciinl, 
From  tho  eutwdol 


Htrc'i  th«  modern  lock  rhot't  taking  the  entire  country  by  itorm!  It'* 
PRE-ASSEMBLEO  AT  THE  FACTORY  —  ready  tor  immediate  inUallation 
at  o  complete  unit,  into  oluminum  storm  doors  and  wood  screen  doors. 
It's  the  only  "key-'n-knob"  storm  and  screen  door  lock  in  the  industryl 

5  MINUTE  INSTALLATION  SAVES  TIME- 
’ SAVES  MONEY -SAVES  LABOR 

STORM-LOK  oliminotos  osewtehoons,  mertiting  of  doors  ond 
drillinf  of  plotos.  All  that  is  required  is  to  bore  one  1*4"  hole  — insert 
STORM-lOK  -  tighten  two  screws  -  INSTALLATION  IS  COMPLETEI  Pre- 
alignment  of  holes  eliminates  "binding"  or  stuck-fost  locks.  Mokes  o 
perfect  replocement  for  existing  pull-lotches. 

SJORM’LOK  IS  MADE  TO  LAST- 
PRICED  TO  SELL  EAST! 

It's  designed  for  beauty  and  utility  and  is  sold  with  a  Life-time  Guorontee. 
STORM-LOK  is  smartly  finished  in  Aluminum,  Brass  or  Chromium  and 
comes  to  you  individually  packaged  with  3  keys. 

Alto  made  in  a  tpecial  model  to  fit  Jaloutie  doert 


WIRE  -  WRITE  -  PHONE 
ULster  4-2600 


SECURITY  STORM  LOCK  ft  HARDWARE  CORP. 


559  McDonold  Avenue 
Brooklyn  18,  N  Y 


Specialty  Dealer 

(Contintied  from  Page  225) 
methods  as  building  specialty 
dealers. 

In  regard  to  the  diversity  of 
products  handled,  it  is  one  of  the 
oddities  of  the  specialty  business 
that  it  overlaps  so  many  other 
fields.  This  explains  why  the  com¬ 
pany  names  of  so  many  dealers  do 
not  convey  the  full  extent  of  their 
activities.  The  “Smith  Coal  and 
Fuel  Supply  Co.,”  for  example,  may 


do  a  fine  job  of  selling  combination 
windows.  Another  company,  “Jones 
Home  Improvement  Products,  Inc.,” 
may  sell  only  storm  windows  and 
doors,  while  a  third  organization 
— “The  Doe  Roofing  and  Siding 
Co.” — may  specialize  in  selling  cus¬ 
tom  kitchens,  combination  window 
and  doors,  Venetian  blinds,  room 
air  conditioners  and  plastic  tile. 

Some  dealers  specialize  in  one  or 
two  items.  The  majority,  however 
— estimated  to  be  as  much  as  85% 


— sell  three  or  more  products.  These 
three  or  more  products  are  fre¬ 
quently  unrelated,  but  there  are 
good  practical  reasons  why  dealers 
choose  them.  First,  some  specialty 
products  are  seasonal  and  sell  bet¬ 
ter  at  certain  times  of  the  year. 
Dealers,  of  course,  want  to  keep 
their  sales  forces  active  through¬ 
out  the  year,  not  seasonally,  and 
so  choose  products  which  will  sell 
constantly.  If  sales  on  one  item 
normally  drop  off  during  the  sum¬ 
mer,  for  example,  the  dealer  is 
ready  to  concentrate  on  another 
that  will  keep  business  and  profits 
mounting. 

Similar  Functions 

Second,  there  are  products  with 
similar  functions  for  combination 
sales.  A  company  selling  oil  burn¬ 
ers,  for  instance,  will  find  it  po¬ 
tentially  profitable  to  sell  rock  wool 
insulation  and  storm  windows — 
two  products  which  conserve  heat. 

Third,  a  number  of  specialty 
products  can  be  sold  in  combination 
because  they  are  used  together  in 
a  certain  part  of  the  home.  A  sim¬ 
ple  example  of  this  is  the  dealer 
who  sells  custom  kitchens;  to  in¬ 
crease  profits,  he  can  also  sell  and 
install  rubber  tile  for  kitchen  floors, 
kitchen  fans,  or  plastic  tile  for 
walls. 

Variety 

Fourth,  a  good  variety  of  prod¬ 
ucts  usually  means  more  opportu¬ 
nities  for  sales  in  general.  The 
salesman  who  calls  at  a  home  to 
sell  storm  windows  may,  if  his  cus¬ 
tomer  isn’t  interested,  find  an  op¬ 
portunity  to  sell  another  kind  of 
home  improvement  product. 

Dt'or-to-door  s  oiling  and  installa¬ 
tion  service  are  not  the  only  char¬ 
acteristics  which  distinguish  the 
specialty  dealer  from  other  busi¬ 
nessmen  in  the  building  equipment 
field.  He  is  unusual  in  his  skillful 
use  of  consumer  advertising  and 
promotion.  Although  his  budget 
may  be  limited,  he  employs  every 
possible  method  of  reaching  and 
attracting  customers,  using  direct 
mail,  classified  telephone  directory 
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SCREENS 

BY 

DENISON 


advertising,  telephone  solicitation, 
radio,  television  and  newspaper  ad¬ 
vertising. 

To  sum  up,  the  one  primary 
characteristic  which  makes  the 
building  specialty  dealer  different 
and  successful  is  not  what  he  sells, 
but  how  he  sells  it. 


Making  Glass 

(Contimied  from  Page  94) 

superior  glazing  quality,  and  “B” 
quality  is  suitable  for  general  glaz¬ 
ing  purposes.  There  is  a  double 
strength  “greenhouse”  glass  suit¬ 
able  for  that  special  purpose  in 
somewhat  limited  sizes. 

Single  strength  glass,  identified 
by  a  red  label,  is  .085  to  .100  inches 
thick  and  weighs  about  19.5  ounces 
per  square  foot.  The  maximum 
suggested  size  is  90  united  inches 
“United  inches”  means  the  sum  of 
width  plus  length. 

Double  strength,  marked  with 
blue  label,  is  .115  to  .133  inches 
thick  and  weighs  approximately  26 
ounces  to  the  square  foot.  Maxi¬ 
mum  size  suggested  is  120  united 
inches. 

Heavy  Sheet 

Heavy  Sheet  or  Heavy  Window 
glass  is  made  in  the  three  qualities 
and  three  thicknesses — 3/16,  7/32 
and  l^-inch.  These  weigh  respec¬ 
tively  40,  45  and  52  ounces  per 
square  foot. 

Then  there  are  three  weights  of 
Picture  Glass  in  the  three  standard 
qualities,  all  with  maximum  sug¬ 
gested  size  of  60  united  inches. 
These  thicknesses  are  19  to  23 
lights  per  inch,  15-17  lights  per 
inch,  and  12  to  14  lights  to  stack 
up  to  an  inch  in  thickness. 

Packaging  and  shipment  is  an 
important  factor  in  getting  high 
quality  glass  to  the  job.  Window 
glass  in  single  and  double  strength 
is  packed  in  boxes  of  50  square  feet 
quantity  in  sizes  up  to  80  united 
inches  and  100-foot  boxes  for  larg¬ 
er  sizes.  Boxes  are  of  plywood  or 
wood.  Pallet  cases  are  used  for 


Here's  Where  II  Counts! 

Jf 

Every  Screen  Guaranteed 

*  Every  Strand  in  Line 

*  Perfect  Mitres 

- ► 

*  No  Bows 

*  No  Waves 

*  Wire  Drum  Tight 

- ► 

Our  28  years  of  screening  experience 
guarantee  you  the  finest  screens  your 
money  can  buy.  Every  job  you  sell  is 
a  good  one.  No  call  backs,  no  apologies. 

Our  mechanics  are  all  former  top  me¬ 
chanics  of  Orange  Screen  Co.  Our 
screening  is  the  finest:  N.  Y.  Wire  Cloth 
Co.'s  "Aldura  Wire".  Our  screens  and 
sash  are  guaranteed  to  be  the  best  on 
the  market. 


< - - * 


Screens  and  Sash  for 

•  Jaluusius 

•  Metal  Oaienent  Windows 

•  Double  Hunt  Windows 

(Metal  or  wood) 

•  Porches 


Some  Distributorships  Still  Available 

Write  Today  For  Price  List 

Denison  Fabricating  Co. 

78  Main  St.  ORange  6-0333  East  Orange,  N.  J. 


larger  sizes  when  requested.  Pic¬ 
ture  ghxss  comes  in  cases  contain¬ 
ing  50  or  100  square  feet — thinner 
glass  in  50  square  foot  cases.  Heavy 
sheet  glass  is  packed  also  in  cases 
holding  either  50  or  100  square 
foot  quantity  depending  on  sizes. 

With  the  recent  development  of 
heat  absorbing  glass,  glass  which 
will  transmit  certain  rays  or  bar 
the  passage  of  other  rays,  and  the 
special  treatment  of  glass  with 
coatings  which  will  control  light, 


reflections,  cr  carry  electric  cur¬ 
rent,  the  engineer  or  architect  may 
write  specifications  to  sohre  many 
types  of  lighting  conditions. 

Glass  technologists  have  aided 
the  builders  and  users  of  glass  by 
providing  him  with  accurate  data. 
For  example,  single  strength  win¬ 
dow  glass  transmits  76 j6  per  cent 
of  ultraviolet  light,  90.8  per  cent 
of  average  daylight,  and  87.3  per 
cent  of  total  solar  radiation. 

(Continued  on  Page  228) 
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Dustite 

GASKET 


Making  Glass 

{Continued  from  Page  227) 


Our  low  priced 

LIBERTY "  STORM  DOOR  CHAINS 
and  Ollier  LIBERTY  PRODUCH 

will  increase  your  sales. 


PRODUCTS 


Heat  absorbing  sheet  glass,  for 
instance,  reduces  solar  radiation 
transmission  by  nearly  half  and 
still  transmits  a  high  percentage 
of  total  average  daylight. 

Patterned  glass  is  cast  much  like 
plate  glass  with  the  molten  glass 
passing  between  rolls  on  which  a 
design  is  engraved.  It  is  used  in 
many  places  where  light  is  desired 
but  privacy  is  a  consideration. 
Sometimes  a  beautiful  patterned 
glass  is  used  to  exclude  an  undesir¬ 
able  view  or  to  borrow  light  from 
an  adjoining  room.  Patterned  glass 
is  also  subject  to  satinal,  frosted, 
sand-blasted  and  textured  finishes 
for  decorative  purposes  or  light 
control.  It  may  be  heat-strength¬ 
ened  and  bent  for  certain  specified 
uses. 


PROFITS 


TWO  HOME  VENTILATORS 
Cornice  Ventilators  for  better  attic 
circulation.  Reduce  excess  heat  in 
summer — better  circulation  in  winter. 
Easily  installed  in  two-inch  holes. 
Sturdy  cast  aluminum.  Fine  mesh 
copper  insect  screens. 


Damp-Vents  press  into  hole  in  outer  side  walls. 
AAakes  house  breathe.  Reduces  moisture  content 
of  inner  walls.  Preserves  point,  prevents  wood  rot. 
Tenite  Plastic  or  aluminum  with  copper  insect  screen 
and  rain  block.  Lost  a  housetime. 


No.  121 

with  one  Compression 
Spring  and  S  Hook 


with  two  Springs 


HERE  IS  YOUR  INTRODUCTORY  OFFER! 


Give  this  order  to  your  iobber  or  send  direct  to 
Damp-Vent  Co.  if  he  cannot  supply  you. 

YOU  SELL  THIS  SPECIAL  OFFER  FOR _  $45.25 

1  box  of  so  Tenite  Damp-Vents,  1  box  of 
50  aluminum  Damp-Vents.  1  box  of  24 
Cornice  Ventilators  for  only  (YOUR  COST)  $28.48 

Your  PROFIT  on  your  first  order .  $16.77 

Plus  FREE  advertising  material 


Ask  your  jobber  for  prices 
and  samples  or  contact  us  directly. 


LIBERTY  HARDWARE  MFC.  CORP. 

Mfrs.  of  Window  Builders'  ft  Cabinet  Hardware 
44-39  Purvis  St.,  Long  Island  City,  N.  Y. 
STillwell  4-5940 


Heat  Absorbing  Glass 


P.O.  BOX  203P 
BETTENDORF.  IQWA 


Heat  absorbing  glass,  patterned 
glass  and  heavy  sheet  glass  all  are 
becoming  popular  in  jalousies. 

Not  many  years  ago  when  the 
jalousie,  a  special  type  of  ventilat¬ 
ing  window,  was  a  newcomer  in  the 
southeastern  states,  glass  men  used 
some  of  the  narrow  strips  derived 
from  other  cutting  operations  for 
the  making  of  jalousies.  But  so 
popular  has  this  from  of  window 
now  become  that  a  considerable 
portion  of  glass  is  being  specially 
cut  for  jalousies.  Special  edge 
grinding  is  done  on  the  glass  units 
for  jalousies. 

One  manufacturer’s  representa¬ 
tive  estimates  that  20  per  cent  of 
patterned  glass  is  now  going  into 
the  jalousie  market. 

About  five  years  ago  Stuyvesant 
Town  in  New  York  was  built  at  a 
cost  of  $90  million  to  house  25,000 
persons — 8,755  families.  There  are 
35  buildings  12  and  13  stories  high. 
The  glazing  required  more  than 
242,000  panes  of  window  glass  but 
that  required  just  a  little  more 
than  a  day’s  run  from  the  Charles¬ 
ton,  W.  Va.,  plant  of  LOF. 


AGGRESSIVE 

TERRITORIAL 

DISTRIBUTORS 


For  Metal 
Cosemeiit 
Windows 


Th«  Dvftitc  goikvt  it  designed  with  on  extruded  plastic  seol- 
•"9  Iv.  *0  keep  metal  casement  windows  OUST  TIGHT,  STORM 
TIGHT,  DRAFT  TIGHT,  RAIN  TIGHT,  and  WIND  TIGHT  Easy 
to  install. 

In  Summer  DUSTITE  seals  oufside  heat  from  air 
conditioned  homes. 


Responsible  firm  or  party 
to  associate  with  manufacturer 
of  nationally  advertised  five 
foot  recessed,  aluminum  glass 
tub  enclosure. 

Nominal  ‘  investment  ^  pro¬ 
tected  by  merchandise.  All 
replies  held  in  strict  con¬ 
fidence. 


Excellent  for  use  in  control  of  condensation 
where  storm  windows  are  used.  A  small  ad  in 
your  local  paper  will  cutoniatically  bring  pros¬ 
pects  for  storm  windows  into  your  sales  room 
without  canvassing.  Dustite  Gasket  is  a  real 
traffic  builder  and  prospect  finder  for  storm 
windows  and  all  home  improvement  items.  Sold 
under  ten-day  money  back  guarantee. 


BOX  410 

BUILDING  SPECIALTIES 


DUSTITE 

PRODUCTS  COMPANY 

6  CANTER8URY  DR.  •  DAYTON  9.  OHIO 


425  Fourth  Avenue 
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Growth  of  demand  for  glass  has 
not  come  about  accidentally.  In  re¬ 
cent  years  there  has  been  a  trend 
towards  the  larger  use  of  glass  in 
motor  cars,  homes,  and  all  types 
of  public  buildings. 

Fuel  shortages  which  were  evi¬ 
dent  at  the  time  of  World  War  II 
and  rising  costs  of  various  fuels 
since  then  have  emphasized  the 
value  of  storm  sash  in  insulating 
windows.  Libby-Owens-Ford  put 
on  a  special  promotional  campaign 
to  educate  Americans  to  the  use 
of  storm  windows  and  this  has 
stimulated  interest  not  only  in 
double  glazing  but  in  general  in¬ 
sulation,  and  now  is  bringing  a 
consciousness  of  the  value  of  air- 
conditioning  of  homes  for  all  year 
comfort.  Double-glazing  plays  an 
important  role  in  excluding  heat  in 
summer  as  well  as  trapping  warmth 
in  winter. 

LOF’s  annual  output  of  window 
glass  is  enough  to  cut  into  20  mil¬ 
lion  average-sized  home  windows. 
It  is  marketed  through  independ¬ 
ent  distributors  well  located  in  all 
parts  of  the  United  States  so  that 
warehouse  stocks  are  available  for 
prompt  delivery. 

Asbestos  Siding 

iContivued  from  Page  100) 

and  such  structures  as  churches, 
schools  and  farm  service  buildings. 
Applied  to  an  aging  building  with 
worn  siding,  it  effects  a  remark¬ 
able  transformation,  lending  new 
beauty  and  structural  soundness. 
The  material  can  be  put  on  quickly 
over  existing  wood  shingles,  clap¬ 
boards  or  stucco. 

Throughout  the  country,  build¬ 
ing  specialty  contractors  have 
turned  hundreds  of  thousands  of 
old  houses,  often  eyesores,  into 
beautiful  and  gracious  “new” 
homes.  The  material  has  no  limi¬ 
tation  as  to  style  or  size  of  dwell¬ 
ing,  nor  to  geographical  location. 

Having  gained  widespread  ac¬ 
ceptance  due  to  its  performance  on 
(Continued  on  Page  230) 


marriage 

proposal 


New  Winsulife 
Model  A-9  Three 
Track  Sform  Window 
and  Screen  Sash. 


Your  hands  are  all  you  need 


to  assemble  KD  units! 


Let's  get  married,  business-wise  —  and  build  a 
beautiful  relationship  for  mutual  profit  and 
gain  I  We're  proposing  to  you;  take  on  the 
WINSULITE  dealership  for  the  new  A-9  Three 
Track  Aluminum  Storm  Windows.  You'll  enjoy 
greater  volume,  higher  profits,  cleaner,  service- 
free  soles  I  You'll  be  backed  100%  by  WIN- 
SULITE'S  alert  dealer  aid  program — newspaper 
mats,  field  service,  advertising  literature!  Write, 
or  give  us  a  "ring"  for  details  of  our 

Special  Discount-Incentive  Plan 
For  New  Dealers!  Write  for  Details! 


Advertising  Mats!  Dealer  Aids! 
Technical  Field  Service! 


WINSULITE  MFG.  CO. 

721  N.  Central  Ave.  Dept.  BS 
Baltimore  2,  Maryland 
Gentlemen; 

I'll  listen  to  your  "proposal", 
details. 

Name  . 

Address  . 


A-9 


Send  me 


City . Stote . 

Winsulite  Mfg.  Co.,  Balto.  2,  Md.  Eastern  7-6867 


AfcumcfUaie 
3bao^  Quilled. 


Protection  and  beauty  that  is  distinctly  in¬ 
dividual.  You  lock  the  name  of  sliding  let¬ 
ters  and  numerals  permanently  into  ploce  in 
a  matter  of  minutes.  Only  one  size  to  stock. 
Fits  all  30"  doors.  Simply  cut  off  ends  for 
narrower  sizes.  Available  also  with  scrolls  on 
top  bar  only  or  plain,  without  scrolls.  Write: 


HEmlock  2709 

DUNCAN-MORRIS  CO. 

40  N.  Volloy  St. 
AKRON  3,  OHIO 
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SALESMAN 


To  represent  manofocturer  of  aluminum  combination  windows 
and  doors  in  the  eastern  market. 

We  want  a  man  with  solid  experience  in  the  specialty  selling  field. 
He  will  set  up  new  distributors  and  dealers,  and  also  call  on  our  present 
distributors.  We  make  the  nation’s  most  complete  line  of  top*quality 
aluminum  combination  windows  and  doors,  including  fast>selling  sensa¬ 
tion  of  the  industry,  our  amazing  3  track  window  with  VELGLIDE 
ACTION.  In  addition  this  complete  line  includes  all  types  of  combi¬ 
nation  windows  and  doors,  screens,  and  screened  porch  enclosures. 

Our  products  are  nationally  advertised  and  carry  the  Good  Housekeeping 
Seal  of  Approval.  If  you  qualify,  you  will  assure  yourself  of  a  bright, 
permanent  future  with  a  sound,  progressive  firm.  Excellent  salary  plus 
commissions  and  travel  expenses. 

• 

If  interested,  send  full  particulars  to  our  Eastern  Plant  at  105  State 
Street,  Paterson,  N.  J. 

Home  Office:  Alumafk  Corporafion  of  America 

2081  S.  56th  Street 
Milwaukee  14,  Wise. 


GRACEFUL  -  STURDY 

DOOR  GRILLES 

FINEST  WORKMANSHIP 


$  -  ECONOMICALLY  PRICED  -  $ 


HEAT  TREATED 

ALUMINUM  EXTRUSIONS 
with 

EXTRA  HEAVY  BARS 
Reflectorixed  Aluminum 

INITIALS 

Ask  for  Special  Prices 


Immediate  Delivery 

I - ( 

,  JASON  ALUMINUM  SPECIALTIES 
I  COMPANY-— 115  Market  Street 
f  Youngstown,  Ohio 


Please  send  iis  information  and 
price  list. 

□  Dealer  □  Distributor  □  Mfg.  Rep. 
Firm. 


I  Address. 

I  City- 
I _ 


_ State.. 


Fully  Guoronteed 


Asbestos  Siding 

{Continiied  from  Page  229) 

old  buildings,  asbestos  siding  now 
is  being  utilized  more  and  more 
extensively  for  new  structures  as 
well.  There  it  is  nailed  directly  over 
wood  sheathing,  or  attached  se¬ 
curely  to  gypsum  or  insulating 
board  sheathing  over  furring  strips 
or  by  means  of  special  fasteners. 

Continued  research,  resulting  in 
the  introduction  of  the  siding  in  an 
array  of  attractive  new  colors,  tex¬ 
tures  and  styles,  has  operated  to 
create  an  increasingly  strong  de¬ 
mand  for  the  product  both  for 
modernization  and  new  construc¬ 
tion. 


Architects’  Use 

Architects  point  out  that  the 
attractiveness  of  the  siding  enables 
them  to  achieve  effects  heretofore 
impossible  with  other  materials.  It 
can  be  used  for  the  entire  sidewall 
area  of  a  structure  or  can  be  em¬ 
ployed  in  conjunction  with  other 
exterior  covering.  In  many  homes, 
for  example,  it  is  used  in  combina¬ 
tion  with  brick  to  obtain  a  balance 
of  mass.  Sometimes  it  is  used  in 
conjunction  with  stone  to  further 
the  impression  of  massiveness. 

A  factor  highly  favorable  to  the 
building  specialty  contractor  inter¬ 
ested  in  boosting  his  sales  volume 
is  the  sharpened  public  preference 
for  more  color  in  home  exteriors. 
The  wide  variety  of  pleasing  hues 
in  which  asbestos  siding  is  pro¬ 
duced  permits  him  to  offer  a  mod¬ 
ern  material  that  is  up  to  the  min¬ 
ute  from  a  styling  point  of  view. 
As  a  matter  of  fact,  introduction 
of  these  colored  sidings  actually 
has  played  a  major  role  in  devel¬ 
opment  of  the  pronounced  trend 
toward  colored  exteriors. 

Contractors  can  present  pros¬ 
pects  with  a  choice  of  green,  brown, 
ivory,  buff  and  varying  shades  of 
gray.  Solid  or  blending  tones  are 
available.  Customers  who  favor  the 
ever  popular  white  also  can  be  ac¬ 
commodated  readily,  since  white 
asbestos  siding  still  is  produced  in 
large  volume. 
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The  material  also  gives  the  con¬ 
tractor  a  strong  selling  point  in  the 
various  types  offered.  In  one  style, 
for  example,  the  exposed  surface 
is  textured  in  wood  grain  or  tapered 
line  designs.  The  other  has  a 
smooth  surface.  Both  types  are 
available  with  either  straight  or 
wavy  exposed  butt  lines.  Addition¬ 
ally,  the  textured  units  can  be  ob¬ 
tained  with  staggered  butt  lines 
which  give  them  the  appearance 
of  shingles  applied  in  the  thatch 
method. 

Aside  from  appearance,  of  course, 
are  the  all-important  advantages 
of  permanence,  fire-safety,  weath¬ 
ertightness  and  low  upkeep.  On 
these  the  contractor  can  “bear 
down  hard,”  for  they  represent 
qualities  which  every  home  owner 
desires  in  a  siding  material. 

Liong  term  economy  can  be  em¬ 
phasized  with  special  forcefulness. 
The  prospect  can  be  shown  in  black 
and  white  how  asbestos  siding  will 
pay  for  itself  in  a  few  years 
through  savings  gained  by  elimi¬ 
nation  of  periodic  'painting.  This 
argument  alone  goes  a  long  way 
toward  melting  sales  resistance. 
Combined  with  the  others,  it  pro¬ 
vides  a  sales  story  which  hundreds 
of  thousands  of  home  owners  are 
finding  irresistible. 

InsulaHng  Siding 

(Continued  from  Page  100) 

This  is  done  by  a  machine  which 
resembles  a  printing  press.  The 
granules  are  natural  colored  stones 
and  baked  or  fired  clays  broken  into 
tiny  particles. 

They  are  embossed  on  the  sur¬ 
faces  of  the  asphalt  coated  panels 
in  such  a  manner  as  to  present  de¬ 
signs  in  brick,  stone,  and  shingles. 
Colors  are  carefully  blended.  In¬ 
sulating  Siding  is  available  in  a 
number  of  colors  and  shades  in 
each  of  the  basic  designs. 

The  asphalt  coating  on  the  face 
of  the  panel  has  yet  another  pur¬ 
pose.  The  manufacturing  process 
is  such  that  there  is  an  asphalt 

(Continued  on  Page  232) 


When  you  want  QUALITY  windows 

You  Can’t  Beat  Redwood 

Check  these  proven  facts: 

1.  REDWOOD  is  one  of  the  world’s 
finest  insulators! 

2.  Heat  flows  thru  steel  260  times  as 
fast  as  thru  REDWOOD! 

3.  Heat  flows  thru  aluminum  1160 
times  as  fast  as  thru  REDWOOD ! 

4.  REDWOOD  used  by  the  CAMP- 
BELL  SASH  WORKS  shows  less 
shrinkage  and  swelling  than  con¬ 
crete! 

5.  REDWOOD,  —  even  under  condi* 
tions  that  favor  decay,  —  is  one 
of  the  world’s  most  durable 
woods! 

6.  REDWOOD  DEALERS  show  a  * 
greater  percentage  of  proflt  per 
dollar  of  merchandise  sold. 

CAMPBELL’S  Redwood  Combination  Windows  are  the 
finest  quality  obtainable. 

TIE  CAMPBELL  SASH  WORKS 

2409  WILSON  AVENUE  CAMPBELL,  OHIO 

Phone:  52615 


KEYSTONE  AlumUtum.  SIDING 

TOSEU 

ON  YOUR  FIRST  CAU! 

A  K  -  A  -  L  U 


CORPORATION 

Eastern  Distributor 
Bigelow  8-1475 


OF  AMERICA 

207  Clinton  Avenue 
Newark  2,  New  Jersey 


6t  Home  Improvement  Dealer 
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Manufacturers 
Of  Aluminum 
Storm  Sash 

Work  from  lineal  feet  and  save  $  $  $ 
on  every  installation  on  K.  D.  unit 
you  manufacture  and  distribute. 

•  IMMEDIATE  DELIVERY 

•  QUALITY  MATERIAL 

•  EFFICIENT  SERVICE 

Dealers 

Distributors 

Fine  midwestern  territories  still 
available  .  .  .  but  ACT  NOW 
TIME  IS  IMPORTANT 

•  FINEST  WORKMANSHIP 

•  EASY  INSTALLATION 

•  FAST  ASSEMBLY 
Write  Today  to: 

Aluma  Seal  Industries 

1123  Milwaukee  Ave. 
Chicago,  III. 

Dickens  2-1052 


TjjixatOjt 


'*No  Alighting" 

MAN  MADE  PORCUPINE 


I  ENDS  BIRD  SPATTER: 

As  a  porcupine  keeps  human  be-  * 
ings  away  so  NIXALITE  installed  < 
on  building  ledges,  signs,  cables  < 
and  other  places  pigeons  or  star-  \ 
lings  land  or  roost  keeps  the  birds  * 
away.  *  < 

Write  for  illustrated  "Know  How"  ] 

Monufoefurud  by  ^ 

NIXALITE  COMPANY  ; 
OF  AMERICA 

115-119  WEST  THIRD  STREET  ! 
DAVENPORT,  IOWA,  U.S.A.  < 


Insulating  Siding 

{Continued  from  Page  231) 

bead  along  the  course  or  shadow 
lines  which  divide  the  panel  into  its 
particular  design.  This  forms  a 
perfect  base  for  nailing.  Special 
asphalt  coated  nails  are  used,  and 
when  driven  into  the  asphalt  along 
the  course  or  shadow’  lines,  they 
form  a  tight  seal.  From  the  appear¬ 
ance  standpoint  they  become  nearly 
invisible. 

When  we  get  all  through  we 
have  a  siding  material  that  is  faced 
with  mineral  granules,  weather¬ 
proofed  with  asphalt,  and  high  in 
insulation  value. 

Different  Jobs 

Insulating  Siding  does  a  number 
of  different  jobs  all  at  once.  The 
biggest  things  are: 

It  w'ill  modernize  a  building.  It 
will  give  it  extra  insulation.  It  will 
do  this  relatively  cheaply  and  last¬ 
ingly. 

By  the  simple  process  of  apply¬ 
ing  Insulating  Siding  to  a  building 
you  can  achieve  beauty  .  .  .  added 
comfort  .  .  .  economy  .  .  .  reduced 
maintenance  .  .  .  weatherproofing 
.  .  .  and  greater  strength. 

Old  weatherbeaten  surfaces  can 
be  made  new'  looking  with  the  pleas¬ 
ing  designs  and  colors  available. 
What’s  more  this  beauty  is  lasting, 
and  stays  clean  and  neat  because 
of  its  rough  textured  surface.  It 
needs  no  further  attention!  which 
means  the  elimination  of  painting 
and  other  maintenance  problems  on 
those  surfaces  covered. 

Because  Insulating  Siding,  as  the 
name  implies,  is  basically  an  in¬ 
sulation  product  w’ith  a  tough, 
wear-resistant  face,  it  means  added 
comfort  and  economies.  Heat  losses 
in  the  winter  and  heat  penetration 
in  the  summer  are  reduced.  Biting, 
coal-eating  winter  winds  are  kept 
out. 

Another  comfort  advantage  is 
the  ability  of  Insulating  Siding  to 
subdue  outside  noises.  The  millions 
of  tiny  air  cells  in  each  panel  which 
give  it  insulation  value  also  help 
absorb  noises. 


CADILLAC... 

THE  WINDOW  THAT  HAS  INCREASED 
SALES  AND  PROFITS 
,  FOR  DEALERS 
EVERYWHERE!! 


THEALL-NEW  ' 

TRIPLE-TRACK 

ALUMINUM 

COMBINATION 

SCREEN 

AND 

STORM 

WINDOWS 

•rtAM  HAM 


Th#  most  "fallied-of"  window  in  tho  in. 
duitry  foday  .  .  .  with  mora  advancad 
faahirai  than  any  ofhar  storm  sash  on  tha 
marltet.  Truly  tha  "monarch  of  tham  aH." 
Constructed  entirely  of  top  quality  alu¬ 
minum  astrusions,  this  Is  tha  one  saK- 
storing  window  made  to  tell  on  a  com. 
petitiva  basis  any  season  of  tha  year  . . . 

at  a  profit  to  you.  Don't  delay  . . .  join 

the  family  of  CADILLAC  dealers  todsiy. 

INQUIRIES  INVITED 
FROM  ESTABLISHED 
DEALERS  &  DISTRIBUTORS 

Nationally  Oiatribntti  by 

JERITH  SALES  CO. 


JERITH  MANUFACTURING  COjnc 

2025  E.  BOSTON  ST.,  PHILADELPHIA  25,  PA 

GArfield  3-1407 


KENBERN 
I  COMBINATION  ALUMINUM 
STORM  DOORS 

A  product  well  known  to  all  the 
better  dealers. 

This  name  KENBERN  on  the  prod¬ 
uct  you  sell,  represents  the  best  in 
good  engineering  and  craftsman¬ 
ship.  Prices  ore  always  in  line  with 
any  comparable  merchandise. 

Due  to  increase  in  procurement  of 
Aluminum  Extrusions,  we  are  again 
in  position  to  supply  a  few  distribu¬ 
tors  in  territories  not  olreody 
covered. 

tf  interested,  please  supply  infor¬ 
mation  relative  to  quantities  you 
I  purchase,  and  territory  covered. 

No  K.  D.'s 

Kenbern  Aluminum  Products 
Weyl  &  Gahagan,  Mfgrs. 

6640  Hamilton  Avenue 
Pittsburgh  6,  Pa. 
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Insulating  Siding  when  properly  , 
applied  is  there  to  stay  for  the  life  ! 
of  the  building.  It  needs  no  further  I 
maintenance. 

The  rigid  insulation  board  has  j 
an  important  effect  in  strengthen-  i 
ing  walls  to  w'hich  it  is  applied.  The 
large  panels  act  as  a  new  skin  to 
tie  other  elements  in  the  wall  to¬ 
gether.  It  protects  wood  surfaces 
covered  by  it  from  deterioration. 
Unpainted  surfaces,  which  it  left 
exposed  would  rot  and  decay,  are 
kept  dry  and  unharmed  with  In¬ 
sulating  Siding. 

The  fact  that  Insulating  Siding  1 
has  proven  itself  in  all  these  re-  | 
spects  has  made  it  popular  through¬ 
out  the  country.  It  has  been  applied 
on  more  than  a  million  buildings, 
including  homes,  schools,  factories, 
public  buildings,  and  offices.  These 
building's  have  been  modernized 
and  future  maintenance  of  the  ex¬ 
terior  walls  reduced  to  a  minimum  > 
by  Insulating  Siding.  | 

i 

Grillework 

{Continued  from  Page  102) 

other  volutes  of  similar  thickness, 
make  the  scroll  work  that  we  asso-  j 
ciate  with  wrought  iron.  j 

Some  of  the  smiths  who  worked  , 
at  Westminster  Abbey  are  known 
by  name.  Master  Henry  Lewis  made 
the  iron  work  for  the  tomb  of 
Henry  HI  in  1259.  The  iron  on  the 
tomb  of  Queen  Eleanor  is  by 
Thomas  de  Leighton.  An  interest¬ 
ing  specimen  of  iron  work  is  the 
grilles  that  surrounds  the  tomb  of  | 


We  ask  you  honestly  —  Compare  STO-A-CO  triple  track  com¬ 
bination  windows  and  doors  with  any  other  combination  on  the 
market.  Compare  STO-A-CO  for  appearance  and  style  —  for 
smooth,  permanent  trouble-free  TRIPLE  TRACK  operation.  Com¬ 
pare  them  any  way  you'd  like.  STO-A-CO  products  are  built  to 
stay  sold  —  that's  why  more  and  more  smart  home  owners  are 
turning  to  STO-A-CO.  Every  demonstration  proves  their  suoer- 
ior  quality. 

ASSEMBLY  PLANTS  STRATEGICALLY  LOCATED 
To  Give  Prompf  Efficient  Service 
Distributorship  Inquirios  Invited 

Member  of  the  Nationol  Combination  Storm  Windotr  and  Door  Institute,  Inc. 

••mm  KNt  mt  wminm  id  iast  porimr" 


POST  OffICI  BOX  ♦/  Phine:  Woylond  24t1  APCO,  OHIO 


the  Scoligers  in  "Verona.  It  is  not  l 
a  hard,  stiff  structure,  but  is  com-  I 
posed  of  circular  forms,  each  made 
separately,  and  linked  together 
with  narrow  bands,  so  that  the 
construction  is  flexible,  and  is  more  I 
like  a  gigantic  piece  of  chain  link  ! 
fence  than  an  iron  fence.  I 

Biscornette  did  wonderful  work  | 
on  the  doors  of  Notre  Dame  in  i 
Paris.  He  was  the  nly  man  that  | 
formed  iron  into  continuous  relief  | 
patterns  and  scrolls  without  cast-  j 
ing.  Like  Stradivarius  and  his  vio-  i 
{Continued  on  Page  234)  ; 


#f?/f/GENERAL’S  ALL  WELDED 

all  fully  extruded  aluminum 

3-Track  storm  and  Screen  window 

.  .  .  the  most  advanced  design  in  the  field!  The  new 
General  3  track  is  precision  fabricated  and  "priced" 
right  for  quick  sofes  and  big  profits! 

CHECK  THESE  "SELL"  FEATURES! 
e  Waiticd  iquor*  corners 
e  Positivo  lockine  device 
e  Selt-sterine  inserts 
e  All  aluminum  screening 
e  Easy  to  install  , 
e  Service  free 

Immediate  Delivery 

K  D  or  Assembled  —  Dealer  ond  Distributor  Inquiries  Invited 
Write,  Phone  or  Wire  for  Profit-Making  Details  Today! 

GENERAL  SCREEN  AND  SASH,  INC. 

so  Tulip  Place,  Garden  City  Park,  L.  I.  GArden  City  7-8204-8711 


&  Home  Improvement  Dealer  . 
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EXCLUSIVE  DEALERSHIPS  AVAILABLE 
LABOR  FREE!  TROUBLE  FREE!  PROFIT  HEAVY! 

-ONBLE  rOIR  TERRLY  B  VOUWE- 

"FACTORY  MADE" 

PRECISION  CUT  —  PRE-ASSEMBLED  —  PRIME  COATED 

GARAGES 


•  MILK 
HOUSES 

•  COHAGES 

•  UTRITY 
BURDIMGS 


•  MADE  UP  IN  r 
SECTIONS 

•  4-SECTION  OVER 
HEAD  DOORS 

•  DOORS  t  WIN¬ 
DOWS  CASED  IN 

•  NO  EXTRAS 
TO  BUY 


WRITE  FOR  DETAILS 


Manufactured  by 

BAY-WEL,  INC. 

2301  WILLOW  ST. 


PHONE: 

ADAMS  2010 
GREEN  BAY,  WIS. 


Grillework 

(Continued  from  Page  233) 

lins,  his  work  was  never  equalled. 
No  one  ever  saw  him  work  and  the 
secret  of  his  craftsmanship  died 
with  him. 

Today  with  the  ever  increasing 
popularity  of  grillework  both  out¬ 
side  and  inside  the  home,  it  is  we^' 
to  reflect  on  the  possibilities  oi 
using  grillework  to  good  advantage 
to  close  that  next  door  sale. 

Give  your  customer,  especially 
the  woman  of  the  house,  the  chance 
to  make  a  personal  choice  of  the 
grille  design  that  please  her.  You 
will  find  that  by  choosing  a  door 
grille  she  has  made  the  decision  to 
I  buy  your  door. 

There  are  available  today  many 
varieties  of  door  grilles  in  alumi¬ 
num  and  iron.  The  more  designs 
that  are  shown,  the  more  likely  it 
is  that  the  buyer  will  find  some¬ 
thing  he  especially  likes.  The  com¬ 
bination  of  wrought  scroll  and 
casting  are  particularly  appealing 
to  both  men  and  women. 

Most  grilles  are  hand  wrought 
by  craftsmen  and  as  such  have  a 
great  appeal  to  the  home  owner. 
Remember,  when  you  sell  door 
grilles,  you  are  selling  not  only 
screen  protection,  but  a  work  of 
art  as  well. 


Metal  Awnings 

(Continued  from  Page  84) 

Prior  to  World  War  II,  it  is 
doubtful  if  the  total  metal  awning 
business  in  any  one  year  exceeded 
one  million  dollars,  and  most  of  it 
was  in  steel  although  the  shift  to 
aluminum  was  noticeable  in  late 
’40  or  ’41.  With  the  advent, of  the 
war  and  the  imposition  of  restric¬ 
tions  on  the  manufacturing  of 
many  products  including  metal 
awnings,  the  infant  industry  had 
a  difficult  time  surviving  and  also 
found  servicing  and  maintenance 
of  existing  installations  very  oner¬ 
ous  due  to  the  inability  to  obtain 
materials.  But  survive  it  did  to 


/» 


234 


JULY.  1953  BUILDING  SPEQALTIES 


flourish  with  such  vigor  that  in 
1953  it  will  have  grown  75  fold  at 
least. 

In  1940,  Myer  Harrison  and  San 
Korman  obtained  from  Mr.  House¬ 
man  the  exclusive  rights  to  the 
Koolvent  awning  in  33  states  plus 
the  territories  and  Canada.  Dur¬ 
ing  the  two  years  before  the  war 
started,  their  initial  operation  was 
in  the  Pittsburgh  area.  Immedi¬ 
ately  after  the  war,  these  two  men 
went  out  and  executed  sub-license 
arrangements  with  independent 
manufacturers  throught  the  coun¬ 
try,  all  of  which  action,  when  com¬ 
bined  with  the  continuing  pioneer¬ 
ing  efforts  of  W.  H.  Wynne,  Jr.  and 
with  the  promotional  activities  of 
the  original  Alumaroll  company 
(now  having  been  purchased  by 
Orchard  Brothers  Incorporated), 
spark-plugged  the  current  metal 
awning  boom. 

1945—1953 

In  1945,  there  were  less  than  ten 
companies  manufacturing  metal 
awnings.  In  1953,  there  are  over 
200  manufacturers  of  this  new 
home  improvement  product.  The 
growth  of  the  industry  is  shown 
in  the  poundage  of  aluminum  used 
and  these  figures  are  available  as 
a  result  of  statistical  information 
required  by  the  National  Produc¬ 
tion  Authority  in  Washington. 
These  figures  show  that  during  the 
period  1945  through  1950  (when 
the  Korean  War  aluminum  restric¬ 
tions  first  were  imposed),  the  an¬ 
nual  use  of  aluminum  for  awnings 
went  from  approximately  one  mil¬ 
lion  pounds  to  over  21  million 
pounds.  The  estimated  use  for  the 
year  1953  is  28  million  pounds  and 
for  1954,  40  million  pounds. 

Three  Categories 

As  a  product,  metal  awnings  fall 
into  three  categories.  Most  of  them 
are  of  the  rigid  type  and  have 
vertical  pans  though  there  are  some 
with  horizontally  fixed  slats.  Sec¬ 
ondly,  there  is  the  flexible  awning 
with  three  different  types  in  this 
category:  the  roll-up,  the  folding 
and  the  retractable  version.  The 
{Continued  on  Page  236) 


^^Makes  Selling  Easy!’^ 

CERTIFIED 

ALIJMINIJM 

Combination  Screen  &  Storm  Windows 

) 

Everything  You  Want  for 
Competitive  Selling 

DELUXE 

Interlocking,  Extruded 

3-TRA(K  and  2-TRACK 

SELFSTORING  •  TAMPERPROOF 

Here  is  the  ideal  window  for  the  aggressive  dealer.  From 
one  source  you  can  obtain  3-track  AND  2-track  windows  as 
well  as  combination  storm  doors.  Priced  right  for  high  profits 
and  competitive  selling.  Our  years  of  experience  in  the  field 
assure  you  of  the  kind  of  association  you  want.  Write  or 
phone  today  for  complete  information  on  how  you  can 
increase  your  profits. 


Co- 


1015  West  Diamond  Street 
Philadelphia  22,  Pennsylvania 
Telephone  FRemont  7  2500 


SPFCIALLY  TREATED  STAIN.  EXCLUSIVE  INTERICKK  AND  VENTILATING  FEATURES. 
5  QUARTER  FRAME. 

PAPOOSE.  THE  MOST  ECONOMICAL  REDWOOD  COMBINATION. 

IT'S  PRICED  FOR  VOLUMi:. 


EXCLUSIVE  TERRITORIES  OPEN  TO  ALERT  DEALERS  AND  DISTRIBUTORS. 

WRITE,  WIRE  or  PHONE 
DEPT  G-S 

13330  W.  McNicholas  Rd. 

Detroit  35,  Mich.  UNiversity  4-7134 


MANUFACTURING  COMPANY 


OVERCOME 

PRICE 

RESISTANCE 

with 


REDWOOD  COMBINATION 
STORM  WINDOWS 


CERTIFIED  KILN-DRIED 
CALIFORNIA  REDWOOD 


&  Home  Improvement  Dealer 
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*  Experienced  Consultent  Engineers  to 
furnish  you  with  complete  produc¬ 
tion  set-ups 

*  Design  and  fabricate  tools  and  dies 

*  Supply  your  hardware 

*  Large  stock  of  dies  for  standard 
parts 

*  Write  for  our  New  1953  Catalog 


New  LOW  PRICES 

g.  grant  metal 

mfg.  CO.,  Incy^Jb  E.  Second  St. 

Mineola,  L.  I.  N.  Y. 
^GArden  City  3-3580 


^  WANTED > 

AGGRESSIVE 

TERRITORIAL 

DISTRIBUTORS 

RESPONSIBLE  FIRM  OR 
PARTY  TO  ASSOCIATE 
WITH  NATIONALLY  AD¬ 
VERTISED  ALUMINUM 
DOOR  MANUFACTURER. 
NOMINAL  INVESTMENT 
PROTECTED  BY  MERCHAN¬ 
DISE.  ACTIVE  ACCOUNTS 
IN  EACH  TERRITORY.  COM¬ 
PLETELY  CONFIDENTIAL. 

BOX  #404 

BUILDING  SPECIALTIES 

425  FOURTH  AVENUE 
NEW  YORK  16,  N.  Y. 


Metal  Awnings 

(Continued  from  Page  235) 

jalousie  awning  comprises  the 
third  category. 

The  amazingly  rapid  growth  of 
the  metal  awning  industry  has  re¬ 
sulted  in  many  different  manufac¬ 
turing  and  distribution  patterns. 
Some  have  established  complete 
manufacturing  franchises  in  lim¬ 
ited  territories  and  most  of  these 
sell  the  final  assembled  product 
both  at  retail  and  wholesale.  Some 
of  the  manufacturers  ship  their 
material  in  lineal  or  coil  form  to 
fabricating  assembly  franchise 
holders  w’ho  complete  the  manu¬ 
facture  of  the  awnings  and  who 
also  sell  both  at  wholesale  and  re¬ 
tail  within  their  limited  territory, 
while  other  manufacturers  ship  a 
completed,  packaged  awning  or  a 
knockdown  components  part  kit 
either  through  the  usual  distribu¬ 
tor  and  dealer  channels  or  direct 
to  the  installing  dealer. 

The  organizing  meeting  of  the 
National  Metal  Awning  Associa¬ 
tion  was  called  by  the  Building 
Specialties  magazine  on  November 
17,  1950,  and  from  the  original  17 
members,  it  has  grown  to  over  150. 
It  has  recently  developed  a  new  na¬ 
tional  advertising  campaign  in¬ 
volving  the  use  of  its  membership 
seal  and  an  article  on  the  Associa¬ 
tion,  its  aims,  its  goals  and  its 
achievements  will  be  found  else¬ 
where  in  this  issue. 

•HU 

Glass  Doors 

(Continued  from  Page  104) 

make  the  room  seem  larger.  Spe¬ 
cialty  dealers  will  also  find  that 
very  attractive  porch  enclosures 
can  be  made  by  having  jalousies  or 
combination  units  at  the  sides  with 
glass  doors  at  the  front. 

More  recently  the  speculative 
builder  and  the  tract  builder  have 
learned  that  a  sliding  glass  wall  is 
a  substantial  aid  in  selling  homes. 
In  the  past  year  or  two  even  low 
price  homes  have  been  adding  this 


feature.  As  the  trend  toward 
Ranch  Type  houses  has  extended 
eastward,  so  has  the  use  of  sliding 
glass  doors. 

Large  sliding  glass  walls  have 
been  used  extensively  in  schools  in 
the  primary  classes  as  a  secondary 
door  opening  up  to  a  patio  or  play 
yard.  They  have  also  been  used  in 
hospitals,  churches  and  commercial 
buildings  where  it  is  desirable  to 
have  large  openings  to  a  sun  deck 
or  terrace.  New  applications  are 
constantly  being  found,  and  the 
product  is  one  for  which  the  de¬ 
mand  is  constantly  growing. 

In  some  sections  of  the  country. 
Thermopane  or  Twindow  glass  has 
been  used  in  these  doors,  but  it  in¬ 
creases  the  cost  very  considerably 
because  of  the  higher  priced  glass 
and  because  it  requires  a  specially 
designed  and  built  door  frame.  By 
far  the  largest  proportion  of  the 
doors  have  been  glazed  with 
plate  glass. 

Crystal  Glazing 

Some  have  been  glazed  with 
crystal,  and  a  few  have  had  cross 
muntins  put  in  and  used  single  or 
double  strength  window  glass. 
Usually  the  doors  are  fitted  with 
glazing  angle  or  mould  which 
makes  a  neater  looking  job,  and 
holds  the  glass  much  more  securely. 
It  is  definitely  recommended  in¬ 
stead  of  using  clips  and  putty. 

Installation  is  simple,  fast  and 
economical,  consisting  primarily  of 
the  following: 

With  a  level  sill,  slide  the  door 
frame  into  place,  square  and  level 
the  jambs  and  screw  into  place. 
Check  (1)  for  level  sill,  (2)  Square 
jamb,  and  (3)  Defection  space  be¬ 
tween  door  frame  and  header.  Be 
certain  there  is  no  blocking. 

The  only  tools  required  are  a 
straight  edge  and  level  and  a 
ratchet  screw  driver. 

Average  time  required  for  two 
men  to  do  an  installation  is  a  half 
hour  or  less.  Some  types  of  doors, 
however,  those  that  require  block¬ 
ing  and  preparation  of  the  blocking 
material,  may  take  an  hour  or  two. 
No  training  or  special  background 
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is  needed  by  the  installation  me¬ 
chanics.  Usually  anyone  who  can 
use  a  level  and  a  screw  can  do  the 
job. 

Solid  brass  hardware  is  supplied 
by  one  manufacturer;  others  sup¬ 
ply  different  kinds,  some  of  it 
plated. 

Door  sizes  vary  considerably, 
one  manufacturer  reporting  the 
availability  of  widths  from  6'-0" 
to  36'-0".  The  average  overall 
height  is  standard  83"  providing  a 
net  door  opening  of  6'8". 

Types  include  half-vent,  one-third 
vent,  two-center  vents  or  vents  on 
both  ends. 

-ic 

New  Products 

{Continued  from  Page  208) 

prefer  the  extra  sturdiness,  quiet¬ 
ness  and  smoother  swung  possible 
with  this  hinge.  Almost  invisible 
when  attached,  the  piano  hinge  also 
gives  more  draft  protection  and  a 
neater  over-all  appearance  to  all 
installations. 

Air  Master  Corp.,  Dept.  BS,  18th 
and  Leigh  Avenue,  Philadelphia 
32,  Pa. 

*  *  * 

New  Low  Price  Gloss  and 
Aluminum  Tub  Enclosure 

The  “Beauti-Dor"  is  the  low'est 
priced  All  Glass  Aluminum  Tub 
Enclosure  available  —  List  Price 
$94.95,  In  spite  of  it§  low  price  the 
“Beauti  -  Dor"  is  considered  the 
"Cadillac"  of  the  field  both  from  ap¬ 
pearance  and  construction. 

The  outstanding  construction 
features  are : 

Silent  overhead  ball  bearing  roll¬ 
ers.  Only  heavy  Aluminum  is  used 
— extruded,  rustproof,  heat  treat¬ 
ed,  highly  polished.  Aluminum 
frames  are  fluted  in  such  a  manner 
no  dirt  can  collect.  Choice  of  2  glass 
styles — 7/32"  thick.  Glass  is  mount¬ 
ed  in  neoprene  rubber  to  make  the 
doors  w^atertight.  Installation  is 
simple  —  takes  about  15  minutes. 
The  "Beauti-Dor"  is  so  designed 
that  the  average  person  can  do  the 
installation  work  themselves.  Cata¬ 


log  sheet  is  enclosed  for  additional 
information. 

All  sales  of  "Beauti-Dors"  are 
made  through  distributors  only — 
No  sales  made  direct  to  dealers. 
Kits  (knocked  down)  are  also 
available  on  exclusive  state  fran¬ 
chises. 

In  the  winter  months  the  sale  of 
a  product  like  the  "Beauti-Dor" 
Tub  Enclosure  has  even  greater  ap¬ 
peal  because  it  presents  inside  sales 
and  inside  installation. 

Shower  Enclosures,  Inc.,  Dept. 
BS,  6351  N.  Magnolia,  Chicago  40, 
Ill.  i 

«  *  * 

New  Comb.  Window  and  Door 
By  State  Storm  Window  Co. 

The  new  "Finesse"  windows  and  i 
doors  are  produced  by  State  Storm  ' 
Window  Company  of  Syracuse,  | 
N.  Y.  The  "Finesse"  is  an  all-new’  | 
storm  and  screen  combination.  I 


"Finesse"  windows  and  doors  ; 
are  made  from  full  extruded  alu¬ 
minum.  The  screen  is  fashioned 
from  aluminum.  The  windows  are 
self-storing  and  interchangeable; 
either  the  screen  or  glass  may  be  I 
placed  at  the  top  or  at  the  bottom,  | 
or  taken  out  or  left  in.  The  win¬ 
dows  have  special  weather -seal  I 
cams  which  lock  screen  or  glass  in  : 
any  position  "Finesse"  has  no 
tricky  gadgets,  no  springs,  and  no  ; 
movable  parts  that  might  stick.  I 
Overlap  construction  provides  ' 
for  plenty  of  give  and  take;  but  j 
blind-stop  installation  can  be  done  i 
if  desired.  The  price  is  low  enough  ; 
so  that  everyone  can  afford  to  take  | 
advantage  of  it.  | 

State  Storm  Window  Co.,  Inc., 
Dept.  BS,  131  Shonnard  St.,  Syra¬ 
cuse,  N.  Y. 

{Continued  on  Page  238)  j 


GLAMOUR 


FOR 

DOORS 

GOLDEN  PROFITS 

FOR  YOU 

Sell  your  customers  these  profitable 
and  attractive  Scroll-Efts  easily 
installed  on  METAL  or  WOOD 
SCREEN  DOORS  or  COMBINA¬ 
TIONS.  Finished  in  GLEAMING 
WHITE  enamel  or  SEMI-POLISHED 
ALUMINUM  .  .  .  packaged  com¬ 
plete  in  sets  with  mounting  screws. 
Wonderful  as  door-openers  —  lead 
to  sales  of  new  doors.  Sell  them 
with  every  door  and  add  to  your 
volume  and  profits. 

Writt  for  Bulletin 
and  trod*  discounts 


P eaux  girt  Craf t s 

2015  BROOKFIELD  RD  PITTSBURGH  16  PA 


&  Home  Improvement  Dealer 
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JALOUSIE 

GLASS 


ORIGINAL& LARGEST 
SUPPLIERS 

All  Sizes  and  Types 
of  Glass  Louvers 


WRITE  FOR 

INFORMATION  AND  PRICES 
Cadillac  Glass  Company 
2570  Hart  Are.  *  Detroit  14,  Mich. 

Telephone:  VAIley  1-7200 


LET  THIS  ADVANCED 
IDEA  IN  GRILLES  CUT 
YOUR  INVENTORY  50% 


Your  DUN-MOR 
grilles  come  with 
modem  end  clips 
which  eliminate  old 
style  flat  turned 
end  tabs  and  the 
need  for  two  grille 
width'!  to  fit  the 
four  common  di>or 
sixes.  Made  to  fit 
36”  doors,  you  sim¬ 
ply  clip  off  ends  to 
exocHy  fit  oil  nor- 
rower  doors.  Pic¬ 
tured  is  No.  2958. 
List  price  $6.60. 
Packed  6  to  the 
carton. 


DUNCAN-MORRIS  CO. 

48  N.  VALLEY  ST.,  AKRON  3.  OHIO 


New  Products 

{Continued  from  Page  237) 

New  Type  Mail  Box 

The  Dun-Mor  Nu-Style  City  Mail 
Box  leads  the  new  trend  and  adds 
a  striking  decorative  touch  to  any 
front  entrance.  Its  handsome  name¬ 
plate  provides  identification  every 
home  needs  to  help  everyone  seek¬ 
ing  that  address.  Utilizes  the  stand¬ 
ard  Dun-Mor  alphabet  and  numer¬ 
als,  but  does  not  require  a  name. 
The  raceway  forms  a  finishing 
crown  molding  when  installed  with¬ 
out  letters  or  numerals. 


Mounts  simply  on  standard,  un¬ 
threaded  11/4"  pipe  and  locks  in 
place  with  a  set  screw. 

Dimensions  inside  box :  15"  long, 
514,"  wide,  614"  high.  Packed  4  to 
the  carton.  Will  go  Parcel  Post. 
Unit  complete,  except  pipe  and  let¬ 
ters — list  $8.50  each. 

Duncan-Morris  Co.,  Dept.  BS,  48 
N.  Valley  St.,  Akron  3,  0. 

•  ♦  ♦ 

Home  Window  Co.  Oiler 
3-Track  Aluminum  Window 

The  Home  Seal  window  unit 
consists  of  four  component  parts; 
an  aluminum  outer  frame,  top  and 
bottom  sash  section  and  one  screen 
section.  The  bottom  sash,  top  sash 
and  screen  section  slide  on  a  triple 
track  and  are  locked  in  place  when 
closed.  The  installation  is  easy. 
The  complete  assembly  is  installed, 
the  frame  overlapping  the  casing 
of  the  present  house  window  fi*ame, 
caulked  on  the  back  side  between 
the  wood  and  aluminum  frame  and 
screwed  in  place  with  aluminum 
wood  screws. 

The  operation  is  simple.  The 
lower  sash  can  be  raised  by  unlock¬ 
ing  and  the  sash  and  screen  sec¬ 
tions  will  stay  in  any  raised  or 
lowered  position  so  ventilation  can 


be  controlled  for  winter  use.  In 
the  winter  time,  the  screen  section 
is  stored  in  the  upper  part  of  the 
window,  locked  into  position  and 
protected  from  the  elements  by  the 
upper  sash. 

Distributors  and  dealers  are 
invited  to  correspond  with  the 
Home  Window  Co.,  Dept.  B  S,  at 
Fostoria,  Ohio. 

♦  ♦  * 

New  3-Track  Combination 
By  B  &  G  Mig.  Co. 

A  triple-track  window  with  pan¬ 
els  that  can  be  removed  without  re¬ 
moving  the  tracks  is  the  most  re¬ 
cent  development  of  the  B  &  G 
Manufacturing  Company,  Pitts¬ 
burgh,  creators  and  designers  of 
the  national  brand,  “Storm  Wiz¬ 
ard.” 

With  the  new  “floating”  con¬ 
struction,  the  panels  come  out  with 
a  minimum  of  effort.  All  that  is 
necessary  is  to  flip  a  button,  press 
the  tracks  lightly  into  the  frame, 
and  the  panels  are  free. 

Constructed  of  extruded  alumi¬ 
num,  the  “Storm  Wizard”  cleans 
easily,  with  never  any  rust,  stain 
nor  rot.  The  surface  has  a  high 
lustre,  ribbed  silversatin  finish. 
The  screen  in  a  “Storm  Wizard”  is 
aluminum,  too.  Glass  is  the  finest 
dear-vision  quality. 

The  ease  of  removing  the  panels 
without  removing  the  tracks  gives 
the  “Storm  Wizard”  triple-track  a 
patented  exclusive  feature  which 
dealers  can  turn  into  a  strong  sell¬ 
ing  advantage. 

B  &  G  Mfg.  Co.,  Dept.  BS,  6905 
Susquehanna  St.,  Pittsburgh  8,  Pa. 

mu 

Pre-Coating 

{Continued  from  jifage  194) 

by  pre-coating  actually  costs  less  in 
this  case. 

6.  Orders  for  small  production 
runs  of  various  colors  can  be  com¬ 
bined  with  resultant  better  controls 
and  economies. 

7.  Pre-coating  is  less  expensive 
as  compared  to  spray  painting  be- 
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CLASSIFIED  ADVERTISING 

Under  this  beading  claesiiied  adTertUements  are  accepted  at  the  uniiorm  rate  of  25  cents  a 
word  but  no  adTertisement  taken  icMr  less  than  20  words  with  a  minimum  charge  of  $5.00: 
3  months  at  20c  per  word  per  insertion.  Check  or  Money  Order  must  accompany  copy  of  Clas¬ 
sified  Ad.  Adeertisements  soliciting  dealers  or  distributors,  or  new  products  for  sale,  not  ac¬ 
cepted  in  classified  section.  Address  all  communications  to  Classified  Department  BUILDING 
Specialties,  425  Fourth  ATenue.  New  York  16.  N.  Y. 


cause  reduced  handling  costs,  low¬ 
er  insurance,  reduction  of  capital 
investment  and  lower  costs  for  the 
average  awning  manufacturer. 

We  may  conclude  by  adding  that 
the  above  benefits  to  the  aluminum 
awning  manufacturer  are  passed 
along  to  his  KD  assemblers  and 
dealers  in  the  form  of  more  com¬ 
petitive  prices,  better  quality,  and 
quicker  deliveries  because  of  more 
rapid  production. 

On  the  House 

{Continued  from  Page  14) 

The  enterprise  of  the  home  im¬ 
provement  dealer  has  created  a 
vast  market  which  did  not  exist 
before  the  war.  At  the  same  time 
they  have  provided  jobs  for  thou¬ 
sands  of  salesmen,  office  workers, 
and  mechanics  as  well  as  employ¬ 
ment  for  industrial  workers  in  the 
plants  that  have  sprung  up  to  sup¬ 
ply  the  needs  of  this  new  market. 
This  is  a  great  achievement  no 
matter  how  it  is  measured. 


HELP  WANTED 


MANUFACTURER'S  REPRESENTATIVES 
NOW  calling  on  building  specialties,  store  front, 
awning,  or  home  improvement  dealers  and  dis¬ 
tributors,  to  carry  a  companion  line  on  commission. 
New,  large  volume,  non-seasonal,  high  sales  radia¬ 
tion,  and  limited  competition.  Mapes  Industries.  Box 
411,  BUILDING  SPECIALTIES  &  Home  Im¬ 
provement  Dealer,  425  Fourth  Avenue,  New  York 
16,  N.  y. 


DEALER  SALES.MAN:  OUTSTANDING  storm 
window  and  screen  sales  manager  wanted  for 
midwest  territory  by  prominent  manufacturer.  Our 
products  are  nationally  known  for  quality  and  are 
competitively  priced.  Compensation  way  above  aver¬ 
age  for  right  man.  Salary,  bonus  and  expenses. 
Our  salesmen  know  of  this  ad.  Box  412,  BUILDING 
SPECIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


MANUFACTURER’S  REPRESENTATIVES 
FOR  all  territories.  Wanted  by  a  manufacturer  of 
a  complete  aluminum  line:  Windows,  Doors,  Ja¬ 
lousies,  awnings,  specialties,  etc.  Highly  lucrative 
proposition  for  aggressive  producers.  A  very  clean 
operation.  W’rite,  stating  full  particulars  as  to  types 
of  products  sold  and  territories  covered.  Box  418, 
BUILDING  SPECIALTIES  &•  Home  Improve¬ 
ment  Dealer,  425  Fourth  Avenue,  New  York  16, 
N.  Y. 


UNUSUAL  -MANUFACTURER’S  REPRESEN- 
T.^TIV’E  available  for  building  st>ecialties  manu¬ 
facturer.  Interested  only  in  long-term  proposition. 
We  have  a  twenty-year  record  of  successful  sales. 
Box  413.  BUILDING  SPECIALTIES  &  Home 
Improvement  Dealer,  425  Fourth  Avenue,  New  York 
16,  N.  Y. 


WANTED:  EXPERIENCED  SALES-MAN  to  rep¬ 
resent  long  established  insect  screening  manufacturer 
on  commission  basis  to  call  on  sash  and  door  manu¬ 
facturers  and  jobliers  in  mid  and  far  west  territory. 
Give  territory  regularly  traveled,  experience,  and 
other  lines  carried.  Reply  Box  414,  BUILDING 
SPECLALTIES  &  Home  Improvement  Dealer,  425 
Fourth  .Avenue,  New  York  16,  N.  Y. 


WANTED:  PART  TIME  service  of  consulting 
engineer  to  assist  in  improving  and  developing  new 
ideas  for  our  Aluminum  Combination  Storm  Doors 
and  Windows,  now  on  the  market  for  several  vears. 
In  the  first  letter  give  complete  background,  ex¬ 
perience  and  availability.  Box  415,  BUILDING 
SPECIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


TWO  SPECIALTY  SALESMEN  wanted:  Success¬ 
ful  men  Tired  Of  Traveling.  Average  earnings 
$400.00-$500.00  weekly  within  metro,  area,  closing 
qualified  television  and  newspaper  leads  with  home- 
owners.  Permanent  year  round  steady  income  for 
right  man.  Box  416,  BUILDING  SPECIALTIES 
&  Hume  Improvement  Dealer,  425  Fourth  Avenue, 
New  York  16,  N.  Y. 


MANUFACTURER’S  AGENT  WANTED-  Estab¬ 
lished  manufacturer  of  the  only  complete  line  of 
mass  produced  quality  aluminum  awnings  will  appoint 
men  to  handle  its  business  in  all  areas.  Applicants 
should  be  established  in  their  areas.  No  obligation 
to  non-conflicting  lines.  Write  DraCool  Awning 
Corp.,  Lodi,  Ohio,  giving  details  for  interview  in 
your  area. 


WANTED:  SALES  MANAGER  and  assistant.  An 
opportunity  is  here  for  two  good  men  that  can 
manage  and  coordinate  the  sales  department  for  an 
outstanding  Ohio  storm  sash  manufacturer.  This  is 
a  long-term  proposition  with  security  benefits.  The 
opportunity  is  tremendous  for  wide-awake  men  with 
experience  in  setting  up  dealers  and  distributors  all 
over  the  country.  Salary,  expense  account,  and 
overwrite  on  volume  of  sales  can  amount  to  $20,000 
to  $25,000  per  year.  Phone  or  write  today  and  ask 
for  Nate  Brown.  Diamond  Building  Products  Corp., 
3650  E.  93rd  St.,  Cleveland  5,  Ohio.  Telephone: 
VUlcan  3-6260. 


NATIONAL  SALES  MANAGER  wanted:  Large 
manufacturer  of  top-quality  all-aluminum  combina¬ 
tion  storm  windows  needs  alert  and  aggressive  man 
as  sales  manager.  His  job  is  to  set  up  KD  operators 
and  dealers  throughout  the  country,  and  lend  them 
all  possible  assistance.  Write  full  particulars.  Inter¬ 
view  will  be  arranged.  Box  407,  BUILDING  SPE¬ 
CIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  Avenue,  New  York  16,  N.  Y. 


ATTENTION  MANUFACTURERS  COMBINA¬ 
TION  WINDOWS:  Eastern  distributors  with 
seasoned  personnel  in  dealer  sales,  shop  assembly 
and  office  procedures  offers  its  facilities  to  oi  t  of 
state  manjfacturer  as  factory  branch.  Moc^ern, 
small  building  with  all  *  necessary  equipment  in 
metropolitan  area  (N.  J.).  Cannot  make  capital 
investment.  Proposition  must  be  on  percentage  or 
equivalent.  If  you  desire  to  establish  or  improve 
your  eastern  market  without  a  large  investment, 
we  may  be  your  answer.  Past  records  available  for 
inspection.  Box  417.  BUILDING  SPECI.AL'TIES 
&  Home  Improvement  Dealer,  425  Fourth  Avenue, 
New  York  16,  N.  Y. 


MANUFACTURER’S  AGENT  WANTS  line  of 
Combination  Storm  Windows,  Doors,  Awnings, 
and  Grilles,  to  meet  extreme  competition.  We  have 
been  selling  established  Storm  Window  dealers  only 
in  Metropolitan  St.  Louis,  East  St.  Louis,  and 
surrounding  Towns.  Box  419,  BUILDING  SPE¬ 
CIALTIES  &  Home  Improvement  Dealer,  425 
Fourth  .\venue.  New  York  16,  N.  Y. 


DEALERS  -  DISTRIBUTORS  !  ! 


NOW  HERE’S  A  "NATURAL” 


ROOM  AIR  CONDITIONER 


•  Here's  truly  a  "natural" 
panion  in  selling  Storm 


com- 
Win- 

dows.  Doors,  Awnings,  Siding, 
etc.  The  new,  all  new  Lombard 
Room  Air  Osnditioner,  engi¬ 
neered  completely  to  meet  all 
public  demands  —  including  the 
price. 

Cash  in  on  this  ready-to-buy  item  —  the  public  is  waiting  for 
you  to  call.  Write  immediately  for  complete  information  on  a 
"hot  item"  that  offers  "red  hot  profits". 

_ ..  -  ... 

LOMBARD  MANUFACTURING  COMPANY 
25  Oak  Hill  Avenue,  Youngstown,  Ohio 


Immediote 

Delivery 


YOU  CAN  BE 
A  DEALER  OR 
DISTRIBUTOR - 


Yes!  Send  me  complete  story  about  the  Lombard 
Room  Air  Conditioner. 


□  Dealer 


Name . 

Company- 
Address... 
State . . 


□  Distributor 


.  Phone _ 


&  Home  Improvement  Dealer 
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JULY  1953  BUILDING  SPECIALTIES 


. . ,  HOli-^ORMSCr  aluffiSnyin? 

Only  rolled  oluminum  offer*  th* 
strength,  resltierxe,  flexibility,  ond 
lightnes*  thot  1$  $o  nece»*ory  for  the 
prote<tlng  outer  skin  of  oil  oln>lones. 
This  rolled  outer  skin  must  resist  hall, 
sleet,  snow,  i<e,  moisture,  sudden 
temperature  changes, ond  the  shwsses 
of  excessive  wind  reslstoneel 

A  storm  window  must  for  the  most 
part  resist  these  some  eiementsi  Whot 
better  proof  Is  needed  to  show  that 
ROUED'fORMED  oiuminum  is  best  for 
aluminum  windows, 


mm  wiNPOWs 

V^SmI  Satteh 

SCfttitiS 
Standord,  Orommot 
Widest 


StQIIM  SASH 

V-SMtl  Dctvx* 

V>‘$e<»l  StMitinatt*r 
V-Sedl  trifiJe 
V.$«a(  Sick  Slid* 
Combinotion  SossmsHt  Sash 


Afl  V>S»ol  product)  aro  avotkibt*  Sddt 

yrtndow  kdtvidvoliy  podtod  for  «osy  Homeo 

ofld  ett«tnblr-^«>oth*r  ''V4EM  fl*ST"l 


Ws  AOti^FQRM  roOisnr  to  your  tpsd^cottdiM. 


*AfMrictf9  most  ptogmstve  aluminum 


IXCLUSIVC 


PATENTED  SPRING-CLIP 


ALL  BALANCED  CONTROL 


FULL  NATIONFIl 

ADVERTISING  SUPPORT 

onrf  COMPLETl  SAKS  HELPS! 


Make*  instaUatkm  eatyv  iootproot,  cfaip> 
prooL,0am  is  held  firady  ln**ltiiee-iictic>n’’ 
•Membly  fhait  cannot  rattlet 


Perfectly  aoepended  donates  are  amooth* 
operat&ig...never  a  ah^  on  moving  parts 
^.yoQ  can  eliminate  onnecesaary  operators 
b^use  there  is  no  weii^t  to  lift  I 


